


























The New Beaver 26-R 
Easy-Working 
1 to 2” Pipe Threader 


® The new Beaver 26-R is the ONLY fully-adjustable, easy-working 1 to 2” 
pipe threader which will cut standard 
uniform length 


oversize and undersize threads of 


The new Beaver 26-R is the ONLY tool of its kind which will cut either 


standard taper” or electric straight” conduit threads by a simple 


adjustment requiring no tools 


The new Beaver 26-R is the ONLY tool of its kind with “radio” dial 
size-setting from which the dies can be removed in nds FROM 
THE OUTSIDE without the use of tools 


The new Beaver 26-R is the greatly improved successor to the Id 
Beaver 26,” the original 1 to 2” se 2d threader which has been 
popular the world over for the past 35 y 


The new Beaver 26-R uses one set of dies to thread four sizes (1 ‘ 
1'2 and 2-inch ndersize threads t 
-am-type universal 
self-centering chuck which centers the pipe accurately and insures straight 
pipe lines. Yet jrip threads’’ may be cut when desired for 


is fully adjustable for oversize 
compensate for variation in fittings and has 


heating lines 


May we send you new Beaver Catalog CC-51? Address Beaver Pipe Tools, 
Inc., 216-300 Dana Avenue, Warren, Ohio, U.S. A 


With five (5) 
time-saving, 
profit-making 


advantages! 





sore 


. visible, easy, 


Radio Dial.. 
accurate die setting mech- 
anism. A Beaver exclusive. 














Dies instantly removable... 
from the outside... no tools 
required! 














Instantly adjustable to cut 
either standard taper or 
straight electric conduit 














Self-centering, universal 
chuck insures accurate align- 
ment; also adjustable for 
cutting ‘drip’ threads! 














Straight line pull... in same 
plane as dies. Easy cutting 








. maximum efficiency! 
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MRO And You—Ar editorial . 


Don’t Be Too Ready to Say “So Long” —Here’s a Passaic salesman’s theory on when to do it 
Display Pays Its Way —Store front use gives 7 major benefits... 6.60. c cece ee eee eee ees 
Inventory Data Is Salesman’s Helper—Capsule information is valuable aid during scarcity 

Belt Shop Speeds Service, Cuts Costs —One-day delivery is chief benefit 


Rocky Mountain Distributors Stage Meeting 
—Cross-section analysis of supply industry problems was main topic 


Facilities Separated? Try 2-Way Teletype —4-page form speeds order filling 
You Can Simplify Business Charts—One graph “pictures” the sales progress of a Providence house. . 


How to Get the Most out of a Manufacturer’s Man 
—Plan calls, provide ammunition and pinpoint sales targets 
p ping g 


From Novice to Salesman in 25 Weeks 
—A Pittsburgh distributor converted 3 inexperienced men into outside salesmen 


New Building Streamlines Operations 
—Special design & latest equipment boost warehousing efficiency 


Going to Celebrate? Do It Professionally —Experts insured success with 3-step formula ...... 


The New CMP, What Will It Be? —Here’s a report on centralized control & priority aid . . 








Washington Bulletin —A regular monthly feature on all Washington events 


The Defense Production Problem —4 McGraw-Hill editorial 


DEPARTMENT S 


Defense Topics 7 The Outlook for Business 
Talk of the Trade How You Can Questions & Answers 
Supply Sales Trends 98 Door Openers to Sales New Products 





COMING IN INDUSTRIAL DISTRIBUTION NEXT MONTH 


“That Golden Gate” the article in the May issue to help you. It’s an 
The plans are in full swing for the Triple Indus- appraisal of major industries with authoritative data 
trial Supply Convention in San Francisco June 11, on what you can expect those industries to do in 
12 and i3. And, of course, you'll want to know just the next decade. 
what those p,ans are. The latest developments in 
convention plans will be fully reported on in May. Case History 


. Nothing succeeds like success, so they say. 

Long Range Planning Whether you believe that or not, you'll have to agree 

Sometimes it’s difficult to sit back and try to make that a salesman who is successful is a good source 

long range plans. ‘Those who do take time for such for help and advice no matter how successful you 

ylanning report that there is a real payoff. If you are. In other words, we’re going to have another 
want to do a little looking ahead, you'll find just good case history on a salesman who makes sales. 








socket screw keys in handy sets 


METAL BOXES — No. 44 and 66 


Broad range of sizes for all uses 


PLASTIC PAKS 


No. 6 — Small diameter screws — for 
servicemen on radios, motors. 


Ne. 7 - Popular sizes for most used 
applications. 


No. 113 and 107 — Long arm. 


Selected sizes for variety of uses. 


No. 103 Extra long arm. Refrigera- 


tion and oil burner servicemen. 


Complete descriptive Catalog gladly sent. 


Conplitly Cold Foged 


The H-K Key Set line is expanded! There’s a Holo-Krome Key 
Set containing the right sizes of keys to meet any assembly condi- 
tion. Now, in addition to the ever popular Holo-Krome Nos. 44 
and 66 Sets in the sturdy metal boxes there are a carefully selected 
group of keys, both short and long arm, furnished in smart look- 
ing, durable plastic cases. Snap fasteners hold the covers and 
some of the sets have individual key pockets. These new H-K 
Key Sets are a practical addition to the tool box of shop mechanics, 
maintenance and servicemen. .. . Strong proper fitting keys are as 
necessary as uniformly accurate sockets in socket screws. The value and 
efficiency of one is determined by the other. Holo-Krome Keys are daily 
demonstrating their quality on the assembly lines of industry .... 
Ask the men who sell Holo-Krome. 


HOLO-KROME 


*, Sockel Scuw Frudui 


J 
THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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Shaft Misalignment Won’t Hamper 
Link-Belt Ball Bearing Blocks 


Link-Belt Solid-Housing Ball Bearing 
Blocks are built to maintain free-rolling 
action and full load capacity even with 
extreme shaft misalignment. Thus, set- 
tling or movement of supports does not 
cause failure of these completely “hous- 
ing-sealed” bearings. 

To be housing- 
sealed, a bearing must 
have a self-aligning 
seal that effectively 
keeps grease in and 
dirt out, regardless of alignment. All 
moving surfaces are completely en- 
closed and lubricated from a common 
reservoir. 


* Sales 
Weeting 
in Print 


Many Outstanding Features 


In-buile features provide for both 
dynamic and static alignment, pre- 
adjusted clearance, and maximum ca- 
pacity for a given boundary dimension. 
Ample alignment capacity also facili- 
tates mounting. Design of the housing 
assures proper metal distribution for 
utmost sturdiness. These, along with 
other continuing improvements, are re- 
sults of laboratory and field research, 
plus wide experience in applying bear- 
ings in all types of industries. 


The Link-Belt line is most complete 

-including both ball and roller bear- 
ing pillow blocks; as well as flanged, 
cartridge, take-up and hanger blocks, 
for a full range of shaft sizes up to 
about 8” diameter 


1,700,000 Readers 


some of the outstanding advertising in 
the trade paper field is currently back- 
ing Link-Belt ball and roller bearings. 
Over 1,700,000 reader-impressions will 
be made in 1951 on men responsible 
for specifying and buying bearings in 
every major market. Under the slogan, 
Link-Belt Ball and Roller Bearings 
Smooth the Path of Power,” these yel- 
low and black ads achieve a feeling of 
the quality and precision typical of 
Link-Belt bearings. 





DAIRIES in your area are ideal 
prospects for Link-Belt S-815 
Flat-Top Conveyor Chain. This 
light, durable, efficient chain is 
especially recommended for carry- 
ing milk containers through var- 
ious operations. Folder No. 2344 
tells all. 














Spring-locking collor 
with set screws 
clomps bearing firm 
y on shoft 


Self-ctigning seols 
effectiv 

greose 

out, regordiess of 
olignment 


Wide inner ring dis 
tributes bearing load 
over lorge shaft creo 





Feature-packed Series 200 is typical of Link-Belt Ball and Roller 
Bearings. Cutaways like this are featured in our advertising. 


Slotted bolt holes 
focititote 
on supporting struc 
ture 


mounting 
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LINK @Beur 


ROE HT casey satney 


Aggressive two-color ads promote proven 
advantages of Link-Belt Silverstreak 
Silent Chain in all principal markets. 


Efficiency, Long 
Life Popularize 
L-B Silent Chain 


In World War II, three-shift operation 
spotlighted the low ultimate cost of 
Silverstreak Silent Chain Drives. For 
high speed, high power and high effi- 
ciency (98.2%), there’s no substitute 
for the long-life economy of Silver- 
streak Silent Chain. 

Unique link and tooth form allows 
the chain to enter and leave the pinion 
and wheel in a smooth, progressive 
manner. This provides quiet operation 
and permits positive contact for the 
entire life of the drive. 

Installation and service are easy— 
silent chain can be quickly uncoupled 
without dismantling bearings or parts 
of the machine. 

Practically any plant that has a motor 
is a prospect for silent chain. Data 
Book 2125A makes figuring preselected 
stock drives easy for your salesmen. 


LINK-BELT COMPANY 
Chicago 9, Indianapolis 6, 
Philadelphia 40, Atlanta, Houston 1, 
Minneapolis 5, San Francisco 24, 
tos Angeles 33, Seattle 4, Toronto 8 
Springs (South Africa) 


’ 




















Our Message To YOU sic 


Mr. Distributor: Are you confused 
: ; by the flood of Washington rules 
Today we are going all out to win the war against time. and regulations and the mushroom 
growth of alphabet agencies? Our 
' J ’ er er Washington Bulletin (p. 93) cuts 
There is, however, something even more important, and that is winning through the ved tape and gives you 
the war from within as well as from without. clear answers and direct reports on 
many questions pertinent to our in- 
. : dustrial supply field. Send along 
We must use the tools of our productive thinking—the tools of a free any questions you might have and 


economy and a free people. Yes, we must, also, press into service all we'll handle those, too. 
the energy available to keep the material tools of production going 
at top speed. 





Now this is where SPARTAN . . . and YOU came in, for our products Publisher 

and your service are necessary in the manufacture of every weapon of \. M. Morris 

every kind in this plan to win the present war and keep world peace. Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 
THIS IS OUR PART... to speed up production of “SPARTAN Associate Editor John A. Wertis 
PRODUCTS” to the utmost without cutting down quality for quantity, ee John F. Fasley 
to play fair with you and your customers by selling 100% through dis- Aestesenn Wainer Albert R. Henry, Jr. 
tributors and giving SPARTAN Distributors the best service possible. Knitetene Udine Lous Pees 
Assistant Editor C. H. Holdsworth 
AND THIS IS YOUR PART . . . to send in your orders as far in a ilieiaate: Whit iiieaek Ohta 
advance of shipping date required as possible, to watch your stock 
requirements and have your trade place their orders as far in advance 
as they can. 


Washington Bureau 


We pledge our best efforts to you and your customers for neither you George B. Bryant, Jr. 


or we can rest until victory (5 wen. Editor, World News Russell F. Anderson 


District Managers: E. N. Grantvedt, Chi- 


cago; FE. J. McOsker, Cleveland; H. E. 
Tayer, New York and Boston; John P. 
Ora, New York and Philadelphia; John 
W. Otterson, San Francisco; Carl W. 
Dysinger, Los Angeles J. H. Allen, Dal- 
las. Business Manager, W. A. West. 
April, 1951 Vol. 41, No. 4 
Industrial Distribution 
Member ABC and ABP 
(formerly MiLt Svuppiiges. with which are 
consolidated INDUSTRIAL SELLING, InpvUs 
TRIAL DISTRIBUTOR AND SALESMAN and 
MILL SUPPLY SALESMAN, 


founded by Ernest H. Smith) 


Published monthly, with an additional direct 
number in December, by McGraw-Hill Publishing 
Company, Inc.. James _H. Roy (1860-1948), 
peg Cuaceetion Office, 129 North Broadway, 

an 

Executive, Editorial and Advertising Offices: McGraw- 
Hill Building, baad: E, 42nd St., New York 18, N. Y. 
Curtis W. McGraw, President; Willard Chevalier, Ex- 
ecutive Vice- Preside: nt; Joseph A age Vice-Prest- 
dent and Treasurer; John J. Coo ake, Secretary; Paul 
Montgomery, Senior Vice-President, Publications Divi 
Sone; Ralph B. Smith, aiteriel Desecter: Nelson Bond, 

Vice-President and Director of Advertising; J. 
Blackburn, Jr., Vice Preside ent and Director of Cireu- 


SAW WORKS a subseritions: Address correspondence “Padustrai 


of Circulation, 
Distribution, 99-129 N. 4 way, Albany 
or 330 W. 42nd St. New ¥ ork 18, N. Y. Know MS 
s for change of a P 
Single oples 50¢ ‘Subscr riptio m rates—-United States 
and possessi 3.00 . $4.00 for two years, 
rend three years » dia, $5.00 @ year. 
ears. Pan American countries 
36 "00" a year, $12.00 for three years. All other countries 
$15.00 a year. $30.00 for three years. Reentered as 


aceens sone patter April 29, 1948, at te Post Office 
SPRINGFIELD, MASS. tn OR Neopian ist by et week Pubasing 
— Aan rights rensrvele 
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POWER to drive and remove 
4 . % nuts up to 54” bolt diameter 

... new STAMINA fo stand up 
under hardest usage in truck, bus, body shops 
and all heavy duty industrial applications . .. 
new light weight and balance in this heavy 
duty size . . -« SAME hard hitting reversible 
impact mechanism—built oversize that made 
Thor's 3%” “Packy” an over- 
night favorite with the trade! a 


1951 CATALOG 
NOW READY 


Just off the press — new complete electric tool 
catalog, showing all the new Thor Silver Line 
drills, screwdrivers, nut setters, saws, grinders, 
sanders, polishers, along with the famous Thor 


ELECTRIC U-100 Hammer and a complete line of Valve 


Shop Tools. Write for your copy today! 


IMPACT [> 
WRENCH [imecetillctrnte 


Aurora, Illinois 


Factory Branches All Over the World 
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FIRST 
IN 
POWER 
TRANSMISSION 
MACHINERY 


DODGE NEWS 


< 
FOR DODGE 
TRANSMISSIONEERS 























DODGE MANUFACTURING CORPORATION, 500 UNION STREET, MISHAWAKA, INDIANA 


SPRING TRANSMISSIONEERING CLASSES FUL 


DISTRIBUTORS SEND 1951 CAMPAIGN GIVES DISTRIBUTORS 
60 TO DODGE FOR CLOSELY COORDINATED SALES SUPPORT 


In 1951 Dodge Distributors have the sup- 
INTENSIVE TRAINING ts! se'sn iio it 
idvertising, and promotion program since 
Dodge 
nachiner 








began to build power transmission 


Che Spring term of the in 1878 
lransmissioneering is agit ing held Ww Phe program involves an expanded use 


Classes ¢ 


nrolled to maximum 


very proven 


tives of 


promotion activity, One o 
this 1951 program arive 
fact that Dodge in power 
machinery extra 
dependability, the 
lity of its product Wr service 
Phe car 


DUSINESS 


This now fami is to 


first 
ng given a 


Indiana 


offers an 
through 
ind distribute 
paign includes a broadened use of 
and industri ury 
the Dodge story to the who 
ind purchase 

Dodge 


going to moore 


il magazines to ¢ 
industry 
transmission 


men mn 
select power 
advertising is 
ind 
than ever before 


machiner magazine 
who buy 


machiners 


people use pow- 

er transmission nm 
students in the Dindge adver ments in industrial pub- 
itions feature t | which identifies 
Dodge Trat eer as a factory- 
me l his 
in extra 
theme 1s 


hen Ameri- 


ad requiremic 


nts and pass 
tain their tes, 60 more 
ks of the Transmissior 


»S12. In tho 


certifiica 
meet 
ral vers 

isands od 


Dodge 


recognized as met 


plants these 


wr defense 
e 1951 iummarized and 
tizes which is now 
to distributors by Dodge 
addition to the 
gives details 
nail program for 
ured IS a hew at- 
ntifving the au- 
Dodge products 
of the 1951 Dodg 
extra measure . 


Vhis 
in words and 


ires 


progran 


i plar Donk 


book 

piet 
Dutors get across to every 
s about the “ext 
dependabilit offered in 


rospect the f ra measure 
Dodge power 
iIsslon 


Classroom Scene at Transmissioneering School. 


furnish the | 





TORQUE-ARM 


Most Complete Line of 
Shaft-Mounted Speed Reducers 


With the recent addition of a single redue- 
tion series to its Torque-Arm line, Dodge 
America’s complete line of 
shaft-mounted speed reducers. These are 
now available with capacities from 1 to 27 
horsepower, and for speeds from 12 to 
330 rpm 


offers most 


No special engineering is required; dis- 
tributors sell Torque-Arm speed reducers 
right from stock. There is no foundation to 
provide, flexible coupling, no sliding 
no “lining-up” difficulties. Stock 
I “Lye r-Lock sheaves are prescribed for each 
job to provide desired speeds. 


ho 
base, 








with a ialized 
them to 


transmission machine 


] i h eo 
and) = ends 
Friday night. ¢ 
classroom, the factory and the 
during the day Phe 
problems relating to 
ure re iwhed 
and lise 
opportunity. the student 
study 


sper 


help solve problen 


irse starts « 
with a 


solutions 
en h lea s 
through evening g 
ission. Equally import 

has to meet 
with fellow salesmer 

the country is We 

inted with the men 


quai \ 
build and sell Dodge 


No Handle Spinning Required 
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| SLIDE-SeET VISE IS A “NATURAL” FOR DISTRIBUTORS 


Your customer listens when you talk 
dividends rhat is what makes the Dodge 
Slide-Set vise a “‘natural’’ distributor item 

The amazing performance of the Slide- 
Set vise is quickly, easily demonstrated. 
It’s easy for the prospect to see how it cuts 
time and tiring work from many assembly 
and production pro- 
duction, increases efficiency, reduces opera- 
tor fatigue. Demonstrate it—and vou sell it! 

This fast-acting vise has all the power and 
conventional —type— it 
weighs 58 lbs! However, Dodge provides a 
lightweight demonstrator which makes it 
for distributors to carry the sales mak- 
ing story of Slide-Set right into the prospect's 
office or shop. 


operations speeds 


ruggedness of a 


CUS) 





Defense 


Industrial Distribution 


Topics 








CAN WE DEFEAT OURSELVES 
IN OUR WAR ON COMMUNISM? 


»y Dexter M. Keezer 
Director, Department of Economics 
McGraw-Hill Publishing Company 


[HERE ARE, | take it, two gencral ways by which we might lose our struggle 


against Russian Communism. 
battlefield 


One is to be knocked out completely on the 
I anticipate no such development. 


The other way would be to have our system remodelled internally along 


collectivist and ultimately Communist lines 


Or we might attain the same end 


largely by a process of fumbling and stumbling 


I 


on which I intend 
to concentrate is that of losing much 
of this struggle on the home front by 


Phe possibilits 


1 process 
ess—of adopting measures of our own 
designing which progressively make 
ver our system along collectivist lines. 
My concern is with what needs to be 
done to avoid losing our struggle with 
Russian Communism in this unusually 
humiliating way. 

My assumption is that World War 
III has not started, at least as a con 
tinuous military operation, and will 
not start for a few vears, at least. 

I also do not at anv time in the 
foreseeable future envisage a return of 
invthing resembling — international 
peace and tranquillity 


Inconveniently Timed 


In terms of the inflationary prob 
lems which it precipitates, the North 
Korean attack could scarcely be more 
inconveniently timed for us. It comes 
it a time when our economy is fully 
occupied with civilian business, and 
thus peculiarly susceptible to inflation- 
iry pressure. In this regard our posi 
tion stands in notable contrast to that 
before World War IT. As late as mid- 
1939 we had 6-million unemployed 
ind a great deal of slack which could 
be taken up elsewhere before generat 
ing heavy inflationary pressure. 

The problem of coping effectively 
with inflation, as well as making a 
general orderly mobilization of our 
resources for defense, is greatly com 
plicated by the fact that military 
expenditures will be heavily conten 
trated in the ficld of metalworking. If 
we attain the annual rate of expendi 
ture of about $50-billion a vear for 
national securitv by the end of 1951 
which fficially anticipated, some 
where in the neighborhood of $30 


a rather inadvertent proc- 


billion of it will be going for what is 
generally cataloged as military hard- 
ware. That ($30 billion) is about 
half of the entire present production 
of our metalworking industries. 

In spite of the fact that acute short- 
age of metalworking production for 
civilian consumers (automobiles, ap- 
pliances, etc.) is clearly in the offing, 
we face the paradoxical prospect of 
having some unemployment in this 
field. Any such unemployment prom- 
ises to be quite temporary but its very 
existence will complicate the problem 
of creating general public understand- 
ing that we have an inflationary preb- 
lem of tremendous proportion on our 
hands. 


Controls Needed 


To have a chance of handling this 
problem with a tolerable degree of eco- 
nomic, let alone political success it 
is necessary to bring government con- 
trols designed to stem inflationary 
forces—a whole battery of them—into 
play. Otherwise, the inflation would 
be ruinously violent. Tax controls, 
credit controls, and controls by allo- 
cations and priorities all have a place 
in the struggle to hold inflation within 
tolerable limits. And while I am sure 
that most of those who urge them 
vastly under-rate the enforcement dif- 
ficulties involved, direct price and 
wage controls may also have some 
constructive place, too. 

But to have a chance of being tol- 
erably effective the program of con- 
trols must. it seems to me, meet two 





FOR WASHINGTON NEWS 
AND DEVELOPMENTS 
SEE PAGE 93 
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conditions, neither of which is now 
fulfilled. First, it must be built on a 
general design which, among other 
things, relies on slippery and compli- 
cated controls only after the more 
simple and effective controls have been 
fully exploited. Second, it must be 
tempered to the probability that we 
are going to be forced to live in an 
armory or arsenal state for many years 

at least a decade and perhaps much 
longer. A 

Though less stressed than the first, 
this second shortcoming of our pro- 
gram of controls seems to be likely 
to prove the more deadly. ‘Though 
not notably agreed on much else, our 
leaders seem to be unanimous in the . 
view that, at best, we must be pre- 
pared to carry a heavy load of military 
expenditures for “years and years. 
That is General Marshall’s phrase. 
But, in the line of controls, we are 
almost slavishly following the World 
War II model. That model was de- 
signed to meet the problems imposed 
by all-out war. 


World War II Scars 


For its effectiveness it relied heavily 
on compulsions of patriotism which 
this twilight zone between small war 
and something else clearly does not 
engender. And—of crucial importance 
—the World War II system of con- 
trols was, in the nature of all-out-war, 
designed to minister to an economic 
convulsion of relatively short duration. 
Many of the World War II controls 
left relatively small scars on our eco- 
nomic system simply because they 
were applied only for a_ relatively 
short time. If they had been kept in- 
tact for a decade they would have 
been devastating. 

In recent weeks there has been an 
increasing amount of brave talk about 
much heavier taxes, and_ increases 
spread over the entire body politic. 
Such a spreading would, of course, 
be necessary to increase the federal 
tax revenues by any large amount. 
Perhaps something will come of this 
talk. I devoutly hope so because IT 
share the view that the only hopeful 
fiscal approach to our defense prob- 
lem, as at present formulated, is on 
a pay-as-you-go basis or at least a 
pav-most-of-it-as-you-go basis. : 

But, in contrast to the brave talk: 
we have a record of performance in 
taxing during this emergency. This 
record not merely suggests that our 
taxing policy will be too little and too 
Jate; it also suggests a positively sub 

(Continued on page 10) 





Are You Cashing In 
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PREPARED BY LUNKENHEIMER ESPECIALLY 
FOR LUNKENHEIMER DISTRIBUTORS 
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On The HIDDEN Profits 


In Your LUNKENHEIMER Line? 


ie 


ee 





Along with your famous lines of 
Lunkenheimer valves, you have an extra 
source of hidden profit . . . one that’s 


high in demand — low in competition. 


Lunkenheimer Engineering Devices are 
readily available and universally ac- 
cepted. And the market is almost exclu- 
sively yours. It’s amazing to see what 
many distributors have been able to ac- 
complish by promoting them. If you’d 
like to enjoy the same success, try these 
tested ways to increase your volume. 


As a starter, arrange some displays fea- 
turing your Lunkenheimer oil controls, 
lubricating devices, grease cups, and 
bottle oilers. Exhibit your Lunkenheimer 
pop safety valves, relief valves, air noz- 
zles, liquid gauges, whistle valves, and 
bronze cocks. 


BRONZE e 


+H 


UU N 
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O 


IRON e 
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“Talk up” these plus profit-makers. As 
interest builds, you’ll be able to set up 
a special department to promote and sell 
Lunkenheimer Engineering Devices. 


Be sure you have plenty of circulars on 
hand to exhibit with your promotional 
displays. You may want to arrange 
a $pecial mailing to a selected list of 
customers and prospects. 


We'll be glad to cooperate — with both 
ideas and literature—in launching your 
S--. plus-line promotion. Tear out 
Ve 4); this page and slip it in your fol- 
| low-up file, so you’ll remember 

to inquire about the many ways in which 
other distributors have unearthed new 
profits. For suggestions and information, 
drop a line to The Lunkenheimer Com- 
pany at Box 360U, Cincinnati 14, Ohio. 


STEEL 


‘ENHEIMER 
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NM FVALWES 


relusively, Yours 


Extra profits during machine tool shortage 


low-cost, high production 


DUMORE QUILL SET-UPS 


A, machine tool delivery slows, 
even with D. O. orders, you'll find it 
pays to switch your sales efforts to 
Dumore Precision Quills. Used as 
— eon — workheads for grinding, drilling, 
or universal grinder 

mount. and light milling, they offer your 
customers high-speed, low-cost pro- 
duction, right now! Quill applica- 
tion is simple, usually consisting of 
holding fixture, belt drive, and 
Handles production grinding, chucking device for work piece. 
drifting or light milling. Recommendation of the right quill 
is easy — just use composite speed 
and dimension table on page 18 of 

Dumore catalog. 


The DUMORE COMPANY 
1300 17th St., RACINE, WIS. 
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|'DEFENSE TOPICS 





| 
| (Starts on page 7) 


| versive (in the literal sense of the 
term) bias so far as safeguarding of 
our traditional system of business en 
terprise is concerned. Here, of course, 
my primary reference is to the excess 
profits tax which was passed by over- 
whelming majorities at the last ses- 
sion of Congress 


Potential Wrecker 


The fact is that the excess profits 
tax is a potential wrecker of American 
industry. In addition to encouraging 
managerial waste and extravagance, it 
strikes at what in recent vears has been 
the principal source of funds for new 
industrial plant and equipment, cor- 
porate profits. ‘To be sure, the cur- 
rent rate of excess profit collection 
77 percent—is lower than the World 

| War II rate. But if maintained for a 
| decade, it has the potentiality of tak- 
ing a deeply damaging bite of cor- 
| porate funds required for an adequate 
program of investment in new indus 
| trial plant and equipment. The depth 
of the bite will, of course, increase as 
inflation increases. That gives it a 
| much more ominous character than 
the initial calculation that the tax 
would take only $3.3 billion per vear. 


Price, Wage Controls 


Because we have not coped effec- 
tively with price inflation at its sources 
(through taxation and otherwise) we 
are now trying to put a lid on it in the 

| form of direct price and wage control. 
With a surging inflation on our 
hands, it is more or less inevitable that 
we should turn to direct price con 
| trol and hence direct wage control, 
| without which price control becomes 
a particularly destructive form of class 
legislation. But, unlike many people, 
I would expect these direct controls 
to result in something onlv slightly 
less than the shambles which might 
be expected without them 

But if the resort to direct price con 
trol on anv considerable scale is not 
going to prove an economic curse in 
| disguise T submit it must be sur- 

rounded by the following conditions: 

1. A tax program which will close 
most of the inflationary gap now be- 
ing opened by the defense production 
program 

A wage fixing program tightly 
enough constructed to prevent the lid 
being blown off the price control pro 
gram bv increased labor costs. 

3. Definite time limits on the spe 
cific arrangements for independent 





Continued on page 14) 














The Picture: A common sight in , plants across the 
country — many right in your territory! 
. sth ;' ° For 100 Ib. drums 
, Alemite Loader 71981 fits 
tice that wastes grease... wastes time...causes dirty grease directly onto original 100 Ib. capacity 
and troublesome air pockets in the gun. drums. 8 strokes fill 1 Ib. 
capacity hand guns. 


ioned hand-and-paddle loading of grease guns. A costly prac- 


The Easy Sale: Every worthwhile one you'll make with Alemite 
Hand Gun Loaders wherever conditions like this are found. Sales 
you'll find easier to start, easier to “close” when you move in with 


cost-cutting facts and figures like these: 


. Alemite Hand Gun Loaders — Eliminate all troublesome air For 25 and 35 Ib. buckets 
Alemite Loaders 7196L and 
71971 are lightweight, port- 
P “ioe 23 : able units that clamp 
. Alemite Hand Gun Loaders — Save up to 334 man-hours for directly to 25 or 35 Ib 
grease buckets with 1114” 
diameter covers. 


pockets ... pack guns solid with grease every time! 


every 100 lbs. of lubricant used! 
. Alemite Hand Gun Loaders — Keep lubricants “refinery clean” 
from barrel-to-bearing — end all risk of dirt and contamination. 
In every plant where horse-and-buggy lubrication methods are 
cutting into profits, “saving” points like these become “selling” 


points — fast! So check the opportunities in your territory today. 


See how easy it is with Alemite to sell a Hand Gun Loader for For 400 Ib. drums 


every grease drum in the plant! Alemite Loader 7199L fits 


directly into the bung- 


[ ole o capacit 
STEWART drone. 8 ches 4 1 We 
WARN E R capacity hand guns. 





Stewart-Warner Corporation ¢ Chicago 14, Illinois 
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The Fight 
that starts 


when the crowd 
goes home 


For one man, the fight just begins 
when the last punch is landed at Madison 
Square Garden 

His fight, however, is against time. 

He rushes the film of that last Frid 
bout to the laboratory, and adds it to films 
made all week at the famous arena. The 
result: an exciting film program called 
“This Week at Madison Square Garden.” 

And in just a few days, television view- 
ers all over the country are cheering the 


thrilling events! 


12 


With so little time between that last 
punch and the TV deadlines, his fight 
against time seems hopeless. Yet he wins 
it every week —thanks to Air Express! 

Air Express speed gives him time to 
edit and process his films, and get them 
safely and cheaply to stations everywhere. 

And the same speed that meets TV 
deadlines can help production deadlines, 
too! Whether your business is films or fac- 
tories, here are the unique advantages you 
can enjoy with regular use of Air Express! 


IT’S FASTEST — Air Express gives the 
fastest, most complete door-to-door pick 
up and delivery service in all cities and 
principal towns, at mo extra cost. 

IT’S MORE CONVENIENT — One call to 


Air Express Division of the Railway 
Express Agency, arranges everything. 
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IT’S DEPENDABLE — Air Express pro- 
vides one-carrier responsibility all the way 
and gets a receipt upon delivery. 


IT’S PROFITABLE—Air Express expands 
profit-making opportunities in distribu- 
tion and merchandising. 


For more facts call Air Express Division 
of Railway Express Agency. 


AIP LHORESS 


GETS THERE FIRST 











Revolutionary and exciting are 

the new PROTO ball-type Power 

sockets, 7475-7479, 

joint 7470P. Com- 

ional block-tyPe 

all-type sockets 

cling to the work better (due to 

constantly applied torque), ope™ 

ate more smoothly, are stronger, 

permit faster replacement and 
save more. 


IND 
USTRIAL DISTRIBUTION © APRIL, 1 
, 1951 


eee ore LoS ald 


"-— 


oTO* Tool 


REG US 


y GELES MADE 


wae INUS A 





DEFENSE TOPICS 





Starts on page re 


review of all direct price control ar 
rangements. 

+. Plans for increased production 
which are built right into the ad 
ministrative structure of emergency 


so 
SELL MORE . . . PROFIT MORE with controls, including price controls 


hé Length of Emergency 
The importance of having definite 
time limits on provisions for direct 
controls seems to me to be underlined 
both by the nature of the emergency 


by which we are confronted, and our 


p T E A expericnce in casting off from World 
War II price controls. The emer 
gency, we are told, may last ten, 

a \) |) hftcen, twenty years. If a system of 
government price controls should sur 


vive along with the emergency it 
i would, I am confident, go most of the 
UFKIN TOOLS! way to plow under our traditional 
enterprise system. Capacity to make 
the kind of judgments which must be 
made to run that system would be 
almost completely corroded. The gov- 
ernment would be doing most of the 
job. 

STEEL RULE CALIPERS Probably the best informal way to 
prevent controls from outliving their 
isefullness is to have people who have 
left other and much more inviting 
jobs administer them. That means, 
in part, having the business commu- 
nity cooperate vigorously in staffing the 
control agencies. The only relatively 
safe way to prevent the controls now 
being put in place from becoming 
chronic is to have time limits set when 
they are imposed, with the provision 
of a careful independent review as a 
pre-requisite for extension—again fot 
1 fixed period with another independ 


NEW LUFKIN PROMOTION “PRE-SELLS” FOR YOU! pdr a 


Never before have small precision tools been so powerfully promoted Important Safeguard 
to help you—the Industrial Distributor—sell more and profit more! : - . 
: By far the most important safe 

Now, Lufkin advertising is blanketing all important tool buying areas 
is doing a “‘pre-selling” job for you in your own territory—forcefully guard against having our traditional 
directing buyers and prospects to ‘‘see your distributor. economic system controlled out of 
existence during this emergency is to 
To do this job right, every Lufkin ad regularly appearing in the Roto havc pl ins for increased production 
gravure Sections of leading Sunday Newspapers, Trade, Industrial ftlk visi 
and Consumer magazines has a combined readership of 40 million! 2 


] 
} 
l 


TELESCOPING GAGE COMBINATION SET 


into the administrative 
structure of controls. We have, of 
You are building your business soundly—on customer satisfaction — course, cnormous potentialities to ease 
when you sell Lufkin tools. Only Lufkin gives your customers advanced the shortage problems to which both 
tool designs; durable finishes; critical inspection and pre-tested perform- direct and indirect controls are ad 
ance. When you put your full selling efforts behind Lufkin ‘Precision dressed by increased production. They 
Promoted” Tools you'll find it easier to Sell More —Profit More! vary from industry to industry, and 
unhappily are peculiarly limited in 
some ficlds of non-ferrous metals pro 
duction where the shortages are pat 
S. UEKI, TAPES © RULES ticularly acute. But if we put our 

ell PRECISION TOOLS minds and backs to it, we can over a 

rics of years go a long wav toward 


5 3 THE LUFKIN RULE CO. - : La climinating the need for controls by 
Aware’, ' Peay er eee Res means of more and better production 
ew YORK CITY - SAGINAW, MICHIGAN + BARRIE, : conte go 


a a ee Continued on page 18 


72D 
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‘Tiermold 


¢ Industrial 


Hose built for the job! That’s the reason for Thermoid’s excellent reputa- 
tion among users of hose. 


Our customers know they can rely on Thermoid’s recommendations... 
whether it’s for air, water, steam, acid, welding, suction, the new multi-pur- 
pose Versicon hose—or any of the many types of Thermoid industrial hose. 


Over the years Thermoid has built a reputation for quality by backing up 
its distributors with competent field and factory service. As a result 
Thermoid is recognized as one of the leading suppliers of industrial rubber 
products and more and more distributors are learning that it pays them 


to specify The¢rmoid. 





Conveyor & Elevator Belting » Transmission Belting Rubber Sheet Packings » Molded Products 
F.H.P. & Multiple V-Belts » Wrapped & Molded Hose Industrial Brake Linings and Friction Materials 
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ND Keystone Condensed Oil +50 clings 
A to the job, too! Being a liquid grease, 
Keystone Condensed Oil #50 stays where it’s 
put and goes6 to 8 times further than ordinary oil. 

This member of a large family of Keystone 
Specialized Lubricants combines a high-grade 
lubricating oil with special film material— 
resulting in a surface tension much stronger 
than that of ordinary oil. With this greater 
surface tension, Keystone Condensed Oil #50 
possesses extraordinary wearing qualities and 
has an unusual capacity for reducing friction— 
it never fails as a quick cure for an over- 
heated bearing. 

Also, its adsorptive properties solve the 
problem of drippage common to “shower 
bath’’ oils. The dripless character of 


SPECIHEALIUZED* 


Condensed Oil #50 slashes lubricant cost 
and prevents damage to goods in process, by 
maintaining a constant lubricating film that 
clings to the job with minimum consumption. 
Recommended for general plant lubrication, 
in squirt cans or ring-oiled bearings, 
Condensed Oil #50 keeps machinery in opera- 
tion longer, protects bearings against undue 
wear and reduces friction. 

Keystone Distributors well know the special 
characteristics of Keystone products that make 
them easy to sell—and that make them known 
as a profitable line. And they know, too, 
Keystone’s clearcut “partnership” distribu- 
tion policy. KEYSTONE LUBRICATING 
COMPANY, 21st, Clearfield and Lippincott 
Sts., Philadelphia 32, Pa. 


LUBRICANTS 
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We have sacrificed absolutely nothing 
to obtain this light portable hoist... 


We Continue to Offer... 


@ the same High Factor of Safety 


.) 
it 
7 iL 
i 
i 
' 
1 
{ 
' 
’ 
i 


So 


-—- — 
* 


@ metals having the Ductility Vital under Shock Loads 

@ Steel in all Load Supporting Parts 
@ Rocking as well as Swiveling drop-forged load hooks 
@ load sheaves with a Minimum of Five formed Pockets 


You enhance your prestige when you 
stock and sell the WRIGHT line 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


|. WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


} 
' In Business for Your Safety 
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USE THE RIGHT TOOL FOR THE JOB . . . 





Ask your 
BILLINGS DISTRIBUTOR 
He'll tell you why! 


HARTFORD 1, CONN. U.S.A. 


BILLINGS DISTRIBUTOR 
Well tell you why! 


4 a acceptance of the ‘Billings 


trade name — (The proof: A recent, unbiased Survey) — 
is founded upon Billings quality craftsmanship 
consistent national advertising sales helps for Billings 


Industrial Distributors. These keys to success are 


the foundation of Billings Selective Distributor Policy 


THE BILLINGS & SPENCER CO. HARTFORD 1, CONN. U.S.A. 


aE" ees 


a a 
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DEFENSE TOPICS 


(Starts on page 7) 





To be sure, to provide all the neces- 
sary equipment it would be necessary 
to make an added draft on scarce ma- 
terials which might temporarily com- 
plicate shortage of them. It is equally 
obvious that the potentialities for sal- 
vation by increased production cannot 
be realized overnight. But we are 
given every assurance that this defense 
effort is no overnight affair. Over the 
long pull ahead the potentialities for 
salvation by more and better produc 
tion can become realities if we con- 
centrate on having it so. 


Washington Attraction 

In my judgment, however, we are 
not likely to get such concentration 
unless the controllers are directed to 
make increased production a contin- 
uous standard of effective performance 
on their part. The whole sweep of 
history seems to demonstrate that 
running other people and their busi- 
ness is a very engaging activity which 
also usually ends up by being quite 
attractive, too. Hence, I doubt if the 
potentialities of increased production 
to eliminate the necessities of controls 
will get the attention it deserves from 
the people running the controls un- 
less they are under formal pressure to 
provide it. This, it occurs to me, could 
be provided by making, say, the price 
control agency give a periodic demon- 
stration to an independent agency of 
review that its rules are doing everv- 
thing possible to promote the in- 
creased production that would elim- 
inate the necessity for the rules. At 
least, that would add an intellectual 
dimension to price control without 
which it may well subject our tradi- 
tional enterprise to slow strangulation. 
The Danger 

The lifeblood of that system, which 
also gives it its social justification, is 
fair competition. The system of con- 
trols now being put in place in Wash- 
ington is the deadly enemy of a fairly 
competitive system. In general I ac- 
cept the necessity of the controls. 
But if they are left in place for the 
protracted defense emergency which 
our leaders tell us we must be prepared 
to face, I am confident that we shall 
never be able to return to anything 
remotely resembling our traditional 
and brilliantly successful system of 
competitive enterprise. In fact, I think 
we shall have moved so far in the 
direction of the collectivist system 
favored by the Russian Communists 
that thev will have scored a major 
triumph for their cause on our home 
front. I would like very much to 
thwart them in this sector, or else 
where 
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NUCUT i: FILE 


Here’s why this different 
“wavy tooth” design means 





better filing for 
your customer... 





and more sales for you... 





Cleaner, faster filing for your customer! Filing without clogging, scrap- 
ing or skidding! Filing that leaves a smoother surface! There, briefly, 
you have NUCUT filing. 

No wonder user after user reports NUCUTS remove more metal — 
in less time — with less effort. 

It all goes back to NUCUT’s different “wavy teeth.” A patented 
design, this consists of both coarse teeth and fine teeth — in scientifically 
positioned rows. That’s why a NUCUT both cuts and smooths at every 
stroke. Just as if two files were working instead of one. 

You’ll find recommending NUCUT will prove your best bet for 
building file sales. Write. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturer 
Newark 4, New Jersey Newcomerstown, Ohio 


Ask also about our COMPLETE 
LINE of Swiss Pattern, Vixen Milled 
Curved-Tooth and Rotary Files, 
Rasp3$, Carpenters’, Machinists’, Tin- 
ners’, Upholsterers’, Bricklayers’, 
Tilesetters’, Blacksmiths’ and Far- 
riers’ Hammers. Also Bricklayers’ 
and Plasterers’ Trowels, Craftmaster 
Scrapers, Chisels, Punches, Mas- 
terenches and other quality tools. 
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To NORTON 
Distributors’ HRN %-J-) @ii-)ae Me ilels cla’) IL 
Salesmen: 
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OUT-OF-BALANCE COMPLAINTS 


..-when unique features sell toolroom operators on 


NORTON NEW-PROCESS 
GRINDING WHEELS 


Truly uniform within each wheel and from wheel to wheel 


BUILT-IN BALANCE 
BUILDS SATISFIED 
CUSTOMERS 


You and your customers can see 
the difference when a grinding wheel 
is out of balance. Chatter marks are 
one of the tell-tale signals of a sales 
opening for Norton New-Process 
Wheels. Seize such an opening every 
chance you get. 


Promise chatter-free, work- 
hugging performance with Nor- 
ton New-Process Wheels for any tool- 
room grinding job. Their built-in 
balance won't let you down because 
it’s inherent . . . lasts for the life of 
each wheel. That’s why your custom- 
ers will grind to closer tolerances 


and better finishes more easily than 
ever before. 


Promise consistent grinding 
action throughout each wheel and 
from wheel to wheel. It’s the truly 
uniform structure achieved by the 
new Norton process that backs you 
up on this point. Every wheel is 
automatically alike... extra assur- 
ance that all identically marked 
wheels will perform identically. That 
means longer wheel life... more 
even wheel wear... fewer machine 
adjustments. 


Promise less tool spoilage 
when built-in balance and uniform 
structure combine with the right 
Norton abrasive to allow heavier 
cuts in expensive, heat-sensitive high- 


Promise your customers: 


speed steel and cast alloy tools with- 
out drawing their temper. 
REMEMBER... You have a profitable 


opportunity to sell Norton New-Process 
Wheels on almost every call. 


WNORTONK 


ABRASIVES 


Qlaking better products to make 
other products better 


NORTON COMPANY 
WORCESTER 6, MASS. 


Warehouses in 5 cities. 

Distributors in all principal cities. 
Abrasives * Grinding Wheels ¢ Grinding and Lapping 
Machines ¢ Refractories © Porous Mediums 
Non-Slip Flooring * Boron Carbide Products 
Labeling Machines 








ALL TEETH ARE THE SAME HEIGHT 
when milling cutters ore sharpened 
with long-wearing, free-cutting Norton 
New-Process Wheels . . . they hold size 
oll the way cround the cutter. 


CORNERS ARE HELD, yet free ct- 
ting action maintained, when gear cut- 
ting and splining hobs ore sharpened 
with Norton New-Process Alundum* 
Wheels. 


PLAT, CHATTER-FREE SURFACES on 
touls and dies directly result from the 
built-in, work-hugging balance and 
dimensional accoracy of Norton New- 
Process Wheels. 


MeO A NALIN MRE OR OE IE a He 





*Trade-Mork Reg VU. S. Pat. Off. and Foreign Countries 
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There is a man in your Community who stands at your 
elbow to instantly supply the tools, materials, parts 
and equipment you may require in production and 
maintenance operations of your factory —upwards of 
10,000 different products from abrasives to zinc sheets. 


What a time-killing task it would be to procure all these 
items from their infinitely various original sources. How 
economical and convenient it is simply to phone this man, 
tell-him what you want and know that, often within a 


matter of minutes, it will be in your receiving department. 





Accessible se 


i There are approximately 

= s 2000 Industrial Distrib- 

Thi * utors serving every in- 

1§ MAN js an industrial distributor or a } dustrial section of the 

specialist in certain industrial items. You will find him 1 United States. In 1948 

: 2 - | their tocal sales were 

listed in the classified section of your telephone book- ' more than $3,000,000,- 

most likely under the heading Bars, bronze or Bear- 000. They carry an aver- 
ings, bronze. If he is the leading distributor, he al- ca VeReesy © 


age 

,000, " i 
most certainly is the Bunting Distributor. He carries in pha Agra pgp 
stock for your money saving convenience Bunting year, fill 200,000 orders 
Standard Stock Industrial Bearings, Electric Motor per day, have 12,000 
. one 2 outside salesmen and 
Bearings, and Precision Bronze Bars—ask him for engineers, 10,000 inside 
catalog. | telephone order expedi- 
tors, operate 8000 trucks 
delivering merchandise 
on which their average 
net profit is .0292 cents 

per dollar of sales. 








BRONZE BEARINGS - BUSHINGS - PRECISION BRONZE BARS 
THE BUNTING BRASS & BRONZE co., TOLEDO 9, OHIO 


Copyright 1950 By The Bunting Brass & Bronze Company, Toledo, Ohio 
No. 2 of a series — As advertised in Factory M 9 t and Maint ¢ Steel * Machinery 


American Machinist + lron Age + Mill and Factory + Southern Power and Industry « Industrial Distribution 
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for ALL 
NON-FERROUS CUTTING 


SIMONDS 


/ STEEL CO 
SAW AND ae 


FITCHBURG, MASS. 
MACE ERG: 5 
we 


ete 


On all non-ferrous metals, here’s the toughest, with proper clearance for freer, cooler, straighter 
most “stand-up-and-take-it” saw made... with a_ cutting. 
proven production record on everything fromlight- —_ Standard sizes are immediately available from stock. 
wall sections to solids. 

SIMONDS heat-treats these saws for individual 
applications, aécording to speed, type of material, y | 
and machine. And SIMONDS design assures top 
cutting efficiency . .. with correct tooth-shape that SAW 
eliminates clogging of gullets...with high, smooth 
finish that resists adherence of chips to plate...and a 


Branch Offices in Boston, Chicago, San Francisco and Portland, Ore. Canadian Factory in Montreal, Que. 
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Meet todays demand for 
speed-up and cost-cutting 


Today, especially, buyers demand tools that greater salability and the benefits that come 
speed work . . . cut costs all along the line. . . from establishing yourself as a source of quality 
and stand up under long, hard use. The many tools. Get set for the ever-growing demand for 
exclusive features of Stanley Electric Tools these popular quality tools . . . stock up now. 
give you extra selling advantages, and a chance Stanley Electric Tools, 412 Myrtle Street, New 
to ring up extra sales. Take advantage of their Britain, Connecticut. 


BENCH GRINDERS 
= (No. 257 Bench Grinder, 7" x1", ‘4h.p. 
For light or heavy duty. Six sizes from 
ROUTERS pote ~ "Y 
(No. RS8 Router, ‘4 h.p.) Powerful 
DRILLS motor and sealed bearings. Portable 
(No. 164 Drill, \{" capacity) Available and stationary models from 14 to 3 h.p. 
in 17 models with capacities to 1 4" 





ELECTRIC SCREW DRIVERS gg Useful for wood or 


DRILL STANDS (No. 02M Electric Screw Driver) Speed pro- plastic. Heavy, rigid construction assures 
(No. 121 Drill in No. 533 Stand) duction line output with these adjustable clutch smooth, dependable operation. 

Easily converts o portable drill to a bench drivers. 

drill press. Stands for all models. 
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UNISHEARS 
(No. U218 cuts up te 18 ga. 
ae steel) Available in 12 sizes with 
ROUTERS metal cutting copacities from 18 to 
(No. RSA, 1 h.p.) For any kind of routing, 6 gouge sheet steel. 
cutting out, edging, recessing, paneling, 


, 
- —— } = 
% : i 4 
=. » ‘ ; “ I] 
(No. W65 Saw, 6” blade) Stanley etc. Simple, accurate depth adjustment. 
Safety Saws available in four sizes; 6”, Wide assortment of accessories. 
7", 8” and 9”. Many exclusive features. 


ELECTRIC HAMMER 

(No. 310-A Electric Hammer, 1%" 
PLANES capacity) Drills concrete, stone, brick; 
(No. J5, 1 h.p.) 18,000 r.p.m., leaves scales paint, rust. Operates en AC or DC. 


PORTABLE GRINDER-SANDER —_ 


(No. 92) Indispensable for grinding welds, 
removing rust, cleaning molds, etc. 


I= eR 


x HOW STANLEY STRATEGY HELPS YOU SELL 


RARE SpA PDO aioe 


% Consistent, aggressive advertising in trade and consumer magazines 
yr Catalogs, sales folders, mailing pieces 
yx Sound distributor policies 


+ Sales assistance from Stanley Sales Representatives 


HARDWARE ¢ TOOLS ¢ ELECTRIC TOOLS STA N LEY 
STEEL STRAPPING ¢ STEEL 


Reg. U.S. Pat. Off. 
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A buyer of MILWAUKEE quality 
for years 


Such customers can be yours. 
The net result for you is an im- 
proved Industrial Brush sales 


volume. You make customers THE LINE THAT GIVES 


for MILWAUKEE Industrial 


Brushes because here is a com- YOUR CUSTOMERS THE 
plete brush tool supply source. RIGHT TOOL QUALITY FOR 


It is keyed to give you excellent 
EVERY 


cooperation and service. 

We are fully prepared to INDUSTRIAL 
produce special brushes de- NEED 
signed from blue-prints or spe- 
cifications. Use this cost-free 
engineering service when you 
need assistance on special brush 
problems. Improve your power 
driven wire brush sales with 
MILWAUKEE. 


Power Driven Wire Wheel Brushes 
“Monc-Bilt” 

“Steel-Clad” 

“Dura-Bilt’ 

“Di-Bilt’ 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 


Ask for Here’s why they are buyers thru the years— Brushes 


“Sturdi-Bilt’ Wire Cup Brushes 
Bulletin 42-61R 7AUKEE pal wick pot 
1. MILWAUKEE keeps to the high side of wire points per square Fibre Wheel Brushes 


inch of working surface. 5 
5 : ; Wire Scratch Brushes 

Because of this, production departments are aided materially in : 

producing more pieces per hour. Boiler & Furnace Brushes 


eae ws a page Dulietin 
featuring th 
This density-of wire gives users the most in cutting and working Foundry Brushes 


points / ‘ Platers Brushes 
i. This compact construction with solid face is uniform regardless 
of the number of brushes you order or when you order them. Bench Brushes 
Floor Sweeping Brushes 


Push Brooms—wire and fibre 
Miscellaneous Maintenance 
Brushes 


YOUR MARKETS 


Steam & Electric Railroads 
Marine Industry 

“DURA - BILT’ Wire Wheel canbe 

Brushes insure smooth operation Aviation 

on high speed power equipment Power Companies 
Public Works 


“STURDI-BILT’ Wire Cup Brushes recom. RO TET eciian mat Grashes tor Quarries 
» . ‘ numerous power brushing operations. ia 
steel fabricating industries Min 
paint or weld spatter ines 


from large or rough General Contractors 
Chemicals 
Ceramics 


THE MILWAUKEE BRUSH MANUFACTURING CO. Public Beildiegs 
2212-2236 NORTH 30th STREET 
MILWAUKEE 45, WISCONSIN 


Food Industries 

Packing Plants 

Dairies 

Textiles 

Metal Working Industries 
Wood Industries 

Glass 


INDUSTRIAL. - 
BRUSH PROBLEMS. 


ap an nn cs Com er nae pr pens mane 
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“Smoothest running V-Belts we’ve ever had,” users 
say. ‘...and they smooth out our production 


problems, too!” 


Smooth running is no accident in Condor Whipcord 
V-Belts. For example, we micro-position the pulling 
section so that it stays in the neutral axis area, where 
engineering practice says it should be. With every belt 
so precision-made, a Condor Multiple V-Belt drive is 


bound to be a smooth running team. 


Bulletin 6868 D, mailed on request, describes all 
advantages to you of Condor Whipcord V-Belts. 


You'll find this same good engineering also in our hose, 
flat belting and conveyor belts. Just phone your R/M 
Distributor. 


RUBBER [ V ) N PA A | N ft 


RAYBESTOS-MANHATTAN, INC. 


Manufacturers of Mechanical Rubber Products * Rubber Covered Equipment * Radiator Hose * Fan Belts « Brake Linings + Broke 
Blocks * Clutch Facings * Packings * Asbestos Textiles * Powdered Metal Products *« Abrasive & Diamond Wheels « Bowling Balls 





WEATHERHEAD HEAVY-DUTY HOSE 
& REUSABLE HOSE ENDS 
ENABLE YOU TO SELL MORE 


Reusable ends install easy as 
Turning a Wrench! 


With Weatherhead heavy-duty | Show your customers the many 
hose and REUSABLE hose ends _— obvious savings. Changes in de- 
your Customers can make up hose _ sign no longer make their inven- 
assemblies for any length, any _ tories of hose assemblies obsolete. 
pressure. Installation is fast, | And inventories are simplified— 
easy! No special tools or extra consist merely of random lengths 
materials are needed. Show them _ of the proper hose, plus the nec- 
how the Weatherhead Way saves essary REUSABLE hose ends. Rec- 
- time—earns production time! ommend Weatherhead fittings! 


Meeting Aircraft Requirements Makes 
Quality A Weatherhead Habit The Mark off Duulity 





Research on industrial hose assemblies at low, 

medium and high pressures has taught us how to 

make positive, leakproof connections; designed 

for quick, easy installation without special tools. FAD 
Research on flow of liquids and gases has taught ER 

us how best to design couplings obstruction-free EA 

for maximum flow. And laboratory work has 


helped develop the rugged, all-steel hose ends 
which withstand every service condition. FIRST IN 

Weatherhead research has resulted in the use 
of our products in the manufacture of almost all HYDRAULIC CONNECTIONS 
U. S. airplanes, cars, trucks, tractors, and road 
machines. This skill and knowledge has guided = ae 

ants at Cleveland, O., Angola and Columbia City, Ind 

the design and production of all Weatherhead Ds St: Haus ak 
products. That's why you can recommend 
Weatherhead—in complete confidence! 
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hose into body (left- 

hand thread) until 
end of hose barely bottoms 
in end fitting. 


Hold hex of body 
(right) in vise. Turn 


Lubricate the insert 
(left) and the inside 
of the hose with oil. 
Thread insert into body. 


Tighten the insert until 

the hex of the insert 

shoulders on the body. 

(Body has left-hand 
thread so that tightening ef- 
fects seal both inside and 
outside of hose.) 


\W HETHER your customer wants hoses of special lengths or standard, low pressure or 
high—installation of assemblies with REUSABLE hose ends is quick and easy. Only 
ordinary bench tools are needed. Suggest that he figure for himself the savings in 
inventory by simply stocking random lengths of hose, plus REUSABLE ends. Recommend 
J.1.C. approved Weatherhead fittings! The Weatherhead Company, Dept. |, 300 East 
131st Street, Cleveland 8, Ohio. 











TO HELP YOU SELL! 


Get the new Weatherhead Catalogs imprinted 
with your house name, address and phone. Write 
Dept. |, for sample catalogs. 


F-1456 Weatherhead Standard Fittings 
E-1457 Weatherhead ERMETO Fittings 
H-1451-A Weatherhead Hose & Reusable Ends 
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WEINBERG & McKEE 


SPECIALISTS IN COMPILING AND PRINTING 


Modem 


INDUSTRIAL re CATALOGS 


The good-will of 

our customers is 

indicated by their 

repeat orders. 

Included in our 

list of customers 

are many of the 

nation’s leading distributors. 

When you are in Chicago come in 
and visit us—meet the organization 
and learn why our modern photo- 
offset way works to your benefit. 


All prices of tools made of High Speed Steel 
are printed in RED. Action illustrations 
demonstrate the use of many products. 
Manufacturers’ trade marks are reproduced 
in the headings of well-known brands. 
Pages are made up into two columns with a 
dividing line making a more effective presen- 
tation. These and other improvements, make 
each catalog most modern in composition. 


EINBERG & MC KEE, INC., are solidly estab- 

lished in the business of producing indus- 
trial supply catalogs. 

Each department member is an expert in his 


particular function and the entire personnel works under the supervision of 


department heads who are specialists. 

The members of this organization, to a very high percentage, have been 
employed here for a long number of years. Each takes particular pride in his work 
and in his individual contribution to the excellence of each catalog that is 
produced. 


An Organization of Experts 


Our customers remain with us for the reason 
that a Weinberg & McKee catalog production 
is correct in all details. The layout, the printing 
(the modern offset way), the arrangement all 
are specialty operations that get specialized 
attention. 

Whether yours is a small catalog or an extra 
large one—whether the run is small or into the 
thousands you get the full cooperation of this 
organization from the executives down thru the 
personnel—you too get the benefit of every pos- 
sible saving—you get that much desired top 
quality so important as a sales aid. 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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More proof that SKIL t00!s stay sold! 


| SKi 
DRIVERS 
on the job 


save valuable production time for 
Woodwork Corp. of America, Chicago 


The men who work with SKIL Tools can 
give you proof that SKIL Tools are tops in 
design, performance and durability . . . plenty 
of reasons why it will pay you to sell the 
tools that are job-proved, preferred, and 
recommended. 

Here’s typical on-the-job proof... with 
SKIL Drivers doing better work and making 
tremendous savings in valuable production 
time. Joseph Kratky helps build custom-built 
displays and counters at the Woodwork Cor- 
poration of America in Chicago. He says: “I 
use my SKIL Driver if I’m going to drive 
one screw or a dozen. It gets in places that 
are close quarters for a hand screw driver— 
drives the screw tighter—and does it in a 


> 


fraction of the time.”’ 





90 SKIL Driver Models 


warivers and 
h a range of xj SKIL Driver SKIL Driver 
t practically ane Model 303 Model 304 


ial requirement. : Same features and sturdy construction Positive clutch. Recommended for 
industria rt of the as Model 304 but has adjustable driving screws in wood and other 
pa 


a full line of scre 
” rs wit 


t runne 
= to mee 


capacit ies 
pone f Drivers are L T ols double-slip | clutch drive with uniform, materials where adjustable a is 
S A KI OOS --° predetermined tension... eliminates not required. Plenty of power for 
complete line of Ss on every shock due to sudden stoppage. Ideal continuous work. Light weight. Com- 
1 for every purp ‘LE for automotive, aircraft, radio, tele- pact enough for one-hand opera- 
a too EVERY SALE. j vision and other electrical appliance tion. Capacity: No. 12 wood screws, 
place, anc SAW Factory a construction. Capacity: %” dia. machine self-tapping screws, %” dia. 
Call your skil t 7 screws, nuts, No.12 self-tapping screws. machine screws and nuts. 
species for comple ° 


Branch 


snformation. SKIL Products are made only by SKILSAW, Inc. 


5033 Elston Ave., Chicago 30, Ill. * Factory branches in principal cities 
in Canada: Skiltools, Ltd., 66 Portland Street, Toronto, Ont. 








Hanson-Whitney ; 
STANDARD 


TAPS and GAGES 
NOW STOCKED 


¢éy INDUSTRIAL DISTRIBUTORS 


To better serve our customers in their own territories, Hanson- 
Whitney Taps will now be merchandised thru a national set-up 
of Industrial Distributors. Standard sizes and types will be 
stocked in important tapping centers for fast delivery to more 
users, Over a greater area. 


During 1951 we shall back up our Distributors with H-W ad- 
vertising in 8 publications reaching 1,587,600 readers. We have 
a new, sturdy, attractive, clearly marked package. Dealer helps 
will be supplied from time to time . . . and every effort will be 
made to insure better tapping results at lower costs . . . with re- 
commendations from H-W engineers on request. 


Gages may not be completely stocked in 
the field, but all standard sizes are 
available for immediate delivery. 


iso" 


NEW TAP PACKAGE 


Colorful blue, black and white 
packages are easily identified on 
the shelves. Size and type figures 
are clearly marked. Taps are sep- 
arated in the metal-edged box 
and further protected with an 
outside shipping carton. 





HANSON -WHITNEY COMPANY «+ HARTFORD 2, CONN. 
DIVISION OF THE WHITNEY CHAIN COMPANY 


SOME TERRITORIES NOW OPEN 
FOR QUALIFIED DISTRIBUTORS anson 


Whitne 


PIONEERS OF FINISHED TAPS 
eee ae 
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LTHOUGH using unlike 
metals for bearings 
and shafts still remains the funda- 
mental principle in Johnson Sleeve 
Bearings, great changes have occurred 
in them since 1901. New conceptions 
of bearing materials have marked 
important steps of progress. Metals 
have been combined for greater serv- 
iceability and for lower cost to the 
user. Research and engineering have 
been responsible for many changes in 
design and application. 


A glance back at the early 1900’s will 
reveal how much the mechanical 
world has advanced. Today’s operating 
speeds of automotive equipment and 
other machinery were inconceivable 
then. Many other bearing require- 
ments have changed, too. . . operat- 
ing temperatures, loads, shock resis- 
tance, continuous operation. Johnson 
Bronze has accepted each challenge 
of mechanical progress as it appeared, 
and each time has developed a sleeve 
bearing to answer the need. Most of 
the Johnson Bearings of today show 
only superficial resemblance to those 
of fifty years ago. 


The first sleeve bearings produced by 
Johnson Bronze were cast bronze 
bearings and bronze castings heavily 
lined with babbitt. Before long, new 
types were necessary because of the 
rapid development of the automobile 
and the need for higher speeds in in- 
dustry. Johnson Bronze brought out 
the graphited bearing in 1920, and 
bronze bearings with thinner babbitt 
linings in response to the demands of 
progress. Next came the Johnson 
Bronze Thin Wall Bearing in 1924— 












known as rolled sheet bronze. Babbitt 
on steel was introduced in 1932 in 
line with new engineering ideas in the 
automotive and electric motor indus- 
tries. The year 1939, saw the introduc- 
tion of Ledaloyl, the Johnson Bronze 
Bearings produced by powder metal- 
lurgy. These oil-impregnated bearings 
filled a growing need for light-duty 
applications where lubrication is dif- 
ficult or impossible to achieve. Still 
more recently, in 1942, Bronze-on- 
Steel became an important addition 
to the farm implement field, and more 
recently in other fields. Johnson Alu- 
minum Alloy Bearings are the latest 
development and are continually 
finding new applications. 


As important as the development of 
new styles in sleeve bearings, perhaps, 
are other steps of progress. The im- 
provement and refinement of bronze 
alloys and their standardization have 
been triumphs in the bearing industry. 
Johnson Bronze manufacturing meth- 
ods have kept pace with the growing 
demand for greater precision, closer 
tolerances, and more perfect fit. 


On this fiftieth anniversary Johnson 
Bronze is duly proud of its contribu- 
tions to the progress in sleeve bearing 
manufacture. 
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SLEEVE BEARING HEADQUARTERS Since 1901 


735 SOUTH MILL STREET @ NEW CASTLE, PA. 
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Aluminum Alloy Bearings 
Cast Bronze Bearings 
Cast Bronze Graphited 
Sheet Bronze Bearings 
Sheet Bronze Graphited 

Bronze and Babbitt Bearings 


Steel and Babbitt Bearings %& 


Steel and Bronze Bearings 
Ledaloy! Self-Lubricating 
Bearings 


Electric Motor Bearings 


Automotive Bearings 
Bronze Bars 
Bronze Castings 


LIST OF PRODUCTS 














FOR Your customers will find many 
standard Lyon products (listed 
PRODUCTION NEEDS __sebelow) of vital help in increasing 
LYON offers more than 1500 their defense production. 


regularly cataloged items of 
Steel Equipment to meet your 
customer’s regular needs. 


2 STRATEGIC PLANTS... AURORA, ILL., AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 453 Monroe Avenue, Aurora, ilinois 
Sold Nationally through Factory Branches and Dealers 






































A\PARTIAL LIST OF LYON RRODUCTS 


® Shelving ¢ Kitchen Cabinets ® Conveyors ® Economy Locker Rocks * Display Equipment ® Filing 
* Lockers * Cabinet Benches °B 3 ‘ 

® Stools * Storage Cabinets ¢T oxe qui n * Re ir ° Wor e Units 
® Bin Units © Welding Benches e Parts Case Wood orking Benche ) ng Cabinets ench Drawers © Hopper Bins 
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NATIONAL ADVERTISING 
. . « Butterfield covers the metalworking 
trades with regular advertising in the 
fleld’s leading magazines. In 1951 nearly 
@ million Butterfield messages — full 
pages in color—will go out to readers 





— your prospects among them. 


MERCHANDISING AIDS 
. « « Tap size charts, decimal equivalent 
seat dada : 





rts, ern packaging a 

colorful litercture with your imprint are 

included in the well-filled Butterfield 
merchandising kit thot makes a 
hit with customers — and sales 


for you. 


di\'.7 
AF 


. 
ERSONAL 
SERVICE 
. . » Butterfield service men, trained in the 
factory and the field, are always avail- 

able to your customers and to you, 

Familiar with the range of cutting 

tool problems, these experts cre 
good-will builders you'll be 
glad to have working 
for you. 


Butterfield makes two lines of tools... cutting tools 
that have won industry’s unqualified approval for uni- 
form accuracy and consistent top performance... and 
sales tools that distributors say are among the most 
effective they’ve ever used. Let’s look at some of these 
Butterfield tools that help you sell: 


SPOTLIGHTING YOU 


. . . Every Butterfield ad ends with this REAL SALES POLICY 
clear-cut direction: “See your nearby «+. All the above are covered by the 
Butterfield Distributor.” This channel- Butterfield Sales Policy — together 
ling of sales to the Distributor — with definite, printed assurance 
where they belong — is basic of fair treatment, coopera- 
in Butterfield strategy. tion and protection. 


If there’s still an opening in your area, it 
will pay you to learn more about how you can 
use these Butterfield sales tools to build your 
cutting-tool business — and profits. Write to 
Union Twist Drill Company, BUTTER- 
FIELD DIVISION, Derby Line, Vermont. 
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ELLING Goodyear means yourre selling 
S the line of Industrial Rubber Products 
preferred by industry. Flat transmission 
belts by Goodyear — for example —lead in 
preference, nearly two to one over any 
competitive belt. 
One reason is the great number of trans- 
mission belt constructions Goodyear offers 
0 r you and your customers. Check over the 
STATIS DST NASRARBEPTS 


range covered in the blueprint. You'll see 
that you can offer a Goodyear flat 


Sell the Transmission Belts transmission belt to meet every drive 


requirement. 


preferred by industry* And whether you sell transmission belts 


or conveyors, V-belts, hose, or any other 
product in the most preferred line, you 
get proved quality, coupled with leader- 
ship in new product development. You 
have the help of aggressive national adver- 
tising, hard-hitting direct mail, and the 
reputation of “The Greatest Name in 
Rubber.” On the hard jobs, you can call 
on the G.T. M.— Goodyear Technical Man 
— for technical sales assistance. And above 
all, you get the unrivaled advantages of 
one of the top three industrial supply 
money-making franchises. So stay with 
Goodyear—the leader in preference, 
quality and in your sales. 


According to two successive impartial 
studies of preferences in Industrial 
Rubber Products conducted among 
8,000 buyers (1947 and 1949). 


ot yeaa ne wth Hg 
pets, ion . ‘lt 1 , ll 


peits, V bs ee ep ROLLS 


T n ‘ 4 Gas 
- uBBER-C oo _ nearest _ k in a || 
ity, phone yy 
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THE GREATEST NAME IN RUBBER 


Compass, Thor, Wingfoot, Klingtite, Pathfinder—T. M.’ 
We think you'll like “THE GREATEST STORY EVER TOLD" — Every Sunday — ABC Network The Goodyear Tire & Rubber Company. Akron, Obie 
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MARK OF LEADERSHIP 


Every leader has an identifying in- 
signia, and so if is with SPS, the 
dJeader. in socket screws, whose mark 
of leadership is the trade mark and 
name UNBRAKO. 


And, because we, the makers of the 
UNBRAKO, are fully aware of the 
responsibility of leadership, we are 
constantly striving to improve the un- 
excelled quality, strength, uniformity 
and accuracy of UNBRAKO socket 
screws—and have succeeded in mak- 
ing them at a cost which enables our 
Franchised Distributors to sell them 
profitably at strictly competitive prices. 








Saalhihy, 
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|ANOCK-OUT | 


Kuock-Out 
“7 REAMER DRIVES 


Ream, hone, burnish, lap, etc. Has two- 
jaw universal chuck (1-5/8”) K-O Key- 
less Drill Chuck (54"). Two modeis— 
40-1 and 20-1 gear ratio; speeds 20-120 
R.P.M. Speed reducer unit may be 
purchased separately. 


Kuock-Out 


“KEYLESS DRILL CHUCKS 
No more drills ruined by slipping! This 
fast-positive-self-energising chuck 
tightens in proportion to » ork load. 
Releases with finger-tip pressure. Ideal 
for production or tool room. Five 
sizes, 0 to 7/8" capacity. 


Kuock-Out 
“ WHEEL DRESSERS 


Scrubbing action of this abrasive wheel 
dresser does better job with minimum 
material removed. Ruggedly built with 
hardened hub and adjustable centers— 
wheels simpie and inexpensive to re- 
place. Four sizes. 


G. Kuock-Out 


EXPANDING MANDRELS 
One-piece expanding sleeve holds firm- 
ly, accurately, on milling, turning, 
grinding operations. Quicker, easier 
to use; five mandrels cover 3/8” to 
2-14". Other sizes up to 514”. 


5 , wuock-Out 


UNIVERSAL TOOL GRINDER 
Universal grinders, carbide grinders, 
and chip-breaker grinders. Models and 
sizes to fit every shop, large and small. 











vi “SOLD THROUGH DISTRIBUTORS” 





You Make Extra Sales and 
Profits When You Sell 
the Full ATKINS Line! 


From hand Hacksaw Blades to the biggest Seg- 
mental Cold Saw... from Mill Files to Planer 


Knives ... there’s an Atkins to improve the 


sawing, cutting and finishing jobs of industry. 


The Atkins Distributor who sells the full 
line aggressively helps himself and helps his 
customers. By supplying the right cutting tool for 
any job, he helps his customers to cut their 
production costs. By studying their needs, he 
uncovers new sources of business that mean 
extra sales and added profits. He establishes his 
organization as cutting tool headquarters. 

There is no better way to increase sales... 
and build the kind of business that stays with 
you year after year. 


ATKINS HELPS YOU— ALL THE WAY 


Through national advertising — month-after-month — in 
leading industrial magazines 


Through engineering help. When you run into a tough 
cutting problem tell us about it...ask an Atkins Cutting 
Engineer to “sit in” with you. These Atkins specialists 
have the answers. 


Through continuous research that puts better products 
in the hands of your customers — and builds repeat busi- 
ness for you 


, E.C. ATKINS AND COMPANY 
ba Home Office and Factory 
‘ ADA " 402 S. Illinois Street, Indianapolis 9, indiana 
y Branch Factory: Portiand, Gregon 


Ve eg oF SF Knife Factory: Lancaster, New York 
PATKINS| Branch Offices 
OT Atlanta * Chicago * Portland * New York 


Hand Hacksaw 
Blades and Frames 





Power 
Hacksaw Blodes 





Metal and Wood 
Cutting Band 
Sows 





Wood and Metal 
Cutting Circular 
Sows 





7 Segmental 
Cold 


Saws 





Files for 
All Purposes 





Planer and Machine 
Knives of All Kinds 
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FOR BETTER PERFORMANCE 


KENNEDY 


HOW TO PICK THE RIGHT TYPE... 





GLOBE VALVE? Ideal where close 
flow regulation by hand is re- 
quired. The short travel of the 
stem and the ease of repair also 
makes it well suited for frequent 
operation. Globe valves change the 
direction of flow, however, and 
may Cause a pressure drop that is 
not desirable on some services. 


ANGLE VALVE? Same disc and 
seat construction as globe valve. It 
reduces friction loss by serving in 
place of an elbow and globe valve 
in directing and controlling flow 
where a 90° turn is made in a line. 
Saves the cost of extra joints. 


GATE VALVE? Best suited for 
stop-valve service and in pump 
and main supply lines where un- 
restricted flow is important. A 
good choice where valves are ‘eft 
open wide or fully closed and in- 
frequently operated. Should not be 
used where throttling is required. 


WHICH CHECK VALVE? Swing 
check valves are designed for 
straight flow like gate valves. The 
lift type, like the globe design, re- 
quires a change in flow direction 
As a general rule, the lift design 
should be used in combination 
with globe and angle valves. 








are BLO aa RE SD 


Every Kennedy Job Fitted valve is specially de- 
signed and engineered for the job it has to do. This 
means better performance, easier operation, and 
longer service. But it also means that there are many 
different valves for different uses in the complete 
Kennedy line. To help you put just the right valve 
to work on your job, here are a few useful hints on 


valve selection. 


CHOOSING THE RIGHT DISC DESIGN—In gate valves, 


the wedge disc is considered best for steam and gummy 
liquid services. It has the highest resistance to pressure 
strains and vibration. It also assures jam-free operation in 
any position. Double-disc gate valves are preferred where 
gritty liquids are handled. 

In globe and angle valves, plug-type discs are best for 
close throttling service. Composition discs are suitable for 
low-temperature service and save the seat from excessive 
wear. Metal discs give longer wear on throttling and are 
best suited to high temperature operation. 

To meet specific service requirements, the complete 
Kennedy line offers a wide variety of metal and composi- 
tion discs in all types of valves. 


WHICH BONNET? The bolted bonnet is easily removed 
with a small wrench and is most practical for large valves 
and high temperature service. The screwed bonnet is best 
suited to small valves for low-pressure service. Where fre- 
quent inspection, cleaning or disc renew- 
al are desirable, the union bonnet is ideal. 


S jw 5 


BOLTED SCREWED 


TO HELP YOU BOOST YOUR VALVE PROFITS, take ad- 
vantage of the Kennedy Distributor Plan. It includes 
free catalogs, literature and sales promotion pieces for 
your customers... plus special selling aids and serv- 
ices for Kennedy Distributors . . . backed up by hard- 
hitting advertising of Kennedy products in the trade 
publications your customers read. Write for details on 
the profit-boosting KENNEDY DISTRIBUTOR PLAN. 


WHICH STEM TYPE? 


RISING STEM— INSIDE SCREW — The 
position of the stem is always an indica- 
tion of the disc position. The rising stem 
however, needs adequate clearance for 
operation and should not be used with 
fluids which might attack stem threads. 


RISING STEM — OUTSIDE SCREW AND 
YOKE — Best for high temperature serv- 
ices where there is suitable headroom for 
operational clearance. Outside stem per- 
mits easy lubrication and protects threads 
from severe heat and corrosive fluids. It 
gives positive indication of disc position. 


NON RISING STEM—INSIDE SCREW— 
Can be operated where headroom is 
limited. Minimizes packing wear. Not 
suitable for high temperature or corro- 
sive services, however, since threads are 
constantly exposed to damage. 


KENNEDY 
JOB-FITTED 


VALVES 


DESIGNED AND ENGINEERED 
FOR THE JOB 





ARMSTRONG 


TOOL HOLDERS... 
for every operation! 


There are ARMSTRONG TOOL HOLDERS in sizes and types 
for every operation on lathes, planers, slotters and shapers— 
for the heaviest cuts; for the most delicate cuts. 

With Standard Shaped cutters bits and blades of 

MSTRONG HIGH SPEED, ARMALOY (Cast Alloy) and 

-MIDE (Carbide-Tipped) they provide a system of tooling 
that assures maximum production per machine hour, lower 
tool costs, and high machining profits. 

Comprising the basic tools of practically every tool room 
and machine shop, ARMSTRONG TOOL HOLDERS are being 
bought continuously . . . are a constant source of profit to 
the Industrial Distributors who catalog, stock and display 
them. It is a profitable practice to put the question, ““What 
ARMSTRONG TOOL HOLDERS do you need?” 


Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 West Armstrong Ave., Chicago 30, Illinois 
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WHAT'S THE MOST PROFITABLE 
WIRE ROPE LINE FOR YOU? 





ect met tn a 


YOU'LL AGREE...the most profitable wire rope line 
for you is the one that gives your customers the most 
for their money. And Roebling Wire Rope does just 
that. It has the extra stamina, extra service life that 
bring long-run economy and solid savings. Besides that, 
Roebling backs up distributors in these ways: 


1— Roebling manufactures a full line of wire rope for 
every type and make of rope-rigged equipment. These 
products have been developed for outstanding efficiency 
in particular sorts of service. Technical assistance of 
Roebling engineers is always available. 





2 — Roebling advertising keeps your customers and 
prospects posted on the special advantages of Roebling 
ropes to every branch of industry. Full pages in color 
carry the story in trade papers...there are other mes- 
sages to management in general publications. 


3 — Roebling distributors always have the important 
advantage of selling rope that is identified with the 
name best known in the world of wire and wire prod- 
ucts. It’s a great deal easier and a lot more profitable 
to sell a line that everyone recognizes and accepts as 
an established and outstanding leader. 





JOHN A. ROEBLING’S SONS COMPANY, TRENTON 2, NEW JERSEY 











Atlanta, 934 Avon Ave * Boston, 51 Sleeper St * ——. 5525 W. Roosevelt Rd * Cincinnati, 3253 Fredonia Ave * Cleveland, 701 St. 
Clair Ave, N.E. ® Denver, 4801 Jackson St * Hi lavig Bivd * Los Angeles, 216 S. Alameda St * New York, 19 Rector St * Odessa, 
Texas, 1920 E. 2nd St * Philadelphia, 230 Vine St re ‘ton Francisco, 1740 17th St * Seattle, 900 Ist Ave, S, * Tulsa, 321 N. Cheyenne St 
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' Take a Bigger Bite‘of 


_ = 


Offer the V-Belt with “teeth” 
the premium DAYTON Cog-Belt” 


With the premium Dayton Cog-Belt you can push over the big ones. It offers 
premium performance to your customers, a premium profit to you! 


40%, better V-Belt! Anything an ordinary V-Belt can do—a Dayton Cog- 
Belt can do 40% better! It handles 40% more h.p. than any ordinary V-belt 
of the same cross-section size. 5 Cog-Belts do the work of 7 ordinary V-belts. 
That means /ower cost per drive! 


Built to bend! Only the Dayton Cog-Belt is built like your finger, for easy 
bending when the belt goes round the pulley. Results: less strain, heat, stretch, 
maintenance, much longer life. Cogs keep customers happy! 


Only the Dayton Distributor has the Cog-Belt and the outstanding Thoro- 


bred line of V-Belts ... powerful national advertising in TIME and leading 
trade journals . 


DAYTON RUBBER COMPANY « DAYTON 1, OHIO 


L. the Felt business / 


v lower cost per drive 
© exclusive cog feature 
v better profit 

~ happier customers 


aytom hulbex 


WORLD'S LARGEST MANUFACTURER OF V-BELTS 
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test nee that Better Wearing Qualthes 


give you 


MORE HOLES 
PER GRIND 


It was a smooth-running job—drilling '%2" holes 

in a cast iron cover, ¥2" thick—but the superin- 

tendent wasn’t satisfied with the wearing qualities 

of the high speed drills that were being used. They 

averaged 2705 holes per grind. <> When a Cveland 

Service Representative was called in, he recommended 

a stock CLE-FORGE High Speed Drill that is engineered 

to reduce the wear caused by abrasive action. With no change 

in feed or speed, this drill averaged 3862 holes per grind! 
On all drilling operations, a C@celand Service Representative can 
help you speed the job and cut costs. Contact our nearest Stockroom, or... 


Telephone Your Industrial Supply Distributor 
THE MARK Y OF QUALITY 


ee THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 © Detroit 2 ¢ Chicago 6 © Dallas 1 ¢ San Francisco 5 

Los Angeles 58 « London W. 3, England 





LFWEFI B MA) 
= o>) 


ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND oTHeR Cleveland toois 
This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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\ compass is a sensitive 
instrument, so sensitive it is easily 
led astray by local magnetic gremlins. 

Before the operational virtues of a compass 
can be put to test, the effects of the earth’s 
magnetic attraction and of surrounding mag- 
netic disturbances must first be overcome. 

United States Gauge engineers do it by null- 
ing them with a magnetic field of their own, a 
field induced by the USG-built version of the 
Helmholtz Coil you see above. 

Here at USG we make no fuss over this in- 
strument. It is just another fact-finding tool 
an example of how far we go to find the right 
answer to an instrument problem. 





The same investigative approach was applied 
to the development of a pressure governor for 
a large electrical manufacturer, to a submers- 
ible thermometer for a transformer, to an 
electrical motion-transmitting system for fight- 
ing planes, and a temperature gauge for a 
household heating system. 

So, if you have a puzzler in thermometry or 
one involving pressure measurement, or a dis- 
tant cousin of either, see whether we can help 
you before you get too far along. 

United States Gauge, Division of American 
Machine and Metals, Inc., Sellersville, Pa. 


YZ idly Fuges Cnyinereti (for Ending. Soruuy 


PRODUCTS OF UNITED STATES GAUGE 


Mercury 


Absolute Pressure Gauges © Aircraft Instruments ¢ Air Volume Controls « Altitude Gouges ¢ Boiler Gouges * Chemical Gauges 
Gas, and Vapor Dial Thermometers * Glass Tube and Industrial Thermometers ¢ Flow Meters © Inspectors’ Test Gauges © Precision Laboratory Test Gauges © Marine, 
Ship and Air-Brake Gavges © Voltmeters * Ammeters © Welding Gauges 


OTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC., AT SELLERSVILLE, PA.: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS 
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COMPANY 


Springfield, Massachusetts, U. S. A. 


Plaid 


Both Hand and Power Sizes 
are adaptable for all 
Metal Cutting Problems 
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Man-Alive! this Hydraulic Jack 


ECYATING - 


It’s a ‘“Porto-Power” Jack! It’s remotely con- 
trolled... it’s all directional ...and it can do 
“1001” tough jobs. You'll be positively amazed 
at the time, trouble and money it saves! 
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Lift from a low of 114". Standard attachments quick! Mount the ‘‘Porto-Power’’ ram 
Save up to 9 hours or harness the ram to pull wih in a home-made press or a 
more in moving and re- FULL power. Pull standard ‘‘Porto-Power”’ 
settling a machine with wheels, gears, pulleys — bench press. Ram is 


this ‘‘Porto-Power’’ toe- no prying or sledging. easily removed. 


Clamp parts for welding, Bend monorail, straight- Push out pins, bushings, 
riveting or other opera- en shafts — apply hy- etc., with this or other 
tions. Combinations build draulic power how, versatile ‘‘Porto-Power 
up for short or long spans. where and when you combinations. 

want it! 








Here are just a few 
of the many 
“Porto-Power” 

COMBINATIONS 

Standard attachments and 

the ram are threaded for 

easy, fast assembly. 








CLAMPING 


A sturdy high-pressure safety hose : 
connects the ram to the portable hy- - TOP-LIFT = TOE-LIFT 
draulic pump. 


TH] k => 


B PUSHING and SPREADING 

















= 


\. 
= 


"Porto-Power” eliminates all this ... conserves valuable manpower! 


g pa) : Nek “ 
CEP eee “ake 


= & ‘ if j 
Me us > 
~Y iy, = 
Ss G A yy a og a 
OUT goes danger- OUT go inconvenient, OUT goes damaging OUT goes exces- OUT go costly and var- 
ous blocking up. time-taking operations. hammering and prying. sive use of heat. ied mechanical devices. 








Every plant needs the | SF Sf COOL’ 


This is the basic assortment of “Porto-Power” attachments and the 10-ton “Porto-Power” Hydraulic 
Jack. No maintenance crew can afford to be without it! It pays for itself on one or a few good jobs. 


There's a complete line of ‘‘Porto-Power”’ equipment! Rams are available in 2, 4, 7, 10, 20 
and 50-ton capacities and a range of sizes . . . with oe or motor-driven pumps... plus 
scores of work-saving attachments for maintenance, production or laboratory work. 


Blackbawk Mig. Co., Dept. P1741, Milwaukee 1, Wis. 


Porto-Power 


y is the exclusive (trade name registered) product of 


BLACKHAWK 
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Tuar’s a short way of saying that through outstanding quality, 
unsurpassed value — and relentless advertising — Nicholson and Black 
Diamond brands constitute the most largely and most widely used 
files in the world. 


Through their longer lasting features these famous files them- 
selves contribute notably to the conservation of steel. And through 
their superior cutting efficiency they contribute to the greater indus- 
trial production that is so vitally needed in these days of stress. 


NICHOLSON FILE CO. ¢ 42 ACORN STREET * PROVIDENCE 1, RHODE ISLAND 


In Canada, Port Hope, Ont 
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NICHOLSON 
> i LES FOR EVERY PURPOSE 
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Serves the Electric Motor User 
in Two Important Ways: 


1. Century motors are designed and constructed for a long, 
dependable operating life. 


2. Just as important—they are skillfully selected to match the 
operating characteristics of the many kinds of equipment they drive. 


N CENTURY'S wide range of types and sizes (up to 400 H.P.) there 
are available: 4 standard classes of starting torque characteristics— 
6 methods of speed control—constant and short time ratings—4 basic 
classes of frame protection against atmospheric hazards—a dozen methods 
of mounting the motor to the equipment—plus many special spécifications 
to meet the requirements of the BIG NAME equipment manufacturers 
who use Century motors as a component part of their equipment. 


Teamwork with equipment producers gives you skillfully selected 
motors from Century's wide range of types and sizes... properly applied 
to match the performance characteristics of the machines they drive. 


Both a properly designed and constructed motor, plus skillful 
application, are required to give you top performance and long 
life on the new ultra-modern production equipment. 


Specify Century motors on all 
your equipment. 








150 horsepower Century motor 
driving a turbo compressor for a 
foundry blast furnace. 


100 horsepower Century motor drives a 
blower for a glass blowing machine. 


pas SERVICE Is Near Any CENTURY Motor Driven Equipment 


Satisfactory performance of CENTURY products is assured by 
more than 200 CENTURY Authorized Service Stations supervised by 28 
CENTURY Sales Offices. 


1, Facilities for immediate exchange of most CENTURY standard ratings of CENTURY ELECTRIC CO. 


standard construction are available at CENTURY Authorized Service Stations. 1806 Pine St. © St. Louis 3, Missouri 


2. CENTURY Authorized Service Stations are qualified and equipped to Z Witicen dnd Stack Patan 
service and repair any piece of CENTURY apparatus. 


3, Genuine CENTURY renewal parts are available at CENTURY Service 
Stations, CENTURY Parts Distributors and at the factory in St. Louis. 


in Principal Cities 








704 





INDUSTRIAL DISTRIBUTION ¢ APRIL, 1951 








ADS LIKE THESE ARE INVESTMENTS FOR 
YOUR FUTURE... 

The unprecedented demand for Spang CW Pipe won't last 
forever! That's why we continue to build future business for 
you... fo pave the way for easier, quicker sales with ads 
like these. 


The snow-shoveling system has changed... 
but the name on the pipe is an old one... 


SPANG CW 


Shoveling snow is slow, inconvenient, and labor-consuming. But the 
owner of an underground snow-melting system gets rid of snow as fast 
as it falls, merely by opening a valve. 

When you're installing a snow-melting system, specify “Spang CW 
Steel Pipe”... the ideal economical pipe for all closed heating systems. 
It's equally good under asphalt or concrete, and lasts for years in any 
location. 

Your men will like the way Spang CW Steel Pipe fits up... it bends 
easily and smoothly, is easy to cut and weld. And its uniform high- 
quality assures good, tight installations. 

Specify “Spang CW Steel Pipe”, the brand that’s backed by our 110 
years of pipe-making experience. 

There's a supply house near you carrying Spang Pipe and a full line 
of fittings and equipment for snow-melting and radiant-heating systems. 
They are making every effort to meet today's great demand for Spang 
CW Pipe quickly and fairly. 


SPANG-CHALFANT 


Division of The National Supply Company 
GENERAL SALES OFFICE: Grant Bidg., Pittsburgh, Pa. 


District Sales Offices: Atlanta; Boston; Detroit; Houston; Los Angeles; 
Mew York; Phildelphia; Pittsburgh; St. Louis 


STEEL PIPE 


QUALITY © 


phat 18 
recognieed 
| wherevel ype 
1s USE 
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GILMER 
KABLE KORD.! 


* Tight gripping 
* Firm pulling 
* TWO belts in ONE! 


& 


Use Gilmer Kable Kord even for your toughest 
flat belt drives—for right-angle drives; drives with 
idlers and tension controls; line-shaft applications; 
short center drives; or standard drives where the 
biggest need is plenty of pull. Kable Kord takes 
them all... right in stride! 


You get pulling power to spare! Kable Kord’s high 
tensile strength gives you an extra margin of 
safety —absorbs shocks and overloads . . . delivers 
more power through greater pull! 


Tighter grip cuts slip! The exclusive Kable Kord 
design produces exceptional grip — gives extra 


TO MAKE YOUR SELLING EASIER— ADVERTISING! 


5", 4-ply KABLE KORD Roll Belting 
operating a tough drive on a sanding machine. 


friction through the contactor belt to control 
slippage. 


Cuts maintenance costs! The low-stretch, trouble- 
free operation of Kable Kord adds up to real 
money savings in maintenance. And the sturdy, 
tough Kable Kord jacket keeps out grit and 
moisture, protects belt edges from shifter and 
flange contact—makes belts last longer. 


Supplied both endless and in rolls. Where top 
performance is essential, endless Kable Kord is 
recommended. But where equipment calls for 
connector-type belting, Kable Kord’s strong duck 
pulling section holds lacing firmly. 











BUY THROUGH YOUR GILMER DISTRIBUTOR 


H. GILMER COMPANY 


THE BIG LINE WITH THE WIDE MARGIN 


BELTS 











GILMER V-BELTS — Multiple and Light Duty. Set the 
standards for pulling power! Made with durable 
rayon pulling cords; Gilmer quality. Gilmer’s assort- 
ment of V-molds—the world’s largest—assures a 
complete line of precision-built V-Belts. 


GILMER TAPE—Friction and Rubber. A handy pair for 
extra profits! Gilmer Friction Tape is straight-tearing, 
non-raveling; has high insulation and adhesion quali- 
ties. Gilmer Rubber Tape has excellent insulation 
qualities; fuses readily without heat. Both Friction 
and Rubber Tape available in bulk and handy 
10-roll shop packages, 


INDUSTRIAL PACKINGS. A top-quality line for indus- 
trial needs. Various types to meet conditions of high, 
medium or low pressures super-heated or satu- 
rated steam, air, water, many acids and alkalies. 
Gilmer Packings include Asbestos Rod, Braided Rod, 
Cross Expansion, Square Plaited, Asbestos Sheet. 


KABLE KORD ® FLAT BELTS—both endless and in rolls. 
Gilmer’s ‘“‘number one”’ flat belt! Combines two belts 
in one—contactor and power. This unique feature, 
together with extra-strong Kable Kord construction, 
makes it a top seller! 


GILMER INDUSTRIAL HOSES—a popular line of rugged 
constructions for Air Drill; Small Air, Welding and 
Cutting; Steam; Water; Suction; Lacquer Spray and 
Solvent, among others. All are made with tough, 
wear-resistant cover over a strong carcass, and fine 
quality tube, according to requirements of use. Take 
standard couplings. 


GILMER SHOCK-PADS. A general purpose machinery 
mount and shock absorber. Minimizes effects of both 
machine and building vibration—eliminates need for 
bolting equipment to floor. Built of molded Neoprene 
resists oil, heat, water, and cleaning compounds. 
Simply cement to the floor. No bolting required. 


SPECIAL PURPOSE ENDLESS FLAT BELTS. A broad line 
for all your customers’ needs: Saw Mill Belts; Tube 
Winders; Sand Slingers; Band Saw Bands; Light 
Conveyor Belts; Planer Belts for the lumbering indus- 
try; Lickerin, Cone, Winder, and Spinner Belts for 
textile plants; Farm Belts. 


NOTE: Besides standard V-Belts 
and Flat Belting, Gilmer also 7 
makes a wide range of Special Pur- 
pose Belts. These are in constant 
demand by plant engineers; need 
not be carried in stock; are not 
subject to general competition. 
Another extra profit opportunity 
in the Gilmer line! 


AND DON’T FORGET THE 
SOUND GILMER SALES POLICY! 


1. A strict “buy through Distributor” 
policy; no factory sales in com- 
petition. 


A _ widely-experienced District 
Manager available for direct 
sales help. 


Branch stocks strategically located 
as listed below. 


Factory power transmission spe- 
cialists to give engineering assist- 
ance when needed. 


Distributor protection. 
Uniform discount schedules. 
A profit on every sale. 


Full jobber profit on non-stocking 
Special Purpose Belts. 


A balanced promotional program 
featuring national advertising and 
valuable catalogs. 


Monthly bulletins from the factory. 








ADVERTISING PREVIEW! 


Your customers will see this Gilmer advertise- 
ment in leading industrial publications next 
month. Note that Gilmer tells readers to.. 


“BUY THROUGH YOUR GILMER 
DISTRIBUTOR” 








BELTS set Yilmet Silo Sites 


PACKING HOSE ee | 








For 3500 years, 
ramie fiber resisted rot 


in an Egyptian tomb... 


Now...Johns-Manville 
makes ramié fiber into 





the rot-resistant packing... 


That’s why MAVALON stands up 


where other packings fail! 





IN PLANT AFTER PLANT, this new Johns-Manville 
packing made from ramie fiber is establishing new 
records in reciprocating service against fresh or salt 
water, brine, cold oil and many other liquids. 


Navalon’s rot-resistant properties are only one 
reason for these outstanding performance records. 
Navalon also has the high tensile strength inherent 
in ramie, nature’s strongest fiber. An exclusive Johns- 


Johns-Manville 
PACKINGS & GASKETS 


Manville process of manufacture gives it unusual 
lubricating properties, too—another reason for its 
ability to outlast other cold liquid service packings. 
And, in addition, Navalon is free from any tendency 
to score. 


In the toughest service, users are finding that this 
unique combination of properties not only means less 
repacking—it means less wear on rods and plungers 
as well—money-saving performance all around. 


Why not investigate Navalon as a means of increas- 
ing packing life and reducing costs in your plant? 
Get in touch with your packing distributor, or send 
for folder PK-32A that tells the full story. 


te) 
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FOR THE LATEST 
IMPROVEMENTS 
IN FASTENINGS 








New manufacturing methods and improved alloys are 
constantly bettering the quality and uniformity of 
socket screws, dowel pins and pipe plugs. 

Not all the improvements are made first by Allen 
but a very large percentage of them are. Some of the 
most important have yet to be duplicated even after 
years of trying. 


IF YOU BUY SOCKET SCREWS, 
DOWEL PINS OR PIPE PLUGS ... 


standardize on genuine Allen products to get more 
important improvements sooner. 


IF YOU ARE DESIGNING 
OR IMPROVING A PRODUCT... 


check with Allen directly or through your industrial 
distributor. Frequently a long search for more satis- 
factory fastenings ends in the Allen engineering de- 
partment. 


SOLD ONLY THROUGH LEADING DISTRIBUTORS 
Write the factory direct for technical 
information and descriptive literature. 


LOOK FOR THE 


BLACK & SILVER 
STRIPED ALLEN Box 


= 








ASK RAYTHEON: 


Allen © Head screws are required 
to meet the standards of most of 
the Raytheon products manufac- 
tured on Government contracts; 
hence they are used widely on the 
equipment made by this prominent 
manufacturer. 





aa 
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“Bill Through” 


... Allen’s Policy of 
Full Distributor 
Protection. 


In all our advertising and selling 
we direct socket screw product 
users toward distributor 
channels. 

* 


When it is advisable to accept 
and fill an order at the factory, 
we bill through the nearest 
Allen distributor. 


Allen’s 100% distributor policy 
has been maintained for over 
forty years, because we believe 
in the distributor method of 
selling without reservations. 
Therefore we do everything we 
can to make the Allen o Head 
franchise one of the most 
valuable assets any distributor 
enjoys. 











Im PEACE WASTE IS A SIN... 
NOW —WASTE IS A CRIME! 


DISTRIBUTORS PRAISE IT 


i t, action-conscious 
nce the first announcemen > 0 
poe ret in every territory have been getting 
on the “Fight Waste” Bandwagon! These are 
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FROM All ACROSS THE 
NATION - ENTHUSIASTIC 
ACCEPTANCE FOR— 


TOP MANAGEMENT WANTS IT! 


A special mailing to top management men in 
the country’s leading companies provoked a 
response little short of amazing! Requests for 
information and material are literally ‘tpour- 
ing’ in. These men want the “Fight Waste” 
Program — they’re ready to use it in their 
plants. 


INDUSTRY DEMANDSIT—NOW! 


Still more enthusiastic response! From every 
segment of industry—design, production, en- 
gineering, purchasing; from department heads, 
foremen, workers—comes word of acceptance! 
These men want the “Fight Waste” Program 
—need it now! You’ll find them ready and 
waiting for your call—for the material and 
assistance you can give them. 


THE PRESS PUBLICIZES IT! 


Editors throughout the industrial publishing 
field have acclaimed the “Fight Waste’ Pro- 
gram—have given it editorial space as ‘‘Top 
reader interest” material. And remember these 
readers are also your customers! 


ENDORSED BY GOVERNMENT! 


Mr. H. B. McCoy, Assistant Administrator, 
National Production Authority writes: ‘’The 
program .. . is in direct support of the national 
need for conservation of materials and equip- 
ment. We are looking forward to the beneficial 
effects of the efforts of your company in 
this direction.” 





BAND SAWS FOR WOOD AND METAL + CARBOLOY-FITTED SAWS AND KNIVES 





DISSTON 
“FIGHT WASTE’ PROGRAM 


A NEW SERVICE DISSTON DISTRIBUTORS 
CAN RENDER AMERICAN INDUSTRY 


HOW “FIGHT WASTE” WORKS 


Disston furnishes all the material for you to supply 
your customers absolutely free! Here's what you get: 


DISTRIBUTORS’ PRESENTATION PIECE: 
An attractive spiral-bound book out- 
lining the entire ‘‘Fight Waste’”’ Pro- 
gram— illustrating and describing the 
available material. Planned as a work- 
ing tool for Disston Distributors to use 
with customers; suitable for desk use 
in outlining the program. 


THE POCKET FOREMAN: 

A digest of the program for you to 
leave with customers. Tells how to 
initiate the plan—reprints all educa- 
tional cards for individual workmen. 
Contains post card order form so cus- 
tomer can look the plan over at his lei- 
sure and make his selection of the cards. 


“FIGHT WASTE” CARDS: 

31 individual pocket-size cards 
covering the Disston tools with 
which you regularly service your 
customers...for use.by workmen. 
Each card covers common tool 
failures; cause of such faults; best 
method of correction; and general 
information to improve work- 
manship, speed production, and 
prolong useful tool life. Your cus- 
tomer orders these himself, mak- 
ing his selection from the ‘‘Pocket 
Foreman.” 


POSTERS AND STICKERS: 

Attractive, eye-catching posters 
for bulletin board use to make 
everyone in the plant conscious 
of the need to ‘‘Fight Waste’’! 
Large gummed stickers carry the 
“Fight Waste” Banner—act as 
constant reminders! Your cus- 
tomers can also order these at the 
sametimeasthey order their cards. 


Disston Distributors get all this material in handy kit 
form—ready to take to customers immediately. Thus 
you can present the program to customers—leave the 
“Pocket Foreman’’—they’ll do the rest. And you gain 
the benefits of positive goodwill! 


ADVERTISING AND PUBLICITY CARRY THE STORY: 


Your customers are already learning about the ‘‘Fight 
Waste” Program through hard hitting advertising in 
publications that cover every Disston market: In 
BustnEss WEEK, AMERICAN MAcuHINIsT, MILL & 
Factory, PURCHASING, LUMBERMAN, SOUTHERN LuUM- 
BERMAN, Woop-WoRKER, TIMBERMAN, WOODWORKING 
DicEsT, MANAGE—all are working to open doors for 
Disston Distributors! And, as already mentioned, lead- 
ing editors are featuring the program as ‘““Top reader 
interest’’ material! 


SPECIAL MAILINGS TO SPECIAL GROUPS: 


No means of spreading the word is being overlooked! 
Top management and administration have already 
been covered. And, as new needs are revealed, timely, 
specially aimed shots will be fired! 


DISTRIBUTOR SALES MEETINGS: 


Disston Factory Sales Representatives are available 
for Distributor meetings to tell the “Fight Waste” 
story—to show you how to use ‘“‘Fight Waste’’ material 
for maximum benefits! 


GET YOUR DISTRIBUTOR KIT RIGHT AWAY! 


If you are a Disston Distributor, write, wire, or phone 
us today, telling us how many kits you need to supply 
your salesmen. If you represent a Disston Distributor, 
ask your home office to get you a kit; or write us direct. 


HENRY DISSTON & SONS, INC. == 
423 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Chicago, Seattie, Portland, Ore., Vancouver, 8. C. 
Canedian Factory: Torente 3, Ont. * Avstralien Factory: Sydney, N.S.W. 
Copyright 1951, Henry Disston & Sons, Inc. 


SOLID AND INSERTED TOOTH CIRCULAR SAWS + MACHINE KNIVES + FILES AND RASPS + HACK SAWS + CUTTER HEADS + CHAIN SAWS + TOOL STEELS 
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How an 1838 Brougham builds sales for you in 1951 


The above advertisement is running in the 


campaign to help maintain RB&W’s prestige 
top magazines read by the people you sell. 


...and yours, if you are an RB&W distributor 


It shows one of 19th Century England’s 
great craftsmen building a new style of 
coach to Lord Brougham’s specifications, 
paying close heed to the fasteners . . . vital 
parts on whose performance the perform- 
ance of his assembled product so largely 
depended. 

It’s the first advertisement in an extensive 


... with full-page messages in FORTUNE, MILL 
& FACTORY, PURCHASING, IRON AGE, STEEL, 
etc. 

MORAL: Stock RB&W bolts, nuts, screws 
and rivets of uniform accuracy, dependa- 
bility and physical properties. It’s the com- 
plete quality line that supports your selling 
efforts with quality advertising. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


RBaW 26 nl gallty le 


Plants at: PORT CHESTER, N. Y., CORAOPOLIS, PA., ROCK FALLS, ILL., LOS ANGELES, CALIF. Additional sales offices at: PHILADELPHIA, DETROIT, 
CHICAGO, CHATTANOOGA, DALLAS, OAKLAND. Soles Agents at: PORTLAND, SEATTLE, Distributors from coast to coast. 


106 YEARS MAKING STRONG 
THE THINGS 


THAT MAKE AMERICA STRONG 
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No company manufactures a more complete and diversified or Carbon Steel. In addition, Tungsten-Carbide Tipped. 
line of Drills and Reamers than does Whitman & Barnes. Regardless of materials to be drilled or reamed—forgings, 
Drill sizes regularly made range from .0059” to 342”— castings, stainless and other steels; plastics, glass, concrete— 
Reamers from Ve” to 12” and larger. W2&Bcan supply you with the right type of tool to suit your needs. 

There is a design for every purpose—and then too, Sold by leading Mill Supply and Hardware Dealers 


these products are made available it High Speed, Cobalt everywhere. 


CONTACT YOUR LOCAL W&B DISTRIBUTOR. bh os of Sime Hob Since 1446” 


WHITMAN s BARNES 


PLYMOUTH, MICHIGAN 


NEW YORK e« CHICAGO + LOS ANGELES *+ HOUSTON 











announces... 


SENSATIONAL 
POWER-TWIN putier 


A REVOLUTIONARY 
ADDITION TO THE 
FAMOUS OTC 
PULLING SYSTEM 


® Fits all OTC pulling units 
® Works in any position 
© Pushes—Pulls 


7 = 
© Faster than screw operation 





® Eliminates torque 
® More powerful—friction eliminated 
© Easier—just light pump strokes 


_ © Safer—remote control 


LIGHT—COMPACT 
POWERFUL—SAFE 


+ + Develops 15 tons power—ram travels 2’ 
. +. overall height 512”... weight 10 Ibs.... 
remote control pump develops 10,000 P.S.I. 
--- 6 ft. high pressure hose... wire guards... 
quick, non-leak couplers tested for 24,000 Ibs. 
- +» fingertip pressure release. 


OWATONNA TOOL 
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profitable NEW TWI 


HERE’S WHAT JOBBERS SAY: 


e “FASTEST SELLING HYDRAULIC TOOL ON THE MARKET”’ 
e “SELLS ON EVERY CALL’ e “PROFITABLE UNIT SALE” 
e “DOES EVERYTHING, SELLS EVERYWHERE” e DOES EVERY 
PUSHING OR PULLING JOB EASIER, FASTER, SAFER 


POWER-TWIN 
HYDRAULIC - PULLER 


does every pulling 
job EASIER-FASTER 


Here is the fastest working, fastest selling, 
easiest to use push-puller in history—the 
new OTC PowErR-TwIn HyDRAULIC 
PULLER. Sensational in performance, it is 
equally amazing in sales appeal. Its time 
and labor saving ability and low cost 
make it a must for any shop that does 
pulling jobs. Write for complete informa- 
tion on the OTC Power-Twin. 











ea ee 











Amazingly easy to remove tractor No problem to remove drive gear Now OTC Hydre-Tote (inset) Press 
wheel with OTC Power-Twin and with OTC Power-Twin and 1003-L tales all tools fo the job. Plate available 


938 Push-Puller. Grip-O-Matic. 


Portable hydraulic pulling separately for 

unit includes OPEN THROAT mounting on 

pressplate. bench or ser- 
vice truck. 


COMPANY owatonna, Minn. 
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Jacking Up Sales 


Z a f 
EL 
CONSTRUCTION MOVES OUTDOORS! 


First need, of course, is foundation work for which Simplex 
Trench and Timber Braces have many applications. In 
some soils they are an absolute must. With frost out of 
the ground, there are other uses, too—many pipes to be 
laid, many trenches to be dug. Whatever the job, Simplex 
Trench Braces are a practical economy to the contractor 
and profitable to the distributor. They're made of drop- 
forged steel for safe, lasting service. Simplex drop forged 
steel trench and timber braces and steel shoring jacks are 
timely suggestions—as are a wide variety of other Simplex 
jacks for many types of outdoor construction work. 


GIVE ‘EM A SPRING CHECK-UP! 


You're the doctor when it comes to 
prescribing jacks for lagging pro- 
duction. Urge your customers to 
take a “physical” of their equip- 
ment needs. You may be surprised 

and they, too—to find that more 
jacks are needed to safely and ex- 
peditiously handle an expanded 
work schedule. Get out your cata- 
log and check it over page by 
page—that's the best kind of a 
spring tonic for you and your cus- 
tomer . . . and it will make sales, 
too. 


JACKS FOR DEFENSE PLANTS 


Mothballed properties are again going into operation. 
Functioning factories are stepping up operations. One 
or the other, it means more jacks are needed for con- 
struction, production activities and maintenance. With 
the Simplex line of jacks—the complete line—to draw on, 
you're sitting pretty when it comes to meeting sky- 
rocketing needs. 





“Quality,” as applied to many products, is a rather vague 
word that means many things to many people. But, when 
you talk of Simplex QUALITY, you're speaking specifi- 
cally of jacks that are designed with a maximum of 
practical experience, made of the best of materials, that 
have the capacity to do any job better and that are 
genuinely economical—because they last longer. 


( Advertisement) 


LAY AFT \@ 
WITH THAT 
A. L. 4 


—~— 


SING A SONG OF SHIPPING! 

Break out your bell bottom trousers—shine up your horn- 
pipe—tune up your chanties—there’s jack sales on those 
big oceans. Shipping and shipyards are key markets 
these days . . . and still bigger activity is yet to come. 
RE-MO-TROL hydraulic units of 100-ton capacity—with 
“center hole” rams—are in favor for pulling stern tubes. 
Other capacities are adaptable for pulling pinions, gears 
and various types of wheels. Steamboat jacks have appli- 
cation in towing and other operations. Just about every 
jack in the Simplex list has some money- and time-saving 
use for America’s merchant marine. 


fi ly 


“THE WINNAH ... AND STILL CHAMPEEN’ 


No wonder Simplex Screw Jacks can absorb lots of punish- 
ment and come out fighting. A single chrome-moly ball 
and floating cap reduces friction 88%. The load can’t 
flatten the ball. Simplex Screw Jacks handle a big variety 
of heavy-duty lifting and lowering with top speed and 
accuracy—for construction, in shop and factory mainte- 
nance, for rigging, locomotive repairs, drilling and othe: 
uses. 


REAL GOOD FOR 
REEL WORK 


Simplex Ratchet Lowering 
Jacks excel in the safe han- 
dling of various types of reels 
wound with belting, rope, 
wire and wire rope. There's 
a good sized market among 
public and private utilities, 
manufacturers and ware- 
houses. These jacks are 
made in single and double 
acting models . . . and in 
a full range of sizes. 


Coroner: “Were there any powder marks 
on the body of the deceased?” 

Wife: “Certainly there were powder marks 
that’s why I shot him!” 


TEMPLETON, KENLY & CO 
1036 S. Central Ave., Chicago 44, Hl 
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handling @O@STS -- LESS 
whet dyfiendable Casloted- 
SAVE MAN-POWER 


Two full rows of 
hardened bearings 
roll around two 
seporate, vuninter- 
rupted roceways. 


* 


Top plote and husky 

horn are made of 

non-corrosive, speci- 

ally controlled, anal- 

ysis stock. 
Extra heavy axle 
with roller bearing 
and spanner in 
wheel. 


Choice of Semi-steel, 
Ruberex, Rockite, 
Rubber Tired or Vul- 
conized Tread Wheels to suit 
your floor surface and loods 





over 
counting .- 
industry's man ‘ 

sranity for gains °* 
worker productivity 
unit 


FOR INDUSTRY 


ARE SOLD THROUGH 
SELECT DISTRIBUTORS 
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Got customers with 





grinding problems? 


Send them to a 3M Demonstration Room! 


any Invites You 


Zhe 3M Comp 


rs t 
_..and your custome | 
monstration rooms 


0 visit new, 
ocated 
modern de : on a 
in the following cities, for 
cate eS. 
advice on the application of abraswe 


EW VOI ios os oes es cv cas 
700 Grand Ave., Ridgefield, N.J. 


PHILADELPHIA, ....24-.eeeeees 
+++++2401 North Broad Street 


SAINT LOUIS......... Wabee in 
3700 Forest Park Blvd. 


SAINT PAUL. ..367 Grove Street 





From Boston to Los Angeles, 3M Methods Engineers 
are ready to help you and your customers on any grind- 
ing problem—large or small. Demonstration rooms, 
equipped with the latest in belt grinding equipment, are 
now operating in 13 major industrial areas. 


Check the list below for the most convenient location. 
Any one of these 3M Methods Rooms will be glad to 
advise your customers, free of charge, on equipment and 
type of coated abrasive that’s best, most economical 
for the particular job. 


Why not let your abrasive customers know about this 
service today? Tell them to come in anytime with any 
kind of problem—from heavy grinding to fine finishing. 
You can be certain they’ll get careful attention. 














ABRASIVE 
BELTS 


. ==28 
* at te 


Made in U.S.A. by MINNESOTA MINING & MFG. CO., St. Paul 6, Minn., also makers of “Scotch” Brand Preasure-sensitive Tapes, ““Scotch’* Sound 
Recording Tape, ‘‘Underseal” Rubberized Coating, “‘Scotchlite” Reflective Sheeting, ‘‘Safety-Walk"’ Non-Slip Surfacing, ‘3M’ Abrasives, ‘3M’" Adhesives. 
General Export: Durex Abrasives Corp., New Rochelle, N. Y. In Canada: Canadian Durex Abrasives Ltd., Brantford, Ontario. 
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Talk of the Trade 


ON THE AIR: The fact that industrial supply sales- 
men have a job that involves being well versed in 50 to 
60,000 items received coast-to-coast publicity recently 
when Charles Wilson (Ducommun, Los Angeles) ap- 
peared on the People Are Funny radio program .. . 
Mr. and Mrs. Wilson had agreed to be appraised by effi- 
ciency experts and as a result were accompanied by ex- 
perts for a full day . . . Charlie, so my radio listening 
friends say, received these ratings: 80% efficiency in driv- 
ing; 80% efficiency in taking care of the garage, lawn, 
etc.; 90% for utilization of his lunch hour (the expert 
praised Charlie for taking a walk after eating because he 
is an inside worker); 100% efficiency on his job (and 
this is where a telephone salesman’s job came in for 
explanation) . . . Charlie, however, didn’t score too well 
in one category: he received a 10% rating for efficiency 
in training his wife to be efficient . . . Charlie got a $200 
award; Mrs. Wilson received $50 . . . Of course, we've 
known all the time that men are more efficient than 
women. 


A CORRECTION: We have received a letter from John 
C. Long, manager of publications, Bethlehem Steel Co., 
Inc... . Needless to say, we regret being party to spread- 
ing an erroneous story and are pleased to publish Mr. 
Long’s letter: 
“In the “Talk of the Trade’ page, February issue of 
INDUSTRIAL DISTRIBUTION, there appears an erroneous 
fictitious story which includes reference to the late 
Charles M. Schwab. 

“The anecdote concerns a supposed luncheon of ten 
financiers, and concludes ‘not one of them learned how 
to live.’ 


“No such luncheon ever took place. 

“Mr. Schwab was not even in Chicago in 1923, the 
year referred to, except for passing through on a train. 

‘He had never met three of the men mentioned in the 
story, and had only a slight acquaintance with the others. 

“As to the assertion that he lived on borrowed money 
during the last five years of his life, the fact is that he 
was paid a substantial salary by Bethlehem Steel Cor- 
poration for services of outstanding value. 

“As to the assertion that he had not ‘learned how to 
live,’ the record of the life of that great warmhearted man 
speaks for itself. 

“This anecdote appeared first in a syndicated news- 
paper article, dealing mostly with theatrical comment. 
Beyond making a protest to the publishers, we did not 
demand a public retraction, as we felt that might only 
give further circulation to the tale, and that it would 
soon be forgotten. 

“Others have picked up the story, however, and accord- 
ingly last fall Mr. James H. Ward, vice president, Beth- 
lehem Steel Corporation, and a lifelong associate of Mr. 
Schwab, drew up a formal affidavit setting forth the facts 
that I have noted above. A copy of the affidavit is 
enclosed. 

“You may be interested to know that we have found 
no one who will accept responsibility for the source of this 
story. We have made a considerable search trying to 
find who started it. It is always a case of the narrator 
getting it from someone else. The newspaper writer, for 
example, named a Western promoter, the promoter said 
he heard it from an Eastern friend, and so on.” 








TALENT GALORE: The Rocky Mountain distributors 
struck a rich vein of amateur talent last month at their 
Broadmoor meeting . . . Walter Gebhart, Walter Tripp 
and Clarence Moore were real professional M.C.’ers in 
getting Mrs. Jim Ruddell to whistle; Johnny Mize to sing 
coloratura soprano, no less; George Halpin to sing the 
“Whiffenpoof” song; Mrs. John Singleton to sing; John 
Tomajan to play the piano, and Harold Kimball to ex- 
the difference between a begonia and a petunia... 
ooks as though there’s a need in the industry for a 

good booking agent. 
R.W.B. 
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U| Bronze L. PG. Gate | Vapor Return for Tonk Car 
Bronze L. P.G. Check | Prevent Vapor Backflow 
Bronze L. P. G. Check | Prevent Liquid Backflow 
Bronze Gote Warm Water Supply 
Bronze Globe Cool Water Discharge 
Bronze L. PG. Angle | Liquid Fill of Storage Tanks 
Bronse LP. G. Angle | Liquid Line to Vaporizers 









































«lelelelolziz|-|ni-|= 
| 
BERRA RBREAR 


Bronze L. P.G. Angle | Vapor Return for Tank Cor 





Fig. 508 
Bronze Angle 


The New ' ‘ 400 Ibs. O.W.G. 
for L. P. G. Service have these 


EXTRA HEAVY, REINFORCED BODY. Liberally pro- 
portioned construction, with reinforcing rib along center 
line, and heavy lug ends. Will take all ordinary pipe 
strains without distortion, and provides extremely high 
factor of safety. 


CROWNED SEAT insures positive tightness required to 
meet N.B.F.U. test of 500 p.s.i. under seat when valve 
is closed. 


WAPROVED COMPOSITION DISC Meets every test of 
LP.G. service. Retains resilience through entire range of 
liquid and gaseoss phases from —50 F to +150 F. Fig. 507 
Bronze Check 
ALL OTHER PARTS SPECIALLY DESIGNED and pro- 400 Ibs. O.W.G. APPROVED BY UNDERWRITERS’ LABORATORIES, INC. 


portioned to meet rigorous requirements of critical LP.G. 4" to 2” 
service. Described in detail in Jenkins LP.G. Valve Folder 

form 197. Bedy, seat, and disc construction in Fig. 507 

Check and Fig. 508 Angle same as in Fig. 506 Globe. 





rnieum 


(butane-propane) commonly known as “bottle 
gas”, has become a popular domestic fuel, and is 
now being widely used in industry. It is liquefied 
under pressure at the producing fields and ship- 
ped in tank cars to central storage plants in areas 
where it is used. At these plants itis transferred 
to convenient sized pressure containers which 
are distributed to customers. 


Each of the central storage plants requires a 
quantity of valves designed to meet the special 
requirements for safe handling . . . note the typical 
layout shown. Jenkins Distributors can now sup- 
ply for L.P.G. services the newly-developed, 
Underwriters’ Approved, Fig. 506 Bronze Globe, 
Fig. 508 Bronze Angle, and the companion Fig. 
507 Bronze Check. Where Gates are required, 
Jenkins Fig. 270-U offers the proper ratings. 


Now — extra sales for. 


in the fast-growing L.P.G. industry 


These new Jenkins Valves have the same expert 
design and are built to the same quality standard 
that make other Jenkins Valves industry’s first 
choice for long service and lowest upkeep. 


Jenkins Distributors will be fully equipped with 
sales aids to promote the new valves for L.P.G. 
service. The Jenkins Piping Layout No. 51a, which 
contains a diagram (upper left) and complete de- 
scription of piping for a typical L.P.G. storage 
plant will be supplied as a Distributor imprinted 
mailing piece. Also available is a new L.P.G. 
Valve Folder, Form 197, which completely de- 
scribes the new valves, for distribution to users. 


Here, again, is evidence that Jenkins offers a 
complete valve line, expanded and improved, as 
need arises, to provide more sales opportunities 
for Jenkins Distributors. It’s another reason why, 
year after year, it pays, and pays well, to sell 
Jenkins Valves. 


Jenkins Bros., 100 Park Ave., New York 17, N. Y. 
Jenkins Bros., Ltd., Montreal 
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Republic Distributors not only sell the highest quality 
industrial rubber products . . . they sell the most specialized line on the market! 


There's a Republic product for every industrial use a pre-tested product that will 
produce better results and last far longer under the toughest conditions of service 


But Republic Distributors have another potent sales advantage — the 5-Pornt Sales Policy! 


Republic's 5-Point Sales Policy makes sense to both buyers and sellers alike. It's 
a constant, straight forward statement of fact insuring the buyer against 
misunderstanding and guaranteeing vigorous sales cooperation to the distributor 


REPUBLIC'’S 5-POINT POLICY 


@ A LINE of rubber it sufficiently complete to permit effectively 
supplying the requir > of the trade solicited 

@ A QUALITY of prod unifc y good and capable of delivering 
service results that sho be expected 

@ A PRICE basis inducing and making possible aggressive compe- 
tition with reasonable profit return 

@ FREEDOM trom competition from his source of supply. either 
direct or indirect, among the trade covered by his day to day 
solicitations 

@ SELLING helps pasonable amounts so that his sales force 
may be given the ) > Sf salized training and a 
knowledge of the produ id 


INDUSTRIAL RUBBER PRODUCTS BY 


REPUBLIC RUBBER DIVISION 


Lee Rubber &@ Tire Corporation 
OUNGSTOWN, OHIO 


” saves 's00 
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Industrial Distribution 





MRO and You 


yp eagerly awaited MRO order (NPA, Reg. 4) is 
now “on the books”. ‘This appears to be in every 
way a good order. It should insure the uninterrupted 
flow of essential maintenance, repair and operating 
supplies to all industry. And, under the current one- 
band priority system, it means that practically every- 
thing on distributors’ shelves has as high a rating as 
anything else in the defense program. 

The statement of NPA Administrator Fleisch- 
mann at the time the order was issued makes a lot of 
sense: 

“It is essential that the Nation’s present produc- 
tion and service facilities be kept in good repair so 
that they can operate at the maximum rate consistent 
with direct pe ase requirements. The purpose of 
today’s action is to make this possible. It is vital 
that we maintain a strong civilian economy while we 
go ahead with the job of rearmament. It is believed 
that the MRO program will not interfere in any 
manner with the defense program because the ma- 
terials required constitute a small percentage of the 
total supply. 

“We cannot let the need for materials and equip- 
ment to build new facilities interfere with the mainte- 
nance of existing capacity. We can afford a few 
pounds of metal today to keep a machine running 
rather than several tons tomorrow to make a replace- 
ment machine. And this way we avoid the loss of 
production and employment that would result if we 
allowed our present equipment to fall into disre- 
pair. 


The Jobs Ahead 


Basically, the MRO program provided by NPA 
Regulation 4 (see p. 93 for a detailed analysis of the 
order) entitles the customers of distributors to pri- 
ority assistance in the procurement of maintenance, 
repair and operating supplies. Orders for such goods 
may now bear the rating, DO-97. Distributors may 
pass the ratings on to their manufacturing sources 
and they in turn may use this priority assistance in 
procuring scarce raw materials. 

The role of the distributor in this process is a 
critical one indeed. He occupies a central position 
in the flow of priority assistance. But more impor- 
tant, and as shortages become more acute, he occu- 
pies a central position in the actual flow of MRO 
preducts themselves. He has some tough jobs ahead. 

In the first place, distributors and their salesmen 
have the job of informing their customers of the pro- 


visions of Regulation 4. This in itself can be a sub- 
stantial undertaking. It may take “selling” as well 
as informing since the regulation is permissive in 
character. ‘The customer is not compelled to extend 
the DO-97 rating in his procurement of MRO sup- 
plies. If he does extend ratings, he must set up 
certain book-keeping records, determine quotas and 
keep a record dd pay purchases. At the outset 
some customers may be reluctant to undertake the 
added paper work required by the order. 

Before the distributor or his salesmen can start 
talking Regulation 4 and “selling” it to their custom- 
ers, some “homework” is definitely in order. Copies 
of the order are available from your local U. S. De- 
partment of Commerce office and are also available 
from your local Chamber of Commerce. The text 
of the order as well as various interpolations should 
be thoroughly studied and all angles cleared up. 
This is a number one subject for your next sales meet- 
ing. Better still call a special one for this purpose. 
The chances are you are going to live with this order 
for a long time and it is imperative that you under- 
stand it. Then as a next step work up a letter of 
explanation which can be sent to all your customers. 

At the other end of the chain, distributors have 
the responsibility for promptly passing on to their 
manufacturing sources the DO-97’s they have col- 
lected. To save time and effort all along the line, 
some internal provision should be made for the 
orderly and systematic handling of all the priority 
paper work. The job now becomes more than 
routine purchasing. 


Responsibility and Opportunity 


NPA Regulation 4 certainly puts the industrial 
distributor in the main channel of essential defense 
activity. To be sure, it will impose added duties and 
responsibilities at a time when everyone is “snowed 
under”, but it also affords an opportunity to again 
demonstrate that “service” really means something in 
this industry. The uninterrupted flow of MRO sup- 
plies is essential to the whole defense production 
effort, as Mr. Fleischmann has pointed out. And 
distributors must really perform to insure that the 
flow does remain uninterrupted. 


Meni eicciliie 
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CATALOG AT HIS ELBOW and pencil in hand, Sales- 
man Bill Boterus of Central Eng. & Supply Co., Passaic 
N. J. sits comfortably alert before Al Sturdevant, ‘Takamine 
Laboratories, jotting details on a new electric hoist order. 


QUERY ON PRIOR SALE of grease cups, self-lubricating, 
spring loaded, did double duty: opened Andy Toth’s shop 
door for a second check and gave Mr. Boterus a springboard 
to launch into a tie-in sales routine. 


Don't Be Too Ready To Say “So Long” 


Bill Boterus parlays single sales into many of them just by “riding 


the tide” of his customer’s mental notes on what he had intended to buy 


Do you KNow HOw TO get “all there is to get” on 
each call you make? 

Do you know how to sit your customer out, ride 
along with him, yet keep yourself “tuned up” to take 
every advantage of his sales cues? 

Do you know when your customer has had enough 
of you for that day?—when to say “so long’—and 
when not to? . 

Bill Boterus does. As salesman for Central Engi- 
neering & Supply Co. in Passaic for the last five 
years he has learned how, and when, to make the most 
of his time before the customer. He’s been so suc- 
cessful at it, maybe his “farewell habits” will help you. 

Some things about Mr. Boterus ought to be under- 
stood from the start: 

a) He’s not a “lingerer”, nor a high-spot hitter; he 

averages 8-9 calls a day. 

b) He knows his products, not only know-how, but 
know-where; he knows what is available, what 
products to push. 

He knows his customers, but calls few of them 
by their first names: Thinks “Mister” outpulls 
“Mike” in getting sales. 

d) He’s not a brilliant conservationalist, but then 
neither are most of his customers. 

e) He is, though, a successful practical psychologist. 


Gets Customers Into Good Habits 


In the course of his eight or nine calls a day, all of 
them regularly scheduled, he tries to be so punctual his 
customers can almost set their clocks by him. There 
is method in his apparent enslavement by Time: It 
enslaves the customer, too; gets him into good thinking 
habits, makes him expectant and a little concerned 
when thie salesman doesn’t call “on the button”. At 
the least, it provides the customer with an opportunity 
to joke him about it when he does show up; and always 
it keeps the customer remembering Mr. Boterus. 

For the same reason, Mr. Boterus carries with him 
everywhere he goes an oversize catalog of the products 
carried in stock by Central Engineering. It’s a big 


black book that weighs as much as a king-size diction- 
ary. Mr. Boterus’ customers make broad jokes about 
his pack-horse habit—but they never fail to notice it 
when he leaves his catalog out in the car. 

That big black book, however, is more than a sym- 
bol; it’s an important saleswinner. Here, to illustrate, 
is a verbatim report on a recent call to a chemical 
manufacturing house, which also shows every facet o/ 
Mr. Boterus’ psychological sales technique which he 
calls “riding the tide” of his customer’s conversation: 


How He Does It 


“What's the price of a 4-ton electric hoist,” the cus- 
tomer asked after the usual preliminaries. 

“What lift?” Mr. Boterus asked, turning to “hoists” 
in his catalog, meanwhile. 

“Twelve f.p.m.” 

“Will twelve be enough? Will you want it longer, in 
case you ever have to use a longer lift?” 

“Well, let’s see, the ceiling is 18 ft.” 

“Well, how about 15. The lifts come in 10, 15 or 
20. Fifteen should do it. Now what speed?—and 
what motor?” 

“About 17 f.p.m.; two-twenty, three-phase.” 

“When would you want delivery?” 

“Hey, now, wait a minute—I’m just asking!” 

“But if you did buy it I imagine you’d want it as 
soon as possible. Okay, I'll get you the price, and the 
earliest delivery date I can get. How about a trolley?” 

“We've got two or three already we can use... . 
Say, that reminds me, I thought we had a lot of that 
sheet lead, remember—but we're all out. How about 
sheet lead—how does it come?”, queried the customer. 

“Thirty-six inches wide.” 

“T don’t kaow whether that'll make it. Wait a min- 
ute...” (He got out his pocket rule and disappeared 
through the door. When he came back again . . .) 

“How about a four-foot length?—an eighth thick?” 

“Got it.” 

The customer then asked about emery paper. They 
usually bought it in sheets, he reminded the salesman, 
and concluded: 
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. one with a cloth back, Bill.” 

‘How about the economy roll?” 

“Economy? What do I save?”, inquired the customer. 

“You get it in long rolls, and cut it to size.” 

“That's for me. Medium grit, about 80.” 

Mr. Boterus again consulted his catalog under abra- 
sives: “One roll, 80 grit, economy cloth. Five yards 
long,” he wrote in his order book, then they were 
talking a new trap Mr. Boterus had brought along. 
rhat reminded the customer of something: 

“Oh say, I called up Ernie Graham (p. a. at Central 
Engineering) to check on those stainless valves. He 
said they'll be along soon.” 


Any D.O.’s? 


“By the way, Mr. Sturdevant,” the salesman himself 
was reminded: “Do you have any DO orders here?” 

“None on hand.” 

“Well if you get them and can apply them to your 
orders on stainless and copper we’d appreciate it. They 
want them now you know, and it'll help us to give 
you faster service...” 

They got to talking “tool boxes”: 

“Do you have any in stock?” 

“For heavy tools or light tools?” the salesman in 
quired. While he spoke he was turning back the pages 
of his catalog to “tool boxes”. He pointed to one in 
colorful green: “This job here, with that rising tray, 
means you don’t have to take it out each time and 
maybe drop the tray on your foot. Or this unit here, 
this is—oh, wait a minute, Mr. Sturdevant. I’ve got a 
tool box down at the store right now that you’d prob 
ably want. It’s about 12-in. wide, 12 in. deep, maybe 
2 ft. long. Good gage steel... .” 

“That ought to be heavy enough.” Mr. Sturde 
vant picked up his phone and spoke into the mouth- 
piece: ‘Let me have an order number, will you, Alice. 
A-9-4-9. Okay, thanks. Here you are, Bill.” 

“Thanks, Mr. Sturdevant. How are you doing with 
those hand trucks I sold, the platforms standing up?” 

“Fine. You know, it’s a good thing we ordered them 
when we did. Probably couldn’t get them today. Oh, 
I know what else I want, Bill . . . let me have two 
34-in. pressure gages, 0 to 150 Ibs. 

“Pressure gages,” Mr. Boterus repeated, “Will you 
need pet cocks for them . . . or pigtails?” 

“Mmmm, yes, better get a couple of pigtails.” 


And So It Went 


By the time the salesman and his p. a. customer had 
exhausted their memories of things wanted or needed, 
Mr. Boterus had an order eight or nine items long. A 
look back on what transpired reveals several important 
things Mr. Boterus did in the course of his call, none 
of which he did by “instinct”. 

1. He let his customer set the pace. 

2. Whenever the pace slowed, he offered another 

product “steer”. 

3. Once started, he kept to his selling role through- 
out, ignoring jokes and pleasantries that might 
have derailed hin. ‘ 

He managed to raake a compliment—on ‘his cus- 

tomer’s timely decision to buy hand trucks. 

He tried his darnedest to tie his sales together; 

make one sale beget another. 

He checked his specifications against the catalog 

—every time. 

He knew when he had a full pocket of orders— 

and said his goodbyes. 


STUDY SESSION on reamers started when Bill Boterus 
called cold at Howe Machinery Inc. Neither P. A. Kenneth 
Rau, nor Engineer Carl Persak (right) could see him—until 
“The Use and Care of Reamers” caught them. 


PRICE-CONSCIOUS CUSTOMER Ralph Santangelo 
was sold on trap because Mr. Boterus showed him he'd need 
only half-capacity on new installation. On same call, sales- 
man sold 6 bronze pumps, got tentative order for hoist. 


TRAP DOOR-OPENER lost out at Federal Paper Board 
Co., Inc., but R. J. Streemke, assistant p.a., liked the way 
salesman got from traps to V-belts to self-closing faucets; 
ordered coupling, hex nuts and machine bolts. 
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Wessendorff, Nelms & Co., Houston, shows off its stock and officials say . . . 


Display Pays Its Way 


Increased sales, fewer small orders, and less returns are three of the seven 


major benefits this Texas distributor derives from using his store front for display 


WessenporFF, Nets & Co. officials 


are display minded—and with good 


cause. They count seven specific 
benefits they derive from their dis- 
play area which is the entire front 
of their building in Houston. 

Both L. L. Nelms, president and 
general manager, and W. H. Ruther- 
ford, vice president and assistant gen- 
eral manager, believe there are addi- 
tional, though intangible, benefits. 
However, even without considering 
these, Messrs. Nelms and Rutherford 
are completely satisfied that the seven 
benefits make display worth time, ef- 
fort and expense. 


Seven Benefits 


They have records to prove that as 
1 result of display: 

1. Sales are increased. 

2.Management and salesmen get 
to know customers better. 
The cost of handling small or 
ders is decreased. 

+. New accounts are opened. 
The number of orders returned is 
reduced 
I'he number of items backordered 
is kept at a minimum. 

.Men are trained in sales work 
(only one trainee is assigned to 
counter work at a time). 

Messrs. Nelms and _ Rutherford 


point to 14 years of experience with 
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display to substantiate their claim that 
display increases sales. In 1936, the 
firm was located in the same building 
as now but the physical setup was 
just the reverse. The back of the 
building, in 1936, faced Franklin 
Avenue, a main thoroughfare with 
heavy vehicular traffic but little, if 
any, pedestrian traffic. The idea then 
was to “make it easy” for customers 
to get to the building without heavy 
trafic. When the building was re- 
modeled in 1936, the thinking 
changed too. Wessendorff, Nelms 
officers reasoned that if the back of 
the building became the front, thou- 
sands of autoists would be exposed 
to the firm’s signs and displays. 


Sell °em More 


Ihe years proved the reasoning 
sound. Counter sales grew each month 
and each year. Today it is not at all 
unusual for a customer to stroll in to 
the display room with a single pur- 
chase in mind and leave only after 
making several purchases. There is no 
“pressure” selling connected with 
these instances. The counter men 
who sell on the display floor are, with 
the exception of the one trainee, well 
seasoned men, men capable of sug- 
gesting the tools and equipment a 
buyer needs when he purchases any 
one piece of equipment or tool. In 
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effect, they “sell "em more” when a 
customer wants to buy more. 


Knowing Customers 


One of the cardinal principles of 
selling is to “know your customer”. 
The better you know a customer, the 
better are your chances of selling to 
him, according to Mr. Rutherford. 

That display is part of getting to 
know customers better may seem re 
mote but not to Wessendorff, Nelms’ 
officials. They have found that their 
salesmen are fully aware of having a 
display to back up their sales work. 
It is standard practice for the salesmen 
to invite customers to the store. Some 
times they accompany the customers, 
other time customers accept invita- 
tions to “drop in and see our full line 
of X tools’. 

In most cases, a customer will want 
to say “hello” to Wessendorff, Nelms 
officials he knows and if he doesn’t 
know any, the salesman makes it a 
point to introduce him. 

When customers or prospects “drop 
in” on their own, they are exposed to 
the Wessendorff, Nelms displays and 
every such exposure helps to build up 
a sales dividend at a later date. 

Mr. Nelms is a strong advocate of 
advertising. “You may see a display 
ind have no need for any of the 
items at the time,” he said. “But 





HOUSE SALESMEN are kept busy at Wessendorff, Nelms, 
but when they have a few spare moments they get together 
to exchange selling tips. Here are W. N. Chapman, man- 
ager of house sales, with R. L. Rooke and Roy Ridgeway. 


should a need for any such product 
ever arise, you automatically think 
of the place you saw the display.” 


Small Orders 


Wessendorff, Nelms officials are no 
less conscious of the small-order prob- 
lem than other distributor company 
heads. They know that many orders 
are handled at a loss. However, they 
reject completely any idea that the 
distributor should refuse to handle 
small orders. Their reasoning is: The 
distributor is in business to render a 
service and, if he renders “‘service 
with a smile” on both large and small 
orders, the scales will balance. 

‘When you receive an order for say 
two pipe wrenches,” said Mr. Ruther- 
ford, “the customer knows it’s a small 
order. He knows it’s costly for us to 
handle the order. He knows it’s costly 
to him, too. But if he needs two 
wrenches, and only two wrenches, 
and he needs them right away, do you 
think he’s going to hold back the or- 
der until he wants or needs some other 
things? No. He gives you the order 
then, usually with an apology for its 
size. And he wants it filled.” 

As a matter of fact, Mr. Rutherford 
said, buyers are so aware of the small 
order problem that frequently they'll 
visit the store to pick up many of their 
small purchases. In this way they 
minimize the small order problem; 
they eliminate packing and delivering 
costs. Some customers even go fur- 
ther and pay cash, thereby eliminating 
costly paper work. 


New Business 


While Messrs Nelms and Ruther- 
ford are not certain that No. 4 Ben- 
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shop lifters. 


eht—Opening New Accounts—is ap- 
plicable throughout the country, they 
know it is true in the Houston area. 
And, they believe, it can be true in 
any area that is growing. Their theory 
is that men who do industrial purchas- 
ing are no different from any other 
type of buyer, i.e., displays catch their 
eye and arouse their interest. 

On Wessendorff, Nelms’ books to- 
day are many accounts that were first 
opened by a newcomer dropping in 
to see a piece of equipment on display. 

Counter salesmen make it a point 
to obtain the names and addresses of 
buyers they do not know but who ap- 
pear to be more than casual buyers. 

The orders given by regular cus- 
tomers are scanned for possible leads 
on activities that the outside men 
may not know about. This, too, some- 
times leads to added business. 


Returned Goods 


Handling costs mount when cus- 
tomers return products for credit. And, 
merely because the error was made 
by the customer does not reduce the 
added costs. A study of returned or- 
ders and the reasons for their return, 
showed Wessendorff, Nelms officials 
that when a customer buys over the 
counter, he gets the product he wants. 

“Every distributor and distributor 
salesman has had the experience of 
accepting an order and getting the 
customer’s specification 100% correct 
only to find, when the order is de- 
livered, that the customer thought 
he was ordering something else,” Mr. 
Rutherford said. 

“With sales made from the display 
floor, the story is different. We've had 
customers come in with specific items 
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ATTRACTIVE DISPLAYS even attract W. 
ford, vice president and assistant general manager. Note the 
iron railing which is both decorative and insurance against 


td 


H. Ruther- 


in mind only to learn immediately 
they see the items that they really 
wanted something else. Changing the 
order at this point is far less costly 
than after it has been delivered. 


Back Orders 


It is upon much the same reasoning 
that Messrs Nelms and Rutherford 
base their claim that back orders are 
kept at a minimum through display. 
They explain it this way: 

“When you receive an order in the 
mail, or it is picked up by the outside 
salesmen, there is no way for the 
customer to be certain that you have 
the product in stock. This is espe- 
cially true now with items getting in 
shorter and shorter supply. If you 
do not have the specific product in 
stock, you have to enter into corre- 
spondence with the customer. That is 
time consuming. In some cases you 
wind up by back ordering for the 
customer. In other cases the order is 
cancelled. . 

“When a customer is in your place 
of business and asks for an item that 
is out of stock, you can question him 
about its use and, in most cases, sug- 
gest a substitute.” 

Training 

While working on the display floor 
is valuable experience for a trainee, 
Wessendorff, Nelms officials look 
upon the work as much too important 
to the company to be placed com- 
pletely in inexperienced hands. It is 
for this reason that they assign only 
one trainee to counter work at a 
time. Thus, wherever the trainee runs 
into a problem, there are experienced 
men on hand to help him. 
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PERPETUAL INVENTORY perusal proves valuable aid to 


Samuel Harding, Barnes & Jordan, Inc., Syracuse, N. Y. 


Inventory Data Is Stilt 
A Salesman’s Helper 


With customers beginning to rely more and more on 


supply salesman to ease procurement problems, study 


of stock records is big-help and usually pays off 


SAMUEL Harp1ne, salesman for Barnes 
& Jordan, Inc., Syracuse, N. Y. cutting 
tool house, regards an up-to-date in- 
ventory record as one of the most 
useful sales tools a salesman can use 
today. The capsule information it con- 
tains about stocks on hand, on order 
and delivery lead time—always useful 
to a salesman during ordinary times— 
takes on new importance when some 
items are scarce, others are becoming 
so, and still others are obtainable only 
after some delay. 

Although Mr. Harding still devotes 
considerable of his calling time to 
creative selling—developing and mak- 
ing sales presentations—he finds more 
and more customers showing anxiety 
about the supply situation, whether 
they are in defense work or not. The 
pressure of industrial mobilization for 
defense is beginning to be felt. In- 
creased emphasis on procurement as 
an industrial supply salesman’s func- 
tion is becoming more evident. 

Many customers and prospects are 
beginning to make inquiries about the 
availability of some items, delivery 
lead time and prices. In such cases, 
Mr. Harding found it pays to be 

rompt with pertinent information. It 
Ses helped him to “break the ice” in 


76 


plants where he had had little suc- 
cess previously; it has enlarged his 
acquaintance with key men; it has 
increased his knowledge of certain cus- 
tomers’ operations which he had not 
had the opportunity to learn about 
and, last but not least, he obtained 
some orders for items which the buyer 
had previously obtained elsewhere. 

But answering queries is not the only 
use Mr. Harding makes of inventory 
information. He uses it to “sell” cus- 
tomers the idea of anticipating their 
cutting tool requirements and thereby 
avoiding costly delays or possible shut- 
downs. These customers are usually 
those whose requirements are large 
quantities in popular sizes for which 
there is a big demand, or those who 
order “‘specials”’. 

These customers might be waiting 
to place orders at their customary in- 
terval, unaware that the delivery lead 
time had, in the meantime, been ex- 
tended. When informed by Mr. Hard- 
ing, they are usually very appreciative 
and urge him to keep them up-to-date. 

Mr. Harding’s own appreciation of 
the practical sales value of inventory 
control data comes about quite natu- 
rally. As part of his sales training, he 
posted data from invoices and packing 
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CONSULTATION with the boss, H. G. Barnes, brings 
Mr. Harding up to date on the delivery situation. 


STOCK CHECK before making 
planned calls is just a precaution for 
Mr. Harding. 


slips to the perpetual record. This 
taught him considerable about prod- 
ucts, suppliers, delivery time, how often 
and how much customers ordered. 

Mr. Harding also prepared a “want” 
list of all the items that were in short 
supply or were running short. He also 
learned something about purchasing— 
how much to reorder, the significance 
of the rate of sale (how much was sold 
in what length of time); where to re- 
order from, how to allow for delivery 
lead time. All this he found helpful 
when calling on customers. 

Closely related to inventory infor- 
mation is a small index card file which 
Mr. Harding employs as a sales tool 
also. Each customer is listed, his key 
personnel, what cutting tools are used 
in the plant, what tools the plant buys, 
what items should be featured in sales 
presentation (based on potential), and 
to what person or persons such a 
presentation should be made. 

In preparing for calls, Mr. Harding 
checks the cards and names of persons 
he should see. Then the item he will 
talk about is selected. The actual stock 
is checked for quantity, in the per- 
petual inventory record and the stock- 
room, the quantity on order, status of 
deliveries, etc. Then he is ready. 





ABRASIVE BELT is cut to proper 
length by Harold Rosemeyer, General 
Supply & Tool Co., Indianapolis. 


GRINDER cleans ends of belt so they 
can be cemented together. Preparing 
belts is only a one-man operation. 





Belt Shop Speeds 
Service, Cuts Costs 


One day delivery on abrasive belts, lower 


inventory costs and more sales resulted 


when an Indianapolis distributor 


installed an abrasive belt shop 


SLITTER cuts roll of abrasive into desired widths. 


CLAMP holds belt in position until 
cement has set. Abrasive orders usually 
are filled within 24 hours. 


be * 


Hamerstadt (left) and R. J. Westfall watch as Harold Rose- 





AN ABRASIVE BELT SHOP converts 
“service” from an ideal to an accom- 
plished fact at General Supply & Tool, 
Inc., Indianapolis. By buying coated 
abrasives of all types in rolls, and then 
making up abrasive belts and discs to 
individual order, this distributor is 
able to give one-day delivery service to 
his customers at standard prices. 

“There’s no question that this serv- 
ice has gone over big with customers,” 
says W. J. Hamerstadt, vice president 
and sales manager. “Our business in 
coated abrasives has increased tre- 
mendously since we worked out this 
method of giving quick service on 
practically every order.” 

An otherwise unused room in the 
distributor’s building serves as an as- 
sembly shop for the belts. There the 
preparation of abrasive belts and discs 
is almost entirely a one-man operation. 


Orders for the belts and discs are 
channeled to Harold Rosemeyer, who 
selects the proper coated abrasive from 
General Supply & Tool’s bulk stock 
and immediately starts making up the 
orders. 

Less than 24 hours later, the cus- 
tomer will have the right grade and 
size belt or disc. 

Most of the equipment used in as- 
sembling the belts was built by the 
firm’s employees with standard dis- 
tributor items. The largest piece of 
equipment required is a “home made” 
slitter, which can cut a number of 
strips of varying widths from a roll of 
paper or cloth backed abrasive. 

Other types of devices used are a 
simple hand shear for cutting the belts 
to proper lengths, a grinder to remove 
the abrasive coatings where the ends 
of the belts are cemented together, 
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meyer and Fred Campbell operate “home made” device. 


and clamps to hold the ends in place 
while the cement dries, 

Another machine, designed to 
stamp out pieces of leather in the 
manufacture of shoes, cuts abrasive 
discs of various diameters. 

Mr. Hamerstadt lists three principal 
benefits which have accrued since his 
firm opened the abrasive belt shop: 

1. Customers are pleased with the 
quick delivery of abrasive belts and 
discs; consequently, sales have in- 
creased considerably. 

2. Much of the cost of maintaining 
the shop is absorbed by the savings 
Mr. Hamerstadt gets by buying coated 
abrasives in bulk from the manufac- 
turer. 

3. Inventory costs are lowered, since 
it is not necessary to carry specific 
lengths and widths of coated abrasives 
in stock. 
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FOUR DISTRIBUTORS report on conditions in their areas: Missouri River Area— CHAIRMAN of conference commit 
Ernest Kieswetter, W. A. L. Thompson Hdw. Co., Topeka, Kansas; Southwestern tee, J. D. Nicholson, Mine & Smelter 
Area—Gus Momsen, Momsen Dunnegan Ryan Co., El Paso, Texas; Utah Area— Supply, Denver, and conference presi- 
H. ¢ imball, Z. C. M. I1., Salt Lake City; J. R. Foss, M. L. Foss, Inc., Denver dent H. H. Singleton. 
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SIGHTSEEING PARTY ready to leave for an afternoon of ASSOCIATION PRESIDENTS confer—Franz Stone of 
motoring through the scenic mountain grandeurs which Columbus-McKinnon Chain, American Association, and 
start at the back door of the Broadmoor Hotel. Afternoons J. H. Ruddell of Central Rubber & Supply, Indianapolis, 
free gave Easterners this opportunity National Association. 


THREE MANUFACTURERS, who addressed conference: 
Walter H. Gebhart, Henry Disston & Son, Inc., H. F 
Sevmour, The Columbian Vise & Manufacturing Co.; and 
John S. Tomajan, The Washburn Co 


WASHINGTON developments reported by association 
secretaries: Thomas A. Fernley, Jr., National Hardware 
Wholesalers Assn.; H. R. Rinehart, National Association, 
and R. K. Hansen, American Association. 
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LADIES PLAY while the men work. Here Mrs. J. H. 
Rowe, Mrs. Walter H. Gebhart, Mrs. J. H. Johnson and 
Mrs. T. F. Smith take time off from canasta for the 
Cameraman. 


INDUSTRY CONDITIONS were reviewed for Conference 
by Ralph M. Johnson, The Norton Co., Worcester, Mass. 
and Robert G. Patterson, Lamson and Sessions Co., Cleve- 
land, Ohio. 


Rocky Mountain Distributors Stage Meeting 


WIDE CROSS-SECTION ANALYSIS of current problems fac- 
ing the supply industry featured the 4th Annual Broad- 
moor Conference held in Colorado Springs, February 
4, 5 and 6. The event was sponsored by the Rocky Moun- 
tain Association of Distributors. Industrial distributors 
and wholesale hardware men from the area, along with 
their national manufacturing sources, heard 20 industry 
representatives review the outlook for business and ap- 
praise government controls. Full conference programs 
were held on Monday and Tuesday mornings, leaving the 
afternoons free for recreation and individual contacts. 
The receptions, cocktail parties and the banquet, graced 
by the many wives who attended, gave the whole affair a 
social as well as a business atmosphere. 

J. H. Singleton, C. A. Crosta, Inc., Denver, president 
of the Rocky Mountain Association, presided at the two 
morning conferences. The first session opened with a 
report by distributors on area conditions of interest to 
manufacturers. Four distributors gave the story for their 
respective areas: J. R. Foss, M. L. Foss, Inc., Denver; 


TIME FOR TALK was found by H. J. Gundlach, Mine & 
Smelter Supply, Denver; E. L. Pugh, secretary Southern 
Supply and Machinery Association, Atlanta, Ga.; and 
Ray Neal, R. C. Neal Co., Buffalo. 


Gus Momsen, Momsen Dunnegan Ryan Co., El Paso; 
Ernest Kieswetter, W. A. L. Thompson Hardware Co., 
Topeka; and H. C. Kimball, Z. C. M. I., Salt Lake City. 

The four national association presidents who were in 
attendance analyzed the problem and prospects for their 
respective segments of the industry: J. H. Ruddell, Cen- 
tral Rubber & Supply, Indianapolis and president, Na- 
tional Supply & Machinery Distributors’ Association; 
Franz T. Stone, Columbus-McKinnon Chain and presi- 
dent, American Supply & Machinery Manufacturers’ 
Association; William P. Tracy, Tracy-Wells Co., Colum- 
bus, O., and president, National Wholesale Hardware 
Association; and George H. Halpin, Minnesota Mining & 
Manufacturing Co. and president, American Hardware 
Manufacturers’ Association. 

During the course of the two-day program, nine manu- 
facturers and four association secretaries reported on con- 
ditions affecting their particular industries. 

A banquet and dance was held Monday evening. 

(Next page please) 


FORMAL BANQUET was the high spot of social activities. 
Here are Mr. & Mrs. E. C. Atkins, E. C. Atkins Company, 
Indianapolis, Ind. and W. J. Eberlein, Greenfield Tap and 
Die Corp., Greenfield, Mass. 
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ROCKY MOUNTAIN DISTRIBUTORS 


PARTYGOERS Frank Campbell, Fayette R. Plumb; Mrs. 
Robert G. Patterson; George P. Merrill, Stanley Works and 
Mr. & Mrs. Walter Tripp, Hendrie & Bolthoff, Denver. 


CROSS CONTINENT guests enjoy cocktails: Mrs. Herman 
Seep, Mr. & Mrs. W. A. Haseltine, Haseltine Co., Portland 
and H. O. McCully, Russell, Burdsall & Ward. 
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CHATTING are Mrs. Thomas D. Fahey, Mrs. Julian R. 
Foss and Mrs. Harold F. Silver while W. J. Berryman and 
L. W. Grove both of Mine & Smelter Supply and Harold F. 
Silver, Silver Engineering Works, Inc., Denver look on. 


CHARMING LADIES add luster to the formal cocktail 
party. Here are Mrs. S. C. Wakefield, Mrs. George H. 
Halpin and Mrs. S. V. Brooks 


HAPPY THREESOME enjoying the formal party: Lewis 
Barnard, Jr., The Lufkin Rule Company and Mr. and Mrs. 
Edmond A. Neal, Nicholson File Co. 


is. — Somme - 


FRIENDS RELAX at the cocktail party which was one of 
the social highlights of the conference. Here are Mr. & Mrs. 
J. H. Johnson, Johnson Supply Co., Denver, and Mr. & 
Mrs. J. H. Rowe, Boston Woven Hose and Rubber Co. 


FOR DIGEST OF SPEECHES AT 4TH BROADMOOR CONFERENCE SEE PAGE 180 





Facilities Separated? 
Try Two-Way Teletype 


New York distributor with offices down- 


town, warehouse uptown, ties them to- 


gether with a little wire; speeds order- 


filling with simple four page form 


THE PROBLEM was whether to buy 
the building when it would mean 
two separate operations, with general 
offices 24 miles distant from the ware- 
house. If the W. S. Wilson Corp, 
New York, did buy the building, how 
would the general offices communicate 
with the warehouse? 

The firm’s solution was (a) a two 
way teletype system and (b) a single 
four-page order form: 

Page 1 (white) the billing copy, 
goes downtown for the files. 

Page 2 (white & green) contains 
the label for the order itself. 

Page 3 (goldenrod) is the custom- 
er’s copy, the packing sheet. 


Page 4 (yellow) the shipping de- - 


partment copy, stays on file uptown. 


AT INVENTORY CABINETS, he 
consults Bill Hubert, warehouse head, 
on availability of the bearings. 


(08 —oooo 


RPORATION 


SINGLE FOUR PAGE FORM for orders at W. S. Wilson 


Corp. contains everything neccessary to serve the customer, 


even the label. 


AT DOWNTOWN TELETYPE, 
Mary Serhan taps out order to ware 
house two-and-a-half miles away. 


AT STOCK SHELVES, warehouse- 
man William Theier sets out order 
in the quantities requested by customer. 
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AT UPTOWN WAREHOUSE, stock 
controller John Crescitelli stands by to 
route the order through the house. 


AT SHIPPING COUNTER, Joe Tor- 
torella packages order, pasting label 
that is part of every order form. 
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DOLLAR VOLUME OF SALES at William J. Burns, Inc., Providence, is shown in curved lines above; 


You Can Simplify Your Business Charts 


With one simple graph Providence house “pictures” its sales progress: 


Owner, p. a., sales manager and salesmen all profit by a quick look 


FROM ONE SIMPLE CHART such as de- 
signed by William J. Burns, Sr., presi- 
dent of William J. Burns, Inc., Provi- 
dence, you can read all these facts: 

Your dollar sales for the month 

Your operating expenses 

Your customer activity 

Your seasonal business pattern 

Your sales trend in “defense” peri- 
ods 

Your needs in future inventories 

Your “inactive” months and what 
to do with them. 

The principal idea of the chart is 
to give a clear picture to anyone con- 
cerned—anyone who might know very 
little about accounting—just how the 
business is progressing. And that per- 
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son can go back four years into the 
firm’s business history, if need be, 
for this information—yet get it all 
in a single glance. 


One Quick Look 


What did I do last month in sales, 
he might ask himself, as against my 
volume during the same month a year 
ago? It’s right there before him in his 
chart—accurate to a thousand dollars 
or less. 

Or again, suppose the “buying pat- 
tern” of a distributor’s area should 
change—though in Providence that’s 
unlikely. Whether the change were 
upward or downward, Mr. Burns or 
anyone else in the company would be 
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aware of it at once by a single glance 
at the chart. 


What's It All About 


Mr. Burns’ graph contains and in- 
terprets sales data of the last four 
years, 1947 through 1950. 

The sales curve is plainly marked 
for each of the four years. 

The letters appearing on each side 
of the chart (A, B, C, D etc.) repre- 
sent a known amount, which starts 
at the bottom of the chart and ex- 
tends upward to whatever amount you 
may require. Each letter (or other 
symbol) can be made to represent 
any amount you may desire. 

The bars at the bottom of the 
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operating costs and charges against customers are shown in blocks below. 


chart represent operating expenses 
(the taller bars); and the amount of 
customer activity during the month, 
i. e., number of individual charges 
that went to make the amount of 
sales appearing above for each year. 


What the Bars Mean 


Each day a complete record of the 
number of charges is made, i. e., both 
charge sales and cash sales. These 
charges are then put in numerical or 
der, counted, and the number is re- 
corded in a “daily customer activity” 
record. 

The next day each charge is priced 
and made ready for invoicing. At the 
same time, in the lower left hand 
corner of every charge appear three 
square boxes marked: T. C. (Total 
Cost); G. P. (Gross Profit); and in 
a third box, a plus (+) or minus (—) 
sign. 

At the end of each month, when 
the Burns’ company’s operating ex- 
penses are determined, the amount of 
these expenses in dollars and cents is 
divided by the number of charges 
handled for the period. This gives the 
cost per charge—so far as expenses are 
concerned. To this amount is added 
the purchase price of the material ap- 
pearing on the charge. The combined 


total is then inserted in the T. C. 
square of the firm’s order form. 

By deducting this amount from the 
amount of the sale, you immediately 
have a picture of what the net profit 
or loss amounts to on the particular 
transaction. 

The boxes marked “G. P.” and 
“Plus and Minus’’ are used for sales- 
man commission purposes; i. ¢., to 
learn what the material costs that ap- 
pears on the charge. This amount is 
subtracted from the amount of the 
sale, giving Mr. Burns either a profit 
or a loss in each instance. The profit 
is put in the plus column; the loss, if 
any, in the minus column. 

(The result of this quick audit is 
recorded in the master commission 
account and the percent to be paid 
the salesman is then made known.) 


The Picture Is Complete 


By adding cost of sales, which has 
just been determined, Mr. Burns 
knows at a glance whether a profit or 
a loss resulted in any given month. If 
desired, he could, by adding another 
bar to the taller one, have a complete 
picture before him each month. That 
result he knows already, however, so 
he has omitted it intentionally from 
the chart. 
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Among the valuable lessons Mr. 
Burns (and every other member of his 
organization) learns by observing the 
trend of sales over a given period are: 

1. Inventory can be controlled by 
anticipating for any given period. 

2. When abnormal conditions oc- 
cur, such as a war Crisis, etc., steps can 
be taken immediately to cope with the 
situation, based on known facts that 
have been experienced previously. 

3. Normal seasonal trends are 
known and steps can be taken to bring 
these less active months up to a 
higher level.* 

4. The firm’s purchasing agent is 
able to anticipate Gestne needs several 
months ahead. 

5. The sales manager gets a fairly 
accurate idea of his potential in any 
month of the year and can plan his 
quotas accordingly. 

6. The salesmen consult it fre- 
quently to learn how they are doing 
this month—or how they should be 
be doing, based on their performance 
in the past as shown in the chart. 


“Footnote: Providence normally has a ““V” sea- 
sonal pattern. Sales fall off as the year opens, 
begin to ascend from July through Christmas— 
possibly because so much of the area’s industry 
is in textiles, textile machinery building and 
jewelry, all “seasonally slow” up through July 
then quickening to meet heavy fall and holiday 
buying 
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PLANNED CALLS PRODUCE PEOPLE able to make purchasing decisions. Bob Fisher of L. A. 


Benson Co., Baltimore, stands between Glenn L. Martin Co. men to explain the product while Del 


Muth, left, 


manufacturer's man) sits by to aid him where he can 


How To Get The Most Out Of A Manufacturer's Man 


Baltimore firm limits representative’s time and activity to three aims; then plans 


entire schedule of calls; provides his “ammunition”; pinpoints his sales targets 


WHEN A MANUFACTURER'S MAN Calls in at L. A. Benson 
Inc., Baltimore distributors, to work with that firm’s 
salesmen out among their accounts, -he knows exactly 
what will happen to him during the next few days; he 
knows just how he will spend his time. And, if he wants 
to do right by Benson salesmen and their customers, he 
has prepared himself beforehand to work with them, both 
in a technical sense, and psychologically. 

Long before he is due at Benson’s, the area of his 
activity has been marked off for him. He knows just 
what he is expected to do, and knows what he may 
expect himself in the way of cooperation from the firm. 
He is aware that he will work with a different salesman 
each day, all the day. In emergency, where one sales- 
man needs him longer, or “out of order’, he'll try to 
work up the extra time by letting the needy salesman 
know, through the Benson switchboard, just where he'll 
be at any single hour of the day. 


Who Chooses Customers? 


Selection of customers to call on is no out-of-the-hat 
routine. The customer must be one of three things: 

(a) one of the best possible Benson accounts 
(b) a likely prospect for the products sold 
(c) or a man with a problem, emergency or otherwise, 

that can be worked up into steady sales. 

Concentration of the field representative’s time on 
Benson’s best accounts arises out of several important 
considerations. First the man’s time is limited; it would 
be senseless to spend it on customers that do not carry 
their weight on Benson’s books. Secondly, the “best 
accounts” implies the “best buyers”, the customers able 
to buy in quantity, those who will come back again and 
again for the products sold to them. Thirdly, the best 
accounts generally are prestige customers of Benson’s 


and more likely, therefore, to be impressed themselves 
by a visit from the manufacturer's own local representa- 
tive; they enjoy the notion that some real effort has been 
made to cultivate their trade and good will. 


Prospect Call 


The background of an actual call on a Benson prospect 
and this goes as well for calls on “‘best accounts” and 
“problem visits”) works out about this way: 

The distributor's salesman first sits down with the 
manufacturer's man and briefs him on the prospect’s type 
of business; his potential for the several products manu- 
factured; the personalities he can expect to meet on the 
call, including characteristic attitudes or expressions that 
person may assume; and, finally, the Benson salesman will 
work up a sketch of the plant interior, where that may 
seem essential, showing particular manufacturing opera- 
tions or plant departments where the products or equip- 
ment can be sold, whether to improve operations or to 
cut down the costs of maintenance and repair. 


Selling Protocol 


The conduct of a call depends entirely on the Benson 
salesman. He knows the customers; he knows the best 
approach to them. He makes the introduction; outlines 
the reason for the call and, in general, steers the meeting 
through its early stages and toward the objective; a sales 
presentation. The manufacturer's man only stands by, 
until he is cued in at the point where technical questions, 
or advisory details begin to develop out of the product 
presentation. 


The Problem Approach 


Frequently a new product ties in neatly to provide a 
ready answer for the man with a problem. Bill Connor, 
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VALVE-GRINDING MACHINE replaced slow, not-too- 
accurate lathe facing operations at Diesel Shop of B. & O 
Bill Connor, Benson salesman (right) got the repeat sales 


who has been selling for L. A. Benson for many, many 
years, calls regularly at the Diesel Engineering Repai 
Shops in the Baltimore yards of the B & O railroad. On 
one such call he learned of a valve-grinding problem in 
the shop—not an emergency thing but an unsatisfactory, 
slow method of doing a daily job. 

(Most of the railroads are swinging over to Diesel, 
many of them relying on heavy duty engines for the 
power plant, engines with a 1} stem on the valve.) 

The B. & O., like many other railroad shops, was re- 
facing its valves in a lathe, which any machinist will tell 
you can seldom get you any real degree of accuracy, not 
to speak of “finish.” Bill Connor carried the problem 
around until Del Muth, area engineer for Black & Decker 


came into L. A. Benson on his regular schedule. Then, 
together, they worked up a dramatic sales presentation 
for a new valve-grinding machine stocked by Benson 
which both thought would solve the B & O’s problem. 


Proof By Doing 


Next day Messrs. Connor & Muth called in at the 
B & O plant. They explained what they hoped to do; 
asked for the chance to do it. Because of Mr. Connor's 
long friendship with the shop head, they got the chance, 
and took away with them an assortment of valves of 
various sizes, and a B & O purchasing man who intended 
to stand by to see how the valves were ground and 
checked for concentricity. The demonstration sold the 
p.a.; Mr. Benson got a starting order for three machines. 
As the number of Diesels in use is increased, valve-grind 
ing machine purchases naturally increase with them. 


Planning Does It 


The key to L. A. Benson’s successful cooperation with 
manufacturers’ men lies in the planning that goes into 
their collaboration on sales. That joint effort, and their 
detailed preparations for calls, seems likely to increase 
over the next several months. For “time” again has be- 
come the salegman’s scarcest commodity, especially the 
time made available to him by the manufacturer’s man, 
whose advice and products will be in greater demand by 
every account in the Baltimore area. 

Benson planning, however, already has taken that into 
account, and their salesmen have no doubts whatever that 
they will get their fair share of the time and the counsel 
of representatives maintained in the area by their sources 
of supply. 


| 
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WORKING UP SPECIFICATIONS from the catalog, a 
valuable tool of salesman and manufacturer's man, directs 
Joe Merson’s interest into sales-productive channels. 


CHECKING FOR TROUBLE, with one eye on more sales, 
Bob Fisher and manufacturer's man revisit assembly area 
at Western Electric Co. S. S. Taylor shows nothing is amiss. 


CUTTING ACTION DEMONSTRATION by Bob Fisher 
is backed up by Del Muth, who explains extra benefits to 
Leonard F. Olt. vice-president, Crown Cork & Seal Co. 
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FIRST DAY of sales training program at Harris Pump & MEETING KEY PERSONNEL is also first day’s activity. 
Supply Co., Pittsburgh, sees Assistant Sales Manager Lee Here Sales Manager Tom Hubbard introduces Mr. Cargo 
Frazier explaining organization to novice Bill Cargo to J. J. Bothwell, head of the industrial supply division 


From Novice to Salesman in Twenty-Five Weeks 


SECOND DAY meeting is held between salesman and voca THIRD DAY activities include studying the firm’s order 
mal counselor. Counselor reviews trainee’s 


personality system and administrative departments. Office routine is 
1m what traits must be developed for 


1] 


selling explained to Mr. Cargo by Ross Walton, office manager. 


i= Af i 


FOURTH DAY talk is given here by Presi s Bren FIFTH DAY is devoted to moving pictures of Pittsburgh 


holts on functior mpany’s background is industries. Lee Frazier runs off pictures, answers questions, 


discussed later by General F. Brenholts ind reviews entire week's activities for prospective salesman 
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SIXTH DAY, 


Saturday, is “exam 


pe riod is 


> 


time” 
Hubbard quizzes trainee on training to this point. Question 
held every Saturday throughout training program 


Sales Manager 


4 


WEEKS 2 THROUGH 17 are devoted to thorough study 
of firm's products. 
Bunting, have charge of this phase of trainee’s education. 


Department heads, in this case Paul 


Pittsburgh distributor develops an accelerated training program 


that should help in meeting approaching manpower shortages 


SHOULD MANPOWER SHORTAGES DE- 
VELOP as predicted by most econ- 
omists, the management of Harris 
Pump & Supply Co., Pittsburgh, feels 
it can weather the storm—thanks to 
a training program. Some time ago, 
Harris Pump employed three young 
men, only one of whom knew any- 
thing about the industrial supply busi- 
ness; the trio went through an inten- 
sive 25-week training course and came 
out as full-fledged outside salesmen. 

And their sales performances have 
equalled or bettered those of new 
salesmen who have come up through 
several years training on the inside, 
according to Sales Manager T. H. 
Hubbard. 

At the time the program was worked 
out there was no manpower shortage, 
generally, but Harris needed to ex- 
pand its sales staff quickly. The man 


WEEKS 18 THROUGH 24 are spent in the field with 


experienced salesmen, 
man | 


learning sales techniques 


H. Griffith takes Mr. Cargo with him on call 


agement took a chance on accelerated 
training of green men, rather than on 
the hiring of experienced salesmen. 
Ihe results have been so satisfactory 
that Mr. Hubbard feels he has an 
excellent weapon with which to fight 
manpower shortages in the sales field, 
should they develop during the mobil 
ization period. 

The manager says that the 
plan was successful for two reasons: 


1. The prospective trainees were 
screened carefully before they 
were hired; they were not hired 
on the basis of the impressions 
they made in personal interviews 
with company executives. A pro 
fessional vocational counseler ad 
ministered aptitude tests to de 
termine if the men_ possessed 
the native abilities necessary to 
become successful salesmen. 


sales 


Here Sales 


covered by new 
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2. The program was fully planned 
in great detail, even down to the 
hour and minute in the first 
week, to make sure that it in- 
cluded training in every neces 
sary phase of selling, and that 
the trainees’ time would be fully 
occupied. 

When the men were hired, they 
followed for the next 25 wecks a pro 
gram which breaks down into four 
major divisions: 

First Week—Scope, function, and 
methods of distributor operations 

The first week was devoted com- 
pletely to a broad study of how a dis 
tributor operates, the different func- 
tions of various departments, and the 
company’s own specialized training 
program. The trainees filled out per- 

(Continued on page 202) 


LAST WEEK of training is spent in office, reviewing the 
whole program. Final step is assignment of territory to be 
salesman, 


here discussed by Lee Frazier 
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with the latest materials handling equipment has cut costs 


SIMPLICITY 


is featured 


in lavout of Noland Co.’s new 


branch. 


Modern, cfficient design, together 


building at Roanoke, Va 


New Building Streamlines Operations 


Specially designed building and latest materials handling equip- 


and speeded up operations at this Noland Co 


ment boost warehousing efficiency for Noland Co., Roanoke, Va. 


BRANCH Of Noland Co., Inc., has 
warehousing, a 
materials 


Tue Roanoke, VA., 
combined two elements of 
building designed for efficiency 
handling equipment, to provide speedy, economical ser 
ice for its industrial customers. The one-story structure 
cost half a million dollars, but to Noland’s executives the 
results already justify the initial outlay 

Some time ago, after occupying a crowded, inadequate 
building in downtown Roanoke for a number of years, 
the management bought space nearby to enlarge their 
existing facilities. W Phen the time came to erect an 


successful 
and modern 


be cheaper in the long run to construct a new plant out- 
side the commercial district, specially designed through- 
out for handling industrial supplies and allied products. 
Construction was started in July, 1948, and the com- 
pany moved into the new building in April, 1949. The 
one-story structure contains 63,000-sq. ft. of warehouse 
space, 4,840-ft. of office space, and a 3,500 square foot 
display floor. Within a few hundred feet of the main 
building is a 8,200 square foot pipe shed, with 26,200 
square feet of yard storage space between it and the 


buildings. 


Access is provided on three sides of the building for 


auxiliary warehouse, however, it was decided that it would 


i 


SUPPLY Department Manager V. A. Vail and Dorothy 


Bowles check inventory system in new building 


COUNTER, handled by D. M. Trent and A. R. Nicolas, is 


located at front of building, and has separate entrance 
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LIFT TRUCK, operated by C. E. Kennedy, handles stock. 


Most inventory items are palletized before storing. 


customers’ cars and trucks, while a railroad siding runs 
the length of the fourth side. 

The interior of the structure is designed to combine 
all the functions of an industrial supply firm with maxi- 
mum efficiency. The building is divided into two parts: 
the warehouse, rectangular in shape, and the display 
and office space, a projection of the north side of the 
warehouse. 

All materials are received through west and south side 
doors; the receiving department is on the west end of the 
building, where docks accommodate unloading trucks. 
The railroad siding brings heavy materials to the south 
side of the warehouse. 

Companion docks on the west end provide space for 
trucks to load outgoing orders. All heavy machin:ry and 
equipment, and shipments to out-of-town points are 
loaded here. An office for the shipping department is 
maintained near these docks. 

At the opposite end of the building, near the city 
counter, purchases are released to local customers. Docks 
here provide space for trucks to pick up lighter equip 
ment and supplies, including those bought at the counter. 


PIPE is loaded and unloaded mechanically with electric 
winch, operated here by Jack Kern and J. S. Amett. 


STEEL, demountable shelving accommodates smaller items. 
J. E. Nichols, warchouse manager, checks location of stock. 


City deliveries thus are separated from out-of-town ship- 
ments. 

To insure maximum utilization of this model layout, 
the management has provided the most modern mate- 
rials handling equipment available. As much inventory 
as possible is palletized, and lift trucks move goods from 
one part of the building to another. Even irregularly 
shaped objects are stored in baskets and palletized. 

For the easy transfer of heavy objects which cannot 
be palletized, a wooden belt conveyor runs practically the 
full length of the building, flush with the floor. The 
movement of the conveyor is electrically controlled, and it 
will carry goods in either direction. 

In the pipe storage section, an overhead crane unloads 
cars of pipe, and likewise loads pipe from storage bins to 
trucks for delivery. The crane is set up to make manual 
handling of pipe unnecessary. 

A system of pneumatic tubes speeds orders from the 
salesmen’s desks and the sales counter to the shipping 
department. The emphasis throughout the entire ware- 
house is upon taking as few steps and doing as little 
manual labor as possible. 


FLOOR conveyor moves heavy, unpalletized stock. Allen 
Suthers and Jim Murden prepare to receive steel pulley. 
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WELCOME to guests should be extended by top execu- 
tives, according to the Beals, McCarthy & Rogers’ formula 


} 


for success with an house 


lerick Rogers, 


open 


Here’s 
greeting an employee and his family 


the president, and his wife 


Going To Celebrate? 
Do It Professionally 


Beals, McCarthy & Rogers, Buffalo, 


enlists aid of experts to insure success; 


three-step formula results in 4,000 


attending new building and 


party 


How CAN you BE suRE that an open 
house or anniversary celebration will 
be successful? 

I:xecutives at Beals, McCarthy & 
Rogers, Inc., Buffalo, have a threefold 
answer,—an answer that is based on 
their experience at a recent event that 
attracted more than 4,000 customers 
ind potential customers. And, at 
4,000 despite ad- 
conditions. 


McCarthy & 


tendance topped 
verse weather 
Ihe Beals, 
formula is 
1. Be thorough in your planning 
2. Be willing to handle a multi 
tude of details. 
3. Enlist professional help 
When executives of the firm de 
cided a vear ago that thev would com 


Rogers 


90 


anniversary 


executive personnel 


ON THE RECEIVING LINE for the open house was Vice 
President Eugene F 


Beals, McCarthy officials believe having all 


McCarthy. 


He’s greeting a salesman 


is “greeters” is an important detail. 


MANUFACTURERS were well represented in booths. 
Here Gordon Schutzendorf chats with a Beals, McCarthy 


salesman, C. | 


Billings and Mrs. Billings. 


Despite the 


freight embargo, virtually all suppliers got their display 


material to Buffalo. 


bine the celebration of the opening 
of their new $750,000 building with a 
125th anniversary celebration, the first 
conclusion reached was: 

“We don’t want to waste money 
but at the same time, we want every 
thing done right—a celebration that 
smacks of skimpiness is worse than no 
celebration.” 

This was decided at a meeting of 
the president, J. Frederick Rogers; the 
vice-president, Eugene F. McCarthy; 
the secretary and sales manager, Paul 
W. Evans, and the treasurer, Edward 
K. Hirsch. 

To minimize confusion in the han- 
dling of details, they decided that one 
man should be responsible; his was 
to be a job of serving as clearing house 
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for plans and their execution. 
Mr. Evans was appointed to the 
job, and he was thorough. 


It was decided that . . . 

nail files would be a suitable gift 

for all visitors. ; 
THE WORK... 

Mr. Evans canvassed the field. 
He found a plentiful supply of 
cheap files but it was only after 
three months search that he found 
1 quality nail file at a price he fig- 
ured was worth while. But the gift 
problem was not solved then be- 
cause the manufacturer of the files 
could not furnish leather covers. 
It took a special trip to New Eng- 
land to dig up a leather man who 





PREPARATION, according to Paul W. Evans, secretary 
and sales manager, is the key to a smooth running celebra 
ticn. Before the event, Mr. Evans told salesmen what was 
expected of them, gave them instruction sheets 


would make the cases. 
THE RESULT 

Visitors received a quality nail 
file in a genuine leather case with 
the Beals, McCarthy & Rogers’ 
name stamped on it in gold and the 
cost was not prohibitive. 


It was decided that . 

an anniversarv booklet should be 

prepared to both tell the history 

of the firm and to show the new 
building in print. 
THE WORK... 

An advertising agency was en- 
gaged to prepare the booklet. 
‘THE RESULT... 

An attractive and _ professionally 
prepared two-color 16-page booklet 
was distributed to visitors and was 
mailed to customers. 


It was decided that .. . 

invitations to attend the celebra- 

tion should not be limited to 

those on the firm’s mailing list. 
‘THE WORK... 

The classified sections of tele 
phone directories for all communi- 
ties served by the firm were checked 
and rechecked; mailing lists of 
Chambers of Commerce were ob- 
tained; a mailing list organization 
was employed to handle the work; 
salesmen were furnished with invi- 
tations for distribution to men in 
the shops—men whose names 
would not show up on mailing lists 
but who were important to Beals, 
McCarthv & Rogers. 

THE RESULT 


formed of the celebration. 
THE WORK... 

The firm’s advertising agency 
prepared advertisements for some 
40 newspapers and magazines; re- 
leases detailing the history of the 
company and giving data on the 
new building were prepared and 
distributed to newspapers, maga- 
zines and radio stations; a press pre- 
view luncheon and tour of the new 
building was held the day before the 
three-day open house celebration 
opened. 

‘THE RESULT 

Virtually every newspaper and 
magazine in the territory published 
news and feature stories on the 
event; radio commentators gave de- 
tailed reports; relations with news- 
papers and radio editors were im- 
proved. 


was decided that... 

employees should be given an 

opportunity to participate. 
THE WORK... 

On the eve of the three-day cele 
bration one “trial run” was held 
with all employees and their fami- 
lies invited to attend. The setup 
was identical to that used for the 
celebration itself. 

THE RESULT... 

With a roster of about 200 em- 
ployees, the firm entertained close 
to 600 during the trial run. Minor 
“bugs” in the handling of crowds 
were spotted and corrected. Em 
plovee morale was boosted. 


REGISTRATION for the open house was handled by a 
professional organization. Here Edward K. Hirsch, treasurer, 
directs a group to the desk. Note the sign; more than 150 
signs were used to answer guests’ questions. 


sufficient freedom to mingle with 

their friends and customers. 
THE WorRK... 

A detailed schedule of posts for 
salesmen to man was drafted; the 
schedule called for one and two 
hour shifts; the plan was explained 
in detail at a sales meeting and 
each salesman was given a copy of 
the schedule. 

THE RESULT... 

Every point was covered in the 
plant at all times and still salesmen 
were able to devote special attention 
to individual customers. 


It was decided that .. . 


Professional help should be em- 

ployed for a variety of functions. 
THE WORK... 

An organization that specializes 
in registering guests at meetings, 
conventions, etc., was employed; 
models were engaged to hand out 
the nail files and candy to children; 
uniformed patrolmen were hired to 
direct the crowds through the plant 
and, at the same time, to insure 
that there would be no pilfering of 
stock; an organization took over the 
job of checking hats and coats. 

THE RESULT 

Registration was accomplished 
without a hitch and without Beals, 
McCarthy personnel being saddled 
with a chore; visitors were kept 
moving without the feeling of being 
rushed; not a single theft was re- 
ported; not a single visitor experi- 
enced difficulty in reclaiming his 
coat and hat. 


MANERA ANRC NEO AME 


It was decided that . . . 
salesmen should aid in guiding 
customers through the plant but, 
at the same time, should have 


15,000 invitations were issued 
It was decided that. . . 
Manufacturers should be invited 
(Continued on page 206) 


It was decided that .. . 
the public should be well in 
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The New CMP, What Will It Be? 


Centralized control will be much simpler than during World War II 


but the big point is: 


Priority aid for maintenance and repair is assured. 


A CENTRALIZED production control 
plan, such as the Controlled Materials 
Plan of World War II, is in the mak- 
ing and will emerge on July 1. What 
will it mean to industrial distributors 
and their suppliers? 

The new control plan follows the 
original CMP very closely. One of the 
most heartening aspects of it is the 
issuance of Reg. 4 (MRO) prior to the 
unveiling of the CMP plan. This 
recognizes the importance of industrial 
supplies in maintaining, repairing and 
operating American industry, a far cry 
from the attempts to eliminate indus- 
trial distribution during the early days 
of World War II. 

The basic thinking of the National 
Production Authority has been to keep 
controls as simple as possible. In the 
early stages, NPA withheld permission 
to use “DO” ratings to obtain many 
of the items carried by industrial dis- 
tributors. But the demand for MRO 
assistance has been so great that NPA 
loosened its restrictions to permit the 
procurement of “jigs, dies, tools and 
fixtures” on “DO” ratings, regardless 
of the program. This was acknowl- 
edged to be a stop-gap measure until 
Reg. 4 could be drafted and issued. 


Estimates Important 


Just how closely the new plan will 
follow CMP in design remains to be 
seen. As far as is known, the same 
basic materials—stecl, aluminum and 
copper—will be controlled. ““DO”’ rat- 
ings will be retained, being much 
simpler than the myriad of ratings 
which prevailed when the original 
CMP was introduced. Estimates of 
requirements are the main impediment 
to the introduction of the new plan 
but these figures are expected to be in 
final form during the second quarter. 
Many industries are already cooperat- 
ing in drawing up their requirements, 
or “bills of materials.” 

CMP was based on vertical alloca- 
tion and scheduling of steel, alumi- 
num and copper. The Preference Rat- 
ing Plan, which preceded it, was based 
on horizontal allotment of these ma- 
terials. 
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CMP tied together the control of 
materials and schedules through the 
simple process of making allotments 
through the same channels followed 
in setting production schedules. For 
example: the Army set the production 
schedules for prime contractors mak- 
ing tanks. Under CMP, the Army also 
allotted the steel to the prime contrac- 
tor, who, in turn, re-allotted it to his 
sub-contractors. 

Claims against the available supply 
of the controlled materials were en- 
tered by “claimant agencies”, such as 
the Army, Navy, Maritime Commis- 
sion, Aircraft Resources Control Office, 
Lend-Lease, etc. In World War II, 
the claimant agency for most of the 
goods handled by industrial distribu- 
tors were the industry divisions of 
WPB. The industry divisions of NPA, 
notably the Machinery and Iron and 
Steel units in NPA may play the same 
role under the new set-up. 


Bills Of Materials 


Claims were made on the basis of 
totals of “bills of materials” sub- 
mitted to each agency by prime users. 
The “‘bills of materials” were estimates 
of how much steel, copper and alu- 
minum each contractor needed to ful- 
fill his production schedule. Sub-con- 
tractor submitted their “bills of ma- 
terials” to the prime contractors. 

When total claims for the con- 
trolled materials exceeded total sup- 
oly, as nearly always happened, 
W PB’s top Requirements Committec 
trimmed them down with the coun- 
sel and consent of the claimant agen- 
cies. The program finally agreed upon 
became “authorized production sched- 
ules”, with allotments of materials 
going to each agency. Each agency 
then allotted the materials to the 
prime users it represented. The prime 
users then re-allotted the materials to 
the sub-contractors and so on down 
the line. 

For convenience in allocating con- 
trolled materials, CMP differential be- 
tween products made to order (Class 
A) and those of standard design which 
were mass produced for many different 
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applications (Class B) such as many 
industrial supply products. This plan 
has not been followed in the new 
MRO order, but may be adopted 
when the new CMP comes into being. 

Responsibility for determining the 
controlled materials requirements for 
Class B products rested with the In- 
dustry Divisions of WPB. Undoubt- 
edly, the Industry Divisions of NPA 
will have the same function under the 
new set-up. 

Under CMP, producers of Class B 
products submitted their applications 
for allocations of controlled materials 
to their appropriate Industry Divisions. 
These applications were analyzed by 
the divisions which then turned them 
over to the Office of Civilian Supply. 

The Office of Civilian Supply 
lumped the applications together and 
negotiated with the Requirements 
Committee for its share of controlled 
materials. After receiving its alloca- 
tions, the OCS turned them over to 
the industry divisions which then 
made allocations to Class B manufac- 
turers. These manufacturers then re- 
allocated some of the materials to 
their sub-contractors. 

With the allocation of materials on 
an authorized production schedule, 
the prime contractor received an allot- 
ment number and a rating to secure 
his controlled materials. In addition, 
he received a preference rating alone 
to obtain other supplies. 


Allotment Symbols 


Allotment numbers consisted of a 
letter corresponding to the claimant 
agency, a four-figure program number 
identifying that agency’s program, a 
three-figure number representing the 
authorized production schedule, and 
two digits indicating the month start- 
ing the quarter in which shipment was 
authorized. (You started counting 
months from Jan. 1942.) Thus, the 
allotment number “N-4120-146-16” 
meant: Navy Program No. 4120; Au- 
thorized Production Schedule No. 
146; Material to be delivered during 
April, 1943. 

(Continued on page 208) 





WASHINGTON BULLETIN 


MARCH: Large firms, utilities end resistance to Reg. 4 (MRO), full details of 
which are given here . . . Special MRO program set up for petroleum and gas 
fields . . . Distributors’ advisory committee asks NPA priorities aid to build up 
stocks . .. Machine tool manufacturers get priorities assistance . . . FTC starts 
survey of compliance with NPA orders. . . Gage makers seek Government aid 
for expansion 


Distributors Must Aid 
MRO Users With Rules 


Opinions as to the immediate future 
of controls vary with the international 
political weather and the military situ- 
ation in Korea but NPA shows no 
intention of abandoning its inception 
of a Controlled Materials Plan on 
July 1. It is keeping to its timetable 
of preparations, the feature of which 
in April will be ironing out estimates 
of controlled material requirements. 

The introduction of Regulation 4, 
the maintenance, repair and operating 
supplies (MRO) program, in March 
was the initial step in preparations. 
While the petroleum and gas fields 
were exempt from the order, a special 
program (NPA Order M-46) has al- 
ready been set up to take care of these 
industries. But no major changes are 
anticipated for Reg. 4. 

Reg. 4 is a plan to help: 

1. Your customers get maintenance, 
repair and operating supplies and any 
complete unit of “minor capital addi- 
tion” costing under $750. 

2. You maintain stocks of supplies. 

3. Your suppliers obtain the basic 
materials they need to keep producing 
the supplies. 

In addition, NPA made another 
cut in certain unessential uses of steel, 
copper, aluminum to provide extra 
basic materials for MRO program. 

In a large measure, however, the 
success of the program depends a lot 
upon your intelligent cooperation. 
You have a job of informing your cus- 
tomers of the advantages of using the 
rating and how to use it properly. 

To help you do the job, here is a 
more detailed recap of the rules than 
we gave you in our Washington Bulle- 
tin No. 1. 


Certification: 


All your customer has to do to cer- 
tify an order is to write: 
“DO-97, Certified under NPA Reg- 


ulation 4” on the order and sign un- 
derneath the certification. The certifi- 
cation can be on an attached piece of 
paper. The customer can use a rub- 
er stamp with the signature included 
if he wants to speed up matters. The 
signature has to be that of a re- 
sponsible official. 


Quotas 


With one exception, every customer 
who uses a rating must set up a quar- 
terly MRO quota. The exception is 
the customer who spends $1,000 or 
less for MRO in any one quarter. He 
merely keeps a record of such pur- 
chases. 

The quota is the limit of MRO pur- 
chases the customer can make in a 
single quarter. He must charge against 
the quota all MRO purchases he 
makes without a rating as well as those 
made with it. 

A customer can order one complete 
unit of “minor capital addition” (drill 
press, conveyor assembly, speed re- 
ducer, etc.) on a DO-97, provided the 
unit doesn’t cost more than $750. If 
he uses a DO-97 to make this pur- 
chase, he must charge it against his 
MRO quota. If he obtains the unit 
without using a rating, he does not 
have to charge it against his quota. 


Establishing Quotas 


Your customer can set a “standard” 
or “seasonal” quota. But once he 
makes his selection, he must stick to 
it unless he gets permission from 
NPA to change. 

He sets his “standard” quota by 
adding all his MRO purchases in 1950 
(the baje period) and then dividing 
by four. If he operates on a fiscal 
basis, he uses the fiscal year ending 
nearest to Dec. 31, 1950. 

To set a “seasonal” quota, the cus- 
tomer takes as his quota the amounts 
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he spent for MRO in the correspond- 
ing quarter in 1950. Actually, he will 
then have four different quotas for the 
year. If he is on a fiscal basis, he 
merely takes the amounts spent for 
MRO in the corresponding quarters 
of the fiscal year ending closest to 
Dec. 31, 1950. 


New Operators’ Quotas 


Some of your customers may have 
been in operation only partly during 
1950 and some may not have operated 
at all during that year. These custom- 
ers must set their quotas differently. 
They must also report to NPA within 
30 days after their first use of DO-97 
and tell: (1) the quota, (2) base 
period used, (3) method by which 
the quota was figured including any 
corrections for seasonal or other factors 
made. If the quota is $1,000 or less, 
the report does not have to be made 
to NPA. 

If a customer operated only partially 
during 1950, he computes what he 
would have spent for MRO had he 
been in full operation on the basis of 
what he did spend during the time he 
did operate. For example: he operated 
a month and a half and spent $750 
for MRO in that time, or a $560 per 
month rate. This would indicate a 
probable MRO expenditure of $6,000 
per year ($500 x 12 mos.) or $1,500 





(Editor’s Note: Our mailed 
Washington Bulletin describing 
Reg. 4 indicated that all cus- 
tomers who use a DO-97 had to 
report to NPA within 30 days 
after first use of the rating. This 
is not so. The only DO-97 users 
who must report are those who 
did not operate in 1950 and 
those who operated only partially 
during that year.) 





per quarter, the estimated quota. He 
can correct this figure to allow for sea- 
sonal or other exceptional conditions 
during time of actual operations as 
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long as the amount is fairly representa- 
tive of the year. 

he standard quota would be one 
fourth of the annual amount. For a 
seasonal quota, the customer can esti- 
mate four seasonal quarter quotas 
based on seasonal requirements. 


Questions and Answers 


Where a customer did not operate 
in 1950 (calendar or fiscal) he must 
take the minimum amount he thinks 
is reasonable, but not over $5,000. 

Q. On what basis should a customer 
charge his MRO purchases against his 
quota? 

A. He can charge all MRO pur- 
chases against his quota on the basis 
of orders handed out during the quar- 
ter, or on the basis of what he re 
ceives during the quarter. But once 
he adopts one method, no change. 

Q. If a customer thinks his quota 
is inadequate, can he have it changed? 

A. The customer can request an ad- 
justment by writing to: The National 
Production Authority, Washington 
25, D. C., Ref: Reg. 4, stating: his 
reasons for wanting a change. (The 
nature of his business, any seasonal or 
unusual features, products made or dis- 
tributed, services or other activities 
performed, quarterly volume of such 
business or other activity since Jan. 1] 
1950, amount spent for MRO in each 
quarter since Jan. 1, 1950, amount of 
increase in quota requested, facts and 
circumstances justifying such an in- 
crease.) 

Q. Are DO.97 
trsbutors? 

A. Yes. Reg. 4 states “Materials 
or products sold by a distributor for 
use by others as ‘MRO’ shall not be 
deemed ‘MRO’ as to such distributor 
but when he receives rated orders for 
them, he may extend the rating to get 
them.” 


’s extendible by dis- 


Q. Is there any special significance 
to the number “97’’? 

The number merely identifies 
program, in this case MRO. There is 
only single-band priorities system, 
which means that all orders with a 
priority rating, regardless of the pro- 
gram number, receive equal treatment. 

Q. Does every firm or institution 
using DO-97s have to keep records of 
its MRO purchases? 

A. Yes. All who use the rating 
must keep complete records and pre- 
serve them for the duration of Reg. 4 
ind two vears thereafter. 

Q. Suppose an operator of a 
small machine shop needs emery cloth 
and hand tools. May he issue his own 
DO-97 to obtain them? 

A. Yes. 








Was It Helpful? 
Did You Like It? 


There are some Washington 
developments that you, as an 
industrial distributor or supply 
salesman, should know as 
quickly as possible. Such was 
the case when NPA Regulation 
4 (the MRO regulation) was 
issued. We did not wait until 
our next scheduled publication 
date but rushed the information 
out, via mail and air mail, on our 
red-striped Washington Bulletin 
No. 1 to each distributing firm 
and manufacturing supplier on 
our list. 

The bulletin explained in sim- 
ple, understandable language, 
what Reg. + meant to you and 
your customers and your sup- 
pliers. Did it help you to act 
promptly? Do you like the idea 
of this extra service (it costs us 
a little extra)? Do you want 
more of the same? 

Don’t act shy about letting us 
know. INpusrriaAt DistriBvu- 
TION’s editors are human. We'd 
like to know more about those 
things. 





Compliance With 
NPA Orders Surveyed 


At the request of NPA 
Trade Commission is conducting sur- 
veys and inquiries to determine how 


, the Federal 


well NPA orders and regulations are 
understood and carried out. Factual 
data will be submitted to NPA will 
be used both as a basis for planning 
future and, if indicated, for 
appropriate compliance action. 

FTC’s first survey will be in the 
aluminum industry and may include 
1 check of aluminum handling dis- 
tributors to see how orders are work- 
ing g. 

NP. \ said that violations are usually 
adjusted by its Compliance Staff which 
has agents in the field. Lack of com- 
pliance in the early stages usually re- 
sults from a lack of encerstnnding of 
all provisions of an order, NPA off- 
Ci ie said. 


orders 


NPA Asks Data 
On Woodworking 
Machinery Needs 


NPA advised woodworking machin- 
ery manufacturers to submit informa- 
tion on the entire industry’s estimated 
future requirements so that they may 
be weighed against supplies in con- 
sidering any future NPA action. 

The manufacturers were also ad- 
vised to work closely with the forest 
products industry in determining what 
equipment will be required by lumbe: 
producers for the defense effort and in 
determining the impact of these re- 
quirements on the woodworking in- 
dustry’s capacity. It was also sug- 
gested that sub-committees of the in- 
dustry advisory committee be named 
to investigate and report on the most 
pressing problems involving manufac- 
ture of certain types of machinery. 

The committee asked NPA for as- 
sistance in obtaining steel, copper, alu- 
minum, zinc and other materials used 
in the manufacture of its products. 
NPA pointed out, however, that no 
exemptions are granted from materials 
conservation orders but that proce- 
dures whereby assistance can be given 
to individual manufacturers in hard- 
ship cases exist. 

Members of the advisory committee 
include: J. H. Petter, Buss Machine 
Works; Hal Redwine, Corley Mfg. 
Co.; Paul Gardner, DeWalt, Inc.; 
Henrv Doty, Henry Disston & Sons, 
Inc., V. E. Martin, Yates-American 
Machine Co.; R. E. Dillon, Lake Erie 
Engineering Corp.; C. J. Williams, 
Moore Drv Kiln Co.; J. M. Gillespie, 
Newman Machine Co.; R. C. Du- 
Brucq, Crescent Machine Div., Rock- 
well Mfg. Co.; W. J. Pritchard, Stet- 
son-Ross Machine Co. 


Tool, Die Makers 
Seek Steel Types 


Tool and die manufacturers asked 
NPA assistance in obtaining plate, 
rolled steel and other material or 
equipment needed to produce tools 
and dies related to the defense effort. 
The industry also needs journeymen 
tool and die makers. 





Q. Suppose a customer wishes to 
place a DO-97 on a unit quantity of 
washers, some of which he uses for 
MRO and for use in his product? 
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A. No. He must write a certified 
order for only that quantity he plans 
to use as MRO. The rest must be or- 
dered unrated. 








Joe W. Pitts 
Brown-Roberts Hardware & 
Supply Co. 
Alexandria, La. 


Distributor Advisory Committee Named 


Frank Hereford 
Murray-Brooks, Inc. 
Lake Charles, La. 


Bis fe“ Cie xg 


F. Marsena Butts 
Butts & Ordway Co. 
Cambridge, Mass. 


William T. Todd, Jr. 
Somers, Fitler & Todd 
Pittsburgh, Pa. 


George E. Vandergrift 
Desco Corp 
Wilmington, Del. 


Lloyd B. Mize 
Industrial Supply Corp. 
Richmond, Va. 


ON BULLETIN 


sam Seam 
— 


W. A. Haseltine 
J. A. Haseltine & Co. 
Portland, Ore. 


J. H. Ruddell 
Central Rubber & Supply Co. 
Indianapolis, Ind. 


Seeks Priority Aid To Replace Stock 


Carl C. Krueger 
San Antonio Mac. & Supply Co. 
San Antonio, Tex. 


Industrial supply distributors gener- 
ally agreed that the new MRO Regu- 
lation (NPA 4) will be helpful in re- 
placing stocks but that it doesn’t offer 
all the assistance they need in obtain- 
ing goods from manufacturers who 
normally supply them. 

This concern was expressed to NPA 
officials at the initial meeting of the 
newly formed Industrial Supply Dis- 
tributors Industry Advisory Commit- 
tee recently in Washington. The com- 


W. John Frey 
Frey Industrial Supply Co. 
Los Angeles, Calif. 


mittee also expressed concern about 
replacing stocks used in filling unrated 
orders before the MRO regulation was 
issued. Many of these orders came 
from firms in defense or defense- 
supporting work. 

Relief, such as was provided by the 
authority to use PDIX during World 
War II, was requested by the com- 
mittee. NPA officials advised that 
a formal request for such aid, for re- 
view by the agency, be made. 
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John N. Failing, Jr. 
The Charles A. Strelinger Co. 
Detroit, Mich. 


Walker L. Wellford, Jr. 
J. E. Dilworth Co. 
Memphis, Tenn. 


In stating their case, the committee 
pointed out that the services of some 
2,000 companies engaged in distribut- 
ing industrial supplies are essential to 
the operation of defense and defense- 
supporting industrial plants. 

It was also pointed out that indus- 
trial distributors neither produce nor 
consume the products they buy and 
sell and thus cannot originate DO 
orders to replenish stocks exhausted 
by filling unrated orders. 
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Gage Industry 
Weighs Expansion 


Considerable expansion of plant 
space and equipment, and employ- 
ment of many more workers will be 
required by the gage industry in order 
to meet anticipated needs of the de- 
fense mobilization program. How- 
ever, industry representatives told 
NPA that they are reluctant to expand 
using their own finances and they 
stated that government help will be 
necessary. 

The industry representatives ex- 
plained that the industry expanded 
production substantially during World 
War II and when the war ended it 
found itself with capacity far in excess 
of that required to fill peacetime re- 
quirements. 


Orders Increase 


Orders for gages are being received 
at a much higher rate than in June 
1950, a month on which the industry 
was asked to report for purposes of 
comparison. 

Reports show production increasing 
generally but in some plants heavy 
backlogs of orders have accumulated 
and cannot be readily filled with ex- 
isting capacity. é 

Estimates compiled for compara- 
tive purposes indicate that the indus- 
try’s capacity now represents approxi- 
mately 33 to 40 percent of World 
War II. 

Difficulty in obtaining trained em- 
ployees is another major problem of 
the industry. 


Aid Considered 


NPA officials said that the problem 
of financing and plant expansion will 
receive full consideration by appropri- 
ate Government agencies and that all 
possible assistance will be offered in 
finding solutions. 

Industry representatives reporting 
to NPA included 

Donald G. Miller, Greenfield Tap 
& Die Corp.; C. M. Fond, Pratt & 
Whitney Div., Niles-Bement-Pond 
Co.; Paul R. Hatch, Brown & Sharpe 
Mfg. Co.; E. P. Cody, Hanson-Whit- 
ney Machinery Co.; F. S. Blackall, Jr. 
W. L. Benninghoff, Pipe Machinery 
Co.; Robert Lamp, Republic Gage 
Co.; S. B. Hellstrom, Detroit Tap & 
Tool Co.; J. P. Bernard, The Sheffield 
Corp.; F. C. Tanner, Federal Products 
Corp; E. E. Butler, Vinco Corp.; 
George Eggleton, Lincoln Park In- 
dustries, Inc. 
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Did You Remember? 


Industrial distributors, among 
manufacturers and other whole- 
salers, had to have ready and 
available on their premises on 
Mar. 22 the following data for 
the Office of Price Stabilization: 

A record of base period prices. 

A record of categories (lines, 
such as power transmission, con- 
veyor supplies, hand tools, etc.) 
offered for sale or sold during the 
base period, Dec. 19, 1950 to 
Jan. 26, 1951. 

A record of base period ceiling 
prices established according to 
GCPR. 

A statement of customary 
price differentials for terms and 
conditions of sale and classes of 
purchasers. 


Machine Tool Makers 
Get Priorities Aid 


Machine tool manufacturers can 
now apply a DO rating to obtain 
needed materials as the result of two 
NPA orders. Order M-40 sets up the 
“pool order” system under which the 
General Services Administration places 
firm orders with tool manufacturers. 
his enables the latter to fit the ma- 
chines into their production schedules 
without delay. NPA tells GSA what 
types and quantities of tools are to 
be ordered. Order M-41 regulates de- 
liveries of the machines. Seventy per- 
cent will be available to the armed 
forces or to their prime or sub-con- 
tractors. The other 30 percent may 
be handed to buyers with other rated 
or unrated orders. The orders affect 
tools which cost $500 or more. 

Machine tool makers can now ap- 
ply directly to the Machinery Division, 
NPA, for priorities in getting the tools 
thev need for expanding facilities. 

Firms applying for priorities should 
give detailed information regarding the 
tools they need, explain why they are 
needed, and show that alternate facili- 
ties are not available. 

The manufacturer must also show 
that the priority rating which he seeks 
is the only means by which the tools 
that he needs can be obtained. 

Industry representatives are agreed 
that the two new developments will 
help the industry to expand and to 
increase production. The chief source 
of complaint by the industry has been 
the inability to secure basic materials. 
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Gas, Oil Drillers 
Get Priorities Aid 


The petroleum and gas industries 
are permitted to issue DO-97 to ob- 
tain maintenance, repair and operating 
supplies and laboratory equipment 
under provisions of NPA order M-46 
issued March 12. The special provi- 
sion was required, NPA explained, be- 
cause the general regulation (Reg. 4) 
does not meet specialized require- 
ments of the industries. 

The order requires oil and gas opera- 
tors using DO-97 to use the following 
certification: ““The undersigned certi- 
fies that the rating hereby applied is 
authorized by and is properly used 
pursuant to the provisions of Order 
M-46”, on their orders. Each thusly 
rated order of $100 or more must also 
be accompanied by a statement telling 
the specific use to which the material 
is to be put and the price, quantity 
and description of the material. If the 
total amount is $2,000 or more, or if 
any single item costs more than 
$1,000, two copies of the order must 
be submitted to the Materials Divi- 
sion, Petroleum Administrator for De- 
fense, Washington, D. C. Orders can- 
not be placed until approved by PAD. 

When the above method cannot 
get the material on the date and in 
the quantity required, an operator may 
request priorities to secure emergency 
MRO material by letter, telegram or 
telephone to PAD in Washington. 

Order M-46 also provides: 

1. Effective April 1, operators are 
permitted to use DO-48E to obtain 
steel casing, tubing and drill pipe for 
emergency purposes in drilling oil and 
gas wells. 

2. Effective July 1, operators will 
be permitted to use DO-48 to get steel 
casing, tubing and drill pipe for nor- 
mal operating equipment. 


Smith, Carson Named 
To Price Unit Posts 


Murray Dabney Smith of the Public 
Service Co. of Northern Illinois, was 
named to be Director of OPS’ Indus- 


trial Materials and Manufactured 
Goods Division. Leslie J. Carson, for- 
merly with North Central Div., Link- 
Belt Co., was named chief of the 
Machinery Branch in the same di- 
vision. Pricing of industrial supply 
items will be reviewed by the Machin- 
ery Branch. 





What’s good for 
the complexion of tin? 


oes Q bral ! Here’s how to make tin plate keep its “steel 


mill complexion”: 


To produce and preserve high-quality finish of tin sheets calls for 
thorough cleaning prior to plating. Otherwise surface imperfections 
result during plating and costly work must be scrapped. 


To clean the sheet, all traces of foreign matter are removed 
automatically at 1500 feet per minute with Osborn power brushing. 
Although operating under hot, high-pressure sprays, the Osborn 
brushes operate around-the-clock, assuring uninterrupted production 
and highest quality. 

Find out how Osborn’s improved brushing techniques can help 
you on product finishing and cleaning problems. A survey by your 
Osborn Brushing Analyst will demonstrate what power brushing 
can do. Simply write for an OBA. The Osborn Manufacturing Company, 
Dept. 434, 5401 Hamilton Avenue, Cleveland 14, Ohio. 








LOOK FOR THE NAME OSBORN... RECOGNIZED EVERYWHERE 
FOR QUALITY WORKMANSHIP AND MATERIALS 


Cleans strip 
continuously at 
1500 feet per minute 
with Osborn 
Power Brushing 


SBORN power brushing is being 

used widely by industry on many 
diversified applications of cleaning or 
finishing metallic and non-metallic 
parts. On the work shown below, 
Osborn power brushing mechanically 
cleans strip steel prior to electrolytic 
tin plating. 


Continuous sheet scrubbing line at a 
leading rolling mill. 


The continuous sheet scrubbing line 
in this rolling mill is a vital link in its 
over-all operation. Any interruptions 
become extremely costly since they tie 
up other lines, disrupt production 
schedules and lose precious man-hours. 


Thorough cleaning of the sheet steel 
prior to tin plating is an absolute neces- 
sity. The slightest trace of rolling oil 
or dirt causes surface blemishes and 
porosity in the tin coating. 


One of six Osborn Heli-Master Brushes 
used with hot, high-pressure spray. 


For continuous, dependable perform- 
ance at this mill, six Osborn Heli-Master* 
Brushes perform their mechanical 
scrubbing job efficiently, day in and day 
out, and at low end-of-service cost. 


To insure maximum production effi- 
ciency on your continuous strip cleaning, 
sheet scrubbing, scale removing, con- 
veyor cleaning and product. finishing 
operations, consult your Osborn Brush- 
ing Analyst. There’s no obligation. 
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U. S. TOTALS 


January 1951 


Compared with 
December 1950 


+0 % 
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January 1951 


Compared with 


January 1950 


+§ 6% 
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Compitep By INpusTRIAL DistTRIBUTION 





Supply Sales Trends 


Final Figures For January 1951 





January 1951 
Compared with 
December 1950 


January 1951 
Compared with 
January 1950 





NEW ENGLAND 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


SOUTH 
Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virgina 
West Virginia 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 





+ 4% 


+12% 


+19% 


+ 9% 





+90% 


+96% 


+76% 


+92% 





Figures in this col- 
umn ordinarily show 
changes in sales be- 
tween 1951 to date 
and 1950 to date. 
Since this month’s 
Supply Sales Trends 
section is based on 
sales to January 31, 
the percentages 
listed in Column 2 
serve the purpose of 
recording year to 
date changes. 
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TO AID THE REARMAMENT PROGRAM 


You are looking at more than those two views of 
the new Oster “WILCO” pipe and bolt threading 
machines. 


You are looking at an OPPORTUNITY to aid the 
rearmament program! 


In World War II, Oster “WILCO” machines were 
used effectively by the Armed Forces, war 
industries, and by contractors engaged in the con- 
struction of bases, military camps, hospitals, and 
other projects essential to the war effort. 


It was not easy to improve upon the efficiency of 
“WILCO” machines. Their time-proved advan- 
tages were retained in the new No.714 and No.716 


In the new machines, correct speeds for threading 
and cutting-off the various sizes are obtained 
through the transmission and TWO-SPEED 
motor, the cutting-off speed being approximately 
three times the threading speed. The heavier, 
perfectly balanced base of modern design is 
another development. 


No. 714 “WILCO” has a standard range of 1” to 4” 
pipe; extra range 1/2” and 3/4” pipe; bolt range 
3/4” to 3” pipe. No. 716 “WILCO” has a standard 
range of 1” to 6” pipe; bolt range 1” to 4’. 


Remember—every Oster “WILCO” machine you 
sell for military or essential industrial use is a 
definite aid to the rearmament program and good 
business for you! 





i 
) 
. 
) 


THE OSTER MANUFACTURING COMPANY 


Main Office and Factory: 2041 E. 61st St., Cleveland 3, Ohio 


BUILDERS OF COST REDUCING THREADING EQUIPMENT SINCE 1893 
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SALES TRENDS (Continued) 





January 1951 
Compared with 
December 1950 


January 1951 
Compared with 
January 1950 








EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST 
Arizona 
Colorado 


Nebraska 
Nevada 

New Mexico 
North Dakota 
South Dakota 
Utah 


W yoming 


Idaho 
lowa 
Kansas 
Minnesota 
Missouri 
Montana 


WEST SOUTH CENTRAL 


Arkansas 
Louisiana 
Oklahoma 
Texas 


PACIFIC 
California 
Oregon 
Washington 








+11% 


+ 6% 


3% 


+30% 





+49% 


+0 0% 


+82% 


+136% 





Figures in this col- 
umn ordinarily show 
changes in sales be- 
tween 1951 to date 
and 1950 to date. 
Since this month’s 
Supply Sales ‘Trends 
section is based on 
sales to January 31, 
the percentages listed 
in Column 2 serve 
the purpose of re- 
cording year to date 
changes. 








Can You Afford To Miss It? 


If you've got somebody in your 
all the control orders that come out of 


receives 
Washington, or 


If you've got somebody to read 
straighten out all the 


print and 
provideds, etc.”, or 


If you don’t mind the einen of a call 


office who 


all the fine 
“whereases, 


tomers ought to find things out for themselves, 
If you can answer “yes” to all those things, yes, 


you can afford to miss INpusrriaL DistRiBUTION’s 


issue. 


Washington Bulletin on Pages 93 
DistTRIBUTION’S 


INDUSTRIAL 


to 96 of each 
editorial staff 


studies all control orders, directives and announce- 


ments to see how they 


affect you as an industrial 





from an NPA or OPS investigator for some records 
you were supposed to keep, or 

If you just don’t care how you, as an 1 industrial 
distributor, stand with respect to mobilization 
controls, or 

If you think that your salesmen and your cus 


distributor and then reports on them, briefly and 
clearly. And, if there’s something “hot” break- 
ing between issues, we speed the import of it to 
you in our “Spectra, BuLLetin” as we did when 
the “MRO” order broke. Can you beat that for 
service? 
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Yarway Impulse 
Steam Trap with 
new stainless steel 
body. 


: 
| 


Yarways—the steam traps that get 
equipment hotter, sooner—are a popular 
money-maker for distributors. 


The “hotter, sooner” advantage to 
users makes them easy to sell. 

Wide publicity in trade journals, 
trade shows and direct mail creates a 
broad acceptance. 


Yarway’s Trap Manual for distributor 
salesmen is an additional valuable tool. 





Ask about the Yarway Seiected Dis- 
tributor Plan. Present distributors find 
it profitable. You may too. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Phila. 18, Pa. 


Nest of Yarway traps installed with Yarway 
Strainers on cloth dryer. Note small space 
required. 


YAR WAY, IMPULSE STEAM TRAP 
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The Outlook For Business 





CONVERSION 


SUPER-BOOM RATES 


REGULATIONS 


Industry is converting to defense production — with much less trouble than 
government experts expected. 


*‘Conversion unemployment’? was very small in January and February. 
Census Bureau estimates employment in February was close to 59 million — 
an all-time record for this month. Unemployment was only 2.4 million. That’s 
half of what it was a year ago. 


The other side of this, of course, is that it means a very tight labor market 
this spring and summer — when business reaches its peak activity. Shortages 
of skilled people, already a chronic headache for business, will spread. 


Industry continued to turn out the goods at super-boom rates through the 
first quarter. Auto makers tumed out 1.3 million cars and trucks in the first 
two months of the year — about 200,000 more than a year ago. Makers of appli- 
ances and television sets slowed up slightly from their record highs of last 
year. 


Makers of capital equipment — machinery, machine tools and other indus- 
trial equipment — were running as much as 50% above their 1950 levels. Engi- 
neering News-Record reports business placed contracts for more than $1.3 
billion worth of industrial buildings in the first ten weeks of 1951. That’s six 
times as much as were awarded in the same period of 1950. 

McGraw-Hill’s annual survey of business’ plans for new plants and equip- 
ment shows that industry plans to invest $21.5 billion this year — 45% more 
than a year ago. Manufacturing companies alone plan to invest $13.3 billion 
in new plants and equipment — 66% more than in 1950. 


The survey showed manufacturing companies raised their capacity 7% last 
year. Overall, since 1939, they’ve added new facilities to turn out 75% more 
production. 


This sharp gain in investment plans is industry’s answer to the call for 
more production to meet mobilization needs. But this year the government — 
in setting up its Controlled Materials Plan — will determine how much steel 
and copper will be used in expanding industrial plants. That may mean that 
all companies cannot buy all the equipment they want. Some companies will be 
limited — to make more metal and equipment available to expand the aircraft 
industry, steel, aluminum, and others contributing directly to the defense 
effort. 


For consumer goods, production promises to drop to boom levels this 
month. 


National Production Authority — in limiting use of steel, copper and other 
key materials — will cutback production of autos, appliances and other non- 
essentials. But industry will still be turning them out in big volume. 


Meanwhile — as civilian production drops —military production will gain. 
As it looks now, industry will make the conversion from peace to war produc- 
tion with a smooth meshing of the gears. By year’s end, the growing volume 
of military goods will push overall industrial production up to new records, 
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: An Important 


To Distributors and Users of 
LEATHER BELTINGS & 
INDUSTRIAL LEATHER Products 


Alexander Brothers Belting Company, a newly formed 
Pennsylvania corporation, has purchased Alexander Brothers, 
Philadelphia, Pa. and Charlotte Leather Belting Company, 
Charlotte, North Carolina from Armour and Company, with 
the exception of the Curried Leather Department, which will 
continue to be operated by Armour Leather Company, Division 


of Armour and Company. 


The new company will operate as Alexander Brothers Belting 
~~ Company and Charlotte Leather Belting Company, which will 


be a Division of said company. 


Major Policies of the new company will remain 
the same as those of the old organization. Sales 
will be made through our regular franchised 
distributors. 


Officers and Directors, who will direct the 
activities of the new company, include: 
G. L. BRYSON, President 


GEO. L. ABBOTT, Vice President and Treasurer 
EDWARD P. ALEXANDER, Secretary 


Products will be the same as those sold by the 
original companies, with the addition of new 
products from time to time. These include a 


ce .on CAMF- 
‘comer TRANCISCO 493 
san FUE \1-12- 


complete line of highest quality leather belt- 
ings, textile leathers, leather packings and other 
industrial leather products. 


Sales Organization will remain intact and will 
be under the direction of H. G. (Hank) Watson, 
General Sales Manager. 


Manufacturing Operations will be conducted 
at our new and enlarged plants in Charlotte, 
N. C., with J. L. Harkey in charge. 


Administrative Offices will continue at Phila- 
delphia, Pa., where large stocks of all products 
will be maintained for prompt delivery. 


You are invited to write for information 
on available distributor franchises. 


ALEXANDER BROTHERS 


Belting Company 


Makers of Finest Leather Beltings and Industrial Leathers since 1867 


406 N. 3RD STREET « PHILADELPHIA 23, PA. 
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IDEAS: How you + a 


- +. Save space with movable stairs 


Low warehousing cost in a high ceiling warehouse was 
one of the major problems of J. Heller Sons Co., Newark, 
when they moved into their warehouse-garage annex up 
the street. The warehouse was 13 ft. high, and as the 
company had already re-allocated its 13-ft. high store 
area into two sections and a mezzanine it seemed wise 
to try to accomplish the same thing in the annex. But 
how to do it. 

The solution was a movable staircase, 6 ft. up from 
the floor level. What was unique about this staircase was 
that it could be swung up out of the way, at the day’s 
end, to allow the firm’s delivery trucks to pass in under 
the mezzanine-type second floor. 

The staircase had to be strong, almost as strong as a 
permanently installed type. It is; it’s so heavy, in fact, 
it needs a spur-geared hoist to lift it. The same hoist 
doubles to serve the entire floor area, as it is swung from 
an I-beam. The 7-ft. mezzanine floor stores the bulkier 
items that otherwise would crowd the store area. 

The staircase is plenty wide for most purposes. Two 

WAREHOUSEMAN John Walski gives a light yank at the warehousemen can pass each other on it, going in oppo- 
chain of his spur-geared hoist to lift his home-made staircase site directions without mishap to themselves or their 
up out of harm’s way burdens, 


make more efficient stock shelves 


When Campbell Hardware & Supply Co. moved to 
its new building in the industrial outskirts of Seattle, 
Wash., an attempt was made to move shelving from 
the old quarters to the new. The old shelving was so 
bulky and difficult to move that Wallace Campbell, 
president, ordered new shelving made, incorporating sev- 
eral new ideas. 

All the shelves of the old fixtures were of uniform size 
and, henceforth, never filled evenly. Some sections 
would be too large for the items carried and others would 
be too small. 

The new shelves were built of heavy plywood in six- 
foot sections. Making them in six-foot sections facili- 
tated moving and rearrangement of the stock room at 
iny time. The lowest shelf of each section was laid six 
inches off the floor and the floor space faced off. Fac- 
ing the bottom prevents loss of stock which might fall 
to the floor and roll under the shelves. It also made it 
easier to sweep and keep clean the stockroom floors. 

The shelves were made adjustable by the use of metal 
shelf support straps. Pegs aie inserted in perforations 
which dot the metal strap an inch apart. These pegs 
support the shelf and, being removable, permit very 
small adjustments of shelf heights. 

In the case of shelves for large diameter grinding 
wheels, the back of the shelf was set lower than the 
front. The backward pitch of the shelf prevents the ADJUSTABLE SHELVING enables Campbell Hardware & 
wheels, which are stored on ends, from rolling off the Supply Co., Seattle, Wash., to keep more stock in 20 per- 
shelf and smashing cent less floor space than when fixed shelves were used. 
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STAINLESS STEEL 


° ae . ‘ 4 REPLACEABLE 
VA LV E % : iy YOKE NUT 


DESIGNED FOR ' a | oR 
LONG LIFE AND — 
EASY MAINTENANCE 


\ 


8 


RETAINED 
GASKET 


en 


MLR RATT HB 


3 EXTRA DEEP 
STUFFING BOX 


2a MR MUS» 


TWO-PIECE 
v3 


GLAND CONSTRUCTION 
CENTERLESS 


GROUND STEM 





PR swincine 7 
Cooper Alloy “Certified Globe Valves EYE-BOLTS t 
answer the major requirements of the 5 LUBRICATION . 
. ; ' EXCLUSIVE FITTING 
chemical, food, paper and pulp, petroleum, BOWED BONNET DESION 
pharmaceutical and related industries for 
a corrrosion-resistant valve designed for ; 
frequent opening and closing and de- 1. Full floating modified plug-type disc provides line contact, assures 
positive seal and minimizes galling. 2. Packing wear eliminated thru 
use of centerless ground stock for stem. 3. Two-piece gland construction 
assures square compression and prevents damage to stem. 4. Extra deep 
stuffing box, with minimum of 6 turns of square packing. 5. Exclusive 
bowed bonnet design automatically compensates for expansion and 
contraction. 6. Swinging eye-bolts simplify repacking and provide 
added safety. 7. Convenient fitting permits lubrication of yoke nut. 
8. Retained gasket assures perfect seal. 9. Yoke nut readily replaceable 
without breaking bonnet seal. 


BA DPA Rn EE OTT BON 


pendable throttling flow control. Created 
by leading valve engineers and specialists 
in stainless foundry techniques, Cooper 
Alloy “Certified” Valves are sturdy in 
construction, reliable in performance and 


economical to maintain. 


@ YOURS FOR THE ASKING! Write for new Cooper Alloy Catalog No. 52 which 
gives full information on our complete line of 
Stainless Steel Valves, Fittings and Accessories. 


THE COOPER ALLOY FOUNDRY CO. uutsive, New JERSEY 


ve FITTIN AND CASTIP 


PR 
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| Door Openers To Sales 








Ever fumble for something to say when you want to make small talk with the 
P.A.? Here are a few random facts that will help fill in the conversational blanks 


FIGURING THAT COMMISSION: To square a whole number plus 4, add } to 
the product of the number by itself plus one. Thus, 24 x 24 is 2 x 3 plus } is 64. 
To get the product of two consecutive numbers ending in 4, square the larger whole 
number and subtract +. Thus, 19} x 204 is 20 x 20 minus } is 399}. 


BEATING THE MANPOWER SHORTAGE: Le Roe Co., Cleveland, recently 
held an open house for prospective employees to see the shop in which they might 
work. Skilled workers and supervisors were on hand to explain how rock drills are 
made, what they are used for. Cutaway models of products were on display. 


WE'RE IN THE MONEY: More families own more than one car now than at 
any other time in history. Multiple car families have risen from 4.8 percent of the 
car owning families in 1948 to 6.2 percent in 1949 and 11.1 percent in 1950. 


STEEL HATS ARE STRONG: The deceptively light appearing helmet that the 
American G. I. wears in combat is a full fledged lifesaver. Although the manganese 
alloy steel helmet is only 44/1000 inch thick, it can withstand a .45 caliber bullet 
fired from close range. 


HANDLING SUPER-HARD METALS: Gem-like sapphire laboratory crucibles 
developed by the Air Force have a compressive strength of 500,000 pounds psi, 
retain their strength at 2000° F. The new material should be of great value in 
helping melt super-hard metals and as alloys in making cutting tools to machine 
such metals. 


HOT AIR: Wind tunnel tests have produced air flow at a velocity eight times the 
speed of sound. Experiments with air moving at this speed indicate a missle 
moving 10,000 feet per second would have its surface temperature raised several 
thousand degrees F’. in a few seconds. 
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for exactin 


that’s the = 
37 year record of . 


SIOUX toos oe 


For Speed ... Ease... Reduced Costs 
... Greater Profits—Shops everywhere 
depend upon SIOUX TOOLS, 























Action picture of SIOUX Electric Polisher. 
Balanced operation ... no swirls... just 
exceptional polishing. 


Sold only thru Authorized SIOUX Distributors 


aot 
5, 
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STANDARD THE .WORLD OVER 





Thor Purchases 
Armstrong-Whitworth & Co. 


The purchase of Armstrong-Whit- 
worth & Co., Pneumatic Tools, Ltd., 
Gateshead-on-Tyne, England, for 
nearly a century one of the largest and 
most prominent of British industries, 
by Independent Pneumatic Tool Co., 
Aurora, Ill., has been announced by 
the latter firm. The purchase price was 
not disclosed. 

The Armstrong-Whitworth pneu- 
matic tool company and its big Close 
works section in Gateshead with a 
force of 750 employees, now become 
an afhliate of Independent Pneumatic 
Tool Co., Ltd., London, Eng., a sub 
sidiary of the parent company operat 
ing in Aurora, Ill. and Los Angeles, 
Calif. plants and 20 branches in the 
United States and Canada, Thor Tool 
Hemisphere, Inc., Sao Paulo, Brazil, 
and Thor Tool Continental, Inc., Ant- 
werp, Belgium. 


Morse Names Haines 
District Manager 


I". W. Haines, formerly one of the 
metropolitan New York representa- 
tives of Morse Twist Drill & Machine 
Co., New Bedford, Mass., has been 
ippointed district manager for Phila 
delphia and eastern Pennsylvania. 

Working with Mr. Haines will be 
W. T. Rogers, who has been named 
territory representative in the area. 

Mr. Haines has been replaced in 
New York City by R. W. Huhn. 

R. FE. Bennett also has been added 
to Morse’s representation in New 


York 


Meade Succeeds Coleman 
At Wiley-Hughes Supply 


M. Craig Meade has been appointed 
to the position of sales manager of 
The Wiley-Hughes Supply Co., Inc. 
of Trenton, N. J. 

Mr. Meade succeeds C. E. Cole 
man, who has resigned and is no 
longer afhliated with the company 


108 


SALES STAFF of Smith-Courtney Co., Richmond, Va., heard from suppliers about 


delivery situation and sales prospects. 





James G. Geddes 
H. K. Porter Elects 
James G. Geddes President 


James G. Geddes, formerly execu- 
tive vice president, has been elected 
president of H. K. Porter, Inc., Somer- 
ville, Mass. Mr. Geddes succeeds the 
late Henry W. Porter 

A. George Erickson is sales man- 
ager; Harry M. Webster, divisional 
sales manager in charge of cutting 
tools; Harry C. Ferguson, divisional 
sales manager in charge of automotive; 
Francis T. Lind, works manager and 
chief engineer; and Edward A. Copi- 
thorne, production manager and pur- 
chasing agent 
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Smith-Courtney Co. 
Holds 3-Day Meeting 


Salesmen of the Smith-Courtney 
Co., Richmond, Va. industrial supply 
firm, were given a picture of the fu- 
ture delivery situation and sales pros- 
pects by suppliers at a three-day gen 
eral sales meeting held at the William 
Byrd Hotel in Richmond recently. In 
addition to the store managers and 
salesmen from North Carolina and 
Virginia, representatives from Key- 
stone Lubricating Co., T. B. Wood's 
Sons Co., Diamond Chain Co., A. 
Schrader’s Son, Homestead Valve 
Mfg. Co., The Carborundum Co., and 
Worthington Pump & Machinery 
Corp. attended. 

A. Brooke Smith, secretary of 
Smith-Courtney, presided, assisted by 
H. P. Berger, L. B. Martin, and J. W. 
Murray. Salesmen Harvey, Stange- 
land, Wood, McGee, Fogle, Ash- 
worth, Wingfield, Martin, Henderson, 
Hall, Pearson, Phillips, Harrington, 
Ives, Garrison, Jackson, Humphries, 
Reed, Whiting, Abernethy, Sydnor, 
Brooke and Englander attended. 

Suppliers participated in discussions 
and gave pictures of their home plants. 
The delivery situation on the whole 
was indicated as unfavorable but gen- 
eral optimism prevailed over sales pros- 
pects. Proper cooperation between 
the manufacturer, distributor and 
consumer was the main theme of the 
mecting. 





Western Ohio Hardware 
Buys Hardware Division 


Western Ohio Hardware, Inc., a 
new corporation composed of R. H. 
Dickman, L. J. Neuman, and E. D. 
Aneshansley, have purchased the re- 
tail division of New Bemen Hard— 
ware & Supply Co., New Bremen, 
Ohio. Messs. Dickman, Neuman and 
Aneshansley formerly were executives 
in the latter firm’s retail division. 

The headquarters building of the 
New Bremen Hadware & Supply Co. 
now is devoted entirely to wholesale 
display, sales, office and warehouse 
areas. 

The Enbee Supply Co. stores in 
Sidney & Piqua will continue as 
wholly-owned branches of New Bremen 
Hardware & Supply Co., with an ex- 
clusively wholesale sales policy. 


Fifty-Eight Top Experts 
Set For Chicago Exhibit 


Fifty-eight of the nation’s top ex- 
perts on materials handling will con- 
duct the most extensive effort to edu- 
cate industrial leaders in new handling 
techniques at the Conference on Ma- 
terials Handling which will be held 
concurrently with the National Mate- 
tials Handling Exposition at the Inter- 
national Amphitheatre, Chicago, April 
30 to May 4. 

The conference sessions will have 
direct application to many specific in- 
dustries. They include paper, paints, 
varnishes, solvents, oil, chemicals, food 
solutions, automobiles, coal, sand, 
gravel, ore, ashes, steel, grains, fruits, 
vegetables, and sugar. 

Food processing including canning 
and freezing will be discussed, as well 
as packaging, hard goods, drugs, furs, 
meats, cosmetics, textiles, mail order, 
dry goods, haberdashery, appliances, 
furniture, household furnishings, auto- 
motive supplies, commercial ware- 
housing, railroads, trucks, airlines, 
steamships, lumber, building supplies, 
plywood, roofing, laths, bags, mill sup- 
plies, hardware, soil pipe, sanitary fix 
tures, plaster board, cinder blocks, and 
bricks. 

Conference sessions will include 
talks, panels, forrms, demonstrations 
with models, démonstrations with 
working equipment and dramatiza- 
tions with live casts. 


Blackberg Is Advanced 


Ivar G. Blackberg has been ap- 
pointed chief purchasing agent of 
Stewart-Warner Electric, division of 
the Stewart-Warner Corp. 


=e 


GUESTS CONSUMED 1235 gallons of co 
Watkins Show held in Wichita, Kansas. 


ffee and 270 dozen doughnuts at the recent 


CUSTOMER contestant is timed by Les Thesenga, representative of Smith Weld- 
ing Equipment Co., Minneapolis, Minn., during the cutting contest at the Watkins 
Show. 


Watkins Inc. Holds Fifth Annual Show 


Che fifth annual show of Watkins, 
Inc., for customers, suppliers and 
suppliers’ representatives was held 
recently in Wichita, Kansas, During 
the two-day period Watkins suppliers 
showed their products by means of 
displays and operating exhibits, with 
104 specially trained factory men 
representing the manufacturers. 

Also featured during the show were 
technical and humorous moving pic 
tures, refreshments, door prizes, and 
contests. 

The purpose of the exhibition was 
to disseminate technical information 
through factory representatives; dis- 
play the newest equipment in opera- 
tion; show off Watkins stock and 
service; give the customers a chance 
to check for short supply items and 
to know Watkins folks better; and 
provide a good time for everyone. 

Highlight of the affair was a Satur- 
day evening dinner which gathered 


together suppliers representatives, in- 
dustrial supply salesmen and_ key 
employees, Following the meal, E. A. 
Watkins, president, addressed the 
gathering. 

“During World War II,” Mr. Wat- 
kins said in part, “Watkins, Inc., kept 
its salesmen on the road. Perhaps we 
might have gotten more business by 
concentrating entirely on the big ac- 
counts, but our policy paid off when 
potential large users canceled pur- 
chase orders to start filing termination 
claims. 

“Our sales dropped only tempora- 
tily and then were taken up by our 
territory customers who felt loyal to 
us because we had not made forgotten 
men out of them. We assure you 
that in the present emergency or crisis 
we will do our best to retain the busi- 
ness of the small customer and still 
serve the potentially large accounts 
adequately.” 


ADDITIONAL NEWS BEGINS ON PAGE 224 
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When you stock Abrasives by CARBORUNDUM you offer 

the only complete line of abrasive products — quality-made, 

under the best-known brand name CARBORUNDUM. From 
this complete abrasive line you can make impartial recommenda- 
tion of the right abrasive for any individual job requirement. 
That's a distinct sales advantage which only a CARBORUNDUM 
distributor enjoys. 














EATURE the only SHOW how impartial rec- SELL the quality and per- 


complete line of abrasives under ommendation of the best abrasive formance of products identified by 


one brand name. for every job assures top efficiency. the best known name in abrasives. 


(ng CARBO 


¥en Oo 


“Carborundum" and “Aloxite” are registered trademarks which indicate manufacture by The Carborundum Company, 
Niagara Falls, New York. 
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... STRONGLY PROMOTED 


? To back up your sales effort, The Carborundum Company 
is running an expanded schedule of tradepaper advertising 
this year...more magazines, more space, more readers! Over 
20 million readers of industrial tradepapers will be reached by the 
hard-hitting CARBORUNDUM campaign this year. Among them will 
be many of your customers and prospects, whose exposure to this 
CARBORUNDUM advertising will make your own sales job easier. 


; 
2 
: 


A sales story which only CARBORUNDUM can tell...appearing 
consistently in large space, colorful advertising in leading industrial publications. 
Promotional mailings are being directed to specific market groups. Additional 
promotion material is available for your own use. Comprehensive training classes 
are giving CARBORUNDUM distributor salesmen the factual information to sell abra- 
sives more intelligently. With these and other methods in support of your own sales 
effort, it is easier to build volume and profit with abrasives by CARBORUNDUM. 


MAR K 


ee rig 8? eee 
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TOM M. NELMS has been appointed 
vice-president and sales manager of Wessen 
dorff, Nelms & Co., Houston. He is the 
son of L. L. Nelms, president and general 
manager. Mr. Nelms is a graduate of the 
University of Texas, with a degree in busi 
ness administration. Before his appoint 


ment, he was head of the school sales 
li : 


JOHN L. POYAS, formerly with 
Quaker Rubber, has opened his own 
firm in Houston, Gulf Rubber & Sup 
ply Co., 2350 Commerce Ave. 


112 


HOSTS AT “HOUSE-WARMING” held recently by The Michigan Abrasive Co. 
were C. H. Wills, director of sales; P. Hauck, vice-president; Max Jones, president 
and L. Goetschow, treasurer. Over 700 guests attended the affair. 


MEMBERS of the Metals Conservation Committee, formed by Federated Metals 
Division of American Smelting and Refining Co., work on problems arising from 
shortages of nonferrous metals. The group is believed to be the first of its kind in 
the metal industry. See story on page 248. 


DISTRICT SALES MANAGERS of Coffing Hoist Co. are pictured at firm’s annual 
sales meeting. Those attending were (around the table from the left) Charles Carroll, 
J. F. Bookwalter, W. W. Rogers, Ray Doan, Ford Dwiggins, Mike Crowder, G. R. 
Buck, Mrs. Coffing (secretary for the sales meeting), J. R. Coffing (general sales 
manager), G. H. Pool, F. R. Elsner, Jack Ray and Ralph Ratcliff. 
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SPECIFIC PROBLEM --- 
SPECIFIC ANSWER! _ 


$) MUCH EASIER TO SELL 
A HOIST THAT'S EXACTLY RIGHT 
FOR THE JOB... 


...for continuous 
quick-lifting power 


YALE coac a 
ELECTRIC HOIST 

Wherever a rugged, moderately priced, light- 

duty hoist is indicated, this new YALE is a 

“natural.” It can stay on the job ’round the 

clock, continuously lifting at speeds ranging 

from 9 to 41 F. P. M.! Push-button provides 

split-second one-arm control for easy ‘‘inching”’ c i 
and spotting of load. Motor and load brakes apap 
protect load and operator even when power is a 


off. Available in wire rope or chain models 
with trolley, lug or swivel hook suspension. 


. - oe 
eae - 

















...for dependable 
general-purpose lifting 


YA L E MIDGET KING 
ELECTRIC HOIST 
Here’s a YALE money-saver that fills the bill 
perfectly on a thousand-and-one lifting jobs. 
Get speedy lifting, fast, accurate spotting of 
loads. One-hand bar control leaves operator 
free to guide loads as he lifts or lowers. Non- 


fracturing steel load hook. Trolley or swivel 
hook suspension models available, AC or DC. 




















a ef 


Capacities: 


...and there are many more! 
% to 1% tons 


TELL YOUR CUSTOMERS —THERE’S A YALE HOIST FOR EVERY JOB! 


YALE “sus 


THE YALE & TOWNE. MANUFACTURING COMPANY 


Philadelphia 15, Pennsylvania 
in Canade write The Yale & Towne Manufacturing Company, St. Catharines, Ontario 





YALE is the registered trademark of The Yale & Towne Manufacturing Co. 
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PRICED TO SELL- 


MODEL 700 
Gulders Special 
POWER SAW 


Makes every cut in house 
construction. Weighs 

only 10 Ibs. Cuts 2c” at 

90°. At 45° it makes all rafter 

cuts in 2” dressed lumber with 
blade to spare. Compare it with 
competitive 7” saws for performance 
. .. then note the low price. 


MODEL 800 
Suilders Special 
POWER SAW 


Big saw features .. . Big saw 
performance... has added capacity 
for greater utility in the home 
building field. Weighs only 14 

Ibs. Cuts 2%” at 90°. At 45° cuts 
through lumber 2%.” thick. Has no 
equal for ease in handling . . . 
smooth, quiet operation. 


, » = | 
ay” ) $8 45° 





Llummins Portable loals DIVISION OF CUMMINS-CHICAGO CORPORATION 





_ Built to Industrys Needs Today 


MODEL 905 
FOR THE HEAVY 
» CONSTRUCTION FIELD 


The time tried, performance proven model for 
construction work. Weighs only 19 

Ibs. Cuts 2%” at 90°. At 45° cuts through 
lumber 2%c" thick. Selected for all framing 
operations in 2” rough lumber. 


~ IoD” 


Ay ye a 
“Sere U a e/ 


 _a outees 


MODEL 1000 
FOR THE HEAVY 
»,» CONSTRUCTION FIELD 


Here is superb power . . . extra capacity 

. . rugged construction . . . the very best 
money can buy in a saw for 

builders. Weighs only 22 Ibs. Cuts 3%.” at 

90°. At 45° cuts through lumber 2'%.” 

thick. As much as 10 Ibs. lighter than 

competitive saws that will do no more. 





4740 North Ravenswood Avenue, Chicago 40 @ In Canada: radonbindss pravesscamuteel cavaaie 





To Sell Lathe Attachments. You Need the Answers 








Feel like just another acces- 
sory when talk turns to lathe 
attachments? Don’t run out 
on the job. Clamp your dogs 
on these 13 questions, cen- 
ter your head stock, take your 
cut, then swivel over to Page 
200 for the answers. 


1.Can you identify the lathe at- 
tachments shown in the drawing? 


2. Match the following types of 
centers: 
} cut © half male © crotch 
) drill pad (© live center 
O male OC female O pipe 
With the following uses to which 
they are put 

a) to turn heavier loads with 
greater safety: 

b) for turning armatures on 
shafts that have no cen 
ters. 
used in tail stock as a 
supporting face for drill 
ing miscellaneous flat 
stock. 
for supporting stock be 
tween the head stock 
and the tail stock 
used in tailstock as a 
“V" block support for 
drilling round stock 
used to support conical 
or pointed work or stock 
with integral male cen- 
ters. 
for use in tailstock spin- 
dle for facing and squar- 
ing ends of stock sup 
ported between centers. 
for supporting pipe in 
tailstock. 


3. Face plates are used for supporting 
or revolving flat stock, or for 
clamping on jigs and fixtures for 
various machining operations. 

O True O False. 


. Which one of the following ac- 
cessories sometimes is used in a 
lathe as an “inching wheel’? 
face plate 
} dog plate 
— handwheel plate 


.Match the following types of 
chucks: 
3-jaw drill 
0 4-jaw independent 
C2 headstock chuck 
] universal 3-jaw 
O draw in collet chucks 


Ww 











Know your attachments? Then try your wits on Question One 


With the following descriptions 
of them: 

a) the jaws are set inde 
pendently for round o1 
irregular work, — either 
concentric or eccentric 
with lathe spindle 
its automatically self 
centering. 
replaces headstock spin 
dle sleeve and center; 
permits machining of 
long bars, rods, etc. 
in tailstock spindle for 
general drilling, reaming 
etc.; in headstock spin- 
dle for centering stock, 
miscellaneous _ drilling, 
etc. 

e) The most accurate 
method for checking bar 
stock. 


6. Standard collets come in which of 


the following types? 


O round (© square 
O step O hexagon 


.One type of turret tool post fits 


into the tool post T-slot of the 
compound rest and are used for 
rapid, accurate machining of dupli 
cate parts. © True. O False. 


. “What we need is something that 


clamps to the cross slide dovetail 
and will show the depth to stop 
the cross feed.” The customer 
needs: 

] a carriage stop 

] a cross slide stop 
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} a micrometer stop 


9. ‘“The bent tail dog differs from the 


clamp dog in that it is used for 
driving round work _ primarily 
whereas the clamp dog will hold 
square, rectangular or hexagonal 
work as well.” 

True. © False 


. One of your good customers needs 


to hold small pieces and irregular 
shapes in his lathe. You would 
suggest the least expensive thing 
that might do the job for him 
would be: 

an angle plate 

] a shaper vise 
a swivel base vise 


. For machining accuracy’s sake, a 


test of spindle taper runout should 
show a total indicator reading at 
the end of a 12-in test bar of: 
0 to .0O06 
1 0 to .0001 
1} 0 to .0003 


. Face plate runout (dial indicator 


reading) may not exceed: 
} .0O1 at nominal diameter 
O .002 
O .003 


3.In a test run, runout of a collet 


chuck mounted on a lathe should 
not exceed 
© .001 one inch from spindle 
© .001 three inches from spin- 
ple 
] .001 six inches from spindle 








ASARCON 773 BRONZE BARS 
... ANY LENGTH YOU NEED 


When you buy Asarcon 773 you get the finest SAE 660 
Bronze ...cut precisely to your requirements. 

You buy and handle fewer pounds of metal . . . pay only 
for the material you use. It is no longer necessary to include 
allowances for metal rejects. 

Asarcon 773 Continuous-Cast Bronze is stocked in 216 
standard sizes in 105” lengths...round or symmetrically 


shaped bars and tubes, special alloys, and longer lengths can 


be made to order. 

Your Asarco Distributor can show you how to improve 
your products and reduce your costs by using Continuous- 
Cast Bronze. 





Free catalog giving useful data on ASARCO Continuous-Cast Bronze 
Long Rods, Tubes and Shapes. 

Learn how you can use Continuous-Cast products to slash your costs 
by cutting waste and improving machinability ... how you can get a 
better product by using materials with physical 
properties unobtainable in conventionally fabricated 
stock. Learn how you can always “buy any length 
you need”. 

The catalog includes a chart of physical properties 

a tabulation of impact values . . . photomicro- 
graphs ... endurance limits ... table of standard 
ASARCON alloys . . . shapes and sizes available 
... tube weights ... table of stock sizes and weights 

Fill out and mail the coupon NOW. 


ina A LATS OLEAN 





American Smelting and Refining Company 
Perth Amboy Plant, Barber, New Jersey 





Please send me a free copy of the new 12-page catalog 
“ASARCO Continuous-Cast Copper Alloys.” 


i csrtreceseterscinecccaveneoce cats conteceiadantsosemasti En siease 


West Coast Sales Agent: 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif. Company 


American Smelting and Refining Company 


Perth Amboy Plant, Barber, New Jersey 
OFFICES: Barber, New Jersey 
Whiting, Indiana 


Address 
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~ Special Applications.” You will find in 

it specific recommendations on the 

correct taps to use for many and unusual 
yeas ot eich tepethne with secemenended 
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WINTER BROTHERS COMPANY 

Division of the National Twist 

Drill and Tool Company, Reches- 

ter, Michigan, U.S.A. « Distrib- 

utors in Principal Cities » Branches 

in New York, Detroit, Chicago, 
San Francisco 
























A FRIEND IN NEED... 
The NATIONAL 


Service Engineer 











When a customer comes to you with an unusual 

or difficult problem in metal cutting, you can find 
the answer quickly by calling in the National 
Service Engineer. His comprehensive training in the 
factory and in the field gives him wide knowledge 
and experience to call upon in answering any 
special questions that may arise. In addition, he 


will show your customers how to get the greatest 





value from National tools in day to day use. 


NATIONAL 


LOOP * 


444444808 
(Fertig | 
‘thitteege® 

Veteeeey 

crete 


NATIONAL TWIST DRILL AND TOOL COMPANY ¢ Rochester, Michigan, U.S.A. « Distributors in 
Principal Cities « Factory Branches: New York « Chicago « Detroit « Cleveland » Son Francisco 


NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 

















Motor Base 


For All Sizes And Types 
Of Fractional Hp 


A new, light weight tilting motor 
idjustable in width and length 
to accommodate all sizes and types of 
fractional motors up to one hp, is 
mnounced by the Lovejoy Flexible 
Coupling Co., Chicago. Correct belt 
tension and alignment is constantly 
maintained, according to the manufac- 


base, 


turer. Used with variable speed drives 
ind for belt changing on Cone 
Step pulleys, the unit acts as a belt 
tightencr as well. A handle screw ad 
justment provides exact speed control 
ind change the machine is in 


CaS) 


vhilc 
usc 
Ihe motor base is 54 in. x 7 in. in 
ize with a shipping weight of 10 lb. 
Lovejoy Flexible Coupling Co., Chi- 
cago—Industrial Distribution, April 


1951 








Screw Feed Attachment 


Fingertip Feed 
Screw Release 


As an added convenience, for 
with the Delta 14-in. metal cutting 
band saw, the Power Tool Div., 


Rockwell Mfg. Co., Milwaukee, Wis., 


usc 


120 


provides a screw feed attachment. Spe 
cial features of this device are a finger 
tip feed screw release for quick adjust- 
ment; a star wheel to provide efficient 
feed action with little effort; an adjust 
able jaw usable in many positions for 
handling irregular shaped work; and 
a laterally adjustable pivot block. The 
entire screw assembly can be removed 
instantly to provide complete table 
clearance for handling larger work. 

Power Tool Div., Rockwell Mfg. 
Co., Milwaukee, Wis.—Industrial Dis- 
tribution, April 1951 


Heavy Duty Caster 


Moves Maximum Load 
With Minimum Vibration 


\ new caster developed by Aerol 
Co., Inc., Burbank, Calif., in collabo 
ration with manufacturercrs of mili 
tary and commercial explosives, moves 
maximum loads with a minimum of 
vibration and shock. It is spark-proof 
and generates minimum friction heat, 
due to rollability guaranteed to be 20 
percent greater than that of ordinary 
industrial casters. As a further safety 
factor, the new caster incorporates 
cased bearings which are said to elim- 
inate the race wear common with ordi- 
nary ball bearings. 

It is available as a mounting for 
10 in. diameter pneumatic wheels, and 
has a designed load rating of 1200 Ib. 

Aerol Co., Inc., Burbank, Calif. 
Industrial Distribution, April 1951. 
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Screwdriver Bits 


For Hand Brace Use 
In Four Sizes 


\ new line of screw driver bits for 
hand brace use is announced by ‘The 
Midway ‘Tool Co., Inc., Melvin, Ohio. 
Bits are available in }, *s, 2 and 4 in 
They are hand forged and pre 
cision ground to exact dimensions, 
highly polished and packed 4 doz. in 
a display box. 

The Midway Tool Co., Inc., Melvin, 
Ohio—Industrial Distribution, April 
1951. 


SIZCS. 


Hand Grinder 


Engineered For Power 
Speed, Stamina 


Designed for constant duty with 
out slowdown, it is claimed that this 
new hand grinder has the power, 
speed and stamina to do everything 
from delicate die jobs to hogging-off 
substantial amounts of stock. ‘The 
“Hi-Power Grinder” is reported to be 
ideal for industrial plants, pattern 
shops, foundries, dic shops, garages, 
and other places, under a varicty of 
conditions. Operating at 20,000 rpm, 
the tool maintains the speed needed 
for tough grinding jobs. Vibrationless 








We Mobilize for Freedom 





FIRST OF A SPECIAL SERIES 


The Defense Production Problem 


To win out in the struggle for freedom into which 
the Russian Communists have plunged us we must 
do at least four things. We must: 


1. Speedily carry through a program of de- 
fense production which, at its peak, is scheduled 
to take about one-fifth of our national output. 


2. Pay for this program as we go, by methods 
that will enable us to maintain the effort for an 
indefinite period — as long as may be necessary 
to insure peace and security. 


3. Manage intelligently and endure intelli- 
gently a set of direct government controls which, 
in certain critical departments, will put our na- 
tional economy for a time in a hateful straight 
jacket. 


4. See that these emergency controls are not 
fastened upon us permanently thereby presenting 
to our Soviet antagonists a major victory for 
collectivism on our home front. 


This is the first of a series of editorials designed 
to present in the simplest terms these key aspects 
of our struggle to preserve our free institutions. 


A Staggering Task 


The magnitude of the defense production job 
staggers the imagination. Over the next year it calls 
for a larger volume of goods and services than the 
20 million people of the states of New York and 
New Jersey will use for all purposes. The (London) 
TIMES has observed that, taken alone, the increase 


of defense expenditures which has been budgeted 
for the federal government’s coming fiscal year 
(about $30 billion) “is in itself not far short of the 
total national income of the United Kingdom.” 


Yet so powerful is the production machine cre- 
ated by free American enterprise that, at the sched- 
uled peak, the defense program will take only about 
one-fifth of our total national output. The exact 
form and dimensions of the program will, of course, 
be hammered out on the anvil of public and con- 
gressional debate. But the President's recent esti- 
mate of an annual rate of expenditure of $45-55 
billion for defense by the end of this year may well 
turn Out to be somewhere near right. 


To meet even these vast requirements of defense 
production we are in better shape technically than 
we were when we started to prepare for World War 
II. Our industrial plant and equipment is greatly 
improved. Over $65 billion has been invested in it 
since V-J Day. Our working force is about eight 
million larger than it was ten years ago and much 
better trained. 


The difficulty, and it is a very serious economic 
difficulty, is that we must fit the defense program 
into a productive machine that has been almost 
fully extended to meet the needs of a booming 
civilian demand. The present plan is to step up 
defense production during 1951 from about 7% 
to about 18% of our total national output. Because 
there is relatively little slack in our economy, this 
means that civilian production at the outset must 








be cut back as defense production is stepped up. 


The cut-back of civilian goods must be espe- 
cially severe in the case of products made of metal. 
This is particularly true of goods that use scarce 
strategic metals such as aluminum and copper. Of 
our total defense production program, about half 
will go for “military hardware” — airplanes, guns, 
munitions, tanks and the machinery to make them. 
By the end of 1951 defense requirements are sched- 
uled to absorb most of the metalworking produc- 
tion not required for essential construction and for 
the spare parts necessary to keep existing equip- 
ment running. For a time at least, there will be 
a sharp cut in the supply of new metal products 
available to civilian consumers. The defense squeeze 
on both materials and manpower will also cut 
sharply into housing and other civilian construction. 


For the Short Run — Controls 


In the short run there is no answer to the problem 
of meeting defense production schedules except 
controls. Sharp reduction of non-defense expendi- 
tures by government is essential and would help 
greatly. But the basic fact is that we cannot in- 
crease our total production fast enough to meet im- 
mediately both civilian and defense requirements. 


Controls are needed, therefore, to switch re- 
sources from civilian to defense production, and at 
the same time prevent the combined demand for 
critical products from sending prices right through 
the roof. In the case of many scarce strategic metals 
such as nickel, copper and cobalt, the task of in- 
creasing output is especially difficult because our 
limited supplies are tucked away deep in the earth 
in many quarters of the globe. 


For the longer pull — and that is what we must 
face — there is another answer to our defense pro- 
duction problem that is infinitely better than con- 
trols. And this time, in contrast to World War II, 
it is all-important that we get the right answer to 
our defense production problem for the longer pull 
and that we get it right now. In World War II we 
geared our economy to meet the requirements of a 


relatively short and decisive conflict. Now our 
leaders, however they may differ as to methods, are 
well agreed that, at best, “the conditions under 
which we labor may persist for ten, fifteen or 
twenty years.” That is General Bradley’s phrase. 


For the Long Pull— 
More and Better Production 


For this longer pull, the constructive answer to 
our problem of defense production is clearly more 
and more efficient production all along the line. 
It is true that overall we now have the most efficient 
industrial establishment in the world. But, even so, 
much of it is far short of attainable efficiency. Some 
plants using up-to-date equipment and methods are 
as much as six times more efficient than others in 
the same industry that are lagging in modernization. 


Our Director of Mobilization, Charles E. Wilson, 
has clearly in mind this problem of increasing our 
industrial efficiency. The first step in his job, as he 
conceives it, is to get out an adequate supply of 
weapons to equip the army, navy, and air forces 
already mobilized or in process of organization by 
us and our allies. The second step is to make sure of 
our capacity to produce both “military hardware” 
to meet any increased requirements and the maxi- 
mum possible volume of goods for civilian use. 


In concentrating on more and more efficient pro- 
duction, Mr. Wilson is squarely on the beam. We 
can attain his objective — by sustained effort on the 
part of each one of us backed by up-to-date indus- 
trial methods and equipment. 


If we do that, we can maintain indefinitely an 
adequate defense effort and at the same time enjoy 
a standard of living higher than any other in the 
world. 


Additional production and more efficient pro- 
duction are our surest safeguards against our two 
most menacing enemies on the home front—the 
deadly inflation that can destroy our free economy, 
and the strangling government controls that can 
destroy our political freedom. 


McGraw-Hill Pablishing Company, Ine. 














in all these plants 
of 


WEST VIRGINIA 
PULP & PAPER Co. 


Fine papers for almost every purpose— 
papers that add their persuasive influ- 
ence to the printed word, beauty to 
packages and ruggedness for protection; 
these are West Virginia’s products. The 
Ohio Injector Company considers it a 
compliment that OIC Valves share in 
their production. 

OIC Valves are precision engineered 
and precision built, providing efficient 
control of flow of air, gases and liquids. 
And where plant designers and builders 
need assistance in selecting valves best 
suited to each use, OIC engineers offer 
precision application help. 

Ask your local OIC distributor for 
a free copy of the OIC Valve Cross- 
Reference Chart. Or write direct to The 
Ohio Injector Company, Wadsworth, O. 





©) (@ VALVE 


FORGED AND CAST STEEL - IRON - BRONZE 
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ods to all types of handling operations. 
Available in 4, 4 and 1 ton capacities, 1 
this hoist is ideal for garages, stock- 
rooms, barns, warehouses and factories. 
I'he unit is equipped with simple rope 
controls and is designed for hook sus- 
4020C 


pension, being adaptable for trolley 
mounting with the R&M Bulldog 
I'rolley. It is constructed of high 


v 

strength cast aluminum alloy with 4010¢ 
heat-treated gearing and high carbon or 
alloy ground shafts, and is equipped Q-a— 
with precision ball bearings. The 40S6A 
entire gear train is enclosed in an ait 
tight case and operates in an oil bath. Puller Sets 

Robbins & Myers, Springfield, O. Complete, Useful, 


Industrial Distribution, April 1951. Versatile In Pulling Operations 














Development of a Proto Master 
puller set and three smaller, High-Util- 
ity puller sets has been announced 
performance is assured through full by the Plomb Tool Co., Las Angeles. 
dynamic and static balance Master Set No. 4000AB is designed 

Equipped with 8 accessories, includ ; wd for vehicle, equipment and plant main- 
ing mounted wheels, sander, chuck ; tenance. It includes six basic pullers— 
key and dressing stone, it comes in ug heavy, medium, light, wheel, slide 
cither of two models—No. 3500—110- LP hammer and bearing separator types 
120 v ac-de, 25-60 cycle and No. 3505 “LR and 28 supplementary parts. 

220 v ac-de, 25-60 cycle. : Set No. 4010C is a heavy-duty type 

Chicago Wheel & Mfg. Co., Chi- "4, with regular and cap screw jaws. Since 
cago, I[]l_—Industrial _ Distribution, stg it both pushes and pulls, it can be 
April 1951. 7 used for many vehicle. and industrial 

jobs. It is said to be especially suited 











Electric Chain Hoist for pushing out shafting, bearing, 
sleeve and sub-assemblies. 
Set No. 4020C has two cap screws 
and a slotted crossarm that permits 
Ihe new Type “JC” electric chain a wide range of adjustments up to 6 
hoist applies modern handling meth- in. It may be used for pulling har- 


For Miscellaneous 
Lifting Tasks 
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Puller Sets............. Plomb Tool Co... 


Carbide Rotary Tools... Severance Tool Industries, 


Ro Oe Scientific weet 

| ment Co.. a 1 
| Disinfecting Agent..... R. M. Hollingshead Cam. 
Dise celia - te ie Spinner Wrenches...... Bonney Forge & Tool Works 


Brazing ( ‘empounds... .. All-State W elding Alloys | Power Feed Machine... DeWalt Inc 

Co., Ine 12 Trouble Light ... Etraco Mfg. Co., Inc. 
Precision Bushings..... Norton Co....... ances ee, © on & Lambert Mfg. 
Square Attachment.... The L. S. Starrett Co 
Drill Jig. . . . sees... Manufacturers nan: Rotary Pumps... Vv rata Pump Co.. 

Service. .... 1 Cross-Arm Handle. .... Edward Valves, Inc 
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High Pressure Pump... The Deming Co...... 134 nai ment Seales a Engineering Co.... 
Bundling Chain _.. American Chaih Div. hone r- i. Se e Swartwout Co, 

ican Chain & Cable Co... 134 Clutch ection. ...., The Mercury Clutch Div., 
Wood Screw.... .... New Process Screw Corp.... 136 Automatic Steel Products, 


rs Cc Portable Tools, : eee 
a ‘Div. of amminsa hieago Floor Brush Chassis.... JEF Mfg. Co............... 


Corp.. eeuces . 138 | Carbide Drill........... Super Tool Co........ 
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KEEPS THEM MOVING ! 











) ggpreenreine jobs are not delayed where Red 
Shield Drills are used. STANDARD tools are 
uniform in construction and operating characteristics. 
Their production is fast—economical—dependable. 


Standard “Red Shield” Service Men are always 
available to give you the benefit of our 70 years’ of 
accumulated experience in mastering tough cutting 


tool jobs. 


STANDARDIZE and save on drills, reamers, taps, 
dies, milling cutters, end mills, hobs, counterbores, 
and special tools. Sold by leading Industrial Supply 
Distributors coast to coast. 


STANDARD [OOL ([0. cievitexa'% onto 


New York + Detroit » Chicago * San Francisco 
THE STANDARD LINE: Drills + Reamers + Taps + Dies + Milling Cutters + End Mills « Hobs » Counterbores + Special Tools 
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Here's how DUO-STEP 
doubles drainage capacity 


orifice 


opens 
orifice 
completely 


SERIES 
80-D 


It’s startling news when a steam trap 
manufacturer suggests that you're 
using too many steam traps. 


But if it takes two ordinary traps to 
do a job that can be done with one 
Clark Duo-Step, it’s obviously a waste 
of money. 


Clark Duo-Step Leverage actually 
gives double the drainage capacityof old- 
fashioned traps. This saves you money 
three ways: (1) in original trap cost, 
(2) installation and (3) maintenance. 


Ask your Clark representative for an 
eye-opener demonstration of Duo- 
Step on your own steam lines . . . or 
write us for additional information. 


THE CLARK MANUFACTURING COMPANY 
1844 East 38th St. « Cleveland 14, Ohio 
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New Products 


(Starts on page 120) 





monic balancer and pulley assemblies, 
timing gears and other parts. 

Set No. 4056A is a slide-hammer 
type with a short rod and two long, 
narrow, high-strength jaws. It re- 
moves the clutch pilot bearings from 
fly wheels, and handles practically all 
bearing with a bore of § to 13-in. 

Plomb Tool Co., Los Angeles, Calif. 
—TIndustrial Distribution, April 1951. 

















Disc Sander 


Powerful, 
Compact, Lightweight 


A disc sander of recent design has 
been announced by Skilsaw, Inc., Chi- 
cago, Ill. The manufacturers state 
that the new Model 551 incorporates 
all the power of larger and ers 
models, but has the added advantage 
of compact, lightweight design. 

Weighing 7 Ib., its balance is re- 
ported to make it easy to operate at 
any angle or position for long periods. 
It is 94 inches in overall length with 
a 7 in. disc. It may also be used with 
a 34-in. wire cup brush for cleaning 
paint, scale and rust. Speed of the 
sander is 4200 rpm. 

Skilsaw Inc., Chicago, IIl.—Indus- 
trial Distribution, April 1951. 


Brazing Compounds 


Grey Powder Replaces 
Rings Or Strips 


Induction and furnace methods of 
brazing are greatly simplified by the 
availability of suitable brazing com- 
pounds to replace rings and strips. 
The All-State Welding Alloy Co., Inc., 
White Plains, N. Y., is now able to 
supply bronze ground to specified 
mesh and mixed with flux. 

The resultant brazing compound 
will be designated as All-State #45 
Brazing Compound (Specified Mesh). 














It will be a light ey powder to be 
mixed with water before ig tem * 


It will flow at about 1800 degrees F 
and produce a smooth thin yellow 
alloy with fillets of similar size to 
those of silver solder. The alloy will 
run completely through the joint and 
will develop a shear strength of 80,- 
000 psi. 

All-State Welding Alloys Co., Inc., 
White Plains, N. Y.—Industrial Dis- 
tribution, April 1951. 


Precision Bushings 


Uniformity, Light Weight 
Preserve Wheel Balance 


Precision bushings for grinding 
wheels have been developed by the 
Norton Co., Worcester, Mass. The 
bushings, which are pressed into the 
wheel, have several distinct advan- 
tages over poured lead bushings which 
have been standard practice for many 
years, the manufacturer claims. 

The light weight of the new bush- 
ing, and its uniformity of size, pre- 
serve the inherent balance of wheels 
made by Norton’s new manufacturing 
process. The press fit method of 
mounting the bushing insures greater 
holding power of the bushing within 





the wheel. At the present time the | 


bushing is being used in straight 

wheels 5 to 8 in. in diameter. 
Norton Co., Worcester, Mass.— 

Industrial Distribution, April 1951. 


Square Attachment 


Converts Square | 


Into Height Or Depth Gage 


The utility of any 9, 12, 18, or 24- 
in. Starrett Combination Square can 


be still further extended by means of a | 


set of attachments developed by the 
L. S. Starrett Co., Athol, Mass. The 
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new set No. 289-C, consists of a clam 

block, scriber, 6 inch rule and 6 inch 
rod which are used in conjunction 
with attachment No. 289 (previously 
available). No. 289 is designed to se- 
cure a steel rule or steel square in 90 


SS 
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“Threadwell 
Tools do 











deg. relationship to the blade of a 
combination square. The clamp block 
furnished with Set No. 289-C provides 
a ready means of mounting the scriber, 
rod or 6 in. rule. 

With the scriber inserted, a prac- 
tical height gage results which can be 
used to measure or mark off vertical 
distances from a plane surface, for lo- 
cating center distances, scribing lines, 
etc. Use of the 6 in. rule converts 
the tool into a depth gage for directly 
measuring depths of holes, slots, re 
cesses, in 64ths of an inch. 

Starrett has also developed a new 

Th il set of telescoping gages, #579, with 
readwe automatic self centering handle, rang- 
ing in size from ¥ to 6 in. The handle 


Sales Tools is rigidly attached to the contact 


plunger body, thus eliminating unde- 


do many sirable handle adjustment and loose 


ness, and is automatically self center- 

H ing at all times. 
jobs, too! The L. S. Starrett Co., Athol, Mass. 
Industrial Distribution, April 1951. 











Eyes are popping, ears burning and tongues wagging 
now that Threadwell’s familiar Zulus have unveiled a 
new “Service Campaign” in leading trade journals con- 
sistently reaching the men who specify, buy and use 
cutting tools. Colorful two-side inserts display Threadwell 
products on one side, on the reverse present handy cut- 
ting tool charts carefully designed to be used as refer- 
ence tables. Purpose? To save time and boost production 
in the plants, to build good will and boost sales for 
Threadwell Distributors. After all, the three brass mon- 
keys kept their eyes, ears and trap shut. What did they 
get? Tarnished. Do you know the Threadwell story? 








Drill Jig 
Greater Accuracy, 
Easier Adjustability 
Manufacturers Engineering Service, 


Toledo, O., has announced the intro 
(Continued on page 130) 


THREADWELL TAP & DIE CO. GREENFIELD, MASS 
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QUAKER’S COMPLETE PLAN 
FOR LONGER PRODUCTIVE LIFE FROM 
INDUSTRIAL RUBBER PRODUCTS 


Now, to meet the need to produce more with less, 
Quaker offers you the plan to build customer good- 
will . . . it's the QUAKER Conservation Maintenance 


QUAKER 





GET YOUR COPY 


of this big factual booklet and other helpful 
data of the QUAKER C M P program. No 
charge, no obligation. Yours to help you 
build goodwill. 





Plan. 

Developed by Quaker Engineers to help industry get 
more production out of industrial rubber products 
with less maintenance, this plan is practical and 





easily applied in any plant. 
QUAKER C M P includes a big factual booklet on 
how to make conveyor and transmission belting, 
hose, packings and moulded products last longer. 
Charts are available for shop bulletin boards. 
Technical bulletins will be issued periodically with 
the latest conservation and maintenance data: It's 
a complete plan that will help every worker. to con- 
serve .. . will reduce maintenance . . . and increase 

production. 

All of your customers will welcome this helpful 
production-improving data. Equip your sales- 
men with this information and build 
extra goodwill for them and your 
services. Call or write your local 
Quaker branch today for the 
full details on this plan. 













Te ed 


~ QUAKE 


PmPtL ADELPHIA 74, 


,» : | ( oe 
| P oA: 
RUBBER CORPORATION i <a 


DIVISION OF H. K. PORTER COMPANY, INC. 


PENNA. SRANCHE-S 1 N PRINCIPAL C tthetes 


Is your competitor 














Vey 
Exec aely 
be any 





INDUSTRIAL DISTRIBUTION © APRIL, 1951 





SMARTER than you? 


You may be paying double 


his wire rope costs unless you follow a few simple rules 


AMERICAN 
TIGER BRAND 


eee, ee 


Please send me your 125-page handbook, 
“American Tiger Brand Wire Rope.”’ 


’ 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO + COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS ~- UWITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN TIGER BRAND WIRE ROPE 
Lxcellay Crejommed 
U NITED STATES ee 
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Whether a CAN is expensive or cheap has nothing to do with its price 
tag. The cost of a CAN is its initial price amortized over the years of 
its useful service. If you are interested in your customers getting more 
out of a CAN—i service, than what they put into it—/n cash, we suggest 
you forget about price—and buy WITT CANS - - - Guaranteed To 
Outlast Ordinary CANS 3 to 5 times. 


For a better buy look for these features! 
STRAIGHT SIDES—assure extra resistance to rough handling. 
DEEP ROLLING CORRUGATIONS —run full length of Can adding further rigidity. 
HEAVY GAUGE STEEL—provides battleship ruggedness. 
STRUCTURAL STEEL BANDS— protect top and bottom of Can and act as shock absorbers. 
HOT DIP GALVANIZING—o hand process offer fabrication, insuring heaviest possible 

rustproofing. 

PINCH-PROOF HANDLES—for easy handling. 


STURDY LID—snug fitting yet easy to remove. 
WITT CANS HAVE THE’RIGHT ANGLE” 


Cos THE WITT CORNICE COMPANY, Cincinnati 14, 0. 
“Originators of the Corrugated Can” 
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duction of an improved and simplified 
model of their X750 Kam-Grip Drill 
Jig. ‘T'wo changes in the jig result in 
easier and faster adjustability, as well 
as greater accuracy where close tol 
erance drilling is required, it is 
claimed. 

Only one bushing plate is now re 
quired to accommodate a range of 
standard drill bushings up to 11/32-in. 
drill size, replacing the former two 
bushing plates, furnished with the 
original jig. On top of this, only one 
double-end anvil is now required to 
accommodate work stock diameters 
from 4-in. to 3-in. in place of the 
two double end anvils formerly nec 
essary. 

Manufacturers Engineering Service, 
Toledo, Ohio.—Industrial Distribu- 
tion, April 1951. 

















Steel-Wood Shelving 


Strong, Adjustable, 
Easy To Install 


Lyon Metal Products, Inc., Aurora, 
Ill., is manufacturing a complete line 
of adjustable steel-wood shelving in 
addition to its regular line of stec! 
shelving. Rigid steel uprights support 
the hard wood shelves in such a way 
that no bolts are used to attach the 
hard wood shelving to the steel up- 
right. This gives the maximum in ad- 
justability and strength to each wood 
shelf. It is available in dimensions of 
three ft. in width, 1 or 14 ft. in 
depth, and 7 ft. in height. 

Installation is easy because of the 
minimum number of parts to be 
handled. Shelves are a simple matter 
to move, dismantle or rearrange. 

Lyon Metal Products, Inc., Aurora, 
Ill. — Industrial Distribution, April 
1951 
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Arresting od ore ap- 
pearing regularly in Factory, Mill 
and Factory, Modern Industry, 
Time, Newsweek—over 30 papers 
in all which reach the industries 
you call on. STOP RUST is the 

ge—always imp to In- 
dustry—porticularly important and 
timely now to conserve steel for 





with 





"Rigid 
conomy, 
Moni" 


5) : 


It’s the line of lines for Distributors and Distributors’ 
Salesmen. You can talk it on every call. Rust is a 
universal problem in industry—any time. But today 
the urgency of conserving steel builds up the pros- 
pect’s awareness of his need. Initial sales are easy, 
showing how well RUST-OLEUM fills the need. 


And RUST-OLEUM is right behind you at the point 


of sale As a product with 25 years. of splendid per- 
formance behind it, RUST-OLEUJM jdelivers the se- 


sults which bring repeat ordéfs vinjjevergrowing 


83 





defense purposes. 








Beautifies pes eee 
as it COLORS 
protects Bia ci ni ) white 


volume. As a sales organization, Rust-Oleum Corpora- 
tion is placing large, colorful, sales-stimulating ad- 
vertisements every month before industrial users— 
with additional special effort on architects, corrosion 
engineers, and painting contractors. 


Weare taking care of gur prestnt distributors first 
as 4 matter of policy, but our recently-doubled plant 
facilities are again being added to. Won't you gro 


with us? % 
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MANUFACTURER -DISTRIBUTOR 
] SALES PACT ff 


Every HY-PRO Stocking Distributor 
sharing in the phenomenal success of 
HY-PRO Taps is fully supported and 
loyally protected by HY-PRO'S fair, 
equitable SALES PACT. 

Assured of customer satisfaction 
through superior tap performance; sup- 
ported by catalogs, sales material and a 
national advertising campaign; serviced 
by factory-trained engineers; completely 
protected within the limits of a liberal 
area . . . every HY-PRO Distributor is 
given an unhampered opportunity to 
promote and build increasingly larger, 
more profitable sales. 

Here’s HY-PRO’S triple package of 
profit — 
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HY. PRO|TECTION 


for the DISTRIBUTOR | Ait Sanitizer 





Available For 
Commercial Use 


| Ozium, the fast acting air sanitizer, 

HY- O put | ION is now available in large units for 
commercial use. Hospitals, schools, 

| department stores, hotels, and indus- 

for the USER try have welcomed the new #5 Ozium 

| unit as an efficient, economical 


method to spray glycolized Ozium and 
so reduce the hazard of infection from 


| H - O FITS air-borne germs and dispel undesirable 
....for BOTH || | odors wherever necessary. 


The #5 Ozium unit is equipped 
with an adjustable spray nozzle and 
Investigate the possibility of an opening for a HY-PRO dis- 1s easy to operate. 
tributor in your territory. Write for complete information. Woodlets Inc., Portland, Pa.—In- 
HY-PRO concentrates its extensive production on a full line of | dustrial Distribution, April 1951. 
standard and special H. S. Steel Ground Thread Taps — unequalled 
in the metal- a field. 




















Safety Clothing 


Chemical Resistance 

Gives Maximum Protection 
“Gra-Lite” safety clothing is said 
to afford workers maximum protection 
against the action of red fuming nitric 
acid and other inorganic acids, in addi- 
tion to alkalies, salts, hydrocarbons, 
amines, and strong oxidizing agents. 


—— ae Coated with Geon resin, a product 
me SE of B. F. Goodrich Chemical Co., 


HY-PRO Lie) e) Rat of 0} rm Bedford, Mass. peng, Mee Baines Bs 


sesses excellent chemical and abrasion 
A Subsidiary of Continental Screw Co. resistance; is light in weight and gray 
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in color, providing excellent sunlight 
reflection which makes the garments 
cooler and more comfortable to wear. 
Abrasion resistance is another feature 
of the clothing, along with its light 
weight. 

The “Gra-Lite” coating has been 
so compounded that it will not sup- 
port its own combustion. It also pos- 
sesses flexibility at low temperatures— 
important for outdoor work in cold 
weather. A special feature of the 
clothing is an armored seam made by 
double-stitching a lap joint with 
chemically resistant thread. The coat- 
ing of the two coated pieces being 
joined is then fused, resulting in a 
continuous coated surface. 

B. F. Goodrich Chemical Co., 
Cleveland, O.— Industrial Distribu- 
tion, April 1951. 











Heavy Duty Casters 


Even Steel Thicknesses 
Add Strength, Rigidity 


New heavy duty structural steel 
swivel and ngid casters in a wider 
range of tbe diameters are a recent 
addition to the line of industrial cas- 
ters manufactured by Bond Foundry 
& Machine Co., Manheim, Pa. Series 


40-A-MH (swivel) and Series 41-A- 


MH (rigid) casters, in 5”, 6” and 
10” wheel diameters, are made of even 
thicknesses of heavy steel uniformly 
shaped to give added strength and 
rigidity. 

The series 40-A-MH swivel casters 
(illustrated) have hardened ball races 
to absorb shock and eliminate king 
bolt strain. Both series feature wheels 
with roller bearings revolving on hard- 
ened and ground steel sleeves and are 
pressure lubricated throughout for easy 
operation. They are available with 
roller bearing semi-steel, vulcanized on 
soft or hard rubber tread and Celoron 
wheels. 

Bond Foundry & Machine Co., 
Manheim, Pa. — Industrial Distribu- 
tion, April 1951. 








mectinnes it pays to 





-. put all your eggs in one basket!” 


Often in the past we’ve pointed out the many advantages of 
buying all your fastener requirements from a large, “‘full- 
line” manufacturer like Lamson & Sessions. In short, we 
suggested you “put all your eggs in one basket.” 


Today this policy is paying off for Lamson distributors. 
They’re ‘first in line” for scarce fasteners and Lamson & Sessions 
is doing everything within its power to keep them supplied. 


Yes, in spite of “shortages,” Lamson distributors are in the 
best position possible to weather a tight supply situation. 


The LAMSON & SESSIONS Co. 
General Offices: 1971 West 85th Street, Cleveland 2, Ohie 
Plants ot Cleveland ond Kent, Ohio * Chicago * Birmingham 


—— 


Cite 


= 
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. welded . . 
. from tiny jack chains. . 
chains... 


AMERICAN helps you sell MORE chain... 
customers buy. . 
from one source . . 
Write today for literature. 


. 7D / 
SELL AMERICAN bb 
y. 


il popular AMERICAN Chains 
are illustrated. there are many more 


.and attachments. Sizes and types 
. to huge stud link anchor 
in the materials best suited to the job. 


. weldless. . 


the chains your 
. all types . . . and you buy them all 
. AMERICAN. 


Sell AMERICAN 


. the complete chain line 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, 


New York, Philadelphia, Pittsburgh, 
Portland, San Francisco, Bridgeport, Conn. 


co 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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High Pressure Pump 


Vertical Construction 
Requires Minimum Floor Space 


This “multi-stage” high pressure 
centrifugal pump requires minimum 
floor space due to vertical construc- 
tion. It has wide application in gen- 
eral industrial use where the liquids 
handled are non-corrosive to iron or 
bronze. It is also efficient for boiler 
feed service where temperatures do 
not exceed 250 degrees F’. 

The pumps are furnished in 2, 3, 4 
and 5-stage construction with 1-4” 
suction and 1” discharge openings. 
Each stage is a separate section with 
all stages held together by large thru- 
bolts outside of the water passage. 

Pump and motor are built together 
as one unit. Vertical type motor has 
standard “NEMA” type “C” mount- 
ing flange. Stainless steel pump shaft 
is coupled to motor shaft with a com- 
pression sleeve type coupling. Capac- 
ities range from 10 to 45 gpm against 
heads up to 400 ft. with 2, 3, and 5 
hp motors operating at 3500 rpm. 

The Deming Co., Salem, O.—In 
dustrial Distribution, April 1951. 


Bundling Chain 


Automatic Lock 
Holds Bundles Securely 
\ new idea for bundling materials 


for storage has just been announced 
by American Chain Division of Amer 











THE SHAPE 


CONVENTIONAL RAKER AND WAVY SET... 


for all general purpose cutting, on all contour and cut-off 
band saw machines. 


SKIP TOOTH... 
- Designed for high speed cutting of soft, non- 
ferrous metals, plastics, wood, rubber, laminated and 
fibrous materials. 
3 PACKAGES 

. . for Your Convenience and Economy 


@ Handy ARC\ LINE package—100 FT. COILS 


Coiled loosely to unwind easily Are\ Line is com- 
pact for storing—convenient for handling. 
© Economical LONG LENGTH COILS over 100 Ft. 

You minimize waste using Barnes long, random 
lengths. Boxed for convenient stripping and safe handling. 
© Uniformly tough WELDED BANDS—to your specifica- 

tions. Barnes welds are stronger—properly heat 
treated for strength, tougiiness and flexibility — thoroughly 
tested. They combine safety, economy and convenience. 


_FAMOUS FOR QUALITY 


OF 
THINGS TO CUT 


with BARNES HARD EDGE 
FLEXIBLE BACK BAND SAW-— 
Dependable 

All Ways 





There's a Barnes Blade 
for Every Purpose—all fully 
described in these two new 
folders — Ask your Barnes 
Distributor for literature or 
Barnes Band Saws and 
Barnes Hack Sows. 


<>" <=" Baines CO.INC. 





Established 1919 


1297 TERMINAL AVE. ¢ DETROIT 14, MICH 
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Wiss metal-cutting snips are carried by leading supply distrib- 
utors in every section of the U.S. There is a Wiss snip for every 
purpose. Wiss Inlaid Snips are the choice of professionals every- 
where. Wiss Inlaid Snips are made of two kinds of steel, a super 
tough hot dropped forged frame to which is welded a high carbon 
crucible steel blade providing qualities of toughness and lasting 
sharpness not approached by any other method of construction. 


STRAIGHT CUTTING INLAID SNIPS 


The basic snips for straight metal cutting. Gun 
Metal finish handles. 5 sizes, #612, 7, 8, 9, 10— 
from 1114” to 1534” long. 


COMBINATION CUTTING INLAID SNIPS 


Straight blades, but ground and shaped so they 
readily cut curves and irregular shapes as 

well as straight. 3 sizes, #17, 18 and 

19—from 1214” to 14/2” long. 


#5 BULLDOG HEAVY DUTY INLAID SNIPS 


For cutting tough alloys—monel metal, 
stainless steel, Allegheny metal. Invalu- 
able for bench work for notching and 
cutting strap iron bands. 17” long, 

21” cut. 


WiISss snips are produced largely by the hand work of skilled 
workers. Each pair is rigidly tested and guaranteed perfect. Bolts 
are set precisely to reduce wear and to increase cutting power 
with minimum effort. Blades are adjusted carefully and will re- 
main in adjustment for an unusually long time, even with hard 
use. Edges have a special bevel which contributes to the ease of 
cutting, yet assures long-lasting sharpness. 


Quality for over a century 


J. WISS & SONS CO., NEWARK 17, N. J. 
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ican Chain & Cable Co., Inc., York, 
Pa. It is the ACCO Bundling Chain 
with automatic lock which permits 
bundles to be stored indefinitely and to 
be held securely, eliminating the use 
of pins, pear shaped links, and wires 
usually needed for binding the bun- 
dles of material. 

The drop forged automatic bundle 
lock is available as a separate unit or 
as part of a chain assembly. At the 
present time it is being manufactured 
for 17/32, %, % and 21/32-in. chain. 

The chain assemblies with auto- 
matic lock can be furnished with 
regular wrought iron, low carbon, high 
test or alloy chain, depending on the 
type service and weight of load to be 
bundled and lifted. 

American Chain Div., American 
Chain & Cable Co., Inc., York, Pa.— 
Industrial Distribution, April 1951. 


Wood Screw 


Double Thread Speeds, 
Strengthens Assemblies 


In this double-threaded screw, the 
two separate threads start from op- 
posite sides of the shank, spiral the 
root in parallel formation, and termi- 
nate in a single centered point. This 
construction provides double thread 
pitch, causing twice as much thread 
to enter the material at each turn, cut- 
ting in half the number of turns 
needed to seat the screw. 

Another feature of the Twinfast 
screw is the cylindrical shank, which 
provides more metal for greater 
strength and increases the thread area 
for additional contact with the ma- 
terial. Shank diameter is relieved to 








from the desk of ... 
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DELTA 


MI LWAUKK EE 


DELTA — First in Safety! 
Selection! Service! Durability! 


53 Machines—246 Models 
Over 1300 Accessories 


























We hope to keep on giving you good delivery 
on most machines as long as possible, Times 
are changing, of course — but we've tried to 
anticipate new demands and think we're organized 
to keep step. 


Remember, priorities mean deliveries, Custom- 
ers who have priorities look to you for help and 
information to boost production, break bottlenecks, 
control costs, The versatility of Delta machines 
does all three! 


So stay with it — keep on selling all the Delta- 
Milwaukee Machine Tools t> all the prospects. 


DELTA POWER TOOL DIVISION 


gp, Roc kwell 
Manufacturing Company 


MILWAUKEE 1, WISCONSIN 
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reduce the danger of splitting. ‘The 
single point formed by the mecting 
of the two threads at the axial center 
is intended to provide a quick start 
and balanced driving. 

New Process Screw Corp., Water- 
ville, Conn.—Industrial Distribution, 
April 1951. 

















Power Saws 


Versatile Tools 
For House Building 


Model 700 Builders Special Powei 


anc you’re sure Saw, described as “the first one-hand 


operated saw” for all cutting on house- 

to sell again building jobs, weighs 10 Ibs. and its 

68-in. blade cuts 2ys-in. dept. Base 

adjustments are ws to 2:s-in. at 90 

The Vincent line of dressers and cutters is designed and built to give deg., and 0 to 1j-in. at 45 deg. No- 
satisfaction on every dressing application. The proof of that statement is in the load speed is 5500 rpm. 

ledgers of our distributors who have found that for over forty years Vincent Model 800 Builders Special Power 

sales are sure for repeats. Saw provides faster cutting and ver- 

First of all, Vincent has product advantages. The exclusive design of their satile usefulness for somewhat heavier 

Vincent-Huntington Dressers incorporates the hex bushing which extends dresser jobs in home building. Weighing 14 

life and assures clean dressings without “wobble” or “drag.” Further, Vincent Cut- lbs., compact and well balanced, with 

ters are made of alloy steel and hardened by a special an 8-in. blade, it cuts 2%-in. on a 

process that makes them just the right degree of hardness FOR CORRECT square cut, and saws through 2ys-in. 

for best performance. DRESSER USE lumber at 45 deg. alts base adjust- 

But just as important, Vincent Dressers and Cutters pret mop anand ments are | — to 23-in. at 90 deg. 

ore made in a variety of sizes and styles. There is no jae, phate oe eo —— 45 deg. No-load 

. © Use #1 Dressers on : 
anger of « quod éremer or cotter making © peer chow- Wheels !%"to 2°face. : Both saws ioe die-cast aluminum 


: “i ner ten * Eee ye : n 
ng eg fae yw a ee ae 4, op he © | "Wass over 2° foes, frame; universal ac-de motor, 115 
Gavect Vuem Cremer ene citer, ConguS KE @Use fll or $22 volts, 220 volts special; ball bearings on 
built better. Vincent Steel Process Company, Dressers on Wheels of 


extra wide face. armature shaft, and ball and roller 
2424 Bellevue Avenue, Detroit 7, Michigan. bearings on saw shaft; hardened steel 


armature pinion and bronze alloy on 
shaft; double pole switch, momentary 
yt NC & contact, with lock button; telescopic 
type safety guard; and 12 ft. 3-con- 
ductor cord with 2-prong plug and pig- 
tail connector for ground. 
Cummins Portable Tools, Div. of 
Cummins-Chicago Corp., Chicago, III. 
Industrial Distribution, April 1951. 








SINCE 1909 
Ort it meen Sime lati hi-iri-t-m | Industrial Lamps 


to doa better job...for the user—for you @ Built-In Reflector 


For High-Bay Lighting 
Producers of + HSS TOOL BITS * CONICAL CUTTERS AND HOLDERS » DIAMOND 


T high-wattage i ial 1s 
DRESSING TOOLS * TUBECLEANER CUTTERS * HIGHWAY SURFACER CUTTERS wo high-wattage industrial lamps 


(Continued on page 142) 
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DURKEE-ATWOOD’S 
V-BELT SALES POLICY: 


Here’s a new deal for you in selling V-belts . . 
an “open door” policy that helps you capture the 
heavy volume of sales to Original Equipment 
Manufacturers. 

Every time you call on an OEM account, you can 
depend on the complete facilities of the Durkee- 
Atwood factory and home office—plus a special 
supporting program. The regular territory salesman 
will cooperate with you in securing this type of 
account. Trained factory engineers will work with 
you and the Manufacturer in designing V-belts and 
V-belt applications for new products. Furthermore, 
Durkee-Atwood has set up a special policy whereby 
the distributor in effect becomes a manufacturer's 


Durkee-Atwood Company, Dept. A6-3, Minneapolis 13, Minn. 


agent in handling OEM accounts. A few (a very 
few) OEM accounts are serviced by Durkee-Atwood 


direct; the rest of the field is, and will be, handled ~ 


by distributors. 


This program is in effect now. Durkee-Atwood © 
. fast ac- | 


distributors report new sales records . . 


: 
; 


: 


ceptance by many OEM accounts in a wide variety | 
of industries—farm implements, appliances, ma- © 


chine tools, air conditioning and refrigeration— 
who insist upon quality of product. If you want a 
fresh and profitable approach to V-belt sales for 
all types of accounts—user, dealer and OEM—get 
the Durkee-Atwood story today. Write for our 
Master Industrial Distributor Proposal. 


DURKEE 4 
PVA NTIS DAL 


Ra ok 


Form No. 512 
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How you can get even 
a 


Industries— 


ov 


\—April ° 


me Purchasin 


Machine Sho 


Only Standards give you— 


ADAPTABILITY—can be quickly, economi- 
cally ground in your own tool room to do 
up to 80% of your single-point tool machin- 
ing! Eliminate the need for a large, costly 
inventory of special tools. 


UNIVERSAL USE—can be used in lathes, 
boring mills, etc., to machine any metal or 
non-metallic . . . unmatched performance 
on steel cutting. Suitable for job lots or 
quantity production. 


LOW COST—comparable in price to many 
high-speed steel tools and in many sizes 
actually cheaper. Mass-produced under 
rigid quality controls to give you the high- 
est quality at low investment cost. 


GREATER AVAILABILITY—Authorized Car- 
boloy Distributors in 95 cities, coast to 
coast, normally stock Carboloy Standard 
Tools in commonly used styles and sizes. 


ci¥¥ CAR B © LOY. 


CEMENTED CARBIDE 


“The least number of tools 
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greater productivity from 
carbide tools 








3 valuable aids from Carboloy Company 
to help you increase efficiency, conserve tools 


Carboloy Plan of Coordinated Carbide Control 


The Carboloy “Triple C” Plan is a practical system proven in 
hundreds of plants for increasing production and conserving 
tools through properly coordinating all phases of carbide tool 
design, use and maintenance. This plan is easy to operate with 
your own personnel. Write today for your free copy of the 
“Triple C’’ Book, which explains this proven plan in detail. 


Carboloy Tool Manual 


This 200-page handbook of technical help on carbide tool 
design, application and maintenance is the most comprehensive, 
up-to-date manual ever offered on the technique of designing, 
using and maintaining carbide tools. Presented in easy-to- 
read, step-by-step technique to help you get even greater 
productivity from carbide tools. Your copy sent on request. 


Carboloy Training Film 


These 35-mm silent slide films (not motion pictures) are invalu- 
able for plant training—refreshing older workers, instructing 
newcomers—to help them get the most from carbide tools. 
Films cover the material included in the Carboloy Tool Manual 
in easy-to-grasp, visual form. Available to you at approximate 
print cost. Free film catalog on request. 


CARBOLOY COMPANY, INC. 


A General Electric Affiliate 
11131 E. 8 Mile Street, Detroit 32, Michigan 


@® The trade-mark ‘‘Carboloy” denotes manufacture by Carboloy Company, Inc. 


THE QUALITY BRAND OF 


famdard Tools 


for the greatest number of jobs” 
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with built-in reflectors for use in the 
lighting of high-bay factories have 
been developed by General Electric, 
Cleveland, O. 

Because almost no dirt collects on 
the bottom of the bulbs, the only 
place where light is emitted, the 
new lamps are said to be especially 
desirable for use in foundries, welding 
shops and other locations in which 
dirt collection normally causes severe 
reductions in light levels. ‘They are 
seen as especially advantageous in 
high-bay areas where lamps can be 
| reached for maintenance only at high 

cost. 

Produced in both 500- and 750 
watt sizes, the lamps employ a new 
| bulb design, the R-52, having a special 
| contour to distribute the light down- 
ward for effective use in the working 
areas, and a cutoff to give reasonably 

| comfortable brightness down to 35 
| degrees below the horizontal. ‘The 
lamp measures 64 inches across the 
face, and 11} inches in length. The 
base is of the mogul screw, mechani- 
cal type, and the lamps are designed 
to be burned base-up, or within 25 
degrees of that position. Downward 
. : candlepower, within an 80-degree 
Get Quality Buffalo Bolts iM | cone, averages approximately 4000 for 
the 500-watt lamp and 6000 for the 


750-watt size. 
General Electric, Cleveland, O. 
Industrial Distribution, April 1951. 


HANDY-PACK BOLT CARTONS | 











@ Cheer up! Buffalo Bolt de- 
signed the Handy-Pack just for 
you to end the nuisance of spilled 
bolts. There’s no premium for 


Handy-Packs...and as an added ; *: Hack-Saw 


neue ee 
. mye Distance And Thickness 


Because of the design of the End 


HANDY PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. | less Hack-Saw it is now possible to saw 


@ Same carton quantities as always, same method of ordering. | in limited spaces, and cut through un 


FEATURES 3 , E ‘ y limited distance and thickness. With 
@ Cartons are re-shippable without tying or wrapping. 


: . it, it is possible to saw out parts of 
@ Covers make durable open drawers for bolt cabinets. floorboards, wall panels, and metal 


@ Can be ordered in carload or less-than-carload lots. doors. 


W a Each return stroke is automatic, an 
"tle for circular on quantities and weights of Handy-Pack Cartons. enclosed spring returning the blade 


BUFFALO BOLT COMPANY after each stroke. The blade is sup- 
an | ported in the front casing by three 
Division of Buffalo-Eclipse Corporation hardened steel balls and any standard 

North Tonawanda, N. Y. ten or twelve inch hack-saw blade will 


Sales Offices in Principal Cities. Export Sales Office: fit it. 
Buffalo International Corp., 50 Church Street, New York City Ziskind & Co.. New York.—Indus- 


PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS » NUTS + RIVETS AND SPECIAL Fasteners — frial Distribution, April 1951, 


142 INDUSTRIAL DISTRIBUTION © APRIL, 1951 





NEW 44-PAGE LAUGHLIN 
CATALOG-DATA BOOK 


Get the Facts.-- and increase your sales 
e ~ 


With the new No. 150 Laughlin Catalog- 
Data Book, you'll find useful data — con- 
veniently arranged — on all types of prob- 
lems involving wire rope and chain fittings. 


What size hoist hook is used for 
%" plow steel rope? What size 
turnbuckle? 


The safe working load rating of a 
number 30 hook? 

YOU What strength repair link to use in 
repairing a %” chain? 


What size shackle is as strong as 
¥%” proof coil chain? 


How many safety clips should be 
used on 1” rope? How many U-bolt 
clips? 

What size eye bolt will lift a 15- 
ton load? 


JAUGHLIN 


The answers to the questions in the box are simple 
— and easy to find — with the new No. 150 Catalog. 
Handy 814” x 11” size, it has a 114” border for con- 
venient placement in your loose leaf binder. Ask 
your Sales Manager for a copy of this new Laughlin 
Catalog. It’s a _ sales-booster. THE THOMAS 
LAUGHLIN COMPANY, 124 FORE STREET, 
PORTLAND 6, MAINE. 

+» &. When you’re on the road, or making calls, 
notice wire rope and chain installations. They all take 
fittings — and Catalog No. 150 quickly tells which 
ones. 


Laughlin Protects the Distributor 


a 


\_4 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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Lom 


Lathe Attachment 


Makes Possible 
Precision Jig Boring 








A new vertical rotary attachment 
which actually permits a lathe to do 
precision jig boring is currently being 
manufactured by the Allan Mfg. Co., 
Long Island City, N. Y. The attach- 
ment, “Du-Ona-Lathe,” guarantees 
an absolute 1/10 of 1 deg. accuracy, 
and performs diversified jobs, includ- 
ing: drilling, reaming, flycutter facing 
and jig and fixture work. 

Du-Ona-Lathe can be used as a 
surface grinder in forming triangles, 
hexagons or unusually shaped punches 
and tools. It will fit all 9-in. lathes with 
other models available for 9 and 10 in. 
lathes. 

Allan Mfg. Co., Long Island City, 
N. Y.—Industrial Distribution, April 
1951. 





Carbide Rotary Tools 


Designed For 
Tool and Die Maker 


The Severance Tool Co., Saginaw, 
a Mich., has designed a set of eight 3” 

a Ps pp comin shank carbide rotary finishing tools 

ra specifically for the tool and die maker. 

The various cuts, tooth patterns, and 


BEALL national , ame ; shapes were selected to cover the great- 
nationally advertised, time-proven helical est possible range of usefulness, work- 


Spring Washers are used by the millions by indus- Sra ing equally well on soft or hardened 
try and railroads. They keep bolted assemblies iP + dies. 
tight .. . permanently tight. : The Severance tooth arrangement, 


BEALL Spring Washers—for 30 years—have been which claims a 100% cutting efficiency 
for the entire cutter-head surface, is 


a © = — yee standards extended to this new line. The tooth 
. ONSEN SERSSTSS ASEENEN and seit patterns are of a type which makes 
available in all sizes and metals. Packed in car- oy possible rapid stock removal and mini- 
tons, kegs and cases. ond bulk. {| mum annoyance from slivers. Made 
of a selected grade of carbide, resistant 
SPRING WASHER SPECIALISTS for 30 Years | ‘® flaking and chipping, they finish 
either hardened or unhardened dies 
smoothly and accurately, enabling the 
| die maker to ply his skills easier and 

BEALL TOOL DIVISION «+ sssaeo.« co — 
160 Shamrock St. © East Alton, III. Being made of solid carbide they 
may be reground repeatedly. They 
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IN FLOW CONTROL 
EQUIPMENT, 

the BEST 4 not 

loo good for you 


Why not take advantage 
of Powell “know-how” 
in design, workmanship, 
and use of materials? 


a. Brrr ore: - Se 
oa 


~, 
8 pommen 





The Complete Line includes valves 
in Bronze, lron, Steel and the 
widest selection of Corrosion- 

Resisting metals and alloys ever 
made available to Industry. 


Quality fine 
Chroughout 
The Line 


Fig. 3003—Class 300-pound, flanged end, 
Cast Steel O. S. & Y. Gate Valve. 


POWELL 


The WM. POWELL CO., 2525 Spring Grove Ave., P. 0. Box 106, Station B, Cincinnati 22, Ohio 
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WHY DO Genuine 
BELMONT FLAX PACKINGS 
Seal Securely and Last Longer? 


1 We possess complete facilities for 
their manufacture. 


2 Belmont control 


the purch of the 
raw flax fibre. It is carefully selected 
for length, strength and softness. 





3 The steps of hackling, spreading and 
drawing of suitable rovings are all ac- 
complished within the Belmont plant. 


4 The braiding of rovings; lubricating 
and finishing of the completed packings 
are under expert supervision. 


And Belmont Consumer Advertising 
stresses the important construction fea- 
tures incorporated in each individual 
type of Belmont Packings—the extra 
values that make Belmont Packings 
seal more securely ... last longer... 


Each advertisement tells the buyer to 
see the Belmont Distributor. It creates 
leads and sells for you. Belmont adver- 
tising works for the Distributor. 
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are furnished in a sturdy wooden case 
designed as a convenient, permanent 
chest for the tools. 

Severance Tool Industries, Inc., 
Saginaw, Mich.—Industrial Distribu- 
tion, April 1951. 














Tilter 


Prevents Mixing, 
Pouring Accidents 


The GS easy-pour tilter No. 15 is 
designed to prevent accidents caused 
by spilling, splashing and carelessness 
in pouring liquids. The cradle is 
made of steel and fits any standard 5 
gal. can. All members are riveted or 
welded to insure a strong and durable 
device for this purpose. The manu- 
facturer claims it is excellent for 
mixing or pouring. 

General Scientific Equipment Co., 
Philadelphia, Pa.—Industrial Distri- 
bution, April 1951. 


Disinfecting Agent 


Stainless, Odorless, 
Non-Corrosive 


“Whiz Puracide”, a new disinfect- 
ing agent said to be powerful and 
rapid in action yet stainless, odorless, 
non-corrosive and non-irritant to tis- 
sue when used as directed, has been 
introduced by the R. M. Hollings- 
head Corp., Camden, N. J. Unlike 
most quaternary disinfectants it is 
packaged in metal containers to elim- 
inate breakage. It can be used over 
a wider range of applications that most 
disinfectants in the commercial field 
yet is non-corrosive and does not in- 
jure the skin, according to the manu- 
facturer. 

R. M. Hollingshead Corp., Cam- 
den 2, N. ].—Industrial Distribution, 
April 1951, 
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where 
many 
things 
today 

are cloudy 








e@ Besly recognizes that the Distributor 
under today’s conditions should at least 
be free from uncertainty regarding the 
Distributor Policy of his suppliers. 
Co-operation in maintaining the flow of 
Besly Taps, Drills and Reamers through 
Distributors is within our power to 
offer and maintain. In the most practical 
sense, Besly aims to keep the Besly Line 
of Cutting Tools a clean, profitable line 
to handle for its Distributors . . . since 


only as you prosper do we succeed. 


ek PAREN MRSIe e. 


: 
§ 
‘ 
| 
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a Clear Statement of 
BESLY POLICY 


on Cutting Tools 


1. ALL TOOLS through distributors—every tool from Besly produc- © 
tion will go to a Besly Distributor or his customer. : 


2. MORE TOOLS through distributors—because Besly has stepped 
up output, is producing more tools today than at any other point in the 
long growth of the company. And, quality is being maintained—con- 
tinuing the engineering leadership in the improvement of precision 
cutting tools that has been a major factor in putting Besly in the fore- 
front in this field. 


3. MORE FIELD CALLS—Besly is expanding its tool advisory service 
organization to assure maximum effective use of Besly Taps and Drills 
in the shops and plants of the nation. 


4. MORE OF THE SAME carefully selective policy of distribution 
that has given the Besly Distributor his fair profit. This will be 
strictly maintained. 


BESLY CHARLES H. BESLY & COMPANY 


118 N. CLINTON STREET CHICAGO 6, ILLINOIS 


Factory: BELOIT, WISCONSIN 
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p> : > T, size fits samen 
- siferstraipht hose... 
-enlargedends not required. * 

"Sized 34" 10 10", inclusite, . 
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Spinner Wrenches 


Series Of Seven 
For Small Nuts 


Bonney Forge & Tool Works, Allen- 
town, Pa., recently announced the 
availability of a new series of seven 
spinner wrenches with composition 
handles fluted for a firm grip. They 
are designed especially for reaching 
small nuts that can be handled only 
with exceptionally small sockets. 

These new wrenches are made like 
a screw driver with a hexagon socket 
that grips the nut firmly. Wrenches 
with hexagon openings of *%, 4, %, and 
44-in. are 6 inches in length and have 
a drill depth of 24-inches. The #, % 
and 4-in. wrenches are 6-8-inches over- 
all and have a 5 in. drill depth. Shanks 


| and sockets have plated finish. 


Bonney Forge & Tool Works, Allen 
town, Pa.—Industrial Distribution, 
April 1951. 











Power Feed Machine 


Permits Production 
Of Finished Flooring 


Models GE 400 and GR 400 have 
been introduced to the DeWalt line 
of power feed machinery. Both models 
incorporate ideas that meet the de- 
mands of today’s market, permitting 
builders, lumber yards and others to 
produce hard-to-get finished materials 
such as finished flooring, window strip 


| ping, and moulding on the power feed 


machine. 

The model GE 400 (picture shown) 
is a standard DeWalt Model GE 
Radial Arm machine that features a 
DeWalt Deluxe Safety Power Feed 
unit—Safety Power Feed and Custom 
lable Top. The Model GR 400 is a 
standard model GR with the same 
features. 

The custom table of the models 
has a pressure arm, a spring hold-in 
and a spring tensioned hold-down. 
The custom table top permits the op- 
erator to run moulding, shape, rip, 
bevel rip, tongue and groove, rabbet 
and plough on the power feed ma- 
chine. 

The safety power feed unit can be 











IF. 


INCLUDE 
OF PRODUC 
ACCURATE CO 


THE tne ELECTRI 
PRINTED-RECORD COUNTE 


OFFERS YOU UNLIMITED 
PROFIT OPPORTUNITIES! 


This is not a new product. The fme Electrical 
Printing Counter has been in continuous service 
for the past 15 years. Obviously, the device has 
a broad application... Here are the features: 
@ Plugs into any 110-volt electrical outlet. 

@ Counts up to 600 units per minute. 


@ Produces an accurate printed record— 
at once. 
Totals may be checked as often as desired— 
without resetting. 
Provides Single, Duplicate or Triplicate 
printed copies. 
Gives a permanent record for file or 
reference. 
Sets up for remote or on-the-spot readings. 
Has low-voltage built-in Hansformer. 


























May be used with photo-electric relays. 
Adaptable to continuous or intermittent 
counting. 

Can be re-set to zero instantly. 


Single units hook-up in batteries for 
multiple counting. 


Single units retail for less than one hundred 
dollars. 


Sead FOR ILLUSTRATED BULLETIN =p 


FOOD MACHINERY AND CHEMICAL CORP. 
Packing Equipment Division, RIVERSIDE, CALIFORNIA, DEPT. G 


{ 
! A request on your office letterhead will bring you com- 
| plete details, discounts, etc. 


NAME 





ADDRESS 








| CITY AND STATE 
NM-12 
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ANOTHER REED EXCLUSIVE 


The “heart” of any machinists’ 
vise is the main vise nut. 


Yet only in a Reed is this vital 
part machined from high carbon alloy 
steel... heat treated for perma- 
nence and maximum strength. 
Threads are cut to closest toler- 
ances to assure a perfect bearing 
for the heat treated alloy steel 
screw. And they stay close, for 
there is none of the wear found 
with the obsolete malleable nut. 


Even the base of the Reed nut 
is milled to a limit gauge to insure 
correct alignment, less stress and 
more power. 


Important though it is, the vise nut 
is only one of the many exclusive 
REED features... for every work- 
ing part is designed and built to 
these same high standards. 


That’s why Reed Vises out-last and 
out-perform all others. 


The exclusive features of Reed Vises will help 
you build volume, loyalty and good-will. 


Remember, In a vise or pipe tool, 
if it’s a REED . .. it’s RIGHT! 


TRADEMARK 


MANUFACTURING COMPANY 


ERIE, 


PENNSYLVANIA, 


U.S.A. 


INDUSTRIAL DISTRIBUTION © APRIL, 1951 


swung out of position when not re- 
quired. Thus the models 400 can be 
used for cross-cutting, mitering, cross- 
dadoing and sanding and all other 
operations possible on a standard 
DeWalt machine. 

DeWalt Inc., Lancaster, Pa.—In 
dustrial Distribution, April 1951. 











Trouble Light 


Low Voltage 
Long Extension 


Engineers of the Etraco company, 
in cooperation with safety engineers, 
have been working on a new design 
trouble light which has broad applica- 
tions and can be used at greater dis- 
tances from the electrical source. This 
new model is to be known as the 
Etraco Reel-Lite and is available in 
several different sizes with extension 
cords of 50 and 100 ft. 

Etraco Mfg. Co., Inc., Flemington, 
N. ].—Industrial Distribution, April 
1951. 


Heat Tools 


Fire Pot, Hand Torch, 
Tinner’s Furnace Added to Line 


LP-Gas Fire Pots, Tinners Fur 
naces and-torches have been added 
to the Clayton & Lambert Mfg. Co.’s 
line of heat tools. The LP-Gas Fire 
Pot is claimed to be versatile in its 
operations through use of adaptors, 
available as accessories. It can be op- 
crated on top of a 20 Ib. cylinder or 
as a bench unit off a gas cylinder now 
in use. 

The new LP-Gas Tinner’s Furnace 
may be equipped with a 2 Ib. cyl- 
inder, but will operate from any size 
propane cylinder. It lights without 

(Continued on page 154) 














“NO BETTER DEAL 


IN THE DECK” 


ruaxCARD'S 


TAPS ¢ DIES ¢ SCREW PLATES 


| A foremost line made doubly attractive to 
cutting tool users by a sales idea that provides 
double protection. Card Taps are not only rigidly 


inspected at the factory — they are bought in the 
open market, tested and Certified* by the famous 
Pittsburgh Testing Laboratory. 


2. Regular national advertising in the metal- 


working field’s leading publications — AMERICAN 
MACHINIST, MACHINERY, TOOL ENGINEER, 
MODERN MACHINE SHOP. Over a million sales 
messages will reach prospects in these magazines 
during 1951 — and each directs the reader to 
his local Card Distributor. 

3. Ample merchandising aids. Handy tap and 
drill size and reference charts, plus envelope 
stuffers, catalog inserts and ad reprints — all with 
your imprint for ‘your direct: mail program — all 
free of charge. 


4. A progressive sales policy built around your 


importance in the selling picture. 


5.F actory-trained engineers, thoroughly familiar 
with every type of cutting tool problem and 
always available to help you and your customers 
get the most out of Card tools. 


In addition, Card assures prompt deliveries 
from warehouses in New York City, Detroit, 
Chicago, Ft. Worth, Los Angeles, San Francisco 
and Seattle — thus enabling you to give better 
service. Why not get the whole story of how 
Card’s more than half a century of working closely 
with distributors can benefit your selling? See your 
Card representative. 


S.W. CARD 


MANUFACTURING COMPANY 
Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL CO. 
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Orbital 


PORTER-CABLE 


Tite SANDER 


\ 





a quality 
sander 


retailing for only 


59.* 


For Production, Building, Main- 
tenance, Refinishing, Repairing 





WIDE MARKET...Sells Everywhere! 





There's a sure-profit market waiting for this sander! And no 
wonder — it’s a real production tool that’s universally applicable. 
Can be used on wood, metal, plastic, composition —on flat or 
curved surfaces — a finishing sander that’s unbeatable for low-cost, 
quality work. Hundreds of uses in building operations, at home, 
on the farm, in shops, factories and institutions. 


Not a vibrator type, but a motor-driven, counter-balanced pro- 
duction machine! Works on orbital motion principle — sands with, 
against or across the grain, without gouge, ripple or pattern. 
Powerful and fast. Easy one-hand operation — weighs only 5 Ibs. 
No vibration — no fatigue. 

The market's waiting . . . the sales are waiting. Get your share! 


Order today. 
SPECIFICATIONS 


Series wound, Universal motor, 115-volt. (230-volt, 0 to 60 cycles, extra 
cost.) Cannot be stalled. 

Pad speed — 5,000 rpm (%e” dia.). 

Net weight only 5 pounds. Size 4” high, 9” long, 3” wide. Conveniently 
fits the hand. 

Die-cast polished aluminum alloy housing. 

Removable pad. Can be replaced in 1 minute. Use “% of standard sheet 
(size 3” x 11”). Several sheets of abrasive paper can be loaded at one 
time for production work. 

Grease packed anti-friction bearings. 

Simple operating mechanism permits easy servicing of sander. 





Guild 105 Sander Accessories 


Steel case, Extra pads for contour sanding, rubbing and polishing. 
Abrasive cutting template. Abrasive selector. (All at extra cost.) 











BUILDERS—for wallboard joints, cabinet 
and door work, also pre-painting 
preparation. 


FACTORIES—contour sanding, rubbing, 
polishing on refrigerators, stoves, metal 
cabinets. 


WOME OWWERS—fitting screens, sash, 
doors; leveling plaster patches; smooth- 
ing plywood panels, joints, edges. 


FURNITURE MAKERS—for finish, touch-up, 
fitting, repairing. 


AUTO BODY SHOPS—preparing base 
metal surfaces, feather-edging fenders, 
leveling solder joints, smoothing primer. 


SCHOOLS—for training, project work, 
maintenance, resurfacing desks and 
blackboards. 


BOAT OWNERS ond LIVERIES— sanding 
bottoms and trim, dressing keels, sand- 
ing cracks in painted canvas decks. 


PORTER-CABLE Machine Co. 


8004 N. Salina St. 


Syracuse 8, N.Y. 


Manufacturers of Speedmatic and Guild Electric Tools 
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DUTCH 
SR AND 


masking tapes 











lead 
directly 
to 
steady 
repeat 


distributor sales 


ARE YOU TAKING ADVANTAGE 
For protecting sharp - OF THIS OPPORTUNITY ? 


edges For masking paint 
operations 





DUTCH BRAND masking tape is widely 


a used and produces steady repeat business. 
Practically every customer or prospect you 
call on has some use for masking tape... | 
Fer sealing just carrying the line means sales. 


fer splicing varied "DUTCH BRAND masking tape is a well 
known quality tape product with features 





Tam <  .. -¢nee ds of industrial uses. It 
ri. ia desire or ousan so in us rial uses 
TOOL CRIB . is used for masking, sealing, holding, pro- 
ct 


FIRST A 


sit 
‘one For holding small S tecting, reinforcing, splicing, and many 


= parts together : . 
other essential operational uses. 


L 
For attaching signs 


or instructions If you are distributing masking tape it will 
Put fer ctinee Pay you to inquire about DUTCH BRAND 
and the distributor plan Offered. 


VAN CLEEF BROS. [NC. 


CHICAGO 19. U.S.A 
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For many years Cleveland has cataloguec 
“larger than usually listed” sizes of hex 
head Cap Screws—stocks a fair assort- 
ment whenever possible— makes for you 
whatever your customers need up to 
2%” diameter, lengths to 36”. Also Set 
Screws to 1%” x 10”. Clean, well-made 
screws, bright or heat treated. Write 
for sizes and prices. 


THE CLEVELAND CAP SCREW CO. 
2917 East 79th Street, Cleveland 4, Ohio 


Cleveland's standard line 
includes hex, flat, socket 
and fillister head Cap 
Screws; Milled Studs and 
Set Screws. 


Warehouses: Chicago, Philadelphia, New York, Providence 


CLEVELAND Zio Quah FASTENERS 


INDUSTRIAL DISTRIBUTION «¢ 
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| 


preheating and produces a clean blue 
flame of intense heat. 

The LP-Gas Hand Torch also fea- 
tures instant ignition and, throu h the 
use of interchangeable heads, will han- 
dle any size job where torches are 
required, it is claimed. 

Clayton & Lambert Mfg. Co., 
Louisville, Ky.—Industrial Distribu- 
tion, April 1951. 


Rotary Pumps 


New Units 
Totally Enclosed 


A new series of totally-enclosed 
rotary pumps has been developed to 
meet the need for pumps of this type 
in capacities of 20, 35, 50 and 92 
gpm. Previously these pumps were 
available only in 200 gpm size. The 
new units are suited for pumping 
petroleum products and chemicals, all 
types of clean liquids, either indoors 
or outdoors. ‘Totally enclosed with 
oil-tight, water-tight guards, these 
new pumps can be used safely outside 
in all kinds of weather without a pump 
house or protection of any kind, when 
equipped with a totally enclosed 
motor. 

Viking Pump Co., 
Iowa 
1951 


Cedar 
Industrial Distribution, 


Falls, 
April 





Cross-Arm Handle 


Impactor Feature 
In Small Handle 


A new cross-arm handle incorporat- 
ing the Edward Impactor handwheel 























( Advertisement) 


A successful pump salesman was asked 
by a not-so-successful pump salesman: 
“What’s your system—how do you 
do it?” 

“System? I haven’t any system. I guess 
the answer is that I’m just interested 
in helping customers find the right 
pump for the job. A pump—any pump 
—is a liquid materials handler — just 
like a hoist, or a crane, or an industrial 
truck is a materials handler—only the 
materials are dry—not liquid. I look at 
a pump as a solution to one or more 
liquid materials handling problems. 


“I’ve learned everything I could about 
pumps. I took that 4 day course at the 
Deming Pump School to get all the 
“know-how” I could on the subject. 
Most plants have liquid materials han- 
dling problems so I don’t have to look 
far for pump prospects. Well, I guess 
that’s about all there is to it—just help- 
ing my customers solve their liquid 
materials handling problems by help- 
ing them to select the most efficient 


” 


pump for the job. 
* * * 
The broad scope of types, sizes, and 
capacities of pumps and water systems 
in the complete Deming line gives the 
Distributor’s Salesman almost un- 
limited opportunities to help his cus- 
tomers with their liquid materials 


handling problems. 
* * * 


The advertisement reproduced at the 
right is one of countless examples of 
a good pump salesman’s work in help- 
ing a customer solve a liquid materials 
handling problem with a standard 
Deming Pump. This advertisement 
appears in current issues of leading 
industrial publications reaching YOUR 
customers and prospective customers. 





DeMING MOTOR-MOUNT Pumps are compact, de- 
pendable units combining high efficiency with simplicity 
at minimum cost. 


The line includes Type “H” (Horizontal) and Type “V” 
(Vertical) as illustrated. Capacities range up to 200 g.p.m. 
Heads up to 165 ft. Motors 4 H.P. to 744 H.P. Speeds 1750 
to 3500 r.p.m. Maximum total pressure 125 lbs. Maximum 
suction pressure 50 lbs. Maximum recommended temper- 
ature of liquid pumped is 200° F. : 


Construction features, metal specifications, perform- 
ance charts and other data are covered graphically in 
BULLETIN NO. 4350. 


To save your time, use the convenient form below. 


THE DEMING COMPANY 
511 Broadway, Salem, Ohio 


Please mail free copy of your BULLETIN NO. 4350 which 
PUMPS. 


describes Deming MOTOR-MOUNT 
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principle has been announced by Ed- 

ward Valves, Inc. of E. Chicago, Ind. 

4 Ihe cross-arm handle, which is a 
y to Cut ineans for exerting greater effort to 


positively close a valve against high 


operating or test pressures, delivers 
2.8 times the closing force of regular 
| handwheels. 
(1) CC YCa © Ihe new Impactor handle is ap- 


plicable to many small Edward valves. 
It is ideally suited, however, for 14 in., 
14 in., and 2 in. size Edward Uni- 
valves of 1500 and 2500 Ib. sp. and 2 
in. size Edward hydraulic valves. In 
operation, two lugs of the cross-arm 
handle strike equal blows, simultane- 
ously against the opposite sides of the 
small adaptor, which is permanently at- 
tached to the valve stem. Wrenches 
or extension bars are not needed to 


and it’s just as easy y j deliver this extra force. 


Edward Valves, Inc., E. Chicago, 











Ind. — Industrial Distribution, April 


to sell these small /; | 1951. 
ratchet dies | — 5 
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Tool Kit 


Double End Ratchet Wrench 
With 4 Double End Bits 


Ihe K-D Mfg. Co., Lancaster, Pa., 
announces the addition of the No. 27 
Offset Ratchet Bit Set to its line. The 
set consists of a double end ratchet 
wrench plus four double end bits for 
the following: one bit for Phillips, 
Reed and Prince screws, sizes 0 to 12; 
@ These handy threaders give your customers smooth per- five bits for Hex Keys, sizes #-in., 
. A is, 4, dx, and %-in.; and two bits for 
fect threads—extra fast and easy! Quick get-ready— just vagus ts aah doen: we 
snap in the size die head you want and start threading. Die The sana wrench has a }-in. hex 
heads snap in from either side—can’t fall out. Dies are pre- opening on one end and a ¥-in. on 
cision cut of fine tool steel. No special dies needed for close- the other. There is box socket con- 
to-wall work. Three sizes: RIGID No. OOR, 1x” to struction for “upside down” work, and 
1’; No. 111R, 1s" to 114”; No. 12R, 14” to 2’’— free carriers a reversible ratchet. The bits and 
: ha ai ; wn wrench are supplied with rust-proof 
with sets. For satisfied customers it pays you to sell these coieioen tei 
RIiGe(b worksavers. K-D Mfg. Co., Lancaster, Pa.—In- 
dustrial Distribution, April 1951. 











: Power Saws 
* Designed For 


o -_ 
Pi To | Heavy Construction 
r pe 00 Ss * | I'wo power saws designed for heavy 


construction jobs and balanced for 
easy operation are announced by 
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ENTRAL 


PACKAGED 
FASTENERS 


A strong, attractive, ornately 
designed telescope-type package. 
Color coded labels. Finely fabri- 
cated products that generate 
quick, repeat sales. 


eA MR 


a NAL LORE RO 





WOOD SCREWS © STOVE BOLTS 
TAPPING SCREWS 

MACHINE SCREWS © DRIVE SCREWS 

THUMB SCREWS © SEMS SCREWS 
STANDARD SLOTTED AND PHILLIPS RECESSED 
WING NUTS © CAP NUTS 
HEXAGON AND SQUARE NUTS 
— WASHERS 





Ais ngntetantni serena ss ee a I I abet 


Z 


LOS ANGELES, CALIF. g CHICAGO. HL 


no a a | 


AL CENTRAL ha COMPANY 


3501 SHIELOS AVE, CHICAGO 9 ILLINOIS 


{ 
4 


3028 E ELEVENTH ST. LOS ANGELES 23 CALIF © 149 EMERALD ST, KEENE, NH 
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EVERY ASSEMBLED PRODUCT 
NEEDS FASTENINGS LIKE THESE! 


SHAKEPROOF 
THREAD-CUTTING SCREWS 


Ye; 


SHAKEPROOF SPEED NUTS 


— 


SHAKEPROOF LOCK WASHERS 


SELF-LOCKING NUTS 


SEMS-by-SHAKEPROOF 


SiN m2 


JU 5 


- 


PruUUP 


engineered fustenings' 
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2501 North Kee 
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ois 10° 
LLIN 39, 
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Cummins Portable Tools: Model 905 
with 8-in. blade, weighing 19 Ib., 
and Model 1000 Power Saw with 93- 
in. blade, weighing 22 Ib. 

Model 905 saw makes a square cut 
of 2%-in. and cuts through 2ys-in. 
lumber at 45 deg. It handles all fram- 
ing operations on 2-in. rough lumber. 
It has a universal ac-de motor, 115 
volts, 220 volts special; no-load speed 
of 3600 rpm; ball bearings through- 
out; hardened steel alloy worm, 
bronze worm wheel; double _ pole 
switch, momentary contact, with lock 
button; blower to keep cut clean; tele- 
scopic type safety guard with quick 
return; 25-ft. 3-conductor cord with 
two prong plug and pigtail connector 
for grounding. 

Model 1000 Saw cuts 1 in. to 3% 
in. at 90 degrees, and 7 in. to 21s 
in. at 45 degrees. No-load speed is 
3400 rpm. Other specifications are 
the same as Model 905. 

Cummins Portable Tools, Division 
of Cummins-Chicago Corp., Chicago, 
Ill.—Industrial_ Distribution, April 
1951. 


Adjustable Drill Jig 
Drills Through Round Stock 
From % In. to 2 In. 
A new adjustable drill jig is used 
for drilling holes through round stock 


from } in. to 2 in., and hex stock and 
cap screws from } in. to 14 in. It can 
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@ Advertisements like these are appear- 
ing every month in The Saturday Evening 
Post. They will provide maximum pene- 
tration of buying factors in the industries 
you sell, and they urge buying through 
industrial distributors. 


Abrasive Products, Inc. 
South Braintree 85, Mass. 
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cut layout and drilling time on small 
lots to a fraction, and eliminates 
the costs of special jigs for larger 
quantity. 

Holes for cotter pins, set screws, 
drive pins for bayonet joints, oil holes 
in tubular sections, and wiring holes 
in cap screws, are all typical of the 
operations that can be done more 
economically with this jig. Hole di- 
ameters range from .052 in. to .531 
in., using SAE standard slip bushings. 

The hardened V-block has a 90 
degree V for round stock on one face, 
and a 60 degree V for hex stock and 
cap screws on the opposite face. Ad- 
justable stops are provided to locate 
the work longitudinally for drilling 
any distance from the end. 

Centered above the V is an adjust- 
Spoctihsistede able bushing sleeve which holds the 
sl tie slip bushing, and also clamps the 

work securely to the block. Three 

° 1/8 to 5/16 es 

1 3/16 t0 3/8 of these bushing sleeves are provided 

z shen HA to accommodate slip bushings of var- 
ious standard outside diameters. 























With 15° or parallel cutter channel, 


left or right hand Mathewson Machine Works, Inc., 
North Quincy, Mass.—Industrial Dis- 


(ea, OR tribution, April 1951. 























LEVER-LOCK 
BORING BARS 











with precision ground replaceable bits. 


ng Bars, 3/16", %4"» Pump Elevator 


i ive Clark | 
” i", each with the exclusive ‘ ator as 
hae that grips tool bit at ex 


treme end to bore Ce ee oe Mastic-Materials 

: i c . . ° ° 

bind bale ana No interfering For delivery of heavy lubricants, 
eat- 


set screws or bolts. Complete in plasté and mastic-materials which will not 
box with 4 precision groun readily seek their own level, Lincoln 
tool bits, 4 boring bits. Engineering Co., St. Louis, Mo., is 
— manufacturing a new hydraulically- 

| operated, single air ram elevator for 


eal Saeet Used with use with their heavy duty, air-motor 
Boring Bars | Cutters eelders stes. operated drum pumps. 
Diam. | Lgih. = aos (©) xem The manufacturer claims the unit 
5 / —_ vein, PIR will exert 7,110 Ib. pressure on mate 
S / P6IR, PO2R, PEAR 7 oP \» a Ye tial and will completely empty and 
8 / ven. clean sides of 400 Ib. or 55° gal. 
drums. 
The unit consists of the air ram 


Four precision Bori 





SPECIFICATIONS 
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When did You Last 


make a 


CHUCK SURVEY? MR. DISTRIBUTOR: 


Make this timely suggestion 
to your chuck customers. 











Unless your key production 


mnie: ene Sie Seep Check the chucks on hand 


i ith the right chuck 
equipped wi ia ai for each tool against possible 


and jaws...i fect conditi 
anil new working demands. Check 


. and tested for centering 





your supplies of soft blank jaws 
cna ill inevitabl 
sentinel ea Titaiecs Hn: and standard jaws in required 
f duction del d high 
ace production delays and hig sizes and types. Then make up 
rejects. ‘ 
your new chuck equipment orders 


We suggest a comprehensive , on a scheduled delivery basis 


and careful chuck survey of your 
plant right now. Check the con- 
dition and age of chucks and jaw 


sets... 
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and get them through to us or 
your distributor immediately. By 
doing this you will avoid many 
delays and help us to help you 
meet urgent production demands. 


THE CUSHMAN CHUCK CO. 
HARTFORD 2, CONN. 








SUPREME cru 
: CHUCKS 


Judged by performance... 


they have Quality that can- 
be depended upon 


This new chuck has been in the field for some time . . . not on test 
but in use under actual working conditions. Old experienced 
workmen like it, as it gives dependable trouble-free service. 
When you check its precision construction, you understand why 
this new product meets all the old tests. Every care is used in 
manufacturing ... every chuck is inspected and checked for ac- 
curacy before it is sent into the field. When you see the name 
SUPREME on a chuck, you can rest assured that you can depend 
upon it... It represents real “Quality.” 


BRAND 
SUPREME cnucxs 
Supreme Products, Inc., 2222 So. Calumet, Chicago, Illinois 


THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 
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with three-position control valve for 
raising, lowering, or holding pump 
and follower assembly in desired posi- 
tion, air regulator, solenoid valve and 
automatic follower vent. 

Lincoln Engineering Co., St. Louis, 
Mo.—Industrial Distribution, April 
1951. 














Valves 


New Line Of 
Flow Regulators 


A complete line of flow regulating 
valves is being manufactured by The 
Swartwout Co. Known as Swartwout 
[ype V10 valves, the units are de- 
signed to handle steam and water at 
high pressure drops, and especially 
flashing condensate. Uses include 
drainage for stage heaters, evaporator 
coils, flash tanks, process systems, 
subcooled heaters, boiler blowdown, 
feed pump recirculation and other 
severe service conditions where high- 
velocity impingement causes frequent 
maintenance or complete valve re- 
placement. 

The valves are supplied in sever. 
pipe sizes ranging from one to 4 in. 
All sizes can be furnished in 150 to 
600 psi standards; 900-1500 and 2500 
psi standards also available. 

The Swartwout Co., Cleveland, 
Ohio. Industrial Distribution, Aprx 
1951. 














contact your local distributor 


His name is listed in Union’s THOMAS’ REGISTER insert under “Drills, Twist.” 





THAT'S THE SIGN-OFF your customers are 
reading in every ad for Union Cutting 





Tools .. . in these magazines... 


These advantages, and many more, are 
And to keep tool-buyers constantly re- _ all down in black and white in Union’s 8- 
minded of Union — and of you — at both Point Distributor Policy. If you'd like to 
point-of-sale and point-of-use, you get this | know how far cdoperation and fair treat- 
... that carry the Union message t> key complete kit of sales aids, including color- ment can go... you'll find this policy a 
men in every tool-using industry through- ful, hard hitting counter displays and real eye-opener. 
out the country. folders, plus handy charts and gauges. 


We ow 

on Cwm Ond operate Sw ro 
Divisi O MAN 

S10, Manshieid Nees * A 


UNION TWIST DRILL COMPANY, artHol, MASSACHUSETTS ser AUPTERFIELD Divs ace 
4 APY, ~ Mates, Reamer; 
er and 


3 
——4 aly 2ve., Milli 

Milling Cutters — Geor Cutters “@z Twist Drills “> Hobs .< ae ling Cutters T 
=S t<o re ~ 
— at $ vee 


+, Screw Plote, 
Reamers Av 4 Carbide Tools . 
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News (9| Graphic 


and near-white surfaces from stain or residue. PERMACEL-71 used above, holds metal 
letters in proper alignment until they! are permanently affixed. 


SPEEDIER, LESS EXPENSIVE “BUNDLING” 
PERMACEL Cloth Tape speeds assembling 
jobs for R.O. W. Distributors of Rocky 
Mount, Va. Tape is easily applied; sticks 
tightly, is easily removed. 


Permacel 


INDUSTRIAL 
| TAPES 
INDUSTRIAL TAPE CORPORATION 
NEW BRUNSWICK, NEW JERSEY 


Makers of @TEXCEL Cellophane Tape and a com- 
plete line of pressure-sensitive tapes for industry. 


ADVERTISING ...featuring this 


free, sales producing book is reaching all 
your best prospects. Send for your copy 
today! Write Dept. 3M. 











SEALING ROOF JOINTS —is typical of the time-and-cost-saving uses of PERMACEL 
Tapes. The Redi-Built Company of Corvallis, Oregon, used PERMACEL Tapes for this 
purpose in building the above storage bins. 
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Clutch Coupling 
For Electric Motors 
Up to 15 hp 


The Mercury Clutch Div. of Auto- 
matic Steel Products, Inc., has 
brought out the Series “E’’ Mercury 
Clutch with provision for mounting 
a standard flexible coupling between 
it and the driven load. 

Designed especially for installation 
on the shafts of integral horsepower 
electric motors up to 15 hp rating, the 
unit, used in conjunction with a flex- 
ible coupling, provides a satisfactory 
connection between the motor shaft 
and the driven shaft without the 
necessity of maintaining exact align- 
ment. 

The Mercury Clutch Div., Auto- 
matic Steel Products, Inc., Canton, 
Ohio.—Industrial Distribution, April 
1951. 




















Floor Brush Chassis 
Avoids Strain Of Lifting 
Heavy Floor Brushes 


The JEF floor brush chassis was 
invented as a means of conserving 
manpower by avoiding the strain of 
lifting heavy floor brushes. It con 
sists of a metal frame equipped with 
two swivel casters. 

Lag screws are furnished for at 
taching the forks to the back of the 











brush. The cross-member is joined to 
the handle by a hanger suspended 
from a clamp. This provides the ful- 
crum by which the brush is_ raised 
and the load transferred to the cast- 
ers. A turn-buckle allows the angle 
of the handle to be adjusted to a 
comfortable position. 

JEF Mfg. Co., Dayton, Ohio.—In 
dustrial Distribution, April 1951. 
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SILICON BRONZE bolts and nuts, 
both stock items at Harper, are 
widely used on power line equipment 
for their high tensile STRENGTH 
and CORROSION-RESISTANCE. 
Fastenings of this metal give 

dozens of years of service 

without failure. 








STAINLESS STEEL bolts and nuts, because 
: 4 : wm of their resistance to CORROSION and HEAT, 
Carbide Drill j i are used to secure bubble cap assemblies 
) in distillation towers. Depending on the 
Super Hard For application, other alloys such as COPPER 
Heat Treated Steel | J and MONEL also are used. 








A new carbide drill for drilling 
heat treated steels has been developed, 
known as the Super-Hard Drill. li 
features a long solid carbide end 
which tends to keep the heat, devel 
oped in cutting, well away from the 
braze, which is supposed to eliminate 
many failures that result from tips 
loosening from the body, particularly 
in the smaller diameters where it is HARPER has the products 
difficult to braze securely. 

The Super-Hard Drill is stocked in and the answers! 
$ to ve-in. diameters with unlisted 
sizes available. Diameters 3 to ;-in. Regardless of what your need may be—if it calls for top 
are carried in the carbide tipped quality bolts, screws, nuts or fastening accessories in non-ferrous 
hexagon shank design with brazed tip. or stainless steel—Harper can help you. 

Super Tool Co., Detroit, Mich.— Over 7000 different items in stock and ready for delivery from 
Industrial Distribution, April 1951. warehouses and distributors coast to coast—backed by mass production 
facilities and a group of fastenings specialists who know alloys. 

For further information or help on your own problems, 

“Every purchasing agent wants to mail coupon today. 
gain the most value for the money 
he spends, fears to use cheap prod- Chief Metallurgist—The H. M. Harper Co. 
ucts yet is tempted to do so to save 8219 Lehigh Ave., Morton Grove, Ill. 
money, and is egotistical enough to ( ) Send Catalog ( ) Our problem is: 
believe that his present methods of spremusts 18 
purchasing are the best that can be , 
developed.” ALL NON-CORROSIVE METALS TiS 7 .¥G 0 ot aii 04 

“Successful Salesmanship” 


by Paul W. Ivey EVERLASTING FASTENINGS 
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MONEL and NAVAL BRONZE fastenings 
assure trouble-free operation for 
marine equipment such as this sewage 
pump. They are selected because of 
their resistance to salt water and other 
highly CORROSIVE chemicals. 
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Now each ANGLgear unit is 
individually and attractively 
packed in a colorful and sturdy 
cardboard container. More 
eye-appeal at the point of sale, 
plus more money-saving ad- 
vantages for you. Completely 
dustproof. Convenient to 
handle. Easy to store and to 
identify. Simple to inventory. 
Yes, sound merchandising 
is point Number One in Air- 


ACCESSORIES CORPORATION 


Note our new address—> 1414 CHESTNUT AVENUE, HILLSIDE 5, NEW JERSEY 


—_———— RAO 


MOS RRS ERE TE SEIS PTR IEE SE FOE es 


Packaging Is Part of 
Airborne’s 5-Point 
Program To Help You 
Sell...and Profit from... 


Ss 
ssORit - 
at) 


borne’s program to help you 
profit from selling ANGLgear. 
Remember, too, Airborne gives 
you a quality product, direct 
sales help, powerful advertis- 
ing, a liberal distributor policy. 





A FEW CHOICE TERRITORIES 
STILL AVAILABLE 

We invite inquiries from in- 

terested distributors who can 

provide adequate customer 

service. 














| 
| 


hE ARE 


INDUSTRIAL DISTRIBUTION © APRIL, 1951 











NEW LINES 
taken on by 
DISTRIBUTORS 





Durkee-Atwood Co. has named the 
following firms as exclusive indus- 
trial V-belt distributors in their 
respective areas: 

e Hays Supply Co. 
Hesath, Tenn. 

e Bearings Belting & Supply 
St. Louis, Mo. 

e Bearing Specialty Co. 
Oakland, San Irancisco 
Sacramento, Calif. 

The following new distributors re 
cently were named to handle the 
Walker-Turner line of Kearney & 
‘Trecker Corp: 
ef. W. Burns Machinery Co. 

La Crosse, Wis. 

e Everett Hdwe. Co. 
Everett, Wash. 

e Gould Eng. & Sales Co. 
Fitchburg, Mass. 

© Grigg’s 
Pasco, Wash. 

e Ralph Hochman & Co. 

Newark, N. J. 

e John E. Kandler Co. 
Kalamazoo, Mich. 

e L-K Industrial Supply Co. 
Parkersburg, W. Va. 

e Lufkin Foundry & Machine Co 
Lufkin, Texas 

e@ Moore Machinery Co. 

Los Angeles, Calif. 

e Morris Machinery Co., Inc. 
Newark, N. J. 

e ‘The Robert E. Morris Co. 
West Hartford, Conn. 

e Mountcastle Equipment Co. 
Lake Village, Ark. 

e The National Mill Supply Co. 
South Bend, Ind. 

e Nebes Supply Co., Ind. 

Lowell, Mass. 

e Standard Supply Co., Inc. 

Neptune, N. J. 


and 


In the December issue it was reported 
that The American Pulley Co., had 
appointed a group of new distribu- 
tors to handle American power 
transmission equipment. This was 
in error. American Pulley actually 
appointed the distributors to han- 
dle American Materials Handling 
Equipment. The distributor list 
follows: 


eH. T. Lambright 


Rochester, N. Y. 
eM & F Supplies, Inc., 























Charleston, W. Va. 

© Materials Hand. Equip. Co. 
Houston, ‘Texas 

@ McKown Sales Co 
Huntington, W. Va. 

e Mid-State Machinery Co 
Dectaur, III. 

e Mullenax Supply Co. 
Wichita, Kan. 

@ Nook & O'Neill, Inc. 
Cleveland, Ohio. 

e Pacific & Western Ind. Supply 
Grand Junction, Colo. 

eS. Riekes & Sons 
San Antonio, Texas. 

¢ Roll Rite Corp. 
Oakland, Calif. 

e Tennessee Mach. Co. 
Nashville, Tenn. 

© United Sales Co. 
Springfield, Mass. 

@ Washington Equipment Co. 
Chicago, III. 

e Washington Hdwe Co. 
Tacoma, Wash. 

e Wrenn Brothers 
Charlotte, N. C. 

@ Yaeger Truck Exchange 
Los Angeles, Calif. 


Machinists’ Tools Inc., of Buffalo has 
been named distributor for western 
New York of the complete line of 
Engineers Specialties Division, The 
Universal Engraving & Colorplate 


Co., Inc. 





The Buyer Looks 
at Business 





Composite Opinion of Purchasing 
Agents Who Comprise the N. A. P. A. 
Business Survey Committee. 


I'he second rush of protective buy- 
ing since the Korean war began, is 
rapidly receding, the Nation’s Pur- 
chasing Agents report in their Febru- 
ary Survey. Order booking has leveled 
off at the high point of January, but 
the increase has stopped. Many new 
orders cover materials for military con- 
tracts which have not yet reached the 
production lines. The rush to increase 
production is also sharply off for the 
month, though in most operations 
high output is still being maintained 
by liquidation of raw material and in- 
process inventories. Many purchasing 
executives expect a troublesome gap 
to develop between the regulated de- 
cline of civilian pre“ ‘ton and the 





a better 


MATERIAL HANDLING 
PUMP 


—by Binks 


Handles all types of fluids 
... ideal for spray finishing 


au 








INCREASES PRODUCTION 15 PERCENT...With this 
new Binks equipment you pump directly from your 
supply drums...saving up to 6 cents per gallon on 
handling time alone. Cuts “down time” to the mini- 
mum because no time is lost filling tanks or in clean- 
ing operations. 


HANDLES ALL FLUIDS...Binks air-operated Pumps 
are available in pressure ratios from 1:1 to 10:1. 
They will pump all fluids...from thinner to calking 
materials...including fluids containing abrasives. 


FOR BEAUTIFUL FINISHES...By using a Binks pres- 
sure material regulator in conjunction with this 
new Binks Pump, absolute and precise control of 
material pressure is simple. Material reaches the 
spray guns in a steady stream free of all pulsation 
..-ideal for the application of even the finest finishes. 


IDEAL LOW COST PAINT CIRCULATING SYSTEMS... 
One of these new Binks Pumps will supply up to 8 pro- 
duction spray guns...guarantees uniform color, vis- 
cosity and performance at every gun station, cuts re- 
jects, improves finish quality and reduces fire hazards. 


LOW MAINTENANCE AND OPERATING COSTS... 
A Binks Pump operates on minimum quantity of air 
from your regular supply. Simple rugged construc- 
tion. Cleans itself by simply pumping a solvent. 


Send today for new Bulletin 700 
describing Binks material pumps 
and related equipment. 





Special packing 
protects motor 
-.. minimizes 
maintenance. 


Double acting 
pistons pump 
material on 
both up and 
down strokes. 
Top piston 
prevents 
material from 
reaching 
packing. 


Binks material handling pumps 
cre made in three types: 

Type A: (illustrated) for use 
in open 55 gallon drums. 
Type B: Single tube, for use in 
standard 2” bung hole 

of 55 gallon drum. 

Type BS: for use in 

five gallon container. 





MANUFACTURING COMPANY 








3128-30 Carroll Avenue West, Chicago 12, Ill. 
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Easier to identify see how the label 


stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


adier to handle Pheoll products are 


packed in sturdy boxes that won’t “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


Easier to get Prompt, reliable deliv¥- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


Easier to sell Pheoll products are 


money makers because they’re easy to sell. 
They're fast movers. They repeat because they're 
made to build your business. Our reputation is 
your guarantee. 

~ waned 


oll business builders 


Machine Screws 


t*Stove Bolts 
Machine Bolts 
Carriage Bolts 
8g Bolts 


Square Heaq Se’ Brass W, 
‘ashers 


Headless Set Se 
Sorte nessars 
et Head Ca * 
*Thumb Screws P Screws ogachine Screw Nuts 


Fi 
ig Nw 


t Screws 
ews 


*Threaded Rods 


tSlotted and p 
*Steel ond Bram 'P* Recessed Heads 


| 


SCREWS e@ BOLTS 


ordered increase of defense output. 

The priority system is not working 
well. Many suppliers of basic mate- 
rials are receiving rated orders beyond 
their required acceptance or reserva- 
tion percentages. Numerous directives 
given higher priority are upsetting de- 
livery schedules even of the rated 
orders, with a compound disruption of 
civilian production. Essential civilian 
industries, even major public utilities, 
have no priority status and are severely 
hampered for lack of necessary operat- 
ing supplies. 

Ihe conversion to new control pro- 
cedures, both for materials and for 
prices, which is being forecast by re- 
ports and rumors, will put additional 
bookkeeping burdens on management 
in the next few months, much of it 
on the purchasing department. 

Prices continued to creep up in 
February, but at a slower pace and 
with a tendency to stabilize on a high 
plateau. Industrial inventories of pur- 
chased materials are sharply down. 
Employment is high. Some organiza- 
tions have had to reduce working 
hours because of lack of materials, and 
restrictions on their use. Others are 
working overtime to produce every 
thing possible within the allowable 
period. With such confusion and un 
certainty of operating schedules, pur 
chasing policy must meet the condi 
tions and problems of the company. 


Prices 


Many prices advanced during Feb- 
ruary, though the pace has been much 
slower than January. The trend ap- 
pears to be leveling off. Price control, 
acting as a brake on inflation, is not 
yet thoroughly effective. There are too 
many exceptions and special situa 
tions. Most price increases this month 
are in fabricated items. Quantity dis 
counts and freight allowances are 
being withdrawn. Escalator clauses 
and open prices based on appeals from 
the regulation, to be made or in proc 
ess, are appearing. 


Inventories 


Industrial material inventories took 
a decided drop in February. ‘Thirty- 
eight percent, the highest number 
since November, 1949, report lower 
working stocks. Two principal rea 
sons are given: First, the reduction 
of stocks of materials restricted as to 
future end use. Second, most scarce 
materials have been on a_hand-to- 
mouth basis for several months, with 
very small protective stocks. The 
railroad strike severely curtailed re 
ceipts of materials, in many cases caus- 
ing a complete depletion of reserve 
stocks. Disruption of shipping sched- 
ules, caused by the increased use of 
priorities and directives, is a third rea- 
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son given tor present low inventories 
and their general unbalance. 


Employment 4 


Industrial employment continues at 
about the high of January. The num- 
ber reporting layoffs are more than 
compensated for by others showing 
additions to the pay roll. While it is 
no major movement, there is a de- 
veloping migration from the so-called 
“nonessential” industries to higher 
paid and more secure jobs in war work 
plants. This seems to be confined to 
areas where large military orders have 
been placed. The major pay roll 
changes this month are in the hours 
of work. Many cutbacks on initial 
operations are reported to be caused 
by material shortages. Balancing this 
is the overtime operation of many 
plants to push the completion of items 
which will be end-use restricted next 
month. 

Buying Policy 

The reports of the Survey on buying 
policy do not reveal any over-all pat- 
tern of commitment range. Until the 
question of who gets what, when, and 
how much, is settled, extended com- 
mitments are of little value, as sched- 
ules are upset daily by priorities, certi- 
fied procurements and directives. 


Commodity Changes 


Price increases predominate this 
month, although much lower in num- 
ber than January. Many items were 
raised before the price chill and the 
advances did not reach buyers until 
February. Other increases were on 
items exempt from controls. 

Important were: Antimony, corn- 
starch, cotton, foodstuffs, coal, coke, 
lumber, mercury, leather, linseed oil, 
soya bean oil, silver, tin. 

Scrap steel and cast iron were down. 

Hard to get are: Heavy acids, alu- 
minum, ,antimony, bearings, _ brass, 
cadmium, caustic soda, cellophane, 
cobalt, containers, copper, electrical 
equipment, iron, lead, lumber, molyb- 
denum, nails, nickel, paper, pipe and 
fittings, rubber, sulphur, steel, wire, 
zinc. 


Canada 


The pattern of Canadian business 
differs materially from that in the 
United States. Production and order 
books are higher. They had more 
price increases in February (no Cana- 
dian price freeze). Inventories are in- 
creasing. Employment is stable. Buy- 
ing policy is confused. Having difh- 
culty obtaining deliveries from the 
States without priorities. Adoption of 
five billion dollar defense budget fore- 
casts controls, probably in line with 
those of the U.S. 




















Sales Helps From Manufacturers 





A New Starrett Service 
For All Distributors 


A new eight point sales promotion plan aimed at 
boosting distributor sales and profits has been designed 
by The L. S. Starrett Co., Athol, Mass. 

The program consists of national advertising, advertis- 
ing mat and electro service, direct mail, imprinting of 
product literature, point-of-sale displays, souvenir adver- 
tising, educational aids, cooperation with distributors. 

Urging the distributor to advertise locally by news- 
paper and direct mail, the company is making available 
a new mat service for local advertising use. ‘These mats 
ire intended to feature products that tie in with all the 
distributor’s related lines and identify his house as head 
quarters for industrial supplies. 

The program is completely outlined in a new brochure, 
‘The Starrett Distributor Sales Promotion Plan and How 
It Can Help You Sell.” 

The brochure discusses the plan for communicating 
the latest information on Starrett mechanics’ hand meas 
uring tools and precision instruments, dial indicators, 
steel tapes, precision ground flat stock, hacksaws, band 
saws and band knives. 

The brochure stresses the fact that the services of the 
distributor not only include getting tools to where they’re 
most urgently required, but also providing necessary 
product information, data and specifications. 


DISTRIBUTOR SALES 
PROMOTION PLAN 
and 


How It Can Help You Sell 


EIGHT WAYS TO HELP YOU SELL are outlined in 


detail in Starrett’s 16-page Sales Promotion Plan Bulletin. 





MAGNETIC PIPELINE TRAP — 
This pressure tight device, described 
in a 2 page, 2 color bulletin, is used 
in industry to move tramp iron from 
pipelines carrying liquids and semi- 
liquids. Complete description, specifi- 
cations and various advantages are 
listed for the magnetic trap. [he trap 
is guaranteed to protect the product 
and the processing equipment against | 
nuts, rivets, rust particles, tools and 
other tramp iron entering the pipeline. 
Constructed of Alnico V metal, which 
is capable of producing the highest | 
strength magnetic field, it is particu- 
larly valuable in cutting repair and re- 
placement costs resulting from dam- | 
age to pumps, gears and screens.— 
The Erie Manufacturing Co., Erie, Pa. 


LUBRICATING SYSTEMS- Univer- 
sal hvdraulic grease fittings, couplers, 
swivel couplers, control handle for 
boosting grease pressures to 12,000 
Ibs., and top oiler for upper cylinder | 
lubrication are illustrated and described 
in this 14 page 1951 industrial cata- 
log.—Universal Lubricating Systems, 
Inc., Oakmont, Pa. 





ACCOUNTING PROCEDURES — 
“Figure-Fact Atomic Age Accounting 
at Machine Speed . . . with Machine 
Accuracy” is the title of a new folder 
(Continued on page 172) 





... HERE'S YOUR SOURCE 


© Machinists Bench 

® Combination Pipe 

@ Sheet Metal Workers 
® Quick Action Continuous Screw 


MORGAN VISE COMPANY 


~ 


to profitably meet 


INDUSTRY'S 
VISE 
NEEDS 


Vises are an important part of a pro- 
duction line. Shops, factories, plants 
in stepping up output look carefully 
to vise quality. Morgan Vises pass 
the most careful inspection and prove 
their great value in service. Right 
now you can do a top sales job with 
Morgan Vises and realize excellent 
profit results. Morgan Vises are sold 
only thru authorized distributors and 
we urge users to buy thru their local 
distributor. 


® Woodworking 
© Garage Vise 
© Hinged Pipe Vise 


108 N. Jefferson St. Chicago 6, Illinois 





MORGAN 
SEMI-STEEL VW i % gE s 
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Reno is a Free Port 
for all goods in transit 


Your products can be shipped via Reno, and keld in tran- 
sit for storage or assembling, without taxation by the state 
of Nevada or any subdivision thereof! This new Nevada 
Free Port Law has many advantages for the manufacturer 


or shipper. 








You'll find Reno centrally located: on the Overland Route 
of the Southern Pacific Railway main line, and on branch 
lines of the Southern and Western Pacific Railways, on 
transcontinental U. S. Highway 40, on U. S. Highway 395 
which links Los Angeles and Portland behind the Sierra 
Nevada mountains. Reno is on trunk United Air Lines and 
feeder Bonanza Air Lines and is served by transcontinental 


communications facilities. Str ategically located 


Storage in Reno takes advantage of Nevada's dry and to serve the 


moderate climate. Rates are reasonable, Buildings are avail- entire Pacific Coast 
able, or will be built as required. Numerous sites are imme- a 
diately available for the shipper who prefers to build his an 


own warehousing. ; Inter-Mountain Area 














TEAR OUT THIS COUPON AND 
Please send me detailed information on the tox HANL iT TO YOUR SECRETARY 


free storage of 


eventual distribution in 


DEPARTMENT OF TRADE AND INDUSTRY 


NAME 


FIRM 


wes con. | RENO CHAMBER OF COMMERCE 


(Mail to Reno Chamber of Commerce, Reno, Nevada) 
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1500 T&ands af 1l000F 
Vo ot 


DROP FORGED STEEL 


=) CHROME-MOLY STEAM VALVES 


Hold the line at... 








Oswego, N.Y. Station of 


* NIAGARA MOHAWK POWER CO. 


Lisding central stations know 
and trust Vogt drop forged steel 
chrome-moly valves in their 
toughest high pressure and high 
temperature services. 
Specify Vogt ... and be SURE! 





*The Huntley Station at Buffalo 
and Dunkirk Station at Dunkirk, 
N.Y. use many Vogt valves. 


TOP: Air view of Oswego, N. Y, 
Station of Niagara Mohawk Power Co. 


CENTER: Valves on main drum of 
875,000 pounds per hour steam gen- 
erator. 


RIGHT: Drains from main steam, at- 
temperator, and superheater lines em- 
ploy a maze of valves. 


NEW CATALOG F-9 
Consult its 400 pages for the complete 
Vogt line of drop forged steel Valves, 
Fittings and Flanges for steam, water, oil, 
gas, air and refrigeration services. 


HENRY VOGT MACHINE CO., Louisville 10, Kentucky 


BRANCH OFFICES: NEW YORK, PHIILADELPHIA, CLEVELAND, CHICAGO, ST. LOUIS, DALLAS, CHARLESTON, W. VA. 
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Nolional Sander, 


Used in finishing rooms in the Automotive 
...- Aviation...Metal Working... Plastics 


.-.- and Woodworking Industries. 


Model 400 


Model 300 


Model 500 


AFTER THESE PROFITABLE MARKETS Now, 


GO 


National has a complete line of portable sanders ... air or 
electric driven with either straight-line or orbital action 
With the National line you are able to offer your customers, 
in all fields of manufacturing, the sanding machine best 
See haw you fit into National's 


adapted to thelr needs 


selective distribution system. Write for details today 


Dealer Aids and Advertising to help you sell! 


NATIONAL 


NATIONAL AIR SANDER, INC. 


2822 AUBURN ST., ROCKFORD, ILLINOIS 
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issued by the Management Controls 
Division of Remington Rand. Both 
large and small businesses will find 
detailed information in this folder on 
securing figures and facts on payroll, 
cost, production, sales reports, inven- 
tory, or invoices produced automati- 
cally, rapidly, and at low costs with 
the manufacturer’s punched-card ac- 
counting machines. — Remington 


Rand, Inc., New York. 
CARBIDE TOOLS—This 60 page 


catalog covers all data in former Car- 
boloy tool catalogs and their various 
supplements, as well as many items 
which have not previously been carried 
in stock. The catalog not only lists 
tools, etc., but tells how to select and 
apply them. The differences, and even 
the limitations, in the various grades 
of carbide are clarified. This makes it 
easy for the user to select the correct 
grade for practically any application 
of carbides in the tool or non-tool 
field, particularly since technical de- 
sign and application data usually found 
only in manuals is part of the catalog. 
—Carboloy Company, Inc., Detroit. 





RADIAL ARM SAW-A new 12 
page, two color catalog, M-50, contain- 
ing many new woodworking ideas for 
contractors, industry, wood-working 
shops and schools has been issued, 
featuring radial arm saws and their 
accessories. ‘The center spread is de- 
voted to illustrating some of the 125 
different operations that can be done 
with this practical tool which brings 
new flexibility to woodworking.— 
Delta Power Tool Div., Rockwell Mfg. 
Co., Milwaukee, Wis. 


CHAIN HANDBOOK, CATALOG— 
This new handbook and catalog con- 
tains helpful information for engi- 
neers, executives and maintenance 
men concerned with chain drives. It 
is packed with suggestions on how to 

















You Can Supply Faster, More Efficient 
PRODUCTION 


with the broader range of Brown & Sharpe Cutters 


The closer your customers match their 
cutters to each job, the faster and 
more efficiently their milling opera- 
tions can be done. 

When you handle the broad Brown 
& Sharpe Cutter line, you can offer 
customers an accurate selection of 
exactly the right cutter for each mill- 
ing job! Styles include every type 
from plain milling cutters and énd 


mills to metal slitting saws and cutters 
for special uses. And every cutter is a 
quality product . . . designed and pro- 
duced to fulfill the enduring accuracy 
that is built into today’s milling 
machines. 

Prepare now for the big and varied 
cutter demand that’s coming. Brown 
& Sharpe Mfg. Co., Providence 1, R. I. 
U, S. A. ’ 


WE URGE BUYING THROUGH THE DISTRIBUTOR 


Brown & Sharpe ‘°° 
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TIM cHAIN 


Complete Line! 
Nationally Advertised! 


/ 


Many sales possibilities are in store for you when you sell the 
complete TM line of welded chain. Men in all types of metal 
working plants, trucking concerns, stone quarries, highway 
departments, lumber mills and the petroleum industry are 
learning the advantages of TM Hi-Test and TM Alloy Steel 
Chain through Taylor Chain’s national advertising in the Sat- 
urday Evening Post, Collier's and leading trade publications. 
You are supported further by a wide range of sales helps and 
technical literature. Cash in on these fine products and this 
great program. Investigate these sales and profit possibilities 
today. Send coupon for details. 


S. G. TAYLOR CHAIN COMPANY 
HAMMOND, INDIANA 


S. G. TAYLOR CHAIN COMPANY 
Dept. 6, Hammond, Indiana 


Rush details on the OTM Hi-Test Chain, OTM 


Name = = . A GREAT NAME IN 


7 
Address 
SINCE 1873 


City___ Zone Srate 
@eeeeeeeeeeeeeeeveeeeeeeese 


_ 
ot 
— 
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install, maintain and operate roller 
chain. It tells how to plan chain drive 
layouts; offers valuable hints on lubri- 
cation and roller chain selection. It 
also contains length conversion tables, 
horsepower rating charts, list prices 
with specifications for all types of 
roller chain and extended pitch con- 
veyor chain. —Atlas Chain and Mfg. 
Co., Philadelphia. 


TOOLS, ATTACHMENTS — This 
manufacturer of radial arm cutting 
machines for the woodworking, metal 
and plastics industries, has released a 
new illustrated catalog which includes 
all the tools and attachments presently 
available for its entire line of 39 mod- 
els. Among the articles featured are a 
jig saw, lathe, belt sander, custom 
table top and safety saw blade.— 
DeWalt Inc., Lancaster, Pa. 


CONVEYOR CHAIN—A four page 
illustrated folder, #2344, has been 
published, which gives dimensions and 
pertinent data on a hinged flat top 
conveyor chain and its cut tooth 
sprocket wheels, This chain is used 
chiefly for the transportation of small 
containers, bottles, packages or parts, 
through such operations as washing, 
bottling, packing, capping and label- 
ing.—Link-Belt Co., Chicago, II. 


JACKS-—Screw jacks, ratchet jacks and 
hydraulic jacks are described in a 16 
page, illustrated catalog #1515. Fea- 
tures of the new bulletin include a 
table of contents by jack models and 
by industries, a table to help select the 
correct jack, application pictures, rec- 
ommended uses for jacks, special fea- 
tures of jacks and detailed specifica- 
tions.—The Buda Co., Harvey, II. 


ANCHORING DEVICES—A new 
bulletin, #140, illustrates and de- 
scribes a complete line of masonry 
inchoring, fastening, drilling and al- 
lied products.—U. S. Expansion Bolt 
Co., York, Pa. 


HAND GRINDER-—An _ illustrated 
four page folder outlines the advan- 
tages and features of a new produc- 
tion grinder, describing its various 
uses and giving full specifications, as 
well as its application in the industrial 
field—Chicago Wheel & Mfg. Co., 
Chicago, III. 


HYDRAULIC PULLERS—A new 
cight page bulletin, well illustrated, 
discussing the labor saving applica- 
tions of hydraulic pullers and jacks, 
has been issued by the manufacturers. 
The booklet, which also introduces 
special hydraulic pumps and remote 
controlled rams, illustrates how these 
units simplify rigging requirements 
and improve safety in numerous pull- 











GIVE YOUR CUSTOMERS THIS NEW SLANT 
ON FINER, FASTER FINISHING 


Tell them to 
Investigate 


_aaBrightboy 


BURRING + CLEANING + FINISHING - POLISHING 


—lIn one time-saving operation! 


Let them know that something new has been added—RESILIENT 
RUBBER—+to give an entirely new conception of faster, finer light finish- 
ing—along with time-savings that frequently amount to fifty percent! 
Brightboy’s perfectly balanced compound of abrasive and rubber works 
simultaneously, swiftly, to provide a unique smoothing action that’s a 
revelation in surfacing. 


Countless businesses, including prominent defense industries, are tak- 
ing advantage of the almost limitless applications of versatile Brightboy. 
You caa do a big Brightboy volume with a small, fast-moving stock. It 
is a sale “natural” with related products, too: cutting tools, coarse abra- 





sives, drills, <tc. It is a “must” to round out your complete abrasives 
IN AVIATION— einen 
Brightboy is used for finishing 
D "ss parts 4 asse lies 
perp sini : glia ATTRACTIVE DISTRIBUTOR FRANCHISES; 
or engines and a rt 8s. Pe 
tured is a _ Brightboy-finished A PREFERENTIAL-RATING PRODUCT 
rotor blade for jet engines. ; oa : Ale) ; Oe 
: hea : Some choice industrial territories are available. Write 


us for selected Distributor Franchise information. 


ds 


HOW BRIGHTBOY SAVES 4. Requires no before-use preparation or 
PRODUCTION TIME dressing; no skilled labor to handle it. 
1. Bridges the gap betwen the rough 
grind and the muff. SOME BRIGHTBOY USES 
2. Works to close tolerances: can be Removing light digs, tool and heat marks. 
shaped to contour. Cleaning welded and soldered joints. 
3. Produces a wide variety of conven- Finishing dies and molds. 
tional and specific finishes and pat- Burring stampings, castings, machined 
terns; frequently the final polish. parts. 


WHEELS, STICKS, 
RODS, BLOCKS BRIGHTBOY INDUSTRIAL DIVISION 


‘ WELDON ROBERTS RUBBER CO., 
for Machine 6th Ave. & No. 13th St., Newark 7, N. J. 


America’s Pioneer Manufacturers of Rubber-Bonded Abrasives 


and Manu! 
Operations 


For Finishing 

All Metals 

Wood, Glass, 
Plastics, 

Products and Parts 
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STANLEY HAMMERS 
FOR INDUSTRY 


No. 511. Nail 
General Use. 
Bell face, claw 
hammer — ex- 
ceptional driv- 
ing and pulling 
power. Alloy 
steel head. Sea- 
soned hickory 
\ handle, securely 
No. 312 Ball locked to head. 
Pein = Machin- \ A\ 
ists’ and Spe- 
cial Jobs. 
Highly polished 
‘“super heat- 
treated”) head. 
Evertite hickory 
handle. Perfect- 
ly-balanced. 


No. 594 Soft 
Face Assembly 
and Light Metal 
Forming. Re- 
placeable plas- 
tic tips, extra- 
&, tough, flame- 
. resistant. Hick- 
ory handle 
locked to steel 
center body. 
No. 602 Mag- ‘ 
netic Hammer 
Upholstering. 
Forked end 
strongly mag- 
netized. Pre- 
shrunk hickory 
handle wedged 


to head. 


No. 780 
Sledge  Strik- 
ing and Drill- 
ing. Polished 
faces. Perfect- 
ly-balanced. 
Furnished with 
or without 
handle. 


Every customer you call on uses hammers. And 
Stanley hammers are the choice of workers every- 
where. For the assembly line, the shipping de- 
partment ... whatever hammers your customers 
need—Stanley makes them all. Designed with 
all the exclusive Stanley features for long, de- 
pendable service. Nationally-used, industrially- 
proved .. . easiest to sell. You give the most 
hammer for the money when you sell Stanley. 
Stock the complete line—it’s profitable. Stanley 
Tools, New Britain, Connecticut. 


THE TOOL BOX OF THE WORLD 


[ STANLEY |] 


Reg. U.S. Pot. Off. 








HARDWARE @ TOOLS @ ELECTRIC TOOLS e@ STEEL STRAPPING @ STEEL 
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ing, pushing and lifting operations, 
by means of “center-hole” tubular 
ram construction—Templeton, Kenly 
& Co., Chicago, III. 


COUPLINGS-A six page illustrated 
bulletin covering piloted type coup- 
lings gives table and specifications for 
use as well as typical applications. 
This coupling supports a long shaft ex- 
tension or floating shaft eliminating 
intermediate bearings—The Falk Cor- 
poration, Milwaukee, Wis. 














"MORE 
© HOLES 

















PORTABLE ELECTRIC DRILLS— 
A new 36 page booklet, “More Holes 
In A Hurry” gives the reader a com- 
plete working knowledge of portable 
electric drills, their care, and how and 
where to use them. Special emphasis 
has been placed on the industrial and 
agricultural application of drills, with 
several sections devoted to a step by 
step explanation of technical drilling 
operations. Table and charts are in- 
cluded which give instant reference to 
the various drill sizes and speeds re- 
quired for particular operations.— 
Mall Tool Co., Chicago, III. 





STEAM, LIQUID CONTROL—A 
56 page illustrated catalog, #51, de- 
scribing steam and liquid control 
equipment recently has been issued 
by the manufacturer. Drawings, lay- 
out diagrams, dimensions and capacity 
tables are included, with engineering 
data on precision pressure regulators, 
temperature regulators, safety and re- 
lief valves and other control equip- 
ment.—O. C. Keckley Co., Chicago. 


WELDING ALLOYS—A new four 
page folder is devoted to purchasing 
data on welding, brazing, soldering, 
cutting and tinning alloys and fluxes. 
All details that a purchasing agent 
must know to make proper selection 

















Errors can 
be caught 





here... 


but they can 





be stopped 


here... 
with better 


plant lighting 


HE best-lighted area in many 

plants today is the inspection 
table. But important as inspection 
lighting is, it can only help detect 
errors after they happen. The way 
to prevent manufacturing errors is 
with better lighting throughout the 
plant. 


Records prove that plant Light- 
Conditioning—bringing the lighting 
up to the latest scientific standards 
with the right lamps in the right fix- 
tures in the right locations—has re- 
duced many manufacturers’ rejects 
by 4%... 15%.. 


And along with fewer rejections has 


. 25%, and more! 


GENE 


come a reduction in accidents, more 
production, less fatigue. 


NOW IS THE TIME to sell customers 
on the advantages of better plant 
lighting. To help you do it, General 
Electric has prepared a new, illus- 
trated bulletin on plant lighting that 
is yours for the asking. 

For a free copy of a new illustrated 
bulletin “Planned 
Lighting for Indus- 
try’’, write General 
Electric, Division 
166-I1D-4, Nela 
Park, Cleveland 12, 


Ohio. PIER BN. 


You can put your confidence in — 








When you ‘‘Light-Condition” a 
plant, do it with G-E lamps 


To give your customers G-E quality, always 
specify lamps that carry the G-E monogram. 


R-52 LAMP FILAMENT LAMPS 
For high bays where For wide variety of 
maintenance is problem industrial applications 


EE — 


FLUORESCENT LAMPS MERCURY LAMPS 
High efficiency, easy Light at lowest 
maintenance overall cost 





RAL GQ) ELECTRIC 
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Handy... 


when converting part of 


“PUSH = PULL HYDRAULIC JACK 

















x. PUMPING UNIT 


NEW HEIN-WERNER 


operates at any angle 
and in any position! 


Meme 
[oh ULNS 


Hein-Werner also manufactures a 
complete line of Hydraulic Indus- 
trial Jacks in models of 11%, 3, 5, 
8, 12, 20, 30, 50 and 100 tons 


capacity ... Write us for details. 





Even with ram in close quarters, 
the six feet of hose connecting ram 
with the pumping unit permits free 
and easy operation of this jack. 
Great for pushing, pulling, press- 
ing, spreading and clamping jobs 

Available in 4, 10 or 20 ton 
capacities, with a wide range of 
attachments. 


HEIN-WERNER CORPORATION +« WAUKESHA - WIS. 
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are covered. Organization of the data 
facilitates selection of materials that 
meet requirements most exactly.—All- 
State Welding Alloys, Co., Inc., 
White Plains, N. Y. 


STAINLESS TUBING STEELS— 
rhis recently published, four page 
bulletin, TDC 140, outlines the physi- 
cal and mechanical characteristics of 
three non hardening straight chro- 
mium stainless tubing steels. Included 
are technical data on analyses, creep 
strength, properties at room and ele- 
vated temperatures, corrosion and oxi- 
dation resistance, welding and heat 
treatment.—The Babcock & Wilcox 
Tube Co., Beaver Falls, Pa. 


DIMENSIONAL DATA CARD-—A 
Dimensional data card for piping engi- 
neers, giving dimensions on welding 
fittings and flanges that could other- 
wise be found only by searching 
through many catalog pages, has just 
been printed. One side of the var 
nished, two colored card shows wall 
thickness and essential dimensions for 
all types of fittings for pipe size. The 
other side covers essential dimensions 
and bolting data for all types of flanges 
in all weights—Taylor Forge & Pipe 
Works, Chicago, IIl. 


ABRASIVE PRODUCTS-—A four 
page, well illustrated brochure in two 
colors, describes abrasive products to 
fill all tool room requirements. The 
manufacturer claims that the induced 
pores in his grinding wheels and seg- 
ments allows faster stock removal and 
cooler cutting action, thus increasing 
production, reducing regrinds, and 
lengthening tool life—Bav State 
Abrasive Products Co., Westboro, 
Mass. 


COPYING MACHINE~—A new eight 
page, three color booklet A-1078 de- 
scribing a copying machine designed 
to use the Diazo process is now in 
print. According to the manufacturer, 
the machine described is the first spe- 
cifically designed to make direct, posi- 
tive copies anywhere in your office.— 
Charles Bruning Co., Inc., New York 
13, N. Y 


VINYL PLASTIC COATINGS—A 
well illustrated and documented bulle- 
tin, on vinyl plastic coatings for the 
control of corrosion on exteriors of 
steel, concrete, brick, formed blocks 
and plywood structures and as a tank 
lining, has just been issued. Specific 
properties are given, and a chemical 
resistance chart is included, as well as 
information concerning application. — 
Casey & Case Coating Co., Maywood, 
Calif. 

















That bright suggestion 
of switching to Simonds 
Abrasive Company grind- 
ing wheels sure paid off for 
Bill. Output’s up and costs 
are down. The production 
line is clicking like clock- 
work and the boss is pleased. 
Maybe there’s an operation 
in your plant that can 
be done more efficiently 
and economically by using 
Simonds wheels, slightly 
different, but more adapt- 
able to your jobs. Every- 
thing in our complete line 
is accurately specified .. . 
grindiig wheels, mounted 
wheels and points, segments, 
abrasive grains. Write for 
free data book and the name 
of the Simonds distributor 
ready to serve you. 


SIMONDS 


| ABRASIVE CO. 
ae 


grinding wheels 





(Advertisement) 


Modern Grinding Wheels 
Essential to Mass Production 


APPLICATION TO WIDE RANGE 
OF INDUSTRIAL OPERATIONS 
DUE TO DEVELOPMENT OF 
MAN-MADE ABRASIVES. 


From wheels with limited uses for 
sharpening and finishing, to highly ef- 
ficient tools indispensable to countless 
mass production operations. That, 
briefly, is the evolutionary span of the 
grinding wheel, from natural sand- 


| stone, through emery, to its present 


day status as a versatile cutting tool 
incorporating man-made abrasives . . . 
a cutting tool that can turn out thou- 


| sands of accurate, uniform machine 


parts at incredible speeds. 
As a cutting tool the grinding wheel 


| is unique. It actually sharpens itself 
| as it works. Under the stress of the 


grinding operation, the grains on the 
surface of the wheel are either broken 


or pulled out as they become dull. New 


sharp cutting points continually come 
in contact with the material being 


| ground, enabling the speedy, unin- 


terrupted production of parts vital to 


| industrial output. 


Several different types of cutting 


| particles have been developed, not 
| only for grinding efficiently on metals, 


but also on a wide variety of non- 
metals. The most widely used of these 
man-made abrasives is aluminum 
oxide, produced in arc-type electric 
furnaces from Bauxite, a clay-like for- 
mation occurring in nature. Wheels 
made from aluminum oxide are manu- 
factured by Simonds Abrasive Com- 


| pany under the tradename Borolon. 


They are widely used for grinding 
steel, alloy steel, annealed malleables 
and similar materials of high tensile 
strength. 

Another manufactured abrasive in 
widespread use is Silicon Carbide, 
made from pure silica sand and ground 
petroleum coke. Extremely hard and 
sharp, silicon carbide is particularly 
well suited for grinding metals and ma- 
terials of low tensile strength, such as 
cast iron, brass, bronze, aluminum, 
ceramic products, glass and plastics. 
Electrolon is the tradename for 
Simonds Abrasive Company wheels 
made with silicon carbide. 


SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA. The advertisement shown here is 


BRANCH WAREHOUSES: CHICAGO, DETROIT, BOSTON + DISTRIBUTORS IN PRINCIPAL CITIES typical of Simonds Abrasive Com- 
pany’s powerful advertising campaign 


Division of Simonde Sew and Stool Ce, Fitchburg, Mess. Other Simonds Companies: Simonds Stoo! Mite, Lock | Crying 9 million sales messages to 
port, N. Y., Simonds Canada Saw Co. Ltd, Montreal, Que. and Simonds Canada Abrasive Co., Ltd., Arvida, Que. | USers of grinding wheels and abrasives. 
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Need 
FLEXIBLE 


COUPLINGS? 





#85 


Concave Jaw Surface of New 
Gerbing Flexible Coupling Holds 
Insert or Spider in Position 


Of exclusive design, the concave jaw sur 
face of the new Gerbing Flexible Coupling 
actually holds the resilient synthetic rub 
ber insert or spider in position, thus elimi 
nating any tendency of the rubber to 
Capable of handling 
peak loads, shocks and overloads. In- 
stantly compensates for angular and par- 
allel misalignment 


break or extrude 


Available for shafts from '2” to 178” and 
H.P. ranges from fractional to 25. Stand- 
ard keyways are provided. A long-lasting 
vibration-free drive for a wide range of 


applications. Deliveries from stock 


Dealers and Distributors Wanted 


GERBING MFG. CORP. 


NORTHBROOK, ILL. 
Suburb of Chicago 








Gerbing Manufacturing Corp. 
Northbrook, Il. 


We are interested in full details about your 
new Flexible Couplings 

Name 

Firm 


Address 


City Zone State 
5854 
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ROCKY MOUNTAIN DISTRIBUTORS 


TABLE FOR EIGHT is the thing at the cocktail party. Here are Mr. & Mrs. 
Harold Dahl, Jr., Builders Serv Bureau, Denver, Mr. & Mrs. W. FE. Geer, The 
| t Steel and Iron Works, Denver, Mrs. H. B. Harris, Mr. and Mrs. R. I 
ns, Columbia Stcel Co., Mr. H. B. Harris, The Midwest Steel & Iron Works 


GAY PARTY brings friends together at the Bro yor C I Here are 
\l Thurman Haske scal mson, Jr he t } lwe. Co., Mrs. Wm 


vurman Haskell, I 5 Wheeler, The 
( \I O i i l , g, Has I 


PRESIDENTS get 

together. Here are 

William P. Tracy of 

Tracy-Wells, Colum- 

bus, O., president 

National Wholesale 

Hardware Association 

and George H. Hal- 

Minnesota 

iid Manu- 

; presi- 

in Hard- 

ware Manufacturers’ 
Association 
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STAGE MEETING When Worn Drills and Under-Size Holes Add to Your Anchoring Problems... 


(Starts on page 78) 


our Distributors Report | aA on using ° 
. ier el . if that Wi Or ‘L] dr ilf / 


Li= * 
—Rocky Mountain Area aS 


J. R. Foss, M. L. Foss, Inc., Den- . - 
ver, reported that conditions are good | . «=== Yes, you can continue to use that very drill for the rest 
in the Rocky Mountain Area. Min- | Omens 9 tae: Of its natural life, even when the holes drilled become 
ing particularly shows new prosperity —-7 alarmingly smaller than expected because of any 
with shipments of gold, silver, lead change in dimension as the drill wears down. 
and zinc up. Agriculture is also good 
except for drought conditions in some 
areas. Labor conditions are tight. 
rhere is some slowing down in con- 
struction. He looks for a high level 
of business throughout 1951. Good 
ordinary business will be supplemented 


by defense orders 





The RAWL-TAPER is a caulked lead machine screw anchor 
comprised of a lead sleeve with a series of progressively 
diminishing tapers. The base of the sleeve becoming gradu- 
ally smaller than the top permits the RAWL-TAPER easy 
Ihe Southwest shows a_ healthy entry into such under-size holes as long as they are large 
enough for the hard conical nut to enter. The distributed 
force of caulking throughout the entire length of the lead 
sleeve is accomplished through the partial collapse of each 
of the diminishing tapers, causing them to fold under each 
other and maintain full compression between the threaded 
nut and the masonry for the maximum in holding power. 


—Southwestern Area 


business level, reported Gus Mom 
sen, Momsen Dunnegan Ryan Co., 
Fl Paso, Texas. He expressed high 
hopes for 1951, estimating _ sales 
would be better than in 1950. He 
pointed out that over the years bor- 
der distributors had built up the con- 


tacts and know-how to carry on a it’s the TAPER in RAWL-TAPERS that does it! 
thriving export business south of the Remember... RAWL-TAPERS were Designed. s 


Rio Grande. He urged manufacturers 
to use border distributors more exten- 2 : 
sively to capture this export business. .-.to meet any variation in the diameter of the 
hole caused by changes in dimension of the drill 


—Missouri River Area as it wears down, thus saving the cost of new drills. 


...to insure a uniform expansion of the lead for 
the length of the nut... supplying maximum area 
in engagement with the masonry. 


The major market factor in the 
Missouri River area, Ernest Kies- 
wetter,, W. A. L. Thompson, Hard- 
ware Co., Topeka, Kansas, pointed 
out, derives from agriculture. When 


ttl 


...to overcome the tendency of /ead to cling to 
cash farm income is high so are the the surface of the hole and mushroom, which 
sales of retailers and wholesalers serv- Ree. builds up resistance and limits the depth of caulk- 
ing this region. The reversal of farm x : ing between the nut and masonry. 


prices upward in 1950 with the ac- 
companying rise in cash farm income 
demonstrated to tie-up clearly in the 
second half of last vear. Both whole- 
saler and retailer sales showed marked 


...to avoid increasing the diameter of the lead 

which would require a larger diameter hole and 

in turn would reach the minimum limit when 
—_ —_ too small to receive the nut. 


month-to-month gains in the final | ORDINARY ASTOR RAWLPLUG ...to eliminate the poor practice of increasing 


6 months of 1950. Mr. Kieswetter the~thickness of the lead sleeve beyond a certain ratio in proportion to the base 
cautioned that price controls may pre- diameter of the nut, which would be drawn up through the lead as soon as the anchor 


sent problems for retailers where stocks received any strains beyond the normal elastic limit of the lead. 
are not or have not been priced at : ; . 
the market price. Replacement costs For further information write Dept. I 12-L-2 


on some items may actually be higher 
than camgias costs. THE AWLPLUG COM PANY, | NC. 


. 271 CHURCH STREET « NEW YORK 13, N. Y.: 





—Utah Area 
The Utah area will need a lot of 


merchandise, H. C. Kimball, man- 
ager, Z. C. M. I., Salt Lake City, 
warned the manufacturers. He fur- 
ther pointed out that a very con- 
(Continued on page 184) 


E ARE RAWL EXPAN 
| SOLD THROUGH A 
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. . (nvigorates 


. y; 





help their distributors. 


isi ears in 
distributors are helped only when advertising app 


n of impor- 
publications that are actually read by the me 


PCNBER OF wavienac eileen 





“HI- SPEED” wetoino AND CUTTING APPARATUS 
= “"Eao ano tre PRorecr On . anc WEL Ome COuliemenr 
O80 Paeseuae aeeeenn APmamarus 


CASH Aven: 


2830 wa we 
OETROIT 6 MICHIGAN 


Pebruary 27, 195) 


tr. T. W. Van Winkle 

Factory Mansgement 4 Maintenance 
2980 Fenodecot Building 

Detroit 26, Michizan 


Dear Mr. Van Winkle: 


4 convertad eceptic freq: carried to the opposite 
extreme, eo I will try to bold myself to the facts of why our schedule 
in Factory Managenent & Maintenance has been increased for 1951, 


Lart year we fot around to trying Factory. We were avowed vertica). 
coverage folks and ventured into your Dudlicrtion with the Caution of a 
hoy terme rature-tecting the evinn-ing hole on the firat dey of Scring. 
Thie year ve will do some *wimming, 

* asked our distrimtore what trade papere their customere not only 
received but actually read, They reported that Factory Mm &@ M really has 
the confidence of the men who buy or specify the eouloment we offer. 
That was reeseuring. 


Moat eratifying wae the traceable returne we received fron our Factory 
ads There is every evidence that those “@ppesrances have @ccomplished 

nted of them help for our distridutors in selling Dockson 
Welding & Cutting Equipment and Head & Eye Protect ton 





We are Satisfied that Factory Hanagement & Maintenance Savi 
8. 


aorates snles 
for our dintributor 


Very truly yours, 


DOCKSON CORFORATIOW 


1951 
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sales for our distributors” 


tance in industry. And, Mr. Luckey says, distributors 
reported that “FACTORY really has the confidence of 


the men who buy or specify.” 





FACTORY can help you make sales on every product 
line you handle. Insist on advertising in FACTORY to 
reach the men who buy in the manufacturing industries 


—the men of the Plant Operating Group. 


‘ 


HELMETS and 
HANDSMIELDS 


i 


jit 
if 
ist 


DOCKSon’s 
No 45 OUTFIT CORPORATION 


enone 


fits 
sf 


fe © complete range of alge 
pam alding nd cating eperetion 
awry ae comet, nal 





5 CUT lectntes: 
te 656 tps toe, 
a mn 246 8 and 10 Sy 











A McGRAW-HILL PUBLICATION 


330 W. 42ND STREET, NEW YORK 18, N.Y. MANAGEMENT AND MAINTENA-CI 





Member, Audit Bureau of Circulations * Member, Associated B 
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STEEL SITUATION gets explained to 
Conference by Walter S. Doxsey, presi- 
dent, American Steel Warehouse Asso- 
ciation and Marcus J. Aurelius, Co- 
lumbia Steel Company 


siderable part will be supported by 
ratings. Decentralization of industry 
has brought new plants to the area 
and old plants and operations have 
been greatly expanded since V-J Day. 
Expanded mining activities, added re 
fining operations, atomic energy de- 
velopments, sugar refining and added 
steel capacity have all added thei 
bits to the boom in the area. Dollar 
figures were cited to indicate the mag- 
nitude of the plant expansion in many 
industries. 


Reminders to Management 
During a Sellers Market 


J. H. Ruddell, Central Rubber & 
Supply, Indianapolis, outlined five 
things that management in an indus- 
trial supply house should do at the 
start of a sellers’ market. 

1. Train your organization to “Take 
an Hour to Say No.” We must not 
give a short or blunt answer or make 
a flippant reply when we can’t sup 
ply an item. Take time, Mr. Rud- 
dell urged, to explain the situation, 
give examples of the hardships of 
others and above all tell the customer 
how much we value his business and 
emphasize how much we wish we 
could help. 

2. Correct previous errors in your 
sales policies. Mr. Ruddell pointed 
out that in his own firm they had 
taken several steps to correct bad 


BAY STATE TAP & DIE CO. habits. Their efforts to avoid small 
MANSFIELD, MASS orders embraced several actions— 


| salesmen received no commission on 

< invoices of less than $10; personal 
conferences are held with chronic of- 

fenders; accounts not properly whole- 


On Nearby Shelves of Industrial Supply Distributors sale in nature are taken off salesmen’s 


lists; merchandise lines are being ana- 
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FOR 


rd 


In 1929, ‘the Heat Diffusing Unit (illustrated), 
equipped with two Fafnir SA 34” Pillow 
Blocks, was installed, For over 20 years, this 
machine has been operating.without the least 
sign of bearing trouble. The unit fufseat.1750 
RPM and is grease lubricated . . . no regular 
grease lubrication cycle. Notice the dirt ac- 
cumulated around the block and the absence of 
grease leakage 


Here’s a bear’ 


Fafnir 
changeove 
equipment 
veyors etc. 
systems to de 
steps. No shat -«« Of the com- 
plexities of loc -, washers, sleeves or adapters 
are involved because Fafnir units have the famous 


PILLOW BLOCKS CARTRIDGES FLANGETTES 


cS + 


... light and «-. with pressed 
heavy series. steel flanges. 


.. all types... 
light, standard, 
heavy . . . fixed 
and floating. 


YEARS...this money-saving idea 


has been right 
‘fon the ball’’ 


Wide Inner Ring bearings with self-locking col- 
ars. Actual installation records show that Fafnir 
units often pay for themselves in less than a year. 
Your Fafnir distributor has the facts. Why not 
check with him? The Fafnir Bearing Company, 


New Britain, Conn. 


FAFNIR 


BALL BEARINGS 


MOST COMPLETE cS: LINE IN AMERICA 
g7 3 
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lyzed and those which create too 
many loss orders are being dropped; 
retail prices are being charged for re- 
tail and broken package quantities. 
3. Work out as economical a way 
of handling back orders, or avoiding 
them, as possible. Mr. Ruddell sug- 
gested that industrial distributors 
might follow the lead of wholesale 
hardwaremen and cancel back orders 
for standard shelf merchandise with 
as many classes of trade as possible— 
take orders on a ship or cancel basis. 
He went on to point out that the 
necessity for allotment on some lines 
is coming soon and he_ urged 
that satisfactory methods be thought 
through now. 
+. Pay close attention to your pur 
chasing. Mr. Ruddel urged that “lead 
times’”” be closely watched and that 
ordering procedures be changed 
: promptly as conditions change. He 
3 me ; further stressed that management 
ate Fak 4 } should strengthen relations with 
3 fos % : rs sources. 
Sa 5. Try to keep ahead of the com 
vn ing manpower shortage. After ap- 
praising the draft vulnerability of 
Two thousand years ago, when the Greeks talked about a “catalog,” they had your personnel, Mr. Ruddell pointed 
out, it may pay big dividends to add 
to your organization and train them 
In those days, of course, figs were figs, and olive oil was olive oil. Buyers (if they before the emergency is upon us. 
Many jobs in a supply firm require 
substantial training and experience 
until the goods were spread out in the marketplace. and it’s easier to train now than after 
the trained man is gone. Women and 
older men were indicated as a source 








in mind simply a sort of inventory—a ‘“‘list of things set down.” 


trusted the seller) might buy from a sample. Or, more likely still, they waited 


Times have changed, and so has merchandising. Today's kata logos has become 


a powerful—and trusted—engine of distribution. It has so much to do—so much of manpower. 


to show and tell—so many “buying angles’’ to take into account—that it is truly 
a problem for expert catalog men schooled by years of catalog work for the 
nation's leading distributors. 


If there is a suspicion in your mind that your catalog representation needs 


strengthening for the year ahead, by all means call us in. Consulting us will Hardware Wholesaling Today 


not obligate you in any way. Drop us a line today. 
Thomas A. Fernley, Jr., executive 
secretary, The National Wholesale 
| Hardware Association, read the veat 
R. R. DONNELLEY & SONS COMPANY end results of the Wholesale Hard- 
Catalog Compiling Department ware Industry from the association’s 
annual survey. Sales of hardware 


ie) 


350 East Twenty-second Street, Chicago 16, Illinois f . on... stil 
wholesalers in 1950 were 22 percent 

PRINTERS © BINDERS © ENGRAVERS © LITHOGRAPHERS above those in 1949. Inventories at 
the end of 1950 were 24 percent 
above those at the close of 1949. He 
pointed out that price increases over 
the period have accounted for a part 
Ho ve of the gain in both figures. He went 
on to point out some of the effects 

on wholesale hardware men of th« 

control activities of the National Pro 

duction Administration and of the 

Price Stabilization Agency. In com- 

menting on the steel situation he 

pointed out that 9 percent of the 

steel is going out on D.O.’s and 20 

percent is going out on mandatory 

allocation programs leaving 71 percent 

REPEAT ORDERS FIRST ORDER for civilian economy. 
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Walker-Turner design gives you 
clear-cut sales advantages! 


New I 
Band 





with 
Seldom are the cost-cutting advantages of “a . +i A U T 0) M AT | C 


Walker-Turner design so clear-cut as in 
this new 16” metalworking band saw. aie power 
Take, for example, its three-piece frame . er. 
and body construction. The greater rigidity a 
and accuracy, the smoother operation this : 4 feed 
affords, means more production per opera- 
tor and longer machine life. 
But where the efficiency of this produc- 
tion machine really shows up is in operat- 
ing savings. A patented Automatic Feeding 
Mechanism for straight or irregular cutting 
positively prevents overloading the blade 
.... greatly prolongs blade life. 
Here, in short, is a metal-cutting ma- 
chine designed for profitable operations. 
And with this complete line of metal and 
wood-cutting machines—each designed 
with many clear-cut sales advantages — 
Walker-Turner distributors have a big op- 
portunity to make extra sales, bigger prof- 
its and repeat business. Write now for 
complete information. 


SOLD ONLY THROUGH AUTHORIZED DEALERS 


DRILL PRESSES « RADIAL DRILLS + TLTING ARROR SAWS « BELT and DISC SURFACERS 
LATHES « METAL-CUTTING BAND SAWS « SPINDLE SHAPERS + JOINTERS 
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PYRAMID SALES 


wit Fairbanks’ 3 lines! 


Capitalize on the profitable combination of Fairbanks’ three 
lines—Trucks, Casters and Valves. Many of your customers may 
be unaware of the fact that all three lines are made by the same 
Fairbanks Company. Yet a number of users of hand and plat- 
form trucks, for instance, also buy casters and wheels —and 
bronze and iron bodied valves—turning elsewhere for sales that 
should be yours. 

So make three calls in one — pyramid your profits by selling CONFERENCE hears distributors and 
all of these famous Fairbanks products to every customer. manufacturers. Here are Charles W. 

















VALVES 


Full Line of Bronze and Iron 
Body Valves in all types — 
Gate — Globe — Angle — Check 
—"Sphero” Ball Valves —Sol- 
der Joint—Brazed Joint. Sizes 
Ve" to 24”. 


TRUCKS 


Hand and Platform Trucks in 
over 200 standard styles and 
sizes. Dollies, Carts, Skids,also 
specially designed equipment. 


CASTERS and WHEELS 


Swivel and Rigid Casters in 
both Pressed Steel and Semi- 
Steel in sizes 2” to 8”. Wheels 
for casters and trucks in 2” to 
18” diameters. Rubber Tired, 
Semi-Steel, Solid Rubber and 
Pneumatic types with Plain or 
Anti-Friction Bearings. 


OVER 21/, MILLION ADVER- 
TISEMENTS IN 1950 ARE 
HELPING YOU SELL FAIR- 
BANKS PRODUCTS. 


ks 


COMPANY 
N. Y. 


" ROME, GA: 


» BOSTON 10° 


DART & PIC UNIONS - VALVES - TRUCKS - CASTERS 
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Wheeler, ‘The Salt Lake Hardware Co. 
and D. W. Northup, The Henry G. 
Thompson and Son Co 


Security 


William P. Tracy, Tracy-Wells Co., 
Columbus, O., pointed out that in 
our preoccupation with and _ search 
for security we as a nation are mov- 
ing rapidly along the road to medioc- 
rity. In the old days when this coun- 
try was being built to its present great- 
ness, we gencrally followed the con- 
cept that the role of government was 
to protect whatever security an indi- 
vidual could win for himself. Now 
we are coming to rely on the govern- 
ment for everything and adhere to the 
philosophy all will get something for 
nothing. He further indicated that 
we have concentrated on rights and 
not on responsibilities. 


1951 Outlook for Your 
Business and Mine 


The year 1951 is starting out at an 
all time high. George H. Halpin, 
Minnesota Mining & Manufacturing 
Co. reported. The first quarter will 
be very good but attrition is setting 
in. Many products will be listed in 
the non-essential category and the 
list will spread. The shortage of one 
critical item going into a composite 
product along with many other raw 
materials can slow down or even stop 
production of the final product. He 
pointed out that hope lies in overall 
expansion to produce more. We 
thought in 1940 and ’41 that civilian 
output would be cut severely but ac- 
tually we had guns and butter too 
and maybe we can do it again. Mr. 
Halpin reminded the audience that 
our number one responsibility now is 
to do our selling job better. The 
task of the sales force is different now, 
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SEMI-FINISHED AND COLD PUNCHED NUTS 
<i ee. -. 
keg or carload, asapesica AG 


Republic Upson 

Nuts and Bolts are 

consistently and uni- 

formly the same... right 

for wrenching... right for a 


holding. You can count on . 
Republic Upson Nuts (and bolt 
heads, too) to be straight-sided, 
sharp-cornered, right-sized for snug 


wrench fit... threads to be clean, accu- 
rate, tough. Supply your needs from this 
big line of over 20,000 shapes and sizes. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 


CLEVELAND, OHIO +« GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17, N.Y. ) 
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INSURE PRODUCTION WOW 
with Hazaukee TOOLS 


Long famous for their surplus power and high torque, “Milwaukee-built”’ 
motors are standard equipment in all Milwaukee portable electric tools .. . 
in addition to modern design and ball-bearing construction. You'll be 
amazed at their service-free, continuous performance in production and 
maintenance work. 


Milwaukee HOLE-SHOOTER (Pistol drill) . . . widely 
used in aircraft, automotive and other metalworking plants. 
Speeds—650, 1000, 2000, 3500 and 5000 R.P.M. 
Capacities —4", 5/16”, %”. Wt. 3% 

to 4%, Ibs. AIR-COOLED. 


EXCLUSIVE SPLIT-BODY DESIGN. 
Permits inspecting, cleaning and ad- 
iusting all electrical parts under full- 
speed operation. 


HEAVY-DUTY PRODUCTION DRILLS 


Notable for reserve power, for electronically bal- 
anced and highly insulated armatures, for air-cool- 
ing systems that circulate four times 
is customary, and for their fatigue-relieving weight 
balance, Milwaukee heavy duty 

drills are built for day-after-day 

heavy drilling and reaming. 


= 
as much air as 
Va” to %” 


$58 », $9400 





For the 34” drill pictured, as well 
as 12” and 5g” models, the heavy- 
duty Jacobs Chuck is standard, 
and a Morse Taper Socket is op- 
tional. 


MAINTENANCE MAN’S FAVORITE... 


3-SPEED %.” RIGHT-ANGLE DRILL 


NATIONALLY ADVERTISED 


bs 


Removable and reversible 


right-angle drive attachment Two-speed right-angle drive attachment is removable for straight 
$-412 complete with drilling at 450 8. P. M. Right-angle speeds are 300 and 675 R. P. M. 
Right-Angle Drive Drills in wood, metal, masonry, concrete and tile. Uses wood bits up 
$6900 to 3” — also carbide-tipped drills. Wonder tool for close quarters. 


WRITE FOR CATALOG 


Get our FREE 48-page catalog now, with complete information on Milwaukee portable 
ectric drills, screw shooters, nut setters, saws, hammers, sanders, polishers, portable 
1 bench grinders 


MILWAUKEE ELECTRIC TOOL CORPORATION 


5340 W. STATE STREET © MILWAUKEE 8, WISCONSIN 
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there are new things to do, and that 
makes it more difficult. He urged 
manufacturers to maintain their sales 
forces and their advertising activities. 


Stretching Our Steel Supply 


The West will continue to grow 
in population and as a consumer of 
steel, Marcus J. Aurelius, Columbia 
Steel Co., stated. The population of 
the 11 western states increased 40 
percent in the decade 1940-50. And 
in only one of the ten years was the 
steel capacity adequate to meet de- 
mand notwithstanding the fact that 
capacity in the region was expanded 
165 percent during the decade. The 
situation in 1951 will be even tighter 
and shortages will become increasingly 
severe as the defense program builds 
up. 

Mr. Aurelius cited three obligations 
of the steel industry in the field of 
production: 

1. Operate existing facilities con- 
sahil at capacity. 

2. Increase tonnage from existing 
facilities through the use of new and 
better techniques and methods. 

3. Expand capacity as fast as possi- 
ble. 

He also listed the obligations of 
the steel industry in the field of dis- 
tribution and use. 

1. See to it that no defense project 
suffers from lack of steel. 

2. Be sure available steel is used 
wisely—no waste. 

3. See to it that steel is not held 
out of production. 

4. Fight the gray market. 


Responsibilities of Manufac- 
turers to Distributors in a 
Period of National Emergency 


The manufacturers of industrial 
supply products who believe in dis- 
tributing those products to the final 
user through industrial distributors 
have a heavy responsibility to their 
distributors in this period of national 
emergency, Franz T. Stone, Colum- 
bus-McKinnon Chain Corp. stated. 
In the first place they have the re- 
eee for producing as much as 
they can under adverse conditions. 
In the second place, they must resist 
any attempt on the part of well mean- 
ing but ill-informed government of- 
ficials to divert any part of their ca- 
pacity to the production of other 
products—supply products are essen- 














IN ABRASIVE BELT 
ADAPTABILITY! 


Here's another BEHR-MANNING abrasive 
method that sel/s itse/f because it really cuts 
production corners! This new yoke sander, 
used vertically, provides a quick and easy way 
to finish inside contours such as the auto horn 
ring in photo at left. Used horizontally — as 
below — the free-running BEHR-MANNING 
belt provides the ideal way to polish close 
contours. To finish short radius curves— inside 
and outside, as in bottom illustration the small 
contact wheel is perfect! 


In most cases, a single demonstration suffices. 
Out go the old methods — in come the new 
BEHR-MANNING methods! 





Your customers will be interested in the whole story 
of BEHR-MANNING Demonstration Room service. It's all in the 
new bulletin — write today for your supply of "Proving Ground 


for Production." Address Dept. ID-4. 


pp BEHR-MANNING . trov. xv 


BEHR-MANNING 


COATED ABRASIVES * SHARPENING STONES 
(NORTON) a US a a ea 
FOR EXPORT — BEHR-MANNING OVERSEAS INC., NEW ROCHELLE, N. Y. 


abrasives ® 
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idea it is smart to by-pass the indus- 

: : | trial distributor. Further, manufac- 

First —Foremost—and Finest in the Industry. Faster turers have the responsibility, with the 

turnover ... and the biggest profit line in the abrasive field. cooperation of distributors, to see that 

sensible controls applying to their 

products are set up and are adminis- 

tered by experienced men from indus- 
Chicago Mounted Wheels. try. 


g tial to the whole defense effort. Third, 
manufacturers have the responsibility 
(cago oun ee ¢ | to resist any attempt on the part of 
contro] authorities who might get the 


Minimum space requirements . . . low stock investment. 


Unlimited profit possibilities when you sell 





It Begins With Me 


John S. Tomajan, The Washburn 
Co., stressed the importance of spir- 
itual values in business. He urged 
that businessmen should give recog 
nition to and take leadership in stimu- 
lating a broader awareness of the pre- 
eminence of spiritual values over 
material values. He expressed the con 
viction that our civilization can en 
dure only if we maintain high moral 
standards. These cannot be superim- 
posed from above but come from 
within. A better world can only be 
built as individuals, each individual in 
his own affairs, follow high spiritual 
values—‘‘a better world begins with 


” 


me. 





Wheels a Washington Developments of 
saul ten, toa m: Grinding | Interest to Industrial 


wheels stay Factory- Wes i Wheels 


Fresh until used... ¥ Fj 4 Designed for effi- | Distributors 


an exclusive Chicago 
Wheel selling bonus. 
Wheels last longer, 
are stronger and more 
efficient. 


cient economical 
performance on H. R. Rinehart, Executive Secre 
oy pares tary, National Supply & Machinery 
cas epeeenen. Distributors’ Association, discussed 
Wide selection for 2 f ce eae : 4 * 
profitable wheel the organizational pattern of the con- 
business. | trol agencies in Washington. He ex- 
pressed the belief that there was a 
much greater awareness of the essen- 
tiality of distributors among present 
‘Seste of 1001 Une. day Washington personnel than there 
Rintiokaliieadvensiced had been at the start of World War 
.. nationally known. VALUABLE FRANCHISE! II. Mr. Rinehart concluded by de- 
De Luxe Model for Chicago Wheel’s Industrial Dis- scribing the current priority system 
a oe tributor Franchise means more and the effect of various D.O.’s on 
res wien tiie. ‘i profitable business for you. Non- distributors. 
competitive on many items. 
Profit margin fully protected. 
Write today for details. 





Handee 





CHICAGO WHEEL & MFG. CO. It Is Up to Management 


We Are Interested In... Dept. ID, 1101 West Monroe Street Speaking of the bolt and nut indus- 
Chicago 7, Illinois try, Robert G. Patterson, Lamson & 

Sessions Co., reported that finished 
manufacturer’s inventories were vit- 
Chicago Wheel Industrial Firm tually depleted. He indicated that 
1950 was the biggest year in the his- 
tory of the industry and January 1951 
saw the greatest production and ship- 

| ments ever. Steel is short but the out- 


Full Details on the Name 


Distributor Franchise Address 
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You get full take-up 
on this turnbuckle! 


ITH a 12” Upson-Walton turnbuckle you always get 12 inches 

of take-up. To attain this uniformity the bodies are drop-forged 
to size and shape in accurately made dies. This is but one of the re- 
finements in design and manufacturing technique you get with 
Upson-Walton fittings. 

After forging, bodies and fittings are straightened to insure a 
true thread. 

Body reins are wider than the shank diameter—thus threads are 
protected. Since the reins are constructed with ample section and 
rigidity, a bar may be inserted to set up tension with safety. 

Upson-Walton is the only manufacturer of all three—wire rope, 
fittings, tackle blocks. All three have advantages you can turn into 
greater profit for you. 


THE UPSON-WALTON COMPANY 
CLEVELAND, OHIO 


aa 


WIRE ROPE ROPE FITTINGS TACKLE BLOCKS 


ONLY UPSON-WALTON OFFERS ALL THREE...WIRE ROPE ®* FITTINGS e TACKLE BLOCKS 
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‘WITH VicroR'S 
COMPLETE: LINE! 


Years of consumer acceptance and 
Victor dependability are just a few of 
the many reasons why Victor is con- 
stantly making new customers... re- 
peat sales! And when you add Victor’s 
complete textile belting line, you’ve got 
a combination that’s hard to beat for 
volume sales! 


You can broaden your sales horizon 
when you sell Victor's complete line 
of textile belting—solid woven cotton 
— Neoprene impregnated — canvas 
stitched and Balata, plus a complete 
variety of belting specialties. They’re 
made in a full range of widths and 
plies, and are available with special 
treatment to meet specialized service 
requirements. Always sell Victor Belt- 
ing...the first choice for conveying, 
elevating and power transmission. 


eT Te 
eos * ee Ew tnt elit rad 
ee ee vt 

desk kg Apting in eh er | 


fetor 


‘ 
ae & Vasttite Bening i o. 
7 «300.6 W. Hubbard St., Chicago 10 
Factory: Easton, Pa 


' 


3 Park Pl, NLY 


put is enormous. He urged distribu- | 
tors to buy intelligently and cooperate 
with their suppliers. 

The major job of management un- 
der today’s conditions is to achieve | 
full utilization of the efforts of labor, 
Mr. Patterson stated. This can be 
done he said by: 

Define the job. 

. Define the skills of employees. 

. Make personnel inventories. 

. Provide training. 

5 Rotate jobs—teach people to do 
other jobs. 

6. Understand regulations and con- | 
trols. 

Act maturely with your employ- 
ees, pass on responsibility and author- 
ity where deserved. 

8. Be of service under the new con- 
ditions—be of help to your customers. 


# 


The Abrasive Industry 
Prepares for Rearmament 


In World War II the abrasive in- 
dustry did a good job of taking care 
of the emergency Ralph M. Johnson, 
the Norton Co., stated. There were 
no government plants in the abrasive 
industry, he continued, and there were 
no limitation orders. From a pre-war 
base, output of abrasive grain was 


stepped up almost 34 times and the 


output of grinding wheels was in- 
creased more than 54 fold. New plants 
and expansion in the abrasive indus- 
tries since V-] Day now give the in- 
dustry the capacity to outproduce the 
World War II peaks. 

Mr. Johnson pointed out that the 
abrasive industry had already estab- 
lished Washington contacts for closer 
working arrangements with the de- 
fense program. He announced that 
the industry had set up in N.P.A. an 
Abrasive Advisory Committee on 
which there was a distributor member. 


A Distributor Advisory Board 


D. W. Northup, The Henry G 
Thompson & Son., announced that 
his company had set up a Distributor 
Advisory Board to help in the formu 
lation of sales policies. Certain areas 
of decision, of course, must be re- 
served to the company he pointed out 
but in the remaining wide range of 
problem affecting distributors no ma 
jor change is made without first can 
vassing the Advisory Board members 
for their opinion. When the votes are | 
in the majority rules and the minority | 
know they are in the minoritv. Mr. | 
Northup reported that this move for | 
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Check these Points 


BEFORE you buy 
CHAIN 


oO 


FUNCTION 
OF 
CHAIN 


WORKING 
LIMIT 
LOAD 


13) 


PERMISSIBLE 
SIZE 
AND 
WEIGHT 
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Then “Engineer” 


‘MEKAY cHaIN | 


to your specific needs 


The use for which the chain is in- 
tended and working conditions under 
which it will operate often determine 
the type of chain to be used for the 
job. That's why it’s important to check 
the above points before buying chain. 
Call on McKay to help “engineer’’ 
McKay Chains to your exact require- 
ments. Then you'll be sure you're 
getting the best chain to do the job 
efficiently and economically 


THE EIN COMPANY 


441 McKAY BUILDING 


PITTSBURGH 22, PA. 








COUNTRY-WIDE 
IT’S THE SAME STORY 


SKF Contest 
Sparks Better Service 
Increased Good-Will 





Every month, distributors 

and distributor salesmen cash in on 

=cr’s great educational program —‘‘The 

More You Know, The More You’re Worth.” 
Some—like Don McGuire of Portland’s 

Bearing Sales & Service, Inc.,—win a prize each 
month worth as much as $150.00. Others don’t win 
prizes, but they gain invaluable knowledge of bearings. 


Result, every entrant in the contest is able to doa 
better job for his customers — build a steadily growing 
feeling of confidence in his ability to give sound, 


practical advice. There’s no time limit for entries — SKF INDUSTRIES INC. Phila. 32, Pa. 
every distributor is urged to get his men to participate. manufacturers of 
They’ll know more —they’ll be worth more. 7226 SKF and HESS-BRIGHT bearings 
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Delicate fabrication 
or massive work, Kes- 
ter makes a special- 
ized flux-core solder 
(over 100,000 differ- 
ent types and sizes) 
that will do the job 
perfectly. Kester Sol- 
ders are made only 
from newly mined 
grade A tin and vir- 
gin lead. 


Kester Flux-Core Solders are not only preferred by 
industry, but individual workers also insist upon 
Kester to enable them to do their best work with a 
minimum of rejects. 


Saves Tine 


A Kester Technical Engineer, with his wide experi- 
ence in industry, will specify the most efficient flux- 
core solder for your customers and will suggest the 
best method of application. 


Kester Solder Company 


4201 Wrightwood Ave., Chicago 39 
Newark, N. J. Brantford, Canada 


KESTER 
SOLDER 


Standard for Industry since 1899 
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closer manufacturer-distributor _ rela- 
tions had been received most enthusi- 
astically by distributors. 


Last Flash From Washington 


R. K. Hansen, General Manager, 
American Supply & Machinery Manu- 
facturers’ Association, outlined the 
work, organization and programs of 
the emerging control set-up in Wash- 
ington. He urged all businessmen to 
help with their loyalty, support and 
manpower to put over the defense 
program. ‘These are critical times, he 
pointed out, and in working out the 
many programs that are necessary, mis- 
takes will be made. Don’t be too quick 
to criticize when things go wrong but 
roll up your sleeves and go to work— 
lend your help to put it over. 


Who’s Getting All the Steel 


One-hundred fifty million people got 
the steel, Walter S. Doxsev, president, 
American Steel Warehouse Associa- 
tion, pointed out, and considering the 
general confusion it has been quite 
equitably distributed. The war econ 
omy will take 20-25 percent of steel 
capacity as programs are added to 
programs. Certain products h¢ indi 
cated are in even shorter supply. 
Plates, for example, are 80 percent 
committed to defense production. 
D.O.’s rather generally are coming to 
mean little, just as they did in World 
War II. He expressed the opinion 
that the Controlled Materials Plan 
(C.M.P.) is not the panacea under 
present conditions. In World War II 
all steel was committed to war pro 
duction—all war essentials were ruled 
out. Now 75 percent of capacity is 
free and someone in Washington 
must decide who gets what and how 
much on A and B lists. He reported 
that the Steel Industry Advisory Com- 
mittee had come out against the 


C.M.P 


Distribution — 
Manufacturing and War 


H. F. Seymour, The Columbian 
Vise & Manufacturing Co., outlined 
six major problems which face the in- 
dustry and deserve the best attention 
of top management: 

1. Manpower problems will be 
acute and diverse—there will be all 
the problems of recruitment and train- 
ing, new sources of manpower will 
have to be tapped. 











Gly MARVEL fis call fo 


“HACK SAWING MACHINES 
“BAND SAWING MACHINES 
“BAND SAW BLADES 


“HACK SAW BLADES 


While it is true there are several builders of hack sawing 
machines and many builders of band sawing machines, only 
MARVEL builds BOTH hack saws and band saws. The fact 
is that MARVEL manufactures 35 models of 10 basic types 
of metal sawing machines which include the world’s fastest 
automatic production saw, the world’s largest giant hydraulic 
hack saws, the world’s most versatile band saw and the 
most widely used small shop sows. 


With intimate and broad field experience in all types of 
metal cutting-off equipment and 35 different saws avail- 
able, it is obvious that MARVEL Field Engineers occupy a 
unique and exclusive position in the industry. They are 
eminently qualified to make expert and unbiased recom- 
mendations covering the type, size and model of metal 
sawing equipment best suited to individual requirements— 
the most efficient, most accurate, fastest, broadest in 
scope and the most economical. 


MARVEL is also the only manufacturer of both metal saw- 
ing machines and metal sawing blades. Because the 
efficiencies of both the machine and the blades are inter- 
dependent, each upon the capability of the other, expert 
knowledge covering both saws and saw blades is essential 
to the proper appraisal of any specific sawing situation. 
Correct balance of cutting speed and blade life, feed 
pressure and blade tension are all potent factors in over-all 
performance. Here again it is the MARVEL Field Engineer 
who is qualified to provide the comprehensive answer to 
your customers’ question. His job is to help you sell the 
most efficient metal saws for each of your customers’ 
specific application. Keep after this profitable business . . . 
call in the MARVEL Field Engineer to help you close sales. 


Write for Catalog 49 


ARMSTRONG-BLUM MFG. CO. 


5700 Bloomingdale Ave. Chicago 39, U.S.A. 


> owas Vea 
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AIR-REFINED, AIR-TESTED 
MALLEABLE IRON 


——UNIONS- 


.+» featuring the RECESSED:BRASS SEAT 


to enable you to render a 
complete service 


Every piping job can be better handled through the use of 
Jefferson Unions . . . an advantage made possible through the 
completeness of the Jefferson line. Thus the distributor making 
“Jefferson” his source of supply can render a service . . . with 
unions of universally accepted high quality and performance 

. which assures complete customer satisfaction . . . unions 
which provide exclusive, easily demonstrated sales features. 
One of these, the Recessed Brass Seat, is a time-tested reason 
for the permanent tightness of “Jeffersons”. 


Also in the “Jefferson” line are a complete size and type range 
of unions with ground all-iron seats, rounding out Jefferson's 
facilities for rendering valuable service to distributors. 


Ask for further details. 


671 W. 26th St., New York 1, N. Y 


offerson UNION CO. 


9 Green St 
49 Fletcher Ave, 


Lockport, NY 


Lexington 73, Mass 
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2. Priorities will require close at- 
tention—they should be understood 
and someone should be assigned to 
keep constantly on top of the changes. 

3. Controls will be with us and we 
should try to understand them and 
learn to work under them. 

4. There will be a temptation to 
“shop” for new sources. Mr. Seymour 
urged both manufacturers and dis- 
tributors not to try to duplicate 
sources but to work closelv with estab- 
lished sources. 

5. It will be nececsary to use sub- 
stitutes and all concerned should 
know the limitations of the substitutes 
that are used. 

6. Standardization and _ simplifica- 
tion should be pressed as far as pos- 
sible to climinate waste and increase 
production. 


Today’s Challenge— 
The Human 38th Parallel 


The current struggle around the 
38th parallel forms a convenient sym- 
bol for ourselves in the appraisal of 
the moral problems which confront 
us. It may be used to weight our 
actions, Walter H. Gebhart, Henry 
Disston & Sons, Inc., asserted—to sep- 
arate the good from the bad, the 
strong from the weak, the free from 
the slave. We have a spiritual crisis 
now which centers in the control of 
the minds of people. Freedom is at 
stake he stated and it must be de- 
fended by every individual. The sur- 
render of any part of freedom destroys 
freedom. 


Distribution Is Our Business 


Charles L. Wheeler, The Salt Lake 
Hardware Co., stated that he thought 
we had been thrown into hysterics by 
all the talk about shortages. He cited 
steel as an example. He pointed out 
that in World War II with 87 million 
tons of capacity and a full war pro- 
gram we produced more than the na- 
tion had ever produced before. Now 
we have 105 million tons of steel ca- 
pacity and only a partial war program. 
There is an enormous amount of steel 
still available for the civilian economy. 

Our economy, Mr. Wheeier pointed 
out, is only as strong as the parts. We 
must roll up our sleeves and go to 
work. He urged his audience to set 
an example individually and to help 
people to think straight. The strength 
of America lies in the minds and 
hearts of our people. Instead of talk- 
ing about dying for the free enter- 
prise system he urged that we should 
live for it. 











Printing Experts honor 
excellence already well-known to 
PARKER-KALON DISTRIBUTORS 


PARKER-KALON 


Te Guzen” SELE-TAPPING SCREWS 
wlupree SOCKET SCREWS 


AND OTHER FASTENING DEVICES 


Parker-Kalon’s Price Data Book for Dis- 
tributors was awarded a Certificate of 
Special Merit at the 11th Exhibition of 
Printing held in New York in January. 


PARKER-KALON PRICE BOOK 


This award by printing experts is public acknowledgment of 
an opinion held privately by P-K* Distributors ever since 
the new P-K Price Data Book was delivered to them last year. 

They knew it deserved a prize for its crisp, clear handling 
of the vital information Distributors must have at their 
fingertips—prices, discounts, shipping information, ete. But 
they liked it even more for P-K’s simplified, trouble-free 
method of keeping the information up-to-date. Replacement 
pages are mailed regularly, with explicit instructions for 
their location. 

This distributor help—designed to save valuable time by 
cutting paper work to the bone—is representative of P-K’s 
entire handling of its company-distributor relations. No 
wonder the P-K franchise is so highly prized by so many 
distributors, everywhere. Parker-Kalon Corporation, 200 
Varick Street, New York 14, N. Y. 


*TRADE MARKS REG. U.S. PAT. OFF. 
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Prospects 


Everywhere . . 
FOR YOU! 


‘Tugit’ Hoists are portable tools of so 
many uses, your sales opportunity is 
wide open. 

‘Tugit’ lifts, pulls, tightens with little 
effort. It can be used at any angle. 
it's especially helpful in cramped 
quarters. No other lever-operated 
hoist has such hairline hook move- 
ment. One-ton loads can be raised 
and lowered as little as 3/32” — 
two tons, 3/64". ‘Tugit’ is built like 
a hoist, with gearing, load brake and 
anti-friction bearings. The 12-inch 
handle has a grip molded to fit the 
hand. No flying handle to cause in- 
jvries! ‘Tugit’ is so small, 
easily in tool boxes. 


it stows 


Utility workers, mill foremen, farm- 
ers, road crews, repair and mainte- 
nance men — these are but a few of 
your many prospects. Wherever cables 
are laid, wires and belts stretched, 
fences and guardrails erected or ma- 
chinery is moved, torn down, rebuilt 
— there's a job for a ‘Tugit'! 


Bulletin No. 388 tells about ‘Tugit’ Hoists. 
Write for a supply to help you sell them. 


iM! rage’ 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 


Builders of “Shaw-Box'’ Cranes, ‘Budgit’ and 
Load Lifter’ Hoists and other lifting specialties, 
Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves 
Consolidated’ Safety and Relief Valves. ‘Amer 
ican’ Industrial and ‘Microsen’ Electrical 
Instruments 
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Know the Answers 


to quiz on page 116 





1. The lathe attachments shown in 
clude: a) drill chuck; b) angle 
plate; c) drill pad; d) dog (bent 
tail); e) face plate; f) ball bearing 
tailstock center; g) cup centers 
.The centers should have been 
matched in the following order: 
a) live center; b) cup center; c) 
drill pad; d) male center; e) 
crotch center; f) female center; 
g) half-male center. 


. That’s true. 


. The handwheel plate is used as an 
inching wheel. 


5. The chucks should have been 
matched like this: a) 4-jaw inde- 
pendent has the jaws set inde- 
pendently, etc. b) universal 3-jaw 
is automatically self-centering; c) 
the headstock chuck spindle re- 
places the headstock spindle sleeve 
and center and permits machining 
of long bars, rods, etc. d) the 3-jaw 
drill chuck is used in_tailstock 
spindle for general drilling, ream- 
ing, etc.; in headstock spindle for 
centering stock miscellaneous drill- 
ing, etc. e) the most accurate 
method for checking bar stock. 


.Collets come in all of the types 
mentioned. 


7. That’s true. 


. The customer needs a cross slide 
stop. 


. That is true. 


.An angle plate would be the 
cheapest device for the job, if it 
could do it well enough. The 
swivel base would be the most 
expensive because it’s more precise, 
the base is graduated over 180- 
deg.; the shaper vise would be 
second most expensive. 

. Spindle taper runout, total indi- 
cator reading, at the end of a 
12-in. test bar, can be to .0006 in. 
At the end of the spindle nose, 
however, it may not be more than 
.0003 in. 


2. The face plate runout, on the face 
at the nominal diameter may be 
as much as 0 to .00l-in. And for 
extreme accuracy the operator 
should true a new face plate. 

3. One inch from the spindle, col- 
let chuck runout may be 0 to 
.001-in. 
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HE 





Back on the swivel 
base, at the bench, 
for center punching. 


Off the swivel base, 
end down for accu- 
rate marking. 


Lifted onto drill 
press, still accurate- 
ly in position 


Held in same posi- 
tion but moved to 
milling machine. 


@ Work locked in a “Yankee” Vise 
stays there . . . lined up accurately 
for every operation ... bench to drill 
press to milling machine. That’s prac- 
tical automatic protection against 
spoilage. You can sell that .. . for 
maintenance work, for general 
machine shop work. 

Swivel base for use on bench. Vise 
lifts off and on in a second. Easily 
made into economical jig. Hardened 
steel block, V-grooved for handling 
rounds, furnished with each Vise. 
Four sizes of “Yankee” Vises, 11/2” 
to 4” jaw widths. North Bros. Mfg. 
Co., 200 West Lehigh St., Philadel- 
phia 33, Pa. 


Sold through industrial distributors. 


YANKEE TOOLS THE TOOL BOX 
NOW A PART OF STANLEY OF THE WORLD 


REG. U. S. PAT. OFF. 


NORTH BROS. MFG. CO. 


eee Philadelphia 33,?Pa 











Smooth - - Vibrationless $89.50 
Dual V-Belt Drive Metal Case, $8.00 Adtl. 


FAST CUTTING 
SPEED 


6,000 R. P. M. Blade Speed 


UNDERWRITER 
LABORATORY 
APPROVED 


aged eres, | 
ole] bea i elom aie), | 
Steel G Aluminum 
Stampings 


THE NEW 


SYNVT7TRON 





LECTRIC SAW 


has all of these features—PLUS! 


812" Blade—2-11/16" Cut 
Something New To Tell! 
Something New To Sell! 


Depth of cut 


Adjustable from 34” 
to 2-11/16" 


Syntron’s new Portable Electric Saw provides you with a 
number of “firsts” in selling points that are time- and cost- 
cutting features for your customers. 
Made up of tough aluminum and steel stampings, it 
weighs 1914 Ibs.—just the right weight to push its 6,000 Angle Cut 
RPM full load blade with ease, through cuts from 34” to 
2-11/16", or graduated angle cuts from 90° to 45°—by —from 90° to 45° 
dual V-belt drive that means added motor protection and 
smooth cutting. for bevel cuts 


Write now about dealer proposition. 
900 Lexington Ave. 
SYNTRON COMPANY tomer City, Pa. 
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Where”SMALL WORK”GRINDING JOBS 
are concerned — 


Tonsdsom, FLEXIBLE itl 


Quality Tested Here are 


Since 1922 } EXCELLEN 
REASON 
why FOREDOM is 


A GOOD LINE FOR YOU TO FEATURE 


1. FIVE QUICKLY pak ys pe HANDPIECE TYPES provide EXTRAORDINARY 
VERSATILITY. 2. WIDELY USED ALL 3 DEPARTMENTS—Production, Tooling and 
Maintenance. 3. REPEAT BUSINESS on ACCESSORIES. 4. BACKED by POWERFUL NATIONAL 
ADVERTISING. 5. PRICED TO MOVE FAST. Your larger customers can afford to SPOT THEM 
LIBERALLY ABOUT THE PLANT for emergency and every-day needs. 


S amd 
4» fe fe fen fee fr hr, hi, Mr, A, Mn, Mr, 


Write for Full Details Today to Dept. F-2340 


FOREDOM ELECTRIC CO. 
27 Park Place, New York 7, Nl. Y. 











E 
ys 


SE, MASONRY DRILLS 


1OU". Anything! 


For fast, clean drilling of any and all non-metallic 
materials Willey’s Masonry Drills are your best bet. 


Willey’s Masonry Drills give you greater drilling 
speed. They are quiet, require no coolant, cut clean 
holes without chipping, outlast dozens of old-style drills. 
You can use them with a portable electric drill, a hand 
brace or drill press. Use speeds up to 1000 R.P.M. 
according to the material to be drilled. Easily sharpened 
on any standard grinder using a silicon carbide wheel. 


Sizes from 3/16” to 142” 


Write for Catalog 


WILLEY’S CARBIDE TOOL CO. 


SOLE MAKERS OF WILLEY’S METAL 
1342 W. Vernor Highway Detroit 1, Michigan 
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From Novice to Salesman 
In 25 Weeks 


(Starts on page 86) 





sonnel forms, met key personnel, had 
personnel policies, the training pro- 
gram and the firm’s organizational 
structure explained to them, and were 
introduced to Harris’ office manual, 
all in the first day. 

On Tuesday of the first week, 
Harris’ vocational counseler explained 
the meaning of temperament and how 
it can be recognized and used im sales 
work. In individual meetings, he re- 
viewed each trainee’s personal pattern, 
as it had been revealed in his aptitude 
test, for purposes of a self-improve- 
ment program. 


Firm Organization 


The next day, Wednesday, trainees 
studied the firm’s order system and 
administrative departments. These in- 
cluded: 


. Credit Department 
. Order Editing Department 
. Perpetual Inventory 
. Master Price File 
. Order Register 
Files—open, original order 

. Shipping Department 

8. Receiving Department 
. Warehouse Tour 
. Expediting Department 
. Pick-up Department 


In the afternoon, they studied the 
functions of the sales manager’s de- 
partment. Systems and records, ad- 
vertising programs and procedures, and 
sales meeting programs were explained 
fully. 

On Thursday, the trainees had the 
function of the industrial distributor, 
including the industry background, the 
purpose of the distributor, and the 
business principles in use by the in- 
dustry explained by L. L. Brenholts, 
president of Harris Pump & Supply. 

The same afternoon, H. F. Bren- 
holts, vice president and general mana- 
ger, discussed the company’s history 
and place in the field. He went into 
the company’s sales program in detail, 
and went into such problems as how 
a salesman plans his work and inter- 
views, and some common problems 


| met in selling. 


Friday was devoted to several mo- 
tion pictures dealing with the major 


| industries in and around Pittsburgh, 


after which L. R. Frazier, assistant 


| sales manager, conducted a review of 


the entire week. 
After this general background or 
“orientation course,” the trainees were 




















BWA 


DEPENDABLE RUGGEDNESS 











MAUNA 


This 73 Years of “Majoring” in 
Mechanical Rubber Goods 


CAN CUT YOUR V-BELT 
MAINTENANCE COSTS. 


Back of the 4 big construction reasons why Bull Dog V-Belts give you 

maximum dollar's worth for your V-Belt money in longer service life, less 

slippage and headache-free operation, you'll find a history of 73 years of 

BWH leadership and specialization in industrial rubber goods. Constant 

research by BWH technologists has produced the following noteworthy 

“firsts” for the rubber industry: circular woven fire hose... the alkali 

method of rubber reclaiming . . . the oxygen bomb for pretesting rubber 

goods... continuous vulcanization...air separation of rubber from 
cotton in cured rubber scrap. 
The BWH know-how that produced these contributions brings you 

V- Belts with:— 

1. Specially Engineered BWH Cord Section for high tensile strength. This 
provides superior load carrying capacity plus ability to absorb shock 
loads. 

Minimum Stretch — due to a new and exclusive technique in processing 
Bull Dog Cords. This assures less slippage, fewer adjustments, longer 
belt life. 

Durable Covers — closely woven, heavy, bias-cut fabric takes the severe 
wearing action where the belt contacts the sheave — seals belt against 
penetration of dirt, grease, moisture. 

Ability to Take Punishing Flexing. BWH quality-controlled compounds 
run cooler and do not crack or deteriorate under severe flexing. 








If you're handling Bull Dog V-Belts now — more power to you. If not, put them to work for you! 


TOUGH PROBLEMS INVITED — Don’t hesitate to ask us about your transmission belting, conveyor belting 
and hose problems. We're specialists in making mechanical rubber products work better, longer. 








Another Quality Product of 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all Principal Cities 
PLANT: CAMBRIDGE, MASS. °* P.O.BOX 1071, BOSTON 3, MASS., U.S.A. 
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- WORKERS REQUIRE 


‘ 
INDUSTRIAL 


Safety Apparel 


TRADE-MARK 


WILL MAKE MANY CUSTOMERS | 
For You’) se eons 





The Industrial line includes protective ap- 
parel for practically every need. It’s a “LIVE” 
all-seasons line because workers must have 
protection from various hazards and there is, 
therefore, a continuous demand for Industrial 
Safety Apparel. 


You have management on your side—you 
have highest quality in your favor—you have 
a huge market all about you—that is a set-up 
which will produce very good profit. 


Each Industrial article was designed only 
after careful study was made of its protective 
requirements. Our more than 39 years ex- 
perience is worth a lot to you now. 


@ Welders’ Coats and Pants, also Leg- 
gings, Spats, Shinguards, Aprons, 
Gloves, Mitts, and Asbestos Clothing. 


Bundler’s Hand Guard. Protection 
for tying and bundling operations 


@ Leather Reinforced 

Asbestos Gloves. (Also 

made in plain asbestos.) 
@ Woven-Gards, new hand protectors for 
handling hot, rough, slippery articles. 
Hand spats. Open-end mitts. Closed-end 
mitts. Arm guards. Flat hand guards. 
Combination mitt and arm guard. Finger 
tubes. Gloves. 


INDUSTRIAL FINGER GUARDS 


@ FINGER GUARDS are lead off items that 
get quick attention from management 
and open the way for introducing the 
complete Industrial’s line. We call your 
attention to our Industrial’s Supergards 
that come in 3 sizes and in 3 leathers. 
The leather extends at least two thirds 
of the way around the finger, keeping 
the seams out of the way. 


Industrial- 


GLOVES COMPANY 


1944 Garfield Street, Danville, Illinois 
(in Canada: Safety Supply Co., Toronto) 
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the backbone of 
selling—product 


learn 
supply 


ready to 
industrial 


knowledge. 


Weeks 2 through 17—Product study 
program 


During this period, the trainee 
moved from department to department 
on a scheduled basis and, each de- 
partment, was required to: 


. Learn how to price the various 
lines in the divisior 

. Accumulate the necessa iles 
catalogs and prices for fuiure use 
in territory sales work 
Make a survey of compctitive 
lines handled by other suppliers. 

. Summarize the trade conditions 
surrounding the sale of each pro- 
duct group. 
Prepare a summary of the firm’s 
stock position, both as to extent 
and range on each product line. 
Prepare a line survey sheet on 
each major product line. Infor- 
mation on the line survey sheets 
included the name of the prod- 
uct, manufacturer, local repre- 
sentative, purpose or operation, 
primary market, product range, 
types and models kept in stock 
by Harris, line sales features, Har- 
ris service features on the prod- 
uct, discount structure, terms, 
and product competition. These 
were turned in to be typed each 
week, and a copy was returned 
to each trainee for reference. 

. Examine the product in the ware- 
house, having its major parts 
explained. 


Each division manager was required 
to submit a training report on the 
trainees weekly, while they were under 
their supervision, These reports listed 
the products or subjects covered, home 
study assigned, and the training meth- 
ods used to put across the product 
knowledge. 

Through these fifteen weeks, on 

each Friday afternoon or Saturday 
morning, the trainees met with the 
sales manager for an oral examination 
|on the products covered each week. 
If the trainee had too sketchy a know- 
ledge of any particular product, extra 
| study was assigned. 

At the end of the seventeenth week, 
the management was ready to have the 
| trainees study the field selling opera- 
tions. 


Weeks 18 through 24—Field training 
prograin 

Division managers, specialists and 
| territory salesmen took turns in spend- 
|ing from one to four days with each 
| trainee in the field, selling the firm’s 
lines. The lines were broken down to 








aie 
Different! 





WALWORTH 
MAL STEEL HEAVY DUTY 


~ WALCO 


Pe ame <2, it’s the strongest pipe wrench 
| in the world! 


TO REMST RUST & CORROSION 


Umass 


-the revolutionary \YS8\ Walworth improved Walco 


Yes, this is it... the NEW Walworth 
Improved Walco pipe wrench—with every 
part scientifically designed and tested by Check these outstanding features 
engineers for strength, safety and ease of 
operation. Its instant bite, and accurately 
determined center of gravity, combine with 
its inherent strength and minimum of weight 
to make it the fastest-working, easiest-handling, 
best balanced, heavy-duty pipe wrench available \ STRONGER: Heat treated to eliminate brittle- 
today ...a wrench specially designed to minimize \ scandent i 
operator fatigue. FAST ACTING: Scientifically designed spring 
action insures positive ratcheting action .. . 
quick bite. 





LIGHTER: Housing and Handle are projection 
welded to form one integral unit. 


CORRECT BALANCE: Accurate, the correct location 
of the center of gravity determined by test. 





All parts are made of forged steel. The housing and 
handle are projection welded—a structural weld—to 
form an integral unit. Both jaws are carefully machined, 
and all parts are heat-treated to give extra toughness, 
uniformity, and strength. Every Improved Walco far a oe All parts are 
exceeds the requirements for Federal Specification GGG- yes astng OW pty aS 
W-65 la for Type II Heavy Duty Adjustable Pipe Wrenches. service life indefinitely. 

A flexible, double-acting, easily replaceable spring—an exclusive RUST RESISTANT FINISH: Entire 
patented Improved Walco feature—gives the wrench fast, positive wrench is rust resistant — Nut 
ratcheting action! and Jaws have a special elec- 
Ask your Walworth distributor about the new, Improved Walco semeemiaiae 
today! Heft the new, Improved Walco . .. feel its perfect balance— 
every part is guaranteed by the Walworth Company, doing business 


WALWORTH 


valves...fittings...pipe wrenches 
60 EAST 42nd STREET, NEW YORK 17, N. Y. 


CALIBRATED PIPE SCALE: Built-in scale 
permits speedy adjustment to pipe size. 








DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 
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help 
you 


sell 
more 


When you show an EVERLASTING 
Duplex Blow-Off Unit to your custom- 
ers, their many superiorities speak for 
themselves . . . and sell themselves. 


The sealing valve at the left is the 
EVERLASTING design that has been 
famous for more than 40 years . . . the 
valve with the drop-tight seal that actu- 
ally improves with use because of its 
self-lapping action each time the valve 
is opened or closed . . . the valve that 
can’t stick or jam because of its non- 
wedge design . . . the valve that opens 
in less than a quarter turn to provide 
unimpeded straight-through blow. 


The blowing valve at the right is the 
equally famous EVERLASTING Angle 
or “Y” Valve, specially designed and 
equipped to withstand repeated blow- 
off shocks, erosion and corrosion, and 
without pockets that might trap and 
hold solids. 


EVERLASTING Valves are profitable 
for you to sell, because they are profit- 
able for your customers to buy. Write 
for descriptive bulletins and prices. 


EVERLASTING VALVE CO. 
49 Fisk Street, Jersey City 5, N. J. 


Everlastin 


TRADE MARK “EVERLASTING” REG. U.S. PAT. OFF. 


Fig. 4001/6561. Duplex unit consisting 
of Straightway Lever-operated Sealing Valve 
and Angle Blowing Valve. 


BOILER BLOW-OFF VALVES 


Fig. 4001/6571. Duplex unit consisting of 
Straightway Lever-operated Sealing Valve 


ond Y Blowing Valve 


Fig. 6571/6561. Duplex unit consisting of Y, 
Sealing Valve and Angle Blowing Valve. 


6 


7 


Fig. 6561/6571. Duplex unit consisting of 
Angle Sealing Valve and Y Blowing Valve. 


g Valves 


i FOR EVERLASTING PROTECTION 
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A 


steam specialties, industrial pumps, 
mine pumps, heating, plumbing, car- 
bide tools, high speed tools, bearings 
and transmission, and general supplies, 


| with different salesmen helping the 
| trainees on each catagory. 


The fifth day of each week was spent 
making a written report on all calls 
made, covering the name and _loca- 


| tion of the customers, persons talked 


to, operations observed, products be- 
ing used by the customers and their 


| relative quantities, and new opportuni- 


ties for sales observed. 
The trainees were now considered 


| ready for assignment to territories and 
accounts. 


Week 25 


The trainees spent the entire week 


| with the assistant sales manager, who 


reviewed the firm’s selling programs 


| and procedures, the firm’s compensa- 
| tion plan, and sales tools, such as cata- 
| logs, price sheets and samples in pos- 
| session of the trainees. The final step 


in the training program was the prepa- 
ration and study of territories to be 
covered by the new salesmen 

For the first week in the field, the 
salesmen were accompanied by either 
the sales manager or the assistant sales 
manager. After that, they were on 
their own, unless they asked for spe- 
cific help. 

It has been several months since 
these three young men were trained 
by Harris Pump & Supply as salesmen. 
Their work in the field, according to 


| Mr. Hubbard, has been consistently 


above average proving the merits, to 
Harris at least, of a short, intensive 
training program for salesmen 





Going to Celebrate? 
‘Do tt Professionally 


(Starts on page 90 





to send representatives to man 

displays. 
THE WORK... 

A section of the warehouse was 
cleared out; an organization that 
specializes in setting up booths was 
engaged; letters were written to 
manufacturers inviting them to par- 
ticipate; extra power lines were in- 
stalled to take care of the added 
power needed to operate tvols and 
equipment; hotel reservations were 
made for representatives; warehouse 
help was made available for helping 
representatives set up their displays. 
THE RESULT... 

About 25 booths, all manned by 











Floating center-member assembly con- op 


taining preloaded rubber biscuits. 


Junior Morflex Coupling. 
Stock bores from 4” to 1” 
HP capacity per 100 rpm 
.06 to .17. Torque capacity 
3 to 9 Ibs.-ft. 


Double Morflex Cou- 
pling. Stock bores from 
14” to 2%”. Capacity 
per 100 rpm .38 to 13.80 
HP. Torque capacity 20 


to 725 Ibs.-ft. 


Ask us for Morse Morflex Catalog C41-48. ¢ 


M-PT 


Single Morflex Cou- 
pling. Stock bores from 
1” to 2%”. Capacity 
per 100 rpm .38 to 1: 3.80 
HP. Torque capacity 13 
to 725 Ibs.-ft. 


Radial Morflex Cou- 
pling. Especially 
recommended where 
thrust problems are 
present. Tremendous 
s torsional flexibility 
in relation to capac- 
ity. Finished bores 
furnished to cus- 
tomer specifica- 
tions. Capacity per 
100 rpm 3.00 to 
262.00 HP. Torque 
capacity 158 to 
13,760 Ibs.-ft. 


Morse. 


means Power 
' ransmission 


FLANGE 


Why Morse distributors 
(amd teeter ciddtovnerd) 


are sold on 
te} ty 3 
MORFLEX COUPLINGS 


The complete flexible coupling line with many unique features 


Morse Morflex Couplings are specifically designed for installations 
needing torsionally flexible couplings that transmit power smoothly, 
isolate vibration, absorb shock loads, and compensate for dimensional 
misalignment. 


Morse-developed rubber biscuits are the key to the Morse Morflex 
Couplings’ success. Relative movement between shafts is confined 
to the controlled displacement of the rubber. Since there is no metal- 
to-metal contacts, lubrication is not required. 


Why not put this line of couplings, unmatched for quality and per- 
formance, to work for you, too. For more information, write: Morse 


Chain Company, Dept. 139, 7601 Central Ave., Detroit 8, Michigan. 


eilnalimabeitiriensinesstie iat ifs 


MORSE 


MECHANICAL a 


POWER TRANSMISSION 


PRODUCTS 
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READABLE ...INSTANTLY... 
EVEN BACK HERE! 


Weston 


Ud Mal, 


Seconds count when things go wrong ... wherever tem- 


thermometers 


peratures are critical. And not even a split-second is 
lost in reading temperatures accurately, when the ther- 
mometers are WESTON. Their large, boldly marked 
faces are readable, even from a distance. And the rug- 
ged, all-metal construction of WESTON bi-metal ther- 
mometers assures dependable, trouble-free operation. 
Available in types, sizes and stem lengths for most 
industrial applications. Write for bulletin T-13. Weston 
Electrical Instrument Corporation, 602 Frelinghuysen 
Avenue, Newark 5, New Jersey ... manufacturers of 
Weston and Tagliabue Instruments. 


WESTON Ycmendt 
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manufacturers’ men, gave both sales- 
men and customers an opportunity 
to discuss problems with experts. 
Manufacturers had the opportunity 
to demonstrate their products to 
hundreds of prospects 


was decided that .. . 
refreshments in the form of sand- 
wiches, coffee and soft drinks 
would be served. 

THE WORK... 

A caterer was employed 

THE RESULT... 

Efficient service without added 
duties for personnel. 


was decided that .. . 

visitors should be able to identify 

departments, operations, etc., 

without being obliged to ask 
questions. 

THE WORK... 

A sign painter was employed and 
more than 150 signs placed through- 
out the plant; all signs were large 
enough to be read from a distance. 
THE RESULT... 

Visitors did not have to be ac- 
companied by a guide but, at the 
same time, were impressed by the 
variety and extensiveness of the 
lines carried by the firm. 

In looking back on the celebration 
now, Mr. Evans says that staging such 
an event “is simple if you are willing 
to spend money, not necessarily waste 
it; if you’re willing to plan every little 
detail and if you’re willing to use ex- 
pert help.” 





The New CMP, 
What Will It Be? 


Starts on page 92) 





In handling ratings under CMP, 
you had to give a rating with an allot- 
ment number precedence over the 
same rating without an allotment 
number. Thus there were, in descend- 
ing importance: AA-1] with an al- 
lotment number; AA-] without an 
allotment number; AA-2 with an allot- 
ment number; AA-2 without a num- 
ber; AA-2X with an allotment num- 
ber, etc. 

In practice, it worked like this: 
When a prime contractor received his 
authority to buy a quantity of con- 
trolled materials, he also received a 
priority rating, say AA-1. Suppose his 
allotment number was W-1437-218- 
16. When he placed his orders with a 
sub-contractor or a distributor for B 
products, he simplified his allotment 











It makes little difference how wide the range of sizes called for by your bolt 
customers when you handle the Bethlehem line of bolts and nuts. For whether 
customers ask for half-pints or giants, or any of the sizes in between, the 
Bethlehem line of fasteners enables you to meet virtually every requirement. 

Bethlehem bolts and nuts come in hundreds of sizes, and every type. They 
are tops in quality, with smooth-fitting threads and accurately formed heads. 
They're well made, each and every one. They're good items to sell! 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA.: 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethiehem Stee! Export Corporation 
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number to a letter and a digit, like 
THE LINE eee W-l. This number—a major pro- 
gram number’—served as an “end- 

* beet washing brooms * hide parlor brooms © push brooms use” identification through the distri- 
. 4 - : 

a Rg 9 wien daahae © dias tones bution system back to the producer of 
© window and car washe ~~ The tri: . 
© warehouse brooms © coach brushes’ countes brushnne industrial supplies. The industrial sup 


a © ae Soewme : scrub brushes | a special ply manufacturer was a B_ product 
stria. rooms - . ' 
rushes © street ro maker and received his allotment of 


THAT KEEPS DOING or ws emg ngage 
GOOD BUSINESS --- 6 Gomme abeaie Wee eae 


balanced inventories sometimes ex- 


tended ratings directly without accum- 
ulation, but they had to include the 
CMP numbers or symbols on their re- 
placement stock orders. 

Deferring of Extensions 


INDUSTRIAL BRUSHES and BROOMS Extension of ratings without allot- 


ment numbers could be deferred for 
9) days. Ratings with allotment num- 
bers could be accumulated and_bas- 
keted but, in order that the end-use 
information contained in the allot- 
ment number should carry through to 
the producer, it was necessary for the 
distributor to extend the CMP data 
accurately. 
Consequently, the distributor had 
I N rR q fe N A B oO L { s to keep records of sales in each major 
program number in which he deferred 
BRUSH AND BROOM MANUFACTURING CO. application of the CMP ratings. How- 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 





T’S the materials that go into the CAPI- 

TAL line—the excellence of construc- 
tion—the special attention given to every 
detail that assures extra good performance 
and gives you that extra in sales. We urge 
users to purchase through their local dis- 
tributor. 





ever, most war plants were working 
within only one major program and 
used one priority rating so it was pos- 
sible to group all the business from 


— each customer in replacing stock. 
SIGHT- FEED In replacing stock sold on CMP 
ratings, distributors indicated on their 
Ol L CU pS purchase orders the allotment number 
. 











or symbol applying to each portion of 
= : ; 2 a stock order. This breakdown was 
S Swift Glass Body Oil Cups are a high shown either on the order itself or in 


quality product in polished brass finish. an attached statement. Merchandise 
The glasses are tough, crystal clear ordered had to be “substantially” the 
Pyrex, unaffected by heat and resistant same as that delivered, subject to 
to straining. The glass bowls are all es- minor variations in size, shape or de- 


; : : 2 sign. Thus, distributors were able to 
tablished standard sizes, readily avail- shift within “class of products” 


able from mill supply stocks. The regulation governing mainte- 
The Fig. 50 Sight-Feed Oil Cups are nance, repair and operating supplies 
intended for gravity feed oiling of bear- (MRO) was CMP Reg. 5 which 
; : mav serve as a model for the new 
ings and other points where there s no control plan. It was a result of a long 
back pressure. Lids are equipped with fight within WPB for recognition of 
spring loaded slide openings to keep the importance of keeping the nation’s 
dust and dirt from the bowl. Capacities industrial plants running. It also 


from % oz. to 32 oz. served as an appreciation of the dis- 
z ‘ ‘ tributor’s role in the war effort. 
The Fig. 49 Gas Engine Lubricator is Reg. 5 was a broad order authoriz- 


made for gravity feeding of oil against ing one list of industries to apply 
pressure as on gas engines, blowers, AA-1 rating with the symbol “MRO”, 
vacuum pumps and low-pressure air and another list of industries to apply 
pumps. Capacities from 1 oz. to 18 oz. AA-2X-MRO for maintenance, repair 


WRITE FOR LATEST BULLETIN and opertating supplies. Similar rat- 
24 HOME STREET | ings for two groups of public institu- 
tions were also authorized, by Reg 


SWIFT LUBRICATOR CO., INC., S.A. 
ELMIRA, N. Y. The order sanctioned the use of 


the rating for “minor items of produc- 


INDUSTRIAL DISTRIBUTION © APRIL, 1951 





SPROCKETS 


WITH TAPERED SPLIT HUB 


ELIMINATE 
REBORING! 





PATENT APPLIED FOR 


“QD" HUB 
ALSO FITS 


FORT WORTH 
= “QD” V-BELT SHEAVE 


Your stock of QD hubs can serve a 


iT) 0 7 F T H E S 4 E L F ” S & ¥ é | C E double purpose. The same hub fits in either 
a : 


the QD sprocket 
pags 7 
WILL SELL MORE SPROCKETS “aa 


The “Stock-Bore”’ sprocket that must be carried to the 
machine shop for reboring can be a thing of the past. Your 
customers can immediately have the sprocket they want 
WITH THE PROPER BORE AND KEYWAY. You can 


give service on sprockets that your competitors cannot I " h 
. nvestigate the 


advantages of 
stocking the Fort 
Worth “QD” line 

. . both sheaves and sprockets. Large fac- 
tory and warehouse stocks will make it 
especially attractive during present short- 
ages. 


touch. 


This new sprocket is an item that has natural sales appeal. 
It’s easier to get on or off the shaft; it grips the shaft; it fits 
an undersize shaft. It has features you can SELL to your 
customer. Once he buys it, he will prefer it over any other 


sproc ket. 


Details of QD Sprocket construction as well as the many other 
advantages are explained in catalog Sectyon 300-B, Supplement 1. 
Addres; Department 14 and complete information will be sent 
V-BELT DRIVES to you immediately. 
SCREW CONVEYORS , 
and ACCESSORIES |e) -1 I Wor!li STEEL AND 
SCREW ELEVATORS OR ORIH macwiery co 
INDUSTRIAL FANS 
DEPT. 14, 3600 McCART, FORT WORTH, TEXAS 
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tive capital equipment and minor 
capital additions or replacements not 


e +. be 
Coffin Service Protects exceeding $500 (excluding the cost of 
labor)”. This included a large portion 


of the average distributor’s sales. 





e e Thus, industrial distributors dealt 
Hoist Life ‘aia and heavily in CMP’s MRO symbol. All 
MRO sales from stock could be re- 
placed by extending the ratings. Bas- 
2 keting was permitted. The distributor 
Your Customers had to keep track of stock sales to 
MRO users by item quantities or dol- 
lar value. The distributor was_per- 
w mitted to use a standard form of 
Good Will certification although consumers had 
to use three different ones 
The usual inventory restriction 
upon consumers using the MRO sym- 
bol were imposed. Plants were for- 
bidden to purchase in any one-quarter 
more than one-fourth the mainte- 
nance, repair and operating supplies 
bought during 1942. Where a plant’s 
purchases were seasonal, permissible 
purchases were calculated on a vearly 
basis. 


At the Coffing factory, 
hoists are expertly serviced 
by the men who know 
them best... 


D-A-T-E+§ 





. . thoroughly checked — 
and tested at 100 percent 
overload... 


THE importance of good factory service 
increases as production equipment is called 
upon to meet ever-growing demands — 
both in performance and length of life. 
That’s why your best bet is to stock and 
sell Coffing Hoists. 


These hoists are not only built to take 
extra punishment, they are backed by the 
kind of prompt, efficient service that holds 
down-time to a minimum — even after 
years of hard use. Units are expertly re- 
paired at the factory and returned without 
delay. Or if you are equipped to handle 
your own repair work, immediate ship- 
ment of replacement parts eliminates the 
need to carry large stocks of spares. 


Remember: Apologies don’t relieve a 
bottleneck. Protect your customers’ good 
will by carrying Coffing factory-backed 
hoists. For full information on the com- 
plete Coffing portable line — and the serv- 
ice that backs it — write Dept. A4. 
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. then rushed back to 
active duty in your cus- 
tomer's plant, 


® QUIK-LIFT ELECTRIC HOISTS 
® HOIST-ALLS 


@ SAFETY-PULL RATCHET 
LEVER HOISTS 


© MIGHTY-MIDGET PULLERS 
® SPUR-GEARED HOISTS 


© DIFFERENTIAL CHAIN 
HOISTS 


|® LOAD BINDERS 


® |-BEAM TROLLEYS 


COFFING 
HOIST 
COMPANY 


Danville, Illinois 


TO REMEMBER 


\pr. 4+-6—14th Annual Midwest Power 
Conference, Sherman Hotel, Chi- 
cago. 

\pr. 8-12—100th Semi-Annual Con 
vention of the American Hardware 
Manufacturers Association and the 
60th Annual Convention of the 
Southern Wholesale Hardware As- 
sociation, held jointly in Palm 
Beach, Fla. 

\pr. 8-l4—American Chemical So- 
ciety, Hotel Statler, Cleveland 

\pr. 12-13—Ninth Annual Minnesota 
Industrial Relations Conference at 
University of Minnesota Center for 
Continuation Study. 

Apr. 17-20—20th National Packaging 
Exposition, Atlantic City. 

Apr. 23-26—American Foundrymen’s 
Society, Buffalo. 

Apr. 30-May 4—National Materials 
Handling Exposition, International 
Amphitheatre, Chicago 

May 14-17—American Mining Con- 
gress—Coal Mining Convention & 
Exposition, Public Auditorium, 
Cleveland. 

May 20-23—Office Machine & Equip- 
ment Exp. 71st Regiment Armory, 
New York. 


| Mav 23-24—American Society for 


Quality Control, Hotel Cleveland, 

















These set screws are case hardened—the hard machined point 
bites in and holds. They fit perfectly and respond readily to adjust- 
ment needs. Ferry Cap case hardened set screws have continually 
met engineering requirements for all general purposes. 


Ferry Cap Set Screws are expertly made by the first company to 
produce Cup Point Set Screws by the cold upset process of man- 
ufacture. They embody the skill and experience gained in over 
40 years of precision manufacturing. 


Square head and headless—cup point—case hardened —sizes V4" 
diameter and larger. Carried in stock for immediate shipment. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD o * CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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May 30-Sept. 9-Would ‘Transporta- 
tion Fair, Santa Anita Park, Ar- 
cadia, Cal. 

June 3-6—National Association of 
Purchasing Agents “Inform-A- 
Show,”” New York. 

June 11-13—Triple Industrial Supply 
Convention, San Francisco. 

June 18-22—American Society for Test- 
ing Materials, Chalfonte-Haddon 
Hotel, Atlantic City. 

June 24-27—32nd Annual Interna- 
tional Cost Conference, National 
Association of Cost Accountants, 
Palmer House, Chicago. 

June 25-29—American Society of Me- 
chanical Engineers, oil and gas 
power div., Dallas, Texas. 

June 28-July 8—Canadian Interna- 
tional Trade Fair, Toronto 

Sept. 8-23—2nd International Trade 
Fair, Chicago. 

Sept. 10-14—Sixth National Instru- 
ment Conference & Exhibit, In- 
strument Society of America, Sam 

emcees Houston Colisium, Houston, Texas. 

“a Oct. 8—12 Sixth National Hardware 

a DRILLS Show, Grand Central Palace, New 
York. 


Z * . - | Oct. 9-11—Electrical Progress Show, 
———— \ Convention Hall, Philadelphia. 
W-S COUNTERBORES a | Oct. 21-24—National Institute of 








W-S REAMERS fd a 
7 END MILLS 


Governmental Purchasing, Shore- 
ham Hotel, Washington, D. C 
Oct. 22-24—National Electronics 
THE MOST COMPLETE eee W-S LATHE CENTERS ee Conference, Edgewater Beach Ho- 
LINE OF CARBIDE tel, Chicago. 
Nov. 5-9—All-Industry Refrigeration 
; & Air Conditioning Fxposition, 
‘7 Chicago. 


ED AND BRAZED ae | 
\ a 


CUTTING TOOLS 








FROM THE 


Yes, year after year W-S is on top with a 
complete line of standard carbide-tipped 
cutting tools . . . new tool developments. 1926 1941 


And W-S supplies real selling helps . . . 

a complete promotion package fur- 

nished free to Wendt-Sonis distributors. 

Write today for complete information. 

WENDT-SONIS COMPANY, HANNI- ' 25 YEARS AGO 

BAL, MISSOURI. Graton & Knight reorganized at the 
annual meeting of the company and 
elected Frank M. Willard, then vice 
president and general manager, to 


succeed John E. White as_presi- 

UL) en DT 5 0 n i Ly dent. Assets of the Graton & 
i Knight Mfg. Co. were sold to 

HANNIBAL, MISSOURI a new corporation to be known as 


CARBIDE TIPPED CUTTING TOOLS the “Graton & Knight Corp.” 


BORING TOOLS © CENTERS * COUNTERBORES © SPOTFACERS McLaughlin Mill Supply Co., Inc., 
CUT-OFF TOOLS © DRILLS © END MILLS © FLY CUTTERS Hammond, Ind., purchased a site 
TOOL BITS © MILLING CUTTERS © REAMERS © ROLLER several blocks away from its present 

TURNING TOOLS © SPECIAL TOOLS building and was considering plans 
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: 


... With the RIGHT hose for every need! 


When you sell Hewitt-Robins 
industrial rubber hose, wrapped 
inside every cover is almost a cen- 
tury of hose-making experience. 
You don’t charge extra for it . . . 
it pays off in longer, more efficient 
service on the job. 
Hewitt-Robins research chem- 
ists know that no one type of hose 
can meet all the problems of in- 
dustry. That’s why they use nat- 
ural and synthetic rubber, cotton, 
rayon, nylon, glass, chemicals by 
the score—in whatever raw mate- 
rial combination is best for each 
service requirement. Testing en- 
gineers torture hose at the plant 
... give it months of wear and tear 


HEWITT-ROBINS 


BELT CONVEYORS (belting & machinery) 
PRODUCTS «* FOUNDRY SHAKEOUTS « 
BRUSHES « SCREEN CLOTH e 


BELT AND BUCKET ELEVATORS 
INDUSTRIAL HOSE « 
SKIP HOISTS « 


in a few days. Field engineers the 
country over help users get the 
longest service at the lowest cost. 


All of which means that the 
Hewitt-Robins name on a hose 
means it’s right for its particular 
job. 

Typical examples of Hewitt- 


Robins specially engineered rubber 
hose are: 


Acetylene - Acid - Air - Alcohol - 
Barge Loading - Butane-Propane 
- Cement Placement - Fire - Flex- 
ible Rubber Pipe - Foam - Fuel 
Oil - Hydraulic - Mill - Oil Industry 
- Pneumatic Tooi - Rotary Drilling ° 


CAR SHAKEOUTS  « 
MINE CONVEYORS ¢ 


STACKERS « TRANSMISSION BELTING « 
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DEWATERIZERS 
MOLDED RUBBER GOODS « 
VIBRATING CONVEYORS, FEEDERS AND SCREENS 


- Sand Blast - Steam - Suction - 
Vacuum, Industrial - Water - 
Welding (Twin-Weld”) 


Make your firm hose headquarters 
—acclaimed for quality, noted for 
variety and competitive when it 
comes to price. Become a Hewitt 
Rubber distributor. For complete 
details write Hewitt Rubber Divi- 
sion, 240 Kensington Avenue, 
Buffalo 5, N. Y. 


HEWITT-ROBINS 


INCORPORATED 


FEEDERS « FOAM RUBBER 
RUBBERLOKT ROTARY WIRE 








Desmond 
3-POINT SALES PROVEN PLAN 


promotes dressers 
month after month 


SUSTAINED ADVERTISING. Tips 
on faster grinding are part of Des- 
mond’s wide promotional campaign 
in metal working publications 

Year after year, ‘long range’ advertis- 
ing reminds users that Desmond makes 
the only complete line of dressers and 
cutters, sold exclusively through indus- 
trial distributors. 


CUSTOMER SERVICE. The Des- 
mond Dresser Guide is becoming a 
standard chart on shop and tool room 
walls . . . an indispensable guide to 
faster grinding that grows constantly 
in importance. Guides are available to 
customers through distributors . 

another Desmond service to customers 
-and hence to Desmond distributors. 


ORDER PRODUCERS. Desmond 
offers a variety of folders, booklets, 
and literature designed to show what 
Desmond can do for users of grinding 
equipment . . . backed by a name famous 
for service, famous as maker of the 
only complete line of grinding wheel 
dressers and cutters. This is Desmond’s 
3 point plan to insure steady, repeat 
business for you month after month. 





—. 


Desmond 


the only complete line of grinding wheel 


DRESSERS & CUTTERS 











REVOLVING DIAMOND HAND TOOLS WHEEL TYPE SIMPLE 


for a new three-story store and ware- 
house building. 


The W. M. Pattison Supply Co., 
Cleveland, held an open house for 
five days at its main building on 
Rockwell St., the occasion being its 
annual exposition of contractors’ 
equipment and mill supplies. 


The Falls Clutch & Machinery Co. 
decided to distribute hereafter 
through mill supply houses. Falls 
Clutch recently was acquired by 
The Kent Machine Co. 


Burhans & Black, Inc., old Syracuse 
hardware & mill supply house es- 
tablished in 1874, was sold to new 
interests headed by Fred C. Hawes 
of Ithaca, N. Y. and William C. 
McClasky. The old name was re- 
tained. 


Black & Decker Mfg. Co., Towson, 
Md. acquired the plant, patents and 
properties of the Marchke Mfg. 
Co., Indianapolis. 


The Patterson Tool & Supply Co., 
Dayton, Ohio, currently celebrating 
its 45th year in business, was anx- 
ious to correct a wrong impression 
created by a newspaper report to 
the effect that it was a unit of an- 
other organization. It wasn’t, and 
would continue to be the oldest 
mill supply house in Dayton. 


A survey by the National Association 
showed that most mill supply sales- 
men were obliged to report regu- 
larly on their daily calls. 


10 YEARS AGO 


Caught in the act in Guatemala was a 
lady-pickpocket, sighted at work on 
a fellow passenger of Earle Paulsen, 
B. R. Paulsen, Chicago. 


Mechanical Supplies Co., Cincinnati, 
was 25 years old, and J. B. Miller 
was modestly acknowledging the 
congratulations of well-wishers. 


“Distributors Speed Defense Produc- 
tion,” a special section aimed at 
legislators in Washington, outlined 
their functions in pictures and cap- 
tions. 


Monroe Paulsen of Hercules Equip- 
ment & Rubber Co. in San Fran- 
cisco, told how his firm “‘pre-tests”’ 
lines before taking them on; in- 
vestigates competition, manufac- 
turer's policies and, more important, 
sounds out customers both with the 
manufacturer’s man and without 
him. Final decision was made on 
the basis of salesmen’s reports. 


Appointed to the Machine Tool Com- 
mittee of the Army and Navy Muni- 





x . 
DRESSERS CUTTER TYPE DRESSERS AND NIBS DRESSERS  STEEL-SLIDE VISES tions Board, Andrew G. Carey, vice- 
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IMPORTANT! FOR EVERY DISTRIBUTOR! 





There’s 


always ONLY ELECTRICAL TOOLS 
demand Do So Many Jobs So Well 


for 
QUALITY 





AMERICA’s great- 
est and most com- 
plete line doesn’t 
. in electrical claim to be a 
“Jack of all 
tools the buy-word Trades” . . . but it does 
; prove so adaptable and of 
for quality is so wide a range that no 
other line can compare in 
the number of jobs it can 
do... so well. 


UNITED peo @ For example . . . for heavy, 


continuous production grinding, 
your best and most economical 


STATES tool is 


ELECTRICAL MODEL 1OWG HEAVY DUTY COMBINATION 
TOOLS WET AND DRY GRINDER 


Motor built to N.E.A. standards; hood on wet side has splash bowl 
with water reservoir and settling chamber, centrifugal pump, valve 
and adjustable nozzle. Dry wheel guard is adjustable to wheel wear 
and has exhaust connection, hinged door for wheel replacement. 
- +. and just as important Spindle of chr Z steel on ball bearings in dustproof 
housings. 
Your distributor carries U. S. Electrical Tools in stock 

over a half-century for ..- please contact him. 


ABSOLUTE SATISFAC- 
TION and ss being 7he UNITED STATES ELECTRICAL TOOL G. 
AMERICA’S GREATEST ieee ee 

AND MOST COMPLETE 
LINE 











is their reputation for 








WRITE FOR 


It pays to do business with a The U. S. Six-Point Distribution DETAILS 
concern which helps you get Plan Offers: 1. Full line; 2. Su- ABOUT 
business . . . every month lead- per-quality; 3. Economical prices; 
ing trade publications carry 4. Protection; 5. Good profits; AVAILABLE 
advertisements similar to this. 6. Sales aids TERRITORY 
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“ “a 
| can get it for y 








| can deliver Re) 











Which distributor 
sells the pump? 


You can win new customers and please old ones 
by having pumps when they want them. Here’s how 


to do it: 


Order an initial stock of pumps from Goulds to- 


day. 


They will be delivered to you in a few weeks. 


As you sell pumps out of stock, reorder immediately 
—in that way you will always be ready to deliver on 


short notice. 


For advice on the most salable items to stock, for 


help in selling 


and merchandising, call your nearest 


Goulds Branch or write Pump Headquarters. 


STOCK THESE “ALL AROUND” GOULDS PUMPS 


Fig. 3769—Single stage 
centrifugal 


Fig. 3640—Close-Cupld 
centrifugal 





LN 





Self-priming centrifugal 


Goulds branches in 
all principal cities. 


PUMPS INC. 


wilds = ses at 
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president of the Carey Machinery 
& Supply Co., Baltimore, was the 
second distributor official named to 
serve the country in Washington. 


“Make Time for New Buyers” ad- 
vised C. A. Stephan of “Standard 
Equipment & Supply Corp., Ham- 
mond, Ind. 


Rav Slossman of R. C. Neal Co. in 
Buffalo got our “Distinguished 
Service” award for the month. Tore 
himself away from a New Year's 
Eve party to help a defense cus- 
tomer in distress. 


Hirst floor space formerly occupied by 
a retail store adjoining the Baldwin- 
Hall Co., Syracuse, was taken over 
by the company to be used for ad- 
ditional stock space 


Memory slip of a 28-year old man got 
him captured by police redhanded 
in Cleveland Tool & Supply Co. 
Seems he forgot about the burglar 
alarm. 


Phe average Canadian was carrying an 
income tax burden five times as 
heavy as that of his American neigh- 
bor. In all his taxes, a Montreal 
man earning a million dollars a year 
would pay out $28,000 more than 
he made. 


The J. W, Minder Chain & Gear Co., 
Los Angeles, announced the open- 
ing of a new office in Portland, 
Ore., under the management of 
E. A. Minder. 


Unfilled orders of the aircraft indus- 
try were rapidly approaching the 
four billion dollar mark and were 
expected to mount considerably 
higher before the approach of sum- 
mer, 


April was designated “Perfect Shipping 
Month” by the shippers of the 
United States, in a campaign desig 
nated to lessen the economic waste 
involved in damage to goods and 
merchandise in transit. 





OBITUARIES 


Frederick J. Hoff, 
Patron Transmission Co. 


Frederick J. Hoff, office manager 
of the Patron Transmission Co., Inc., 
New York, died February 13. 

Mr. Hoff, who was formerly gen- 
eral manager of the J. T. Dill Co., 











i 
PACKED WITH 
SATISFACTION 

WHEN IT’S 
ry Xa4 4) 
WITH R/M 


Gaskets like this for Freon con- 
densers may not be your packing 
problem, but whatever it is... 
high pressures, high temperatures, 
chemicals, refrigerants, petroleum, 
food or other products... 
Raybestos- Manhattan has a pack- 
ing or gasket designed for the job. 
Your nearby R/M distributor will 
help you solve your problem. Or 
write for the new R/M Packing 
Catalog. 


PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Bridgeport, Conn.; Manheim, Pa.; No. Charleston, S.C.; Passaic, N.J. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings + Asbestos Textiles + Mechanical Rubber Products +  fbrasive and Diamond Wheels © Rubber 


Covered Equipment «+ Brake Linings + Brake Blocks ¢ Clutch Facings + Fan Belts ¢ Radiator Hose + Powdered Metal Products + Bowling Balls 
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Guys who look in lions’ mouths used to be poor 
insurance risks. That was before Doc thought up 





Hydraulic 
y/ 


25 TO 50 TONS 


the newest use for a Buda Jack. Now 
they're standing in line to apply for the 
job. And Buda Distributors all over are 
reporting a brisk upturn in business 
—especially for jacks to handle unusual 
lifting jobs. 

The long line of Buda Ratchet, Screw 
and Hydraulic Jacks gives you a chance 
to supply the right Buda Jack for every 
lifting job. And when you sell a Buda 
Jack, you're selling safe, dependable, low 
cost lifting. That adds up to profits! Write 
for the new General Catalog No. 1515 
on Buda Jacks now. The Buda Company, 
Harvey, Illinois. 











ks — 
5 te 15 tons 


Boll Bearing 


Jocks — 
15 te 50 tons 


er 

Standard Standard High 

Journal Speed Type Ratchet 
Jocks— Trip Jocks — 

15 to 75 tons 15-ton Cap. 
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Frederick J. Hoff 


joined the Patron Co. in 1930. Be 
fore assuming the position he held at 
the time of his death he was personnel 
manager. 

He is survived by his wife and a son. 


Fred L. McCarthy, 
The Jacobs Mfg. Co. 


Fred L. McCarthy, 59, Detroit dis 
trict manager of ‘The Jacobs Mfg. Co., 
died January 16 at his home in Grosse 
Point Park, Mich 

Mr. McCarthy, who represented the 
Jacobs Co. for over thirty years, is 
well known to industrial supply dis- 
tributors in Michigan, Ohio, western 
New York, and western Pennsylvania. 

\t the time of his death he was a 
member of the American Society of 
Tool Engineers. He is survived by 
his wife. 


Edward Joseph Helline 


Edward Joseph Helline, 
Reliance Sales Manager 


Edward Joseph Helline, 48, general 
sales manager of the Reliance Division 
of the Eaton Mfg. Co., Massillon, 
Ohio, died on Feb. 8, following an 
operation he had undergone about 
ten days before. 











Do You Have a 
PULLING 
PUSHING 
LIFTING 


cU RTIS or LOWERING 


VERTICAL 


PROBLEM? 


HOISTS 


H ORIZONTAL — For low-cost handling of 


nee 
eT a Ry component parts 


w€ U RT a 93 AIR COMPRESSOR 


y on EVERY INDUSTRIAL APPLICATION 


Model C Water-Cooled Compressor, Curtis Model F 


Wee Upto 50H.P. Fully Enclosed— 
Dust and Dirt-proof —Carbon-Free 


Air Compressor, Up to 
10 H. P., Portable 
or Stationary. 


All Curtis equipment is 
precision made from 

top quality raw materials 
— use coupon below for 
specific information. 


th Sor 
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CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Co. 
1911 Kienlen Avenue, St. Lovis 20, Mo. 
1 am interested in items checked below: 


(C) VERTICAL HOISTS 
Stroke (] Capacity [] 


(DD HORIZONTAL 
CYLINDERS 
Stroke [_] Capacity [1] 


C) AIR COMPRESSORS 
Capacity [] Pressure [_] 
Current ("] 











ARROW TOOL & REAMER CO., ESTABLISHED 1916 


ad 


ARROW'S “FASCUT” 

line of End Mills is com- 
plete and it is depend- 
able. Backed by 35 years 
of manufacturing skill and 
engineering experience 
“FASCUT” End Mills render 
excellent service that sells 
and sells and sells. 


WOULD YOU LIKE TO OFFER THE BEST 
SERVICE ON SPECIALS IN YOUR AREA? 


You can with Arrow’s new “Industrial Distributors Plan for 
Selling Specials”. Here are sales opportunities never before 
fully utilized by Distributors. Write today for complete details. 


ARROW manufactures a complete line of STANDARD REAMERS 


HERE’S A NEW and BETTER [IVE CENTER! 


© Adjustable for Wear 
© Tapered interchangeable inserts 


Equipped with No. 3 Timken Precision 
Roller bearings — provide for radial 
and thrust made in several sizes. 


Folder available. 


° re) 
9° 4 \ 
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ARROW TOOL & REAMER CO. 
418-422 LIVERNOIS AVE. « DETROIT 9, MICH. 
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A life resident of Massillon, Mr. 
H{elline was active in local church and 
civic groups. He became associated 
with Eaton 32 years ago, progressing 
from mail clerk to general sales man 
iger, a position he had held since 
June, 1947. 

Before assuming the position he 
he'd at the time of his death, Mr. 
Helline had advanced through the ad- 
vertising and sales departments, was 
subsequently manager of the order and 
billing department, manager of the 
service department, assistant to H. J. 
McGinn, general sales manager and 
most recently vice president and di 
rector of sales of all divisions of the 
company 

Mr. Helline was chairman of the 
standards committee of the Spring 
Washer Institute. 

He is survived by his widow, four 
sons, his mother, a brother and a sister. 


Almon W. DeArment 


Almon W. DeArment, 


Tool Company President 


Almon W. DeArment, president of 
the Champion DeArment Tool Co., 
Meadville, Pa. died on Dec. 3 as a re- 
sult of a series of heart attacks. 

He was born in 1887 at Evansburg, 
now Conneaut Lake, and in 1949 ob- 
served his 50th year in the tool busi- 
ness. 

He became associated with his 
father in the plant at the age of 13, 
operating a trip hammer after school 
hours. In 1911 he became a partner in 
the business and the company incorpo- 
rated as the Champion DeArment 
Tool] Co. in January, 1928, with Mr. 
DeArment as its president. 

Mr. DeArment supervised produc- 
tion of Champion tools through the 
Spanish-American War and World 
War I and II. 








“This neopene standing mat 


can stand the toughest treatment.” 


“With its specially designed ribbed surface this neoprene mat 
rates tops for foot comfort. Strong enough to support a man’s 
weight without collapsing, its ribs are still flexible enough for 
wiping even the most stubborn grime off shoe soles. And 
because the mat is made of Du Pont neoprene, it resists oil, 
greases and many chemicals, as well as the punishment of daily 
scuffing by heavy work shoes. Then, too, neoprene is fire 


’ 


resistant. Ideal for use where this safety factor must be considered.’ 


Your customers will recognize in this mat an excellent way to 
increase plant efficiency while keeping maintenance costs at a 
minimum. For, chances are, they’re familiar with neoprene’s 
outstanding performance record in many other resilient 
products. The manufacturer of the line you represent 

will be glad to tell you about the many sales advan- 

tages of neoprene products he makes. 


Tune in “Cavalcade of America,” Tuesday nights—NBC coast to coast 


NEOPRENE fam 


The rubber made by Du Pont since 1932 





FREE / The Neoprene Notebook 


Your customers read the Neoprene Notebook regularly. So don’t 
miss the information it offers about new and interesting applica- 
REGUS. aT. OFF tions of neoprene. If you’re not getting it now, we’ll be glad to 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY send it to you. Write E. I. du Pont de Nemours & Co. (Inc.), 
Rubber Chemicals Division C-4, Wilmington 98, Delaware. 
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A 75-Pound Pressure on the 
Lever of this Jack Screw can 
Raise a 40,000-Pound Load ! 


(This jack screw has a 21-inch 
lever—4 threads to the inch.) 














BASIC FOR 
INDUSTRY 


Precision-made by specialists . . . in a new 
plant designed for the exclusive manufacture 
of socket screw products bearing the famous 
Blue Devil name. 

Sold only through Industrial Supply Distributors 


~ Socket Set Screws 
~ Socket Cap Screws 
¥ Socket Screw Keys 
¥ Socket Pipe Plugs 
v Socket Stripper 


Bolts 
v Flat Head Socket 
Cap Screws 


ach 8 tia 


luc Devil 


SQuani SLANT 


“Sarety SOCKET SCREW COMPANY 


6500 AVONDALE AVENUE e CHICAGO 31, ILLINOIS 
New York Office—11 Park Place West Coast Warehouse—2022 E. 7th St., Los Angeles 
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Cc. E. Coleman 


Cliff Coleman Opens 
New Trenton Supply Firm 


The formation of the Coleman In- 
dustrial Supply Co., with offices at 
1764 North Olden Ave., Trenton, N. 
J. has been announced. The firm, 
which will specialize in power trans 
mission and conveying equipment, is 
headed by C. E. (Cliff) Coleman. 

Mr. Coleman, who has had more 
than 25 years experience in the indus- 
trial supply field, formerly was associ-- 
ated with Wiley-Hughes Supply Co., 
Inc. of Trenton. 


Armed Forces To Explain 
Their Packaging Needs 


Packaging requirements of the 
armed forces will be explained to in- 
dustry by representatives of the Army, 
the Navy, and the Air Force, at the 
American Management Association’s 
three-day national Packaging Confer 
ence, April 17 to 19, in Atlantic City. 
The conference will be held in con- 
junction with the 20th annual Na- 
tional Packaging Exposition, also un- 
der the auspices of AMA, which will 
be on view for four days. 

Another session will be devoted to 
forecasting the available supplies of 
packaging materials—glass, foil, metal 
containers, paper, paperboard, wood, 
film, and closures. 

The AMA announces that 242 
companies are exhibiting materials, 
machinery, services and supplies used 
in packaging, packing and shipping. 
More than 80,000 sq. ft. of floor space 
will be occupied by booths, and the 
entire show will cover perhaps twice 
that area. 
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FEDERATED’S BIG 4 BABBITTS 
CUT INVENTORY PROBLEMS 


No need to stock more than four babbitts. One of Federated’s Big 4 is sure to 
make the sale whenever any babbitt is requested ... for Federated babbitts are 
scientifically designed to answer virtually every white metal bearing need. 

Federated “Thermodyne” and “XXXX Nickel” are tin-base babbitts for 
bearings carrying heavy loads at high speeds... “Merit Metal” and “Record” 
are lead-base babbitts for lighter loads at more moderate speeds. 

Stock the Big 4 Babbitts now . . . practical experience shows that one of these 
four bearing meta's will satisfy in almost all cases... and your customers know 


it from national advertising! 


Sedu Milas Dwiwon 


AMERICAN SMELTING AND REFINING COMPANY + 120 BROADWAY, NEW YORK 5, N. Y. 
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HARRISBURG 


COUPLINGS AND FLANGES 


STAND ROUGH TREATMENT 


WHO MAKES IT 








makes the difference 


HARRISBURG seamless steel pipe couplings and 
drop-forged steel pipe flanges will satisfy your 
customers because they are built right. If you don't stock them now, write 
for quotations and complete mechanical data. We are always glad to 
consider applications from distributors interested in selling the 


Harrisburg line. 


COUPLINGS manufactured to A.P.I. and 
A.P.l. casing, A.P.I. 
line, drive, water well, and other types. 


A.AS.\. specifications .. 


HARRISBURG 


STEEL CORPORATION 





Harrisburg 18, Pennsylvania 


va 
FLANGES manufactured to A.S.A. standards 


... Slip-on, threaded, welding neck, reducing 
and other types. 


Custom-Kuilt Quality Products in Quantity 
QB vears IN PENNSYLVANIA'S CAPITAL 











GREATER PROFITS 


‘Constant Consumer Demand 
No Factory Sales to Users 
Nationally Advertised 
Firm Resale Price Policy 
v Highest Uniform Quality 


/ 


cBELT LACtRS 
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O. Stanley Swandahl 


DeWalt Appoints 
New District Manager 


O. Stanley Swandahl has been ap- 
pointed district manager for Lake 
County, Ill. and various trading areas 
of Wisconsin, by Dewalt Inc. In his 
new position, Mr. Swandahl will di- 
rect sales efforts in the trading areas 
of Green Bay, Oshkosh, Madison, Mil- 
waukee, Racine, Sheboygan, Appleton, 
Fond du Lac, Janersville and Kenosha, 
and the Lake County area in Illinois. 

Mr. Swandahl, an engineering grad- 
uate from Iowa State College has been 
in the building specialty field since 
his discharge from the armed services 
in 1945. 


Porter Buys Oil 
Field Supply Stores 


The 14 supply stores of Interna 
tional Derrick & Equipment Co., a 
division of Dresser Industries, Inc., 
of Dallas have been purchased by 
H. K. Porter, Inc., of Pittsburgh. 

The supply stores will be operated 
as the Jarecki International Supply 
Div. of H. K. Porter Company, Inc., 
and will continue to sell and service 
the oil field products manufactured 
by International Derrick & Equipment 
Co., and its parent, Dresser Industries, 
Inc. 

Porter now operates eleven stores 
in its Jarecki Division in Texas and 
Oklahoma. The addition of the 14 
International Derrick & Equipment 


| Co. supply stores will bring the total 


Cc 


;| stores to 25 and give coverage to 
|| Louisiana, Kansas, and New Mexico, 
| as well as Texas and Oklahoma 








TO HELP YOU IN YOUR HANDLING 
AND PROCESSING OPERATIONS 


Check these items... 
likely you need one or 
more right now. We 
build a complete line 
of equipment for han- 
dling, processing and 
reducing all kinds of 
material. We cannot show everything 
Jeffrey builds to speed production and 
cut costs, but send for Booklet No. 832 
for a quick picture of our extensive 
line. Jeffrey's engineering facilities 
are available for laying out complete 
handling and processing systems or the 
application of individual units. 


BUCKET ELEVATORS 


BELT CONVEYORS — IDLERS SPIRAL 


CONVEYORS 


SCRAPER CONVEYORS 


For handling bulk material 

horizontally or on incline, dis- 
charging at fixed 
point through valves 
in trough bottom. 
Also wood or steel 
Apron Conveyors. 


FEEDERS — CONVEYORS 
A wide range of sizes and types 
in electric vibrating feeders, 
conveyors, screens, packers, etc. 
Absolute control over tonnage 
handled. 


eo SR, 


CHAINS 
SPROCKETS 
ATTACHMENTS 


M-V MECHANICAL 
VIBRATING CONVEYORS 


For conveying abrasive, lumpy 


BARREL PACKERS 


or rough materials, hot or cold, 
dry or wet, as well as fine 
materials. Up to 80 can be 
operated by one drive unit. Also 
electric vibrating conveyors, 
feeders, screens and packers. 


Yj) Yyyywy Yy 





ANUFACTURING COM 


More detailed 
information on request. 


CRUSHERS — SHREDDERS 
GRINDERS — PULVERIZERS 





PANY Established 1877 


930 North Fourth St., Columbus 16, Ohio 


Boston 16 
Buffalo 2 
Chicago 1 


Baltimore 2 
Beckley, W.Va. 
Birmingham 3 


Cincinnati 2 
Cleveland 15 
Denver 2 
Jeffrey Mfg. Co. Ltd., Montreal, Canada 
Jeffrey-Galion (Pty.) Ltd., Johannesburg, S.A. 
The Ohio Molleable Iron Co., Columbus, Ohio 


Detroit 13 
Harlan, Ky. 
Houston 2 


Jacksonville 2 

Milwaukee 2 

New York 7 
British Jeffrey-Diamond Ltd., Wakefield, England 
The Galion Iron Works & Mfg. Co., Galion, Ohio 
The Kilbourne & Jacobs Mfg. Co.. Columbus, Ohio 


Philadelphia 3 
Pittsburgh 22 
St. Lovis 1 


Scranton 3 
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Salt Lake City 1 


For economy in packing opera- 
tions—reduce size of container, 
increase its capacity and cut 
shipping costs. Also conveyor- 
type packers and packing 
tables. 


Complete line of 
Materia] Handling, 
Processing end 
Mining Equipment 








‘beRockkrs 


Over 80,000 Sprockets and Large 
Supply of Chain in Stock 


There are important advantages 
in bringing your sprocket re- 
quirements to Cullman Wheel. 
Chief among these is the fact that 
in fifty-five years of specialization 
in the design and manufacture 
of sprockets and kindred power 
transmission parts, has built up 
the amazing total of over eighty 
thousand sprockets in stock. 
Invariably your requirements 
can be met quickly from this 
great sprocket aod chain inven- 
tory. This always brings the cost 
down. Quick delivery is also 
available at Cullman on special 
made to order sprockets. Send 
your blue prints for recommen- 
dations and estimates. 


Send for 72 Page Illustrated 
Catalog of Helpful Buying In- 
formation. 


WHEEL 


1344 ALTGELO ST. 


228 


COMPANY 


© CHICAGO 14, ILL. 





SMALL TOOL DISPLAY recently in- 
stalled at Georgia Supply Co., Savan- 
nah display room has big advantages, 
Larry Durrance points out to C. E. 
Linderman 





Binks Distributor School 
| Opens New Session 


| New classes, scheduled through 
|June for its Spray Painting School, 
| recently were gotten underway at The 
| Binks Mfg. Co. plant in Chicago, 
‘Ill. The classes, held Monday through 
| Friday are scheduled as follows: 
| March 5 to 9 inclusive 

April 2 to 6 inclusive 

May 7 to 11 inclusive 

June 4 to 8 inclusive 

To assure attention to individual 
problems, classes are limited in size. 
Instruction is provided by Binks as a 
service to jobbers and their men. 
Classes are planned to acquaint sales- 
men and servicemen with the com- 
“maf products, showing them exactly 
| how its equipment is used in applying 
a variety of finishes. 
| The school continues under the di- 
|Beecha of William Beecham. Mr. 
Beecham teaches proper methods of 
| spray painting and shows how to avoid 
or correct the common causes of 
|faulty spraying. The assembly and 
repair of spray guns is taught, as well 
as the operation and function of re- 
lated equipment. 





Cornils Succeeds Foye 
Thomas Cornils has been appointed 
west Division of the Link-Belt Co. 


succeeding Homer J. Foye who was 
transferred to Los Angeles. 
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chief engineer for the Pacific North- | 


FLOATS IN @ stainless steel ¢ 
copper ® aluminum ¢* monel 
@ nickel © everdur 

and other products 


@ Tanks, Coils, Bends, Expansion Joints, 
Kettles, Dippers, Evaporators, Coolers, 
Sent Pte te " 





During the past 65 years, HARRIS Products have 
built up an enviable reputation for quality and 
service. Present manufacturing needs demand these 
top quality products and profits are good for the 
distributor. Consultation with our engineers is 
without charge. Get further facts today. 


ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St. Chicago 7, Ul. 














ECONOMY 
PRODUCTS 


They Lead 
in Quality and Sales 


@ Economy Screw ym | Products have 
proved themselves juction 
economies and in & %.. plant m rs 
to step-up efficiency. They meet the rigid 
standards of today’s manufacturing 

and pay the distributor well for his effort. 
Large numbers are needed and this busi- 
ness can be yours. Send for descriptive 
circular. 


ECONOMY MACHINE PRODUCTS CO. 








= Lawrence Ave. Chicago ” 








HEAVY DUTY GRINDERS. Super-powered, precision- 
balanced motors and oversize labyrinth-sealed ball 
bearings for quick starting and smooth operation 
under continuous heavy loads. Sizes 1/3” to 1 h.p. 


“DYNO-MITE”® DRILLS. For 

high speed production they 

have no equal in their field. 

Light weight. Capacities from 

1/4” to 3/8”. Also other pro- ‘ 

duction drills up to 1”. SCREW DRIVERS and NUT § 
RUNNERS with Millers Falls 
patented, super-sensitive 
“Adjustomatic’® Clutch. Un-/” 
matched for delicate assembly 
work. Also available with new 
“Positive Clutch” — ideal for 
operations without uniform 
torque requirements. 


PORTABLE GRINDERS for 
heavy duty service—snagging 
castings, grinding welds, level- 
ing rivets, etc. Totally enclosed 
motors keep all internal parts 
safe from dust and grit. 


OLISHERS, SANDERS, GRINDERS. Ver- 
satile, high-powered tools to speed up 
cleaning, surfacing and finishing on a 
wide variety of production and mainte- 
nance operations. 


ELECTRIC SAWS, 9- and 10-inch 
heavy-duty models adjustable to 
45° angle. Designed for continu- 
ous production work in wood or, 
with special abrasive discs, in met- 
al, concrete and — 


ELECTRIC HAMMERS. Only 
one moving part—the hammer 
itself. No motors, gears, shafts 
to wear out. 3600 powerful 
blows a minute. Long-lived, 
dependable. In capacities from 
5/8” to 2” 


‘HELP YOURSELF ~~ 


4 Enthusiastic customers are the key to profits 
to lowe r C 0 sts on any industrial line. That’s what you get 
; when you sell Millers Falls electric tools. 
They’re breaking bottlenecks in thousands of 
plants . . .\ producing more work and better 
work at lower cost wherever’ they go on the 
job. That’s why they’re such favorites with 
production men — why they can be such a 
profitabe line for you. Write today for full 
details on a distributorship and help yourself 
to the profits that are waiting for you in this 
popular, highly advertised line of outstanding 
production tools. Millers Falls Company, 
Greenfield, Mass. 
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with 
PEORIA 


A sensible factory sales policy protects you when you sell PEORIA 
CHAIN. Keep your customers . . . and keep them happy by stocking 
high quality PEORIA CHAIN.. 
malleable iron chain. Order now or write for free catalog. 


.a complete line of every size 


LA’ 
DRIVE CHAIN 
DETACHABLE CHAIN 


H CLASS 
REFUSE CHAIN 


400 CLASS 
PINTLE CHAIN 


700 CLASS 
PINTLE CHAIN ROOF-TOP 
TRANSFER CHAIN 


ROLLER TOP 
TRANSFER CHAIN 


ELEVATOR 


C CLASS 
BUCKETS “COMBINATION” 


CHAIN 


PEORIA MALLEABLE CASTINGS CO. 


FT. OF ALEXANDER ST., PEORIA, ILLINOIS 
CHAIN MAKERS FOR OVER 30 YEARS 


INDUSTRIAL DISTRIBUTION © APRIL, 1951 





SOLDER SPOOL brings together 
G. M. Flinn and Vice-President W. H 
Meinert of Savannah Ship Chandlery & 
Supply Co., Savannah, Ga. to discuss 
the specific types for each industrial use. 





Recommendation For 


Standard Kegs Proposed 


A proposed Simplified Practice Rec- 
ommendation covering a_ standard 
height for wooded nail-kegs has been 
submitted to the producers, distribu- 
tors, users and others interested for 
acceptance or comment, the Com- 
modity Standards Div., Offices of In- 
dustry & Commerce, U.S. Dept. of 
Commerce, reported recently. 

The need for a standard height for 
nail kegs to facilitate stacking and 
storing of nails was brought to the 
attention of the Commodity Stand- 
ards Div. by a prominent hardware 
dealer. A standard height of 17 inches 
is recommended by the Committee on 
Packaging and Loading of the Amer 
ican Iron and Steel Institute with the 
approval of the Associate Cooperage 
Industries of America, Inc. 


Babcock & Wilcox 
Adds New Building 


Better service for distributors, users 
and fabricators of B & W Stainless 
Tubing as well as increased comfort 
and effective operation for the com- 
pany’s working personnel has been 
gained as a result of a new addition 
to the Beaver Falls, Pa., plant of The 
Babcock & Wilcox Tube Co. The 
new facility, an air-conditioned build- 
ing devoted exclusively to the inspec- 
tion, marking, packaging and loading 
for shipment of stainless tubing, is 
located at the company’s East Works 
Dept. 














Utility hose of 101 uses 
around the plant 


ietucindnnd Flexible 
Metal Hose 


Virtually all of your customers have a need for CMH 
REX-TUBE Type RT-15 Flexible Metal Hose. It is 
widely used for conveying such substances as steam, 
tar, asphalt, vegetable oils, hydrocarbons, etc. From 
your standpoint it is a fast moving, profitable item 
that enables you to better serve your customers. 


REX-TUBE Type RT-15 is only one of many hose 
types in the CMH line . . . the most complete offered 
by any manufacturer. It is a quality line, too, known 
throughout industry. It is backed by a sound distribu- 
tor policy (in effect for over 20 years) that features 
engineering and product application assistance, sales 
promotion aid and business and trade journal adver- 


tising designed to increase your sales. 
Top photo—CMH REX- 
TUBE Type RT-15 being used to steam out a storage tank. For large unit sales, steady orders and generous 
Middle photo—CMH REX-TUBE Type RT-15 used as a gas = ie - ihe : 
connection for a furnace. Bottom photo—CMH REX-TUBE Margins, it’s the CMH line. Write today for full details. 
Type RT-15 used for unloading a tank car. 


gle re CHICAGO METAL HOSE Corporation 


have served industry 


for over 49 years. ' 1314 S: Third Ave. * Maywood, Ill. * Plants at Maywood, Elgin, Rock Falls, and Savanna, Ill. 
P In Canada: Canadian Metal Hose Co., Ltd., Crampton, Ont. 


ONE DEPENDABLE SOURCE™ 


for every flexible metal hose requiremen 


Conveluted ond Corrugated Flexible Metal Hove in Variety of Metals + Expansion Joints 
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Bring em back 

















TOP TEN SALESMEN of Rish Equipment Co., subsidiary of Bluefield Supply Co., 
Bluefield, W. Va. were honored at the White Sulphur Springs meeting for having 
sold a total of $4,861,295 worth of construction and industrial equipment in 1950 











B-RIGHT-ON 


Nu-Process Quality 


SOCKET SCREW PRODUCTS 


When you fill socket 
screw orders with 
B-Right-On products, 
building repeat 
usiness. B-Right-On 
Socket Screws are now 
better than ever. Cou- 
pled to famous “Uni- 
Quality” (every screw 
exactly the same — 
highest quality) are 
additional _ strength 
and hardness. Made 
possible by an entirely 
new metal - working 
process, selected alloy 
steels are formed into 
screws with continu- 
ous unbroken fibers 
and fine, compact 
grain. 


A consistently improved product 
makes the B-Right-On line tops with 
careful buyers . . . brings them back 
for more. Brighton service backs you 
up ... helps you keep these contented 
customers 


Eighty-one manufacturers whose 
products are sold by Bluefield Supply 
Co. of Bluefield, W. Va. participated 
in something new in sales promotion 
when they came together with com- 
pany representatives for a four-day 
meeting at Greenbrier Hotel in White 
Sulphur Springs. 

Besides the 81 manufacturers the 
affair was attended by 146 salesmen, 
department heads and officials of the 
supply company and its four allied 
companies; Rish Equipment Co., a 
construction equipment concern with 
operations in six cities; Dixie Appli- 
ance Co., Clark Stores and Counts 
Automotive Supply Co. 

\fter a general session of the entire 
sales organization on the opening day, 
each of the commonly-owned compa- 
nies held its own meeting with its prin- 


| Bluefield Supply Co. Meets With 81 Manufacturers 


cipal manufacturers appearing on the 
program. 

Among the manufacturers in at- 
tendance were Charles H. Cecil, 
Bethlehem Steel Co.; Harry F. Maxon, 
B. C. Gooding, Sr., B. C. Gooding, Jr. 
and Harry C. Adams of Boston Woven 
Hose & Rubber Co.; J. L. Masterson, 
Amold Stroud and James Stevens, 
E. I. duPont deNemours & Co.; Har- 
old R. Berlin and Art Hancock, Johns- 
Manville Co.; J. J. Sweeney of Skilsaw, 
Inc.; F. H. Mallon and George Wise, 
Gates Rubber Co. and W. R. Trippe, 
Koppers Co.; Frank C. Edwards, Stu- 
art Trainer and Bernie Pratte of 
Harnischfeger Corp.; Ned Cherry, 
M. L. McCormack, Stan Orben, Dick 
Feaster, R, Caster, William Fortune, 
R. Baldwin, Con Haase and F. A. 


Swanson of Ingersoll-Rand Co. 








EXECUTIVES AND SALESMEN of E. C. Atkins & Co., Indianapolis saw manu 

facturer, who attended the firm’s recent sales conference included: First row, left 
A dealer franchise may be C. E. Drake, T. W. Potter, K. W. Atkins, first vice-president in charge of sales, 
available in your territory William Gustafson, A. M. Coleman, R. M. McNamara, N. H. Milam, W. I 
Write for full details. Rollinson, H. Waddle, manager mill sales division, M. A. Bauer, P. P. Sparkling 
B. L. Owens, manager Chicago branch office. Second row: A. C. Granum, R. R 
Glenn, L. C. Smith, R. W. Nightengale, W. N. Springer, Jr., G. H. Schimmel, 
R. S. Diener, Frank Reis, A. B. Winter, Augustus Vogel, manager file sales, R. A 
Arbuckle. Back row: O. H. Clampitt, C. A. Woody, J. M. Munroe, B. S. Mitchell, 
R. F. Ellis, assistant general sales manager and A. L. Martinson, manager hardware 
sales. 


ee 
L—--— | 


BRIGHTON 


Screw & Manufacturing Co. 
1827 Reading Rd. 
Cincinnati 2, Ohio 
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CHAIN THAT LEADS 





ig 


MORE MORE SATISFIED 
PRODUCTION CUSTOMERS 


Boosting output of present drives! Atlas The proven performance of Atlas Roller 
Roller Chain is bringing this benefit to Chain for boosting production and giving 
plants everywhere. long, trouble-free service holds customer 
good will for you ... both in replacement 
and OEM business. 
This means repeat sales...steady profits! 
For the full story on the advantages of 
being an Atlas Chain distributor, plus a 
This means that your machines can run copy of the new Atlas Catalog and Hand- * 
at full rated speeds and give greater out- book, write: Atlas Chain and Manufac- J@ 0g 
put... with Atlas on the drive. turing Company, Philadelphia 24, Penna. 4 4 2 
ATLAS. 
ATLAS CHAIN & MANUFACTURING CO. = Wea 


PHILADELPHIA 24, PENNA. ae i 












That’s because Atlas Roller Chain pro- 
vides a positive sprocket grip which 
makes possible the delivery of full rated 
horsepower without slippage or friction. 














SHELNON| =< 


CHICAGO 


> Zero Precision Timken opt 
Taper Roller Bearings | 2 - ‘ 
TINY Gj *Y Double V-Belts 


a 


to spindle 
deliver more 
power to 


1%” hole thru Spindle Most accurate point of 


(greoter capacity) obtainable 


Full Box J—\ 
(Double Wall) 
Aprons 


Scientific distribution of mass extra bearing 
gives bed extreme rigidity on bed 


Efficient 4-step (8-speed) Each Sheldon lathe 

V-Belt Underneath Motor must poss 18 tests 

Drives carries thru standard for extreme occur 

bed — no cut-awey or acy before leaving 
factory 


TS-56 B 
1114" Swing, 56” Bed 


THESE QUALITY TOOL FEATURES 
MEAN MORE SALES 


By any measure, Sheldon Precision Lathes give more per dollar: 
More quality lathe features, more productive capacity, greater 
accuracy, more power at the cutting-point, more weight, more 
stamina, more advanced engineering, more convenience, more 
styling and ‘‘class.” 


More lathe per dollar translates into more lathe sales for 
Sheldon Distributors, who are today getting more profitable 
repeat orders from satisfied Sheldon Lathe users. Look into this 
“more sales” opportunity and you will find it pays to show 
Sheldon machine tools in the portable power tool department. 


Write for Catalog 
SHELDON MACHINE CO., INC. © 4244 North Knox Ave., Chicago 41, Ill. 
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Control of Minerals Vital To 
Defense of Free World 


Control of mineral deposits in five 
strategic areas of the world, as yet 
free from communist domination, are 
essential to the defense of the demo- 
cratic world, according to Evan Just, 
editor of Engineering @& Mining 
Journal. 

In a paper presented at the recent 
annual meeting of the American In- 
stitute of Mining and Metallurgical 
Engineers, Mr. Just analyzed the rela- 
tive importance, in minerals, of these 
areas, and pointed out ways their as- 
sets can be preserved for the use of 
the free world. 

Mr. Just said, in part: 

“This discussion undertakes to de- 
velop the degree of availability to each 
side, under various situations in a- 
conflict between East and West, of 
important mineral commodities of 
which large fractions of the world 
supply are in intermediate areas. The 
accuracy of the results is limited by 
the statistics available to the general 
public, but it is believed that the con- 
clusions are essentially the same as 
they would be were more complete 
statistics available. Based on these 
conclusions, specific recommenda- 
tions are made to buttress Western 
security. 


The Far East, except Australia 


“The principal mineral resources 
of this area are tin, manganese, mica, 
iron ore, coal, bauxite, petroleum, 
chrome, titanium, kyanite, fluorspar, 
graphite, copper, mercury, lead, zinc, 
monazite, cobalt (undeveloped) and 
nickel (undeveloped). 

“This area is the world heartland of 
tin, accounting for 58 percent of the 
world’s production and at least this 
fraction of the reserves. Were this 
area segregated from the Western 
world, the latter would be cramped 
for tin, although between higher 
prices, substitution, and maximum 
production from Bolivia, the Belgian 
Congo, and Nigeria, it could get 
along. On the other hand, for the 
area to deny tin or rubber to the 
Western world would involve consid- 
erable internal hardship in terms of 
what it obtains through exports of 
these raw materials. Probably a com- 
plete embargo could not—or would 
not—be maintained with reference to 
either the Western or Soviet sphere. 

“With reference to manganese, the 
area’s 15 percent of world production 
and large reserves are of real import- 
ance and its denial to the West, if 
complete, would cause difficulty, but 
not jeopardy. However, this com- 
modity would not be a positive asset 
to the Soviet sphere, as the present 











Most efficient and practical 
insulation up to 600 F.— 





FEATHER WElbnT 
Boy) MAGNESIA 


eed efficient ... completely practical 

...@asy to apply—no wonder 85% 
Magnesia is the most widely used insulation 
in its field today! 


Here are facts about “Featherweight 85% 
Magnesia—facts that are reasons why this 
is such a popular and profitable insulation 
for distributors, contractors, and users: 





DELIVERS HEAT WHEN AND WHERE IT’S 
WANTED! ‘Featherweight’ 85% Magnesia 
withstands temperatures up to 600° F. with- 
out loss of insulating value. Alternate heat- 
Middlesex General Hospital, New Brunswick, N. J. Insulatior ing and cooling, wetting and drying do not 
1 85° Magnesic. Plumbing & Heating Contractor: &ichardsonr areS “ ; 
gineering Company, New Brunswick affect its insulating properties. 
Architects Alexander Merchant & Son, New Brunswick, N. J 
Engineer: Runyon & Corey, Newark, N. J STRUCTURALLY STRONG—PERMANENTLY EF- 


FICIENT! “Featherweight” insulation, though 

lature made Asbestos... light in weight, is strong. It can withstand 

Keasbey © Mattison has made it serve intermittent or continuous vibration; rea- 
mankind since 1873 sonable amounts of compression. 


EASY TO HANDLE — EASY TO APPLY! 
“Featherweight” can be shipped, stored, 
and handled without any special precau- 


C 0 M PA N Y , A M B L E R , Pp F N N S y LVA N | A tions. It fits snugly to contours without 


breaking; is easily sawed or cut; can be 





applied with a minimum number of tools. 
RANGES OF KEASBEY & MATTISON LOW PRESSURE INSULATIONS 


SUPPLIED FOR ALL NEEDS: In block form for 
INSULATION flat, curved, and irregular surfaces; in sec- 








tions and sets of segments for standard 


DUPLEX pipe sizes. 














AIR CELL 








Keasbey & Mattison “Featherweight” 
85% Magnesia is one of the complete 
SPECIAL FINE CORRUGATED AIR CELL line of K&M Insulations covering the 
low pressure field. We'll be glad to 
send you information on any or all of 
“FEATHERWEIGHT" 85% MAGNESIA ' - arn — these insulations. 
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We’re Not Exaggerating 


The Size of This Screw 


In Your PROFIT Picture 


The socket screw is probably one of the 
smallest items (in size) in your line—in 
fact, we make ’em down to No. 0 wire 
which you can just about see—but it’s no 
small item dollar-wise. 

With Bristol’s Socket Screws, you can 
make profits bigger two or three ways. 

First, Bristol’s screw gives you selling 
plusses over other socket screws. Our hex 
conforms to Class III fit—is made from 
special alloy steel, heat-treated to elimi- 
nate splitting, rounding, burring—and 
gives “‘custom-made”’ strength for ‘‘reg- 
ular” prices. 


Second, we provide a fund of direct 
mail and point-of-sale aids to back up our 
consistent national advertising. Our pro- 
motional campaigns help move socket 
screws. All our printed material directs 
the prospect to our distributor. 

Third, Bristol gives you a distributor 
policy that you can really put “100%” in 
front of and be 100% right. And a sales 
training program at the distributor level 
that fellows who’ ve used it say really works. 

If you’d like socket screws to appear 
bigger in your profit picture, why don’t 
you get in touch with... 


Mill Supplies Division | 
THE BRISTOL COMPANY 


WATERBURY 20, CONN. 
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Soviet sphere is not deficient in this 
respect. 

“As for the other exportable min- 
eral resources, their accessibility would 
be an asset to either sphere, but de- 
nial of them would be in the category 
of inconvenience, not fundamental. 


The Middle East 


“This area’s important strategic 
known mineral resource is its petrol- 
eum production and even more im- 
posing reserves. It also has a moder- 
ate refining capacity. Manganese is 
the only other important strategic 
known mineral. 

“These petroleum resources are of 
great strategic importance primarily 
because of Europe’s dependence on 
them. Also, they would be very help- 
ful to successful war-making by the 
Soviet sphere, which may have im- 
portant reserves but lacks development 
and refining capacity. 


Middle Western Europe, French 
North Africa, and Turkey 


“This area’s vital mineral resources 
are iron ore, coking coal, potash, zinc, 
lead, bauxite, mercury, chromite, 
manganese, cobalt, antimony, asbestos 
and copper. In all of them, except 
copper, manganese, asbestos, and co- 
balt, it is approximately self sufficient. 
To these basic resources it adds a 
numerous, highly trained, capable 
manpower, and important smelting, 
refining, fabricating and manufactur- 
ing factlities. 

“Its control would eliminate Soviet 
deficiencies in technology, _ skilled 
workers, steel capacity, iron, coal, zinc, 
lead, mercury, petroleum refining, 
metal smelting and refining, and gen- 
eral industrial capacity. With it would 
go partial control of the Mediter- 
ranean, the Soviet’s present lack of 
access to warm water ocean ports, and 
valuable bases for attacking the West- 
ern Hemisphere. 

“Its adherence to the free world 
would put the Soviet sphere at a seri- 
ous handicap in technology, skill, iron 
and steel, aluminum, smelting, refin- 
ing, general industrial capacity, access 
to the Atlantic Ocean, and possibly 
in mercury, copper, lead, zinc, and 
fluorspar. 


Western European Fringe and 
Southern Africa 


“Strategically, southern Africa ranks 
with, if not ahead of, the last area 
discussed above, both because of its 
minerals and its relative defensibility. 
It supports the largest chromite and 
uranium production, is the heartland 
of diamonds, cobalt, tantalite and 











PRODUCTION LOADS 
NEED DEPENDABLE rower 


TRANSMISSION EQUIPMENT 


BARRY CONVEYOR PULLEYS 


Welded steel construc- 
tion. Light in weight yet 
extremely strong. 
They're easy to install. 
Available in a wide 
range of sizes for all gen- 
eral conveyor services. 


DICK ROPE V-BELT DRIVES 


V-Belt and sheaves operate with 
engineered efficiency. Give maxi- 
mum service with minimum stretch 
. . » Resilience maintained. 
Sheaves carefully 

balanced and ac- 

curately ma- 

chined to mini- 

mize belt wear. 


COMPANY, INC. 


SAN FRANCISCO, CALIF. 


fel tier \cle mala 


Scientifically designed 
—electrically welded 
construction. Light in 
weight. Easy to install. 
Maintain exact shape 
under all loads. 


DICK’S BALATA BELTING 


Constructed of hard surface, closely woven duck. 
Thoroughly impregnated with Balata Gum. Free 
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from stretch and 
shrinkage — and 
moisture resistant. 
High in power 
transmission effi- 
ciency. All “Dick- 
belts’’ guar- 
anteed. 


PASSAIC, N. J. 


SEATTLE, WASH. 








columbite, and has important man- 
ganese, tin, copper, asbestos, plati- 
num, kyanite, lead-zinc, fluorspar, 
coal, antimony, beryl, flake graphite, 
and mica deposits. 

“The adherence of these areas to 
the Western sphere would assure the 
latter of access to the world’s principal 
supplies of diamonds, cobalt, mercury, 
tantalite, columbite, flake graphite, 
and uranium, and important sources 
of manganese, tin, chromite, asbestos, 
and antimony. It would place the 
Soviet sphere in difficulty for dia- 
monds, and possibly copper, tantalite, 
columbite, cobalt and uranium, even 

: the first three areas discussed were 

“ ” won by the communists. 

NO SHORTAGE OF “MAGNOLIA “On the other hand, the loss of all 
Mayectia, AnGPriction Metal, heuvy- | these areas by the Western world 
cur. tntene bbb, on oteci~ would place it in dificulty in regard 
bitt and can be obtained immediately | to tin, diamonds, high grade man- 
from distributor stocks located in most ganese, chromite, cobalt, tantalite, 
industrial centers. Specify ‘“Magnolia” | columbite, possibly also graphite, 


for heavy-load, steady speed applica- Ete =: ss a - 
aia. ah eames ieee tines Te <i kyanite, mercury and strategic mica. 


speed as long as the bearing is properly 
designed, installed, and lubricated. Write 
us or your nearest Magnolia Distributor 2 ‘ es 
for specifications and pouring directions. | New Caledonia 











Australia, New Zealand and 





“With the loss of this area to the 
Soviet sphere, would go important 
NDUSTRIAL DISTRIBl RE lead and zinc production and less im- 
MAGNOLIA METAL COMPANY portant nickel, copper, chromite, tin, 
| zircon, and uranium. All of these re- 
ak new Y sources except chromite and tin would 
be very beneficial to the Soviet sphere, 
particularly if it should by then have 
incorporated the consuming needs of 
Asia and Europe. The nickel deposits, 
although low grade, are very extensive, 
and could be equipped to support a 
much larger share of world produc- 
tion. 

“This area in Western hands would 
also be a continued threat to Soviet 
control of ‘the East Indies and south- 
east Asia, particularly realizing that 
the people of these areas would no 
doubt be quickly disillusioned at com- 
munism’s inevitable failure to fulfill 
its promises. 


SOLD THROUGH INDUSTRIA TRIBUTORS EVERYW 


21 West Jersey Street * Elizabeth. New Jer 














General Conclusions 


.- rage - “The emphasis in this paper on re- 
“ALLIGATOR” “CARSON”-“NEWTON sources is not meant to convey the 


SWISS PATTERN AMERICAN PATTERNS idea that either East or West can 


prevail by the control of resources 
FOR YOUR FILE ORDERS alone. Both the Western Hemisphere 
and the present Soviet sphere have 
Carson Newton Distributors can be sure that they have enough resources to support ‘going’ 
the right file for any job their trade may have, that it will economies or to fight successful war, 
give satisfaction and bring repeat business. provided that sufficient fortitude and 


. - leadership are exhibited. The sources 
Today our plant is at top speed serving AMERICA. available from the various areas of the 


Perhaps we can serve you. intermediate zone described herein 

would be advantageous, but not 

= ay oe enough to assure conquest by vacillat- 
ing, selfish people or defeat of united, 


YOU CAN‘T BUY OR SELL A BETTER FILE determined people. 
“In many instances, mineral defi- 


CARSON-NEWTON co. BELLEVILLE, N. J. ciency means, not a lack of tools or 
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t 
Yot™ 


— {Ih 
Pir ain : 


Only the MORSE Code 


Gives Distributors This Complete 
Advertising Coverage 


Take Article IV of the MORSE CODE: “An advertising pro- 
gram of imaginative aggressiveness is assured.” That means 
dominant 2-page space in 2 colors, in the leading books reach- 
ing users of top-quality cutting tools... telling them over 
and over that “if you want Morse Quality, you've got to buy 
Morse Tools.” 

In addition there is the Morse magazine, ‘“‘Morsels,” edited 
for our friends, the Morse-Franchised Distributors . . . full of 
useful information that helps to sell Morse Tools. Plus a com- 
plete battery of mailing pieces on all products. 

Who gives you as much sales help as Morse? And that’s not 
all Morse gives you, by a long shot! Keep watching these 
pages as they unfold, month by month, the complete Morse 
Deal. Then you can see why the MFD* Salesman is the busiest 
man in town! 


INDUSTRIAL DISTRIBUTION ¢ 


A MORSE-Franchised 


Distributor 
(Under the Morse Code) 


MORSE TWIST DRILL & MACHINE CO. 
NEW BEDFORD, MASS. 


(Division of Van Norman Co.) 


MORSE 


CUTTING TOOLS 


snveggyge terry Pepe tagggy OT . 
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CHAMPION 
DEARMENT 


And who wouldn't? For Channellock 
liers are the'finest to be bought. . . or sold. 
Giancameah pliers have been known for years 
as a highest quality tool— made by Champion 
DeArrent, long recog as sy 
with quality and craftsmanship. 
heck the features — Longer Wearing, 
Closely Spaced Adjustments, No Wear on the 
Joint Bolt. Self Cleaning—these plus the skill 
and experience of more than 65 years make 
Channellock Pliers outstanding. 
hen your customer relies on your judg- 
mont agg can recommend Channellock pliers 
proudly. Hand him Channellock and he'll buy. 
Aad remember, ONLY Champion DeAr- 
ment makes Channellock. Send for Catalog 
D5 today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Directories under ‘‘Tools’’ 





} arTcas 


war material, but simply an inferior 
position which can be offset by waste- 
ful use of manpower, sacrifice of men 
in battle, discomfort of civilians, strong 
determination, and leadership. At the 


present time there is a great deal of | 
poppycock in circulation to the effect | 


that the loss of certain resources, such 
as Far Eastern tin, would jeopardize 
Western security. 

“From a resource standpoint, it 1s 
evident that the ‘blue chips’ outside 
the Western Hemisphere and the 
Soviet sphere are in Africa and Middle 
Western Europe. Both of these areas 


have very important mineral produc- } 


tion. Although it would be difficult to 
rate one of these areas ahead of the 


other on a mineral basis, the resources | 
most needed in the Western Hemis- | 


phere are in Africa, whereas the min- 


erals of Europe are essentially com- | 


plementary to its own industrializa- 
tion, skill and potential military 
power. 


Africa Most Vital Area 


“When this difference is weighed 
against relative defensibility, Africa 
emerges as the most vital of all the 
mentioned to the Western 
Hemisphere. Against this argument, it 
might be said that the defense of 
Europe automatically defends Africa, 
but the defense of Europe is tied up 
with several important factors, includ- 


ing the determination of its inhabi- | 


tants to resist aggression and the actual 


armament available in the field. South- | 


ern Africa, on the other hand, seems 


defensible by forces supplied mainly | 


from the Western Hemisphere. 
“From the mineral standpoint, 
quite clearly the Middle East is next 
in importance, Its petroleum is valu- 
able to European well being and 
would be of great value to an enemy. 
However, its oil is not required by the 
Western Hemisphere and its divided 
loyalties, unskilled population, primi- 
tive economy, and geographical posi- 
tion all hinder its defensibility 
“This leaves the Far East and 
tralia as the less vital of the interme- 
diate areas, although both of 
have valuable export ible mineral sut 
former, 


pluses. The defense of the 


however, involves several major prob 
lems, including its size and proximity 
to the Soviet sphere, its divided loval 
ties, and immens¢ needs. Also, 
like. Europe, no nt can be 
nade for ] 
anvthing bi ributary to it 
ist. In 
other 


planning 


in bk 
n armament ari 

the Australian area, on the 

hand, the desirability of 

definitely to commit ours 


defense is buttressed bv its geog 





\us- | 


them | 


its success lefet which | 


Mac-it Hollow Pipe Plugs 
for accuracy, safety 


uniformity and strength 


5 REASONS 


FOR HANDLING THE 
COMPLETE MAC-IT LINE! 


1. The complete, well- 
stocked Mac-it line enables 
you to meet a wide variety of 
your customers’ needs. 


2. A definite distributor 
sales policy. 


3. We invite orders for 
specials in alloy steel, made 
to customers’ specifications. 


4. Advertising and mer- 
chandising help to support 
your selling job. 


5. An established quality 
line recognized for depend- 
ability for over 38 years. 


Mac-its are sold through 
leading industrial dis- 
tributors everywhere. Let 
the complete Mac-it line 
help you give better, faster 
service to all your custom- 
ers. Write today for com- 
plete information. 


Marketed Nationally Since 1913 by 





STRONG, CARLISLE & HAMMOND COMPANY 
Cleveland 13, Ohio 


T PARTS COMPANY Loncaster Po 


ical position and determination t 
sist Communism 


Manufactured by MAC 
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His work is no better than the Pressure Gauge 
- 


Good paint spraying depends, not only on the equip- 
ment, or the skill of the operator, but equally on the 
pressure behind the gun. Whether the pressure is too 
high, or too low, or too uneven, or just right, only a 
pressure gauge can tell. If the gauge is wrong, the 
operator will be wrong, and so will the end results. 

To entrust such important results to any but the 
best pressure gauges is obviously penny-wise practice. 
But because pressure gauges are such a familiar part 
of so many plant processes, it is easy to overlook the 
vital role they play in the efficiency and safety of all 
pressure equipment operation. Do not make this 
mistake. Remember that accuracy is meaningless un- 


less it is lasting accuracy, and that it takes the kind 
of experience Jas. P. Marsh has had, the kind of 
facilities Marsh has developed, to build gauges of 
truly lasting accuracy. 

Manufacturers of quality pressure equipment 
recognize this. A distinguished instrument, Marsh 
keeps distinguished company. Take the leading 
manufacturers in any field—boilers, hydraulic presses, 
compressors, food equipment, testing apparatus— 
and see what gauge they use on their equipment. In 
nearly every case you will find that Marsh is the gauge. 

Make this your final reason for insisting on Marsh 
Gauges throughout your plant. 


MARSH INSTRUMENT CO. Soles offilicte of Jas. P. Marsh Corporation DEPT. ¢ , SKOKIE, ILL. 


Export Dept., 
“THE stanthind * >) 


EN E. 44th St., New York, M. Y. 


\ ae Sp Pecmnaer » 
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the Distributors V-DRIVE LINE with every 


PROFIT MAKING ADVANTAGE 


4) 


* BROWNING FHP SHEAVES 
with split taper bushings Hi J 
Any bushing fits any sheave 
45 5 


43 stock sheave sizes 
18 stock bushing bores 
Easy to mount—easy to remove 


THis complete V-Drive line af- V. BELTS 


fords distributors a source that 








has a particular appeal to buyers. 
Here is the quality, the types and 
sizes, the service dependability 
that gets wide approval. Here is 
sales and factory cooperation for 
you that has special value. Here is 


the line that has been doing a 








sales job and a performance job 





over the years—it’s the line with 


every profit making advantage. 


WRITE 


FOR 
FULL PARTICULARS 


BROWNING MANUFACTURING CO. 
1951 BROWNING DRIVE 
MAYSVILLE, KENTUCKY 
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“The writer also does not wish to 
convey any impression that a war 
which actually began thirty years ago 
is a matter for the future. There is no 
confusion in the enemy’s mind as to 
the identity of his antagonist, or lack 
of determination to make war and 
win at a time of his own choosing. 
We cannot consider ourselves reason- 
ably secure until we drop a ‘business 
as usual’ attitude and really get to 
work on the precautions indicated 
above. 

“All the numerous advantages which 
we enjoy can be dissipated by indiffer- 
ence and indecision. The artifices of 
diplomacy notwithstanding, war has 
been declared upon us. We can con- 
tinue to ignore this only at our peril.” 


Arcos Corp. Opens 
Western Field Office 


Arcos Corp., Philadelphia, Pa., an- 
nounces the opening of a west coast 
office and warehouse in Los Angeles. 
B. E. David has been appointed dis- 
trict manager. 

The branch office, which is located 
at 427 S. Western Ave., has been 
opened to offer the company’s custom- 
ers and prospects in the southern areas 
prompt and efficient service on its 
line of welding electrodes. 


Wagner Electric Corp. 
Advances Nechemias 


Herbert D. Nechemias recently was 
appointed manager of the industrial 
sales department at Wagner Electric 
Corp., succeeding J. S. Smith who was 
appointed director of purchasing. 

Mr. Nechemias is a graduate of the 
Georgia School of Technology, where 
he obtained a degree in Electrical En- 
gineering. He joined the firm in 1938 
as a student engineer and spent twelve 
years in the sales department prior to 
his promotion. 


Herbert B. Nechemias 











COLUMBIAN 


HYDRAULIC 
VISE 


COLUMBIAN HINGED PIPE VISES 


Long Pipe Jaws made of tool steel are 
furnished in !,"' to 2" size up to and 
including the |," to 414" size. Self, 
locking hook is easy working and 
unbreakable. Malleable iron cast- 
ings provide extra strength. 

Cold rolled steel screw and 

handle. Sizes for holding 

pipe size from 1%" up to 

12” inclusive. 


co 


rece) Aes 


ARE SOLD 


THROUG 


ONLY 


H RECOGNIZED © SAVES TIME 
© SPEEDS PRODUCTION 


Simple, two 
pedal foot con- 
trol leaves both 

hands free. 314" 
jaw widths and 
6" jaw openings. 


COLUMBIAN MACHINISTS’ VISES 


Columbian Malleable 
Iron MACHINISTS’ 
VISES are guaranteed 
a unbreakable! In addition 
to their exceptional 
strength, Columbian en- 
gineering has built into 
these vises the finest 
mechanical perfection 
and special features ap- 
preciated by users. 
Made in all standard 
sizes — 3"’ to 8” jaw 
widths equipped with 
replaceable tool steel 
jaw faces. 


UMBIAN WOODWORKERS!’ VISES 
Continuous Screw — Rapid Act- 
ing Columbian Woodworkers’ 
Vises are finding increased useg 
in many plants particularly for 
the more ordinary types of pattern 
work. These durable low cost 
vises are sturdily built with jaw 


RS 
DISTRIBUTO @ ACCURATE WORK 


POSITIONING 


Precision manu- 
facturing and 


openings up to 12 inches. 


tested quality 

guarantee posi- 
tive operation 
and depend- 
able power. 


COLUMBIAN 
ADJUSTABLE JAW-SWIVEL BASE VISES 


Adjustable jaw vises are valuable wherever a wide range 
of work is required. With pin in place swivel back jaw is 
locked — parallel jaw vise. Removal of pin allows adjust- 
ment of back jaw to a firm grip on irregular or tapered 
pieces. All standard sizes with jaw openings up to 9”’. 


THE COLUMBIAN 


9025 BESSEMER AVENUE : . 


THE WORLD’S LARGESS& 


VISE 


COLUMBIAN WORKSHOP VISES 
Sturdily designed with covered screw, heat-treated jaw 
faces, “Tri-Grip” permanent pipe jaws, swivel base. 2 sizes 
—3%” and 4” jaw widths and 4” and 5” jaw openings. 
For home workshop, garage and general use. 


& MFG. CO. 


. 10} £) 20'8 29 7-0 0 Or Sa O} 5 O00) 


MAKERS OF VISES 
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STYLE “A” 


CHICAGO 


Top Quality 


SAWS 


have delivered 
excellent 
performance 
for years 


The past record of CHICAGO 
SAWS in service is one that has 
a big meaning in selling for the 
years ahead. The wide variety of 
businesses using CHICAGO SAWS 
is an indication of the large mar- 
ket in practically every territory. 
To be acquainted with CHICAGO 
SAWS is to know the full meaning 
of precision built and its big value 
in sales and in service. 


RIP SAW 


CHICAGO SAW WORKS, 


Incorporated 


5042 S. WENTWORTH AVE. 
CHICAGO 9, ILLINOIS 
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EXECUTIVES AND ENGINEERS of the Brunner Mfg. Co. pose with the com- 


pany’s district sales managers at the recent annual sales meeting held in Utica, N. Y 


Brunner Mfg. Co. Announces Expansion Plans 


New air compressor, refrigeration 
condensing unit and air-conditioning 
models were unveiled by the Brunner 
Mfg. Co. recently at the firm’s annual 
sales meeting held at Utica, N. Y. 

District sales managers gathered 
with home office executives and the 
engineering staff to tour news engineer 
ing research and testing laboratory 
building at end of meeting. 

A. G. Zumbrun, president of the 
company, announced that contracts 
have been let for Plant #7, to be con- 
structed on property presently owned 
by the company. When completed 


~ and equipped, at a cost expected to 


reach nearly half-a-million dollars, the 
additional facilities will enable the 
combined plants of the company to in- 
crease production at least 25 to 35%. 

In attendance at the sales confer- 
ence were W. J. Brinkerhoff, Jr., New 
York; Elmo L. Burlingame, Utica; 


A. D. Sullivan, chief engineer; J. B. 
Fleming, Jr., Baltimore; L. A. De- 
Marsh, Kansas City; R. D. Heitchue, 
engineering; S. W. Hanna, Cleveland; 
J. B. Fleming, Sr., Baltimore; A. L. 
Haldeman, Cleveland; T. J. Lyon, Chi- 
cago; G. W. Mathews, New York; 
A. W. Detwiler, Utica; H. Earl Close, 
advertising counsel; J. W. Thomas, 
general sales manager; P. A. Lovegren, 
factory manager; J. P. Junkin, Minne- 
apolis; A. G. Zumbrun, Sr., president; 
Ek. H. Schiller, purchasing agent; 
W. M. Cashin, Boston; O. R. Mc- 
Donald, advertising manager; F. E. 
Wilson, Philadelphia; M.  Pacaro, 
Newark; S. R. Williamson, Dallas; 
F. M. Carry, Florida; A. G. Zumbrun, 
Jr., sales; J. R. Reid, Des Moines; 
R. C. Smith, Dallas; H. S. Ormsbee, 
export; B. E. Welch, export; L. B. 
Menard, Cincinnati; A. W. Moran, 
export; S. Benn, engineering 





ENTIRE SALES FORCE working on the outside for Central Engineering & Supply 


Co., Passaic, N. J 
Boterus 
Allen and Murray Dunberg 


includes, 
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back row, Phillip Kenny, Everett Smith, 
ind James Sferruzzo; and in the fr 


William 


mt row, Leonard Thomas, Joseph B 











Whitney Roller 
Chains in single or 
multiple widths. 


Whitney Cut Tooth 
Sprockets for all 
types of chain. 


Whitney Roller 
Chain Flexible 
Couplings for 
positive yet flexible 
direct drives. 


— 


that Pave the Way to Sales 
WHITNEY CHAIN DRIVES 


Now, when the words are “more and more production” is 
the time to sell Whitney Chain Drives. And when you sell 
“Whitney” you're selling a chain drive line that is knowa 


and preferred by industry for its dependable performance. 


Moreover, when you sell Whitney Chain Drives — silent 
chains, roller chains, conveyor chains, cut tooth sprockets 
and flexible couplings — you sell proved quality. In addition, 
Whitney helps you with an aggressive advertising campaign 
in leading trade papers and hard hitting direct mail .. . sure 
fire sales boosters that help you increase profits. Here are 
some of the typical sales aids that make your sales job easier — 


Publication advertisements reaching over 1,000,000 read- 
ers a month .. . Direct mail to the men you want to reach... 
Self-Mailer bulletins, Advertising reprints, Drop-off bulle- 
tins, Envelope stuffers and Catalogs for your promotion 
use... plus other merchandising material. 


Make this year your Whitney year! It will pay off in more 
sales and more profits. 


WHITNEY CHAIN COMPANY 


239 HAMILTON ST., HARTFORD 2, CONNECTICUT 


Whitney Silent 
chains for quiet, 
high speed power 
transmission, 
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DART 


is the Best Buyword 
when you want 
true economy 








A. W. Fraser 


Worthington Pump 
Promotes A. W. Fraser 


A. W. Fraser, former General Euro- 
pean Manager, has been appointed 
Midwest sales manager of the Worth- 
ington Pump & Machinery Corp. 
Making his headquarters in Chicago, 
he will direct the sales of the St. Paul, 
Kansas City, St. Louis and Chicago 
offices. 

Mr. Fraser, a graduate of North- 
western with the degree of Bachelor 
of Mechanical Engineering, joined 
Worthington training courses in 1929, 
becoming sales engineer in various 
offices and plants throughout the 
country. In 1937 he became Chicago 
district manager and in 1945 general 
European manager. 





This True Ball Joint Makes the Difference French Machine Tool 


Builders Represented Here 
Buy a Dart and you buy a union you can use over The firm of C.I.T.E.R., Inc., has 
and over again. You get more years of service — more drip-proof been formed in New York sponsored 
installations — more for your money. by the Banque de Paris & Pays-Bas 
: and Banque Francaise du Commerce 
Why do Darts last longer? Primarily because they’re built heavier Exterieur, to promote trade from 
— better. Seats, for instance, are spherically ground to a ¢rve ball joint. | France and the French Union to the 
Thus, a Dart tightens easily—stays tight. Seats remain unmarred — United States. It is intended to 


dc for th : ati achieve this by establishing jointly 
ae ie ee ee ee ee owned enterprises between French 


What's more, practically indestructible, air-refined malleable iron —— business interests. 
: esi “ce a ee Re 1e firm will serve as agents here 
is used for body and a bronze for bot ‘ for the following French machine tool 
protection on the outside against rough usage—maximum protec- manufacturers: Ateliers, G.S.P.. L’Ou- 
tion inside against corrosion and pitting. tillage R.B.V., and La Precision Mod- 
' erne, of Paris; Societe Somaco, So- 
ciete Parisienne de Machines-Outils, 
and Etablissements C. Gambin & Cie, 
of Seine; Etablissements Sculfort- 
Fockedey, Vautier & Cie, of Nord, 
DART UNION COMPANY and Etablissements Gendron Freres, 

Providence 5, Rhode Island of Rhone. 

The Fairbanks Co.— Distributors J. G. Devys, former president of 


é American Industrial Development 
N k Pittsburgh I 
Boston satis ematie Corps., heads C.LT.E.R., Inc 





\ 


" 


co 


No question about it, Dart is a better buy 
for your customers—a better union for you 
to handle. 
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Attention 
Distributors: 


= This ad in the leading 
trade papers creates 
® business for you—if 
you stock CARMET. 
Stocks at 15 ware- 
houses from coast to 
coast, plus stocks at 
Detroit plant, back 
you up. What you 
don’t have in stock, we rush to you. 


WRITE FOR CATALOG C-2 . . . also for price 
list... great helps when you need tools fast. 


ADDRESS DEPT. !D-16 








CARBIDE METAL 


STANDARD TOOLS AND BLANKS 


Need cutting tools in a hurry? Just name the standard styles 
and carbide grades desired ... get prompt shipment from a 
big stock near you. 

Our line of carbide ‘“‘standards” is complete. It covers 90% 
of all single-point operations. CARMET standard tools 
come ready to use . . . easy to modify for special purposes, 
by grinding. Style C, illustrated, is designed particularly for 
conversion into various shapes for numerous applications. 

Other standard CARMET styles also are immediately 
available from local stocks. 

Order CARMET tools and blanks for better, faster, cheaper 
cutting. There is a grade to take care of every need. 

@ Allegheny Ludlum Steel Corporation, Carbide Alloys Divi- 
sion, Detroit 20, Michigan. 


For complete MODERN Tooling, call 


Allegheny Ludlum (== 


weod 3466 
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qatdinee, 
SOLDER 


Your solder sales go up when you stock na- 
tionally advertised Federated Gardiner brand 
Acid Core Solder. Listed by Underwriters’ 
Laboratories, Inc. 

Packaged in colorful blue cartons on metal 
spools. Tin-lead analysis prominently dis- 
played on outside of box. Available in all 


commercial sizes and compositions. 


AMERICAN SMELTING AND REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 








PACKAGED 
SHIM 


SAVES 
CRITICAL 
MATERIAL 


STOCK 


Today the most important thing about our 
handy shim stock carton is that it stops 
u'aste—because it feeds out stock in perfect 
condition, as it’s used. These days, when 
shim brass and steel are not easy to get, 
waste just can’t be tolerated. 


One other point—we want our 
distributors to know that each 
of them will get equal and 
impartial treatment from us 
whether shortages exist or not. 


LAMINATED SHIM COMPANY... 


UNION STREET ¢ GLENBROOK, CONN 


ARBOR SPACERS SHIM STOCK 
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Solders Developed 
That Conserve Tin 


The developement of a group of 
solders which permits savings of 50 
percent or more in the tin normally 
used for solders was announced by 
the Metals Conservation Committee 
of Federated Metals Division, Amer- 
ican Smelting & Refining Co. Research 
has been concentrated on this project 
and results indicate that silver is the 
only metal readily available in volume 
that can be satisfactorily substituted 
for part of the tin in solder. 

The new tin-conserving solders are 
basically silver-tin-lead alloys as com- 
pared with the usual tin-lead variety. 
The addition of a small percentage 
of silver permits a marked reduction 


| in the tin content, at the same time 
| giving a joint at least as good as that 
| given by the original alloy. 


It was pointed out by Dr. A. J. 
Phillips, director of research, that for 
such a typical application as the join- 
ing of sheet metal—in heating or 
air conditioning work for example— 
the new ST-30 (30 percent tin) solder 


| would perform as well as the com- 


monly used 50 percent tin- 50 per- 
cent lead or 40 percent tin-60 percent 
lead solders. 

Briefly stated, the objectives of the 
committee are threefold: 

1. To develop new alloys which 
either eliminate or drastically reduce 
the use of critical non-ferrous metals. 

2. To investigate new applications 


| for existing alloys to replace alloys re- 
| quiring greater quantities of strategic 


metals. 

3. With the aim of conserving crit- 
ical materials to recommend alternate 
alloys to meet the requirement of 
various non-ferrous; metal users. 





LUCILLE KINNE checks orders at 
Barnes & Jordan, Inc., Syracuse, N. Y. 
where she has been on the job for six 
vears 
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3 MAUREY 
’ MANUFACTURING CORPORATION 
2915 SOUTH WABASH AVENUE * CHICAGO 16, ILLINOIS 


World's Largest Manufacturer of Pressed Steel and 


Cast lron FHP V-Pulleys Serving Industry Since 1917 


san 


1F You WANT QUALITY, 
SERVICE, COOPERATION 
PROFITs, WRITE TODAY FOR 


FULL DETAILS ON THE M 


AU 
FHP y. REY 


DRIVE FRANCHISE 





THE MAUREY 100% DISTRIBUTOR POLICY 
Maurey V-Drives are sold only through authorized 
distributors on a SELECTIVE DISTRIBUTOR POLICY 
that assures permanent, friendly and profitable dis- 
tributor-manufacturer relations. 


Gi 
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HINGED PLATEG 


BELT FASTENER No. 5 


for Conveyor Belts 


Specially designed to permit 
quick and easy method of 
adding to, or reducing length 
of belt. Just pull the hinge pin 
to open joint. 


PLATEGRIP for dust-tight 
permanent joints. HINGE 
PLATEGRIP for “add-on” 
belts. REPAIR PLATES for 
patching worn or repairing 
torn belts. 


Write for Catalog Sheets. 


ARMSTRONG-BRAY CO. 


5356 Northwest Highway 
Chicago 30, Illinois 


[rom Your customers: weeps in 


(STAINLESS STEEL FASTENERS... 
a 


for quality 
and 


the leading source for Stainless 
Screws, Nuts, Bolts, Washers, 
Pins, Rivets. Made right, Priced 
right. “AN” ond Standard Types 
carried in stock. Phillips Recessed 
Head Screws and Specials avail- 


WRITE FOR CATALOG H 


MANUFACTURERS SINCE S979 


pen 
S 
aG”m A c 


a N " SCREW PRODUCTS COMPANY, INC. 
rent 33 GREENE STREET NEW YORK 13, N. Y. 
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George J. Read 


Chelsea Fan Advances 
Read, Hansel and Clower 


George J. Read has been advanced 
to the position of vice-president 
from general manager of Chelsea Fan 
& Blower Co. 

Leslie R. Hansel, formerly produc- 
tion superintendent, has been named 
vice president in charge ef manufac- 
turing. 

Henry W. Clower has been ap- 
pointed vice president in charge of 
southern operations. Formerly he was 
southern sales representative. 

Prior to joining Chelsea in 1946, 
Mr. Read served for 20 years with the 
Consolidated Edison Co. of New 
York, where he occupied the positon 
of director of economic research. As 
general manager for Chelsea, he di- 
rected sales operations both domestic 
and export. His new duties will in- 
clude sales, public relations and _pro- 
motional activities. 

Mr. Hansel joined the firm at the 
beginning of his business career and 


Leslie R. Hansel 











Sell The 
V-Belt Drive 


which all industry likes best 





Today more machinery is equipped with QD sheaves 
than any other hub-and-rim combination. And the 
popular Worthington-Goodyear EC Cord V-belts give 
you 332 stock sizes for over 75,000 sheave and belt wortHincTon QD spaces 


combinations. The original tapered cone grip sheave that 
Worthington’s FHP line is also complete—quick- is preferred by men who have to install or 
detachable QD Junior V-pulleys, bored-to-shaft-size change sheaves — purchased more often 
solid machined steel V-pulleys, die-case V-pulleys, than any other. 
pressed steel V-pulleys. 
Worthington Multi-V-Drives with QD sheaves and 
Worthington-Goodyear EC Cord V-belts are nation- 
ally advertised. And there’s always a good “plug” for 
doing business with our distributors. 
Sell Worthington across the board—it’s the complete 
quality line. Worthington Pump and Machinery Cor- 
poration, Multi-V-Drive Sales Division, Buffalo, N. Y. 


= 


en = ~ a 
> AAW 
CLLRS SSS 


ue 
THE GOOD RIGHT » HAND OF INDUSTRY 


POWER TRANSMISSION: PUMPS: AIR COMPRESSORS: 
sheaves, V-belts, variable speed drives centrifugal, power, rotary, steam water-cooled, air-cooled 
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One reason why Victor 

Blades are uniformly excel- 

lent, uniformly approved ) 

by your customers, is this WW 
machine that almost thinks. First, it rounds 
the ends of the blades and punches the 
holes in the ends. Then it stamps in the 
brand, sets the teeth for side clearance, 
rolls out the set at the extreme ends for 
snug fit in the frame, and finally bundles 
the blades for heat treatment in Victor's 
molten lead bath. Most important of all, 
even the —— imperfection or trace of 
dirt on a blade stops the machine cold — 
causes immediate rejection of the imper- 
fect blade. Stress this fact to your custom- 
ers—once they've used Victor they'll be- 
lieve you —come back for more. 


arm VALUABLE SALES AIDS 
=v BACK UP VICTOR QUALITY 


Unbreokable Special Flexible 
Assortment No. 45 — 3 blades 
on combination stand-up 

| display and bin card 
Molyflex Display Card Assort- 

, ment No. 166—hold 10 shat- 
terproof high speed Moly flex 
blades 


' Well Chor? —all the facts on 
hacksaw blade selecuon and 

{ use. FREE. 
| Metal Cutting Booklet — free 
4 pockersized guidebook full 
of information on hacksaw 

handling 
National Advertising—eight leading trade journals 
hit more than 450 ing important customers every 
’ 


Complete Line — hand and power blades, frames 
and bands. All sreels, cempers, pitches and sets. 
Sceeirite Metal Marking Crayons 


WOW AVAMABLE! 555 oF GOLD” 


— sound slide film jor distributors’ 
sales meetings 





Henry W. Clower 


| became foreman while the firm was 

still in New York. With the newly 

| expanded plant in Plainfield, Mr. 

Hansel will head all production opera- 
tions. 

Until joining the Chelsea organi- 


zation in 1931, Mr. Clower headed his | 


own manufacturers’ sales agency. In 


his new capacity, he will handle trade | 


and industrial contacts throughout the 
| Southeast through his sales staff work- 
ing out of Chelsea’s Atlanta office. 


York Mfrs. Assn. Elects 
| Campbell President 


George J. Campbell, Jr., 
of Campbell Chain Co., has been 
elected president of the Manufacturers’ 
Association of York. 
ident, who previously served for sev- 
eral years as a member of the Board 
of directors of the association, was 


vice-president of the organization dur- | 


| ing the past year. 


Mr. Campbell joined his firm in | 


1926 and has been president since the 
| death of his father, George J. Camp- 
bell, in 1941. 


VICTOR nail 


SAW WORKS, INC. Middletown, N. Y., U.S.A. 
Mokers of Hand and Power Hack Saw Blades, 


Frames 


252 





' 
and Metal Cutting Bond Saw Blades 


George J. Campbell, Jr. 
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USE-EM-UP TYPE 
oe 


STANDARD TYPES 








LgsLEEVES-— 


president 


The new pres- | 





AND 


SOCKETS 


AND A 
complete line of COLLETS 


~ Taper Tools are made by men 

Suiliod to this type of manufacture. Users 

et long satisfactory service from LLIS 

Equipment ¢ and find the answer to all — 
needs 


and 
line. We can give prompt LE 
on orders for Lathe Centers, Arbors, Drill 
Drifts, and Chucks as sees as 





Magic Type 
on Sleeves and Sockets and Collets 


THE COLLIS CO. 


CLINTON, IOWA 





FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 


Customers prefer Rubyfluid 
because it’s fast acting, eco- 
nomical and so easy to use. 
Rubyfluid thoroughly conditions 
metal for a smooth, strong 
union—produces no harmful or 
objectional odors. 

Sell this “tested by 
soldering flux for customer sat- 
isfaction and more profits to 
you. 

For stainless steel — Sell 
Ruby’s Stainless Steel Flux — 
perfected for that metal. 

FOR INFORMATION 
WRITE 


use” 


RUBY CHEMICAL CO. 
76 McDowell St., Columbus, Ohio 








‘Rubyfluid—J 














i 


(The safest, surest, \ 


most efficient wire 
rope ending is ~. 


DUALOC! 


¥ 








© DUALOC 


egistered Wire Rope Slings 





Yolo) me) 14.14 te 


@ If you want a line that will open doors for you, get you 
into the shop where you can see the need for many of the 
items you sell, you’ll find ACCO Registered WIRE ROPE SLINGS 
a big help. When you sell ACCO, you sell a well-known brand, 
the first brand which offered a safe, sure, 100% efficient Made from right regular lay 
“‘factory-made”’ ending. wire rope for general sling use. 


Equipped with DUALOC, 
WELL ADVERTISED 3 


@ And we help you sell by keeping acco Registered WIRE - 
ROPE SLINGS before your customers with regular ads in eight a = Made by laying up 
popular trade journals. Easy-to-use literature lets you point a Pig: hn ere — 
out quickly the exact acco Registered WIRE ROPE SLING for ibility. Sevipped wih SUMOE. 


a wide variety of lifts. 
Other ACCO Registered 


R A PI D TUR NO VE R ‘ : 6-Part papa tes sen <A 


re , . i braided into flat surf f 
@ Standard units of acco Registered Strand-Laid and Cable- ptean Bs pin yp Pee eee 


Laid WIRE ROPE SLINGS can be carried in your stock with a : 3 

ae - tenent cad sendd turnover, You'll de wall eal 8-Part Braided. This construction has a 
minimum invest = P = : sell symmetricol body which gives all-around 
ing this line. Write:today for complete information. flexibility plus great strength. 


MEMBER THE NATIONAL SAFETY COUNCIL >) 


Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN & CABLE 
WIRE ROPE SLING DEPARTMENT 


Strand-Laid 





In Business for Your Safety 
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work easy -*° 
hold fast and —_ 
Their dependabi ity 
has been 4 recogniz- 
ed characteristic he 
CLARK T 
ERS for ¢ 
Century- 


lose to 4 


CLARK Bros Bout Cp 


MILLDALE, CONN 














THREAD 


RESTORERS 


...and watch the sales ring UP! 


Just a few turns of a Buckingham Thread Restorer fixes up 


battered, distorted, rusted conditions on 
SAE, ASME, pipe, or tapered. Models 
wide range of root diameters. Require 


This exclusive type tool is creating substantial sales. More, 
Buckingham Thread Restorers are consistently advertised to 
a big list of industries. So, hitch onto Buckingham demand. 
Attractive discount! Get extra profits now! Order today or 


OTHER 
QUICK-MOVING 
ITEMS 


“Protecto” Grips 
Tubular dielectric 
plastic grips, for slip- 
ping snugly onto pli- 
ers handles. Provide 
insulation and sure 
grip. Display card 
makes them self- 
sellers. 


any male threads — 
easily adjustable to 
no change of dies. 


Tool Pouches 
Different types with 





write for complete 
details and sales 
proposition. 


"to 1” 
we 


” 10 4” 





© a 2%,” 


an 2%,” 


variety of pockets. 
Supported by belt. 
Heavy leather, stitched 
and riveted. Thousands 
of workmen and hob- 
byists want them. 


root diam. 
root diam. 
root diam. 
root diam... 
root diam. 


$ 6.50 
8.50 
12.00 
27.50 
21.00 








BUCKINGHAM MANUFACTURING CO., 


69-71 Travis Street 





WRITE 


INC. for Literature! 


Binghamton, N. Y 
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E. O. DIXON has been appointed 
vice president in charge of research and 
metallurgy of the Ladish Co., Cudahy, 
Wis., while . . . 


. T. L. SWANSEN, former general 
superintendent, is now vice president 
in charge of manufacturing. 





Corning Glass Appoints 
Lammon To Sales Post 


Daniel J. Lammon has been ap 
pointed manager of the appliance parts 
sales department of Corning Glass 
Works’ Technical Products Division 
He succeeds J. S. Muller, now man 
ager of the Electronic Sales Depart- 
ment. 

Mr. Lammon joined Corning in 
1946 and was originally engaged as a 
junior sales engineer in industrial 
sales, with headquarters in Corning. 
Shortly thereafter he was transferred 
to the Chicago territory as a sales rep- 
resentative for industrial and lighting 
products and plant equipment. In 
1949, Mr. Lammon returned to Corn- 
ing at which time he became associ- 
ated with product promotion 














J. A. Proven 


Proven Addresses 
University Group 


J. A. Proven, vice-president in 
charge of sales at the Porter-Cable 
Machine Co., Syracuse, N. Y., deliv- 
ered a lecture to the Seminar on 
Marketing & Advertising at Syracuse 
University. Mr. Proven’s subject was 
“The Function of Sales and Advertis- 
ing in a War Economy.” 

Mr. Proven’s speech was divided 
into two parts. He first discussed the 
effect of world conditions on U. S. 
production and markets. Next he out- 
lined the activities which sales and 
advertising staffs should undertake 
during a defense period when goods 
are short. 

Mr. Proven is second vice-president 
of the American Supply and Machin- 
ery Manufacturers Association, stated 
in his summary that the sales network 
should never be allowed to disinte- 
grate, since it is more costly to rebuild 
a sales organization than to reacti- 
vate one which has been maintained 
in good condition. 





NEWLY APPOINTED as sales man- 
ager of J. E. Dilworth Co., Memphis, 
Max E. Wells talks things over with 
the president of the firm, Walker L. 
Wellford, Jr. 








WHEN YOU SEE THIS 
ON AN END MILL.... 


... you know you are sell- 
ing a tool specified by men 
who want faster cutting 
and longer end mill life. 


Putnam end mills are the best that years of 
specialized experience and careful manufactur- 
ing can produce . . . recognized everywhere for 
their dependable performance. They are the 
country’s most complete line of regularly-stocked, 
catalog-priced end mills. With more than 1000 


standard types and sizes available. 


As a Putnam distributor, you enjoy healthy 
sales and profits, plus greater repeat orders from 
satisfied customers. Putnam’s aggressive adver- 
tising, prominently displayed in leading trade 
publications, further assures you increased sales 
by creating maximum trade acceptance. That's 
why leading mill supply distributors prefer and 
SELL Putnam End Mills. 


4 
= 


298! CHARLEVOIX AVENUE ° DETROIT 7 MICHIGAN 
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TAC a) 


other tool can do! 











AT LAST! AN OPEN-END RATCHET T. B. Allen 


WRENCH — the world’s first true 
universal wrench. A patented design Allen Represents Chelsea 


for connections on tubing, rods, p 
piping, conduit, studs, etc. Sixty-four , ‘ In 13 States of Midwest 
Makers 0 


socket sizes from %" to 4”. Smallest T. B. Allen has been appointed 
eee SNe ae eS — midwestern representative for the 
me ee oe oe ea ee complete line of industrial, commer- 
any ordinary ratchet wrench will do: —s “ 
cial and residential fans manufactured 
by Chelsea Fan & Blower Co., Plain- 
field, N. J. 
He was at one time sales supervisor 
+) for a Northern Ohio General Electric 
3 t 2/ TAC is the registered tredemert of major appliance and radio distributor; 


eae re } TUBING APPLIANCE CO district and regional sales representa- 


TS, 
5 | i I a2 South Victoria + 10321 Anza Ave. + Los Angeles, Calif tive on General Electric refrigerato 
‘ ranges and water heaters, with head- 


quarters in Philadelphia, Pa. Later, 
Mr. Allen became Southeastern dis- 


; | trict manager, appliance sales to in- 
| clude all major and traffic household 
| appliances. 


When You Sell a Mercury Automatic Clutch 
| Record Year Seen 
You Sell Improved Performance and Safety | In Distribution Volume 


one TAC set replaces literally doz- 
ens of single-purpose hand tools. 








According to Business Action, a pub- 
lication of the United States Chamber 
of Commerce, distributors can ct 
a record dollar volume in 1951, bar- 
ring a full-scale war, though unit vol- 
A recent Mercury development is the Series | 1949 hg = drop to 1948 or 
“E” Mercury Clutch Coupling. This is a com- Paul L. Sample, president of the 
plete unit consisting of a Series “E” Mercury < ‘ . G. C. Murph i K rt. P. 
Clutch with provision for mounting a standard — oneaapers, 53., 
flexible coupling between it and the driven expressed that feeling at the Northeast 

. , ; Marketing Conference in Pittsburgh 
load. Designed for installation on the shafts g : Bn, 
6 hen te cea sponsored by the National Chamber's 

gral orsepower electric motors up to Distribution Department. 

woe He said that there should be avail- 

Wherever you find an electric motor at F \ able for spending and saving this year 

work in the Replacement, Maintenance, or - z $20 billion more than the worth of 

Service markets there is an opportunity to sani goods and SCIVICES. Defense spending 

sell a Mercury Automatic Clutch. and foreign aid, he added, should 
represent about 16 percent of the 
national product, compared with 40 
percent in 1944. 

Agreement that manpower short- 
ages would consititute one of the re- 


Br, PROM tailers’ biggest problems in 1951 was 
Ww cies Mie Gikihh/, CO Ma he Livin voiced by Charles G. Nichols, pres- 


Installed on an electric motor, a Mercury Automatic Clutch cuts starting current 
demand one-half to two-thirds, provides full protection against burned-out windings, 
blown fuses, and fire hazards. Available for 1/6 HP to 15 HP motors plus a 
choice of demountable pulleys. 








The Mercury line is a profitable one for distributors . . . reasonably priced with generous 
discounts. Write for the Mercury Distributor Discount Schedule and copy of Catalog A-4. 


AUTOMATIC STEEL PRODUCTS INC. - CANTON 6: OHIO ident-general manager, of The G. M. 
McKelvey Co., Youngstown, Ohio, 
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and Chas. M. Issac, manager, Distri- e ° 
bution Dept., National Chamber. More and ila Industrial Users Specify... 
Nichols listed manpower shortages | . 
as the first of five problems confront- | 
ing retailers. Others were unbalanced 
inventories, cooperation with sup- | 
pliers “getting some common sense | 
in Washington,” and informing Wash- | 
ington how civilians can best serve 
in the emergency. 
National Chamber Director Jay D. 
Runkle, vice president and general 
manager of Crowley Milner & Co., 
Detroit, suggested creation of a policy 
committee composed of leaders in all 
phases of American life to shape na- 
tional and international policies. 
Asserting that “our free enterprise 
system is entering its greatest trial by | 
fire—a testing of its moral, as well 
as its economic strength,” Frederick 
Bowes, Jr., Pitney-Bowes, Inc., Stam- 
ford, Conn. called for business “to 
create as fast as possible a real public f , 
understanding of our economic sys-| 5, sc Hondies a Gt 
tem through its own employees.” les © i . 
H. P. Campbell, president, Guthrie- 
Morris Coghill Co. Charleston, W. Only Vaco Offers Such Uniformly 
Va., listed ways in which wholesalers WMany 
can best service during the emergency, | Wigh Luality. us Se Styles and 
including use of care in distribution | s 
of scarce items so that smaller stores | Soee. sf et Such Lou Oucrall Cost / 
and communities get fair shares; main- @ Yes, industrial users everywhere . . . men who know 
tenance of adequate stocks; and co- uality, value and price in tools . . . are relying more and 
operation with government control q y P ying : 
offices - - more on Vaco for every screw driver need. Made to highest 
standards with electrically heat treated chrome vanadium 
C. A.W R steel blades, and with exclusive Vaco Amberyl fire-safe 
» Be Waar Sepa handles, Vaco products give more for the money . . . are low 
cost in the long run. Buying is 
C, A. Wagner, with headquarters in ~ easy, too, because there are 
Dallas, has been appointed by The more than 250 Vaco stock 
Billings & Spencer Co., Hartford, | styles and sizes! No need to 
Conn. as their direct representative for | Copper shop around . . . all your 
Texas, Arkansas, Louisiana and Okla- regular, Phillips, clutch 
homa. head, Reed and Prince, 
Mr. Wagner is well-known to the | Klipxon, offset and spe- 
field, having had many years experi- | sere cialty drivers from one 
ence among oil well, plumbing, heat- ee een = ; source! 
ing and electrical and industrial sup- is 0 - 


ply houses. FREE 30-Page Handbook-Catalog 


Mill supply buyers and other large users of 
screw drivers have found the new 1951 Vaco 
catalog to be a veritable mine of informa- 
tion. Every major type and kind of driver is 
illustrated. Complete tables give all useful 
application data 
including bit size, handle 
diameter and length, blade dimen- 
sions, screws to be driven, etc. 
A‘'must” for every catalog file! 
Send for your free copy, today! 











Billings & Spencer Co. 


317 E. Ontario Street, 
Chicago 11, Illinois 
In Conoda: 

Vaco-Lynn Products Co., Ltd. 
1212 Notre Dome Street, W., 
Montreal 3, Quebec 





More Than 250 Screw Driver Styles and Sizes! 
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HALLOWELL 


— 


HEAVY-DUTY 


TRUCKS 
FOR 


TOUGH 
JOBS 


Tough jobs are easy with these 
sturdy, 2-wheel HALLOWELL 
Trucks. All-welded, all-steel con- 
struction minimizes weight (heavier 
model #738 weighs only 50 
Ibs.), cuts maintenance costs, 
lengthens truck life. Ribbed, 
angle-form steel nose carries 
heavier pay loads without bend- 
ing, reinforces “UNI-TRUK"” at 
point of severest stress. Two 
popular models: #738 with 8°’ 
wheels and braced legs; +734 
with 6°" wheels, no legs. 


Write for Bulletin 718-2. 


IH ALLOWELL| 


MATERIALS HANDLING EQUIPMENT 


“SPS- 


STANDARD PRESSED STEEL CO. 
JENKINTOWN 13, PENNSYLVANIA 
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SWAPPING EXPERIENCES | are 
John J. Sullivan, Aro Equipment Co.; 
David J. Yates, Bristol Co., and Wil- 
liam McAvay, Onondaga Supply Co., 
Syracuse, N. Y. 





| Branch Managers Shuffled 


By Independent Pneumatic 


John B. Dempsey, for the past three 
years manager of Thor's Pittsburgh 
branch, has been named manager of 
the Detroit branch, succeeding Robert 
C. Faverty, whose appointment as 
managing director of Armstrong-Whit 
worth & Co., Pneumatic Tools, Ltd., 
now Thor subsidiary in England, was 
announced recently. 

Edward W. Krantz, for the past 
four years manager of the New York 
branch, has been appointed Pittsburgh 
manager to succeed Mr. Dempsey. 

William J. McGraw, manager of 
the Cleveland branch for the past two 
years, has been appointed manager of 
the New York branch to succeed Mr. 


-Krantz. 


Clarence B. Bergren, service engi 
neer, in the St. Louis territory since 
1946, is the new Cleveland branch 
manager succeeding Mr. McGraw. 

Mr. Dempsey, a 12 year Thor sales 
veteran, assumes at Detroit his third 
branch managership. He started with 
the company as a service engineer in 
the Philadelphia territory, and in 1945 
was made manager of the Milwaukee 
branch, serving there until his trans- 
fer to Pittsburgh in 1947. 

Mr. Krantz, prominent in Pitts- 
burgh because 18 of his 22 years of 
Thor service were spent in the Thor 
branch there, managed the Pittsburgh 
branch for six years prior to his trans- 
fer to New York in 1946. He started 
as a service engineer in the Pitisburgh 
territory in 1928, and was appointed 
manager of the branch in 1940. 

Mr. McGraw is also returning to 
the territory where he began his Thor 
service record in 1946. He was made 
manager of electric tool sales in the 
New York territory in February 1948, 
ind was appointed Cleveland managet 
in October of the same year. 

Mr. Bergren, a former railroad ma 
chinist at St. Paul, covered the Mis- | 
souri, Arkansas and Illinois territory | 
as an industrial service engineer since 
joining the St. Louis branch in 1946. ' 
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TYPE U COMBINATION 


That's all we need to know about 
your circular saw requirements to 
give you that famous fast BLADE 
service. 

When stock takes a sudden 
drop, don't worry! We've been tak- 
ing care of rush orders for years. 
It's our business to be sure you get 
top quality circular saws (at better 
discounts) when you need them! 


BLADE BRAND circular saws 
are highest quality alloy saw 
steel . . . hardened by scien- 
tific heat-treating methods 
. .. precision ground for long, 
trouble-free service . . . uni- 
formly set and filed. 


Write, wire or phone when you 
need circular saws in a hurry for 
your customers. We maintain an 
adequate supply for immediate de- 
livery. Each blade is individually 
packaged for easier handling and 
greater protection. And remember 
—BLADE saws are sold only through 
distributors. You're sure of prompt 
service, customer satisfaction and 
full protection of your industrial 
accounts. GET YOUR COPY OF THE 
NEW BLADE CATALOG NOW. 


SIZES STYLES 
6 to 16 inches Rip, Cut-Off 
inclusive Combination & 
Hollow-Ground 


Columbus 12, Ohio 














William Ensign 


William Ensign Appointed 
Assistant Sales Manager 


William Ensign has been promoted 
to the position of assistant sales man- 
ager of Marsh Heating Equipment 
Co., sales affiliate of Jas. P. Marsh 
Corp. 
Mr. Ensign has been with the 
Marsh organization for several years in 
a sales capacity at the company’s home 
‘fice in Skokie, III. 
Among his new duties will be the 
coordination of a nation-wide sales or- 
ganization with the home office to | GORHAM STANDARD 
secure maximum customer service for | _ for the Commercial 
the company’s line of heating special- | > Field 


ties and controls. 


Building Outlook 
Still Cheerful 


Distributor salesmen who sell to the . 
: brs b GORHAM M-40-B for 
construction industry need not worry . 


 diantuteie Heavy Cuts in Hard 
yet about a diminished market result 

ing from government restrictions. a ae 
Statistics recorded by the Bureau of ; 

Labor indicate a raise of 8,300 non 

farm dwellings begun over January of i 7 

last year. At the beginning of this 


year, builders were estimated to have Be a» no time like RIGHT 
commitments with authority to start NOW for GORHAM Tool Bit sales 

me 300,000 units exempt from the . .. mew manufacturing methods 
Regulation -X mortgage credit rc and processes—new shops opening 

— up—enlarging of present plant facili- 
ties and always the constant need in 

Rockwell Will Build those plants who know the high quality 
New Tupelo. Pi: and dependability of GORHAM Cutting 
Now Supers, ae Tools will boost your sales to a new high. 

A new 150,000 sq. ft. manufacturing Selling the right line is very important and the 
plant will be built by Rockwell Mfg GORHAM line is right—for you and for your custom- 
Co. of Pittsburgh in Tupelo, Miss. ; ers. You can always find new markets for GORHAM 

It is expected that ground will be High Speed Steel Tool Bits—we'd like to help you. 
broken for the new Mississippi plant 
within 30 days 

Present plans call for the employ 


ment of approximately 300 people, ail | GORHAM TOOL COMPA NY 


but a few of whom will be hired 14400 WOODROW WILSON AVENUE, DETROIT 3, MICH. 


locally 


ree eee ne eer ay 


GORHAM GORMET 
for more Abrasive 
Materials 
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BELT 
FASTENERS 
and 








RIP PLATES 


FOR HEAVY 
CONVEYOR 
AND 
ELEVATOR 
BELTS OF 
ANY WIDTH 


FLEXCO Fasteners make tight butt joints of 


great strength and durability. 


Trough naturally, operate smoothly through 
take-up pulleys. 
Distribute pull or tension uniformly. 

Made of Steel, “Monel,” “Everdur.” Also 
“Promal” top plates. 


FLEXCO Rip Plates are for bridging soft 
spots and FLEXCO Fasteners for patching or 


joining clean straight rips. 





Compression Grip distributes 
strain over whole plate area 


Order From Your Supply House. Ask for Bulletin F-100 


FLEXIBLE STEEL LACING ¢cOo., 4633 Lexington St., Chicago 44, Ill. 





ATTENTION DISTRIBUTORS 


Products Included in Catalog: 


Pressure 
Regulators 

Temperature 
Regulators 

Pump Regulators 

Water Pressure 
Regulators 

Balanced Valves 

Diaphragm Motor 
Valves 


Float Valves 

Float Boxes 

Fluid Level 
Controllers 

Pop Safety Valves 

Relief Valves 

Strainers 

Bronze Water 
Gauges 

Solenoid Valves 


@ This book does not cost you anything 
to have but it may cost you not to 
have it. 

@ It tells about the economy and quality 
of Keckley Pressure Regulators, Tem- 
perature Regulators, Float Valves, 
Safety & Relief Valves, Strainers, Etc. 


@ It tells how the Keckley Type PTT and 
PTS Pressure & Temperature combina- 
tion eliminates the need of having both 
Pressure & Temperature Regulators. 


@lIts products shown are consumer ac- 


cepted. 


@ It took 38 years of experience to pre- 
pare this book for you. 


@ It is yours with our compliments. We 
are proud of this book but prouder of 
the products described in it. 


@ Ask for our Catalog 51—it’s just off the 
press. 


O.C. KECKLEY COMPANY 


400 W. MADISON: STREET 


CHICAGO 6, ILLINOIS 
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JAMES E. FIX checks over cards in 
the new inventory control system in- 
stalled recently at the George J. Fix 
Co., Dallas 





College Courses Available 
To Distributor Personnel 


lo train people for new or bigger 
jobs in order to offset the manpower 
shortages that will be faced by indus 
try and business, 76 colleges and 
universities are offering their facilities 
to be used with the facilities of in- 
dustry and business in evening courses 
all over the country. 

Ihe 76 educational institutions are 
members of the Association of Uni- 
versity Evening Colleges, located in 
the chief urban centers, close to the 
industrial plants and commercial es- 
tablishments that will face shortages. 
They have the necessary space and 
experienced administrative personnel, 
with industry and business as sources 
from which to draw instructors on a 
part-time basis. 

At the present time 48 of the in- 
stitutions are actually cooperating 
with industry and business. These 
colleges possess the results of years of 
development work, and have the 
ability to develop programs to serve 
specific needs. 

The association seeks the active 
cooperation of trade associations, as 
well as that of key business leaders. 
A program set up in one locality is 
channeled through the net work of 
76 colleges under the sponsorship of 
the national trade association most 
diectly concerned. 

At the present time, 514 associa- 
tions are either cooperating or are 
ready to cooperate with colleges be- 
longing to the association. For ex- 
ample, courses in purchasing have 
been worked out in cooperation with 
purchasing agents’ associations and 
are being given in Boston University, 
Butler, Northwestern, Roosevelt. Col- 











lege, University of Toledo, Tulane 
and Wayne. : 

Nine colleges give traffic courses in 
cooperation with associations in the 
field, and institutions such as the Uni- 
versity of Pittsburgh and Illinois Insti- 
tute of Technology have numerous 
technical courses adaptable to defense 
needs. Courses will include subjects 
concerned with management, super- 
vision, sales, and services auxiliary to 
management—not with trades, crafts, 
machine operations, or other manual 
skills 

Che stated objective of the associa 
tion is to meet the defense needs of 
industry and business by the develop 
ment of individuals so that fewer 
people can produce and distribute 
more goods. ‘The method employed 
to meet this objective is the mobiliza 
tion of facilities in educational insti- 
tutions and in business for education 
and training of adults. 


List of Topics 


The following are topics for the 
courses concerned: 
Production management and supervi- 
sien 
Production planning and control 
Quality Control 
lime and Motion Study 
Plant Layout and 
Handling 
Products Design and Development 
Industrial Supervision 
Business Management 
Organization 
Personnel Administration and 
Relations 
Procurement 
I'rafic Management and Transpor 
tation : 
Office Techniques and Management 
Statistical Techniques 
Records and Cost Accounting 


Materials 


I abor 


Following is the membership roster 
of the Association of the University 
of Evening Colleges: University of 
Akron; American International Col- 
lege; The American University; Bos- 
ton University; Brooklyn College; 
Polytechnic Institute of Brooklyn; 
University of Buffalo; Butler Univer- 
sity; Carleton College; Carnegie Insti- 
tute of Technology; John Carroll 
University; Case Institute of Tech- 
nology; Centenary College of Louisi- 
ana; University of Chattanooga; 
University of Chicago; University of 
Cincinnati; Coe College; Columbia 
University; University of Denver; De- 
Paul University; University of Detroit; 
Drake University; Drexel Institute of 
l'echnology; Evansville College; Har- 
vard University; Hillyer College; 
Hunter College of the City of New 
York; Illinois Institute of Technology; 
University System of Georgia; The 


| 


¥2 ton and | Ton 
Peerless “Packet” 
with single load 
chain. 
Peerless “Packet” 
with double load 
chain. 





PEERLESS 


2 Ton! 





TO INCREASE YOUR SALES 


and to satisfy your customers’ requirements 
for a high quality, efficient, long-lived, low 
cost hoist, recommend the Peerless “Packet”. 
Write for details, today. Bulletin P-5 con- 


tains complete information. 








OTHER HARRINGTON PRODUCTS 
“BEARCAT” ELECTRIC HOISTS 
LESS HOISTS 
PULLERS 


PEER- 
“CUMALONG” LEVER 
TROLLEYS ©¢ CRANES 


—— Baio wero —_— 


1640 W. CALLOWHILLEL ST. 
PHILA. 30, PENNA. 
HOIST MANUFACTURERS SINCE 1876 


INDUSTRIAL DISTRIBUTION © APRIL, 1951 








CALDER .. the Dresser Line 


for Bigger Profits... Easier Sales 
WANA) 


\ BUILT RIGHT—Best materials throughout 
iit steel cutters... 
‘for Automatic Tightening. 


tool N 


Right and Left hand Threaded Bushings \ 


‘, \ \ \ \Y AN 
EASY TO HOLD— Extra ° 
Weight distributed 


\\ for smooth handling. 


\\ \\ \ * WN ANNA NAAN 


\ Also CALDER Fine Diamond Dressing Tools, 
YY ak Se eS SS NUNN WON NANAN 
SOLD ONLY THROUGH DISTRIBUTORS 


WN MAAAAARRA)DDARRRRDAL 
CALDER MANUFACTURING co. 


2049 North Prince Street . Lancaster, Pennsylvania 


well 





Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it lea~es both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Husky, compact, 
precision. built; exerts a grip of 15 times air line pressure! Tried once—re- 

ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only. . .. $29. 90 


Reduces costs, lost motion and fatigue. 


Territories Open for Distributors and Factory Representatives 


W. R. BROWN CORP. 5727 W. ARMITAGE AVE. CHICAGO, ILL. 
SPEEDY AIR VISES + AIR REGULATORS « AIR FILTERS * PORTABLE COMPRESSORS « PAINT SPRAYERS 


AMERICA'S MOST TALRED-ABOUT VISE ... AT A PRICE! 
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Johns Hopkins University; University 
of Kansas; University of Kansas City; 
University of Louisville; Loyola Col- 
lege, Baltimore; Loyola University, 
Chicago; Lovola University, Milwau- 
kee; Marquette University; Marshall 
College, University of Maryland; Uni- 
versity of Miami; University of Minne 
sota; Morningside College; Newark 
College of Engineering; "New York 
University; Northeastern Univ. School 
of Business; Northwestern University; 
Ohio State University; University of 
Oklahoma; University of Omaha; Uni- 
versity of Pennsylvania; University of 
Pittsburgh; Oregon State System of 
Higher Education; Pratt Institute; 
University of Richmond; University 
of Rochester; Roosevelt College of 
Chicago; Russell Sage College; Rut- 
gers University; St. Louis University; 
University of San Francisco; The Uni- 
versity of Southern California; South- 
ern Methodist University; Syracuse 
University; Temple University; ‘Texas 
Christian University; University of 
Toledo; Tulane University; University 
of ‘Tulsa; University of Washington; 
Washington University; Wayne Uni- 
versity; Western Reserve University; 
Sir George Williams Goellege; Univer 
sity of Wisconsin in ; Milwaukee; 
Xavier University; The City College 
of New York. 


Hollis’ Houston Branch 
Now a Texas Company 


Controlling interest in the Houston 
branch of Hollis & Co., Little Rock, 
Ark., has been purchased by William 
Dixon and J. B. Clarke, Jr. 

Mr. Dixon, head of a bolt manufac- 
turing company in Houston bearing 
his name, is president of the new 
Hollis & Co., of Texas. 

Mr. Clarke, formerly manager of 
the branch, is vice president. 


3. Clarke, Jr. 





John M. Cook 


Behr-Manning Elects 
Cook Vice President 


John M. Cook, former general sales 
manager, has been elected to the posi- 
tion of vice president of Behr-Man- 
ning Corp. Mr. Cook also was named 
general manager of the abrasive divi- 
s10n. 

He began his career in the sales de- 
partment of the company in 1921 and 
was made sales manager of general 
trades in 1948. He was named to the 
board of directors in January, 1947 
and last year was made assistant gen- 
eral manager of tne abrasive division. 

Elmer C. Schacht was reelected 


president of the abrasives company. 


Carboloy To Expand, 
Build New Edmore Plant 


\ $2,800,000 plant expansion pro- 
gram to mect demands under the de 
tense program for tungsten carbides in 
various forms has been launched by 
Carboloy Co., Inc., a General Electric 
afhliate 

Of the total, approximately $800, 
000 is being devoted to expanding 
the present Carboloy plants on 8-mile 
Rd., Detroit, while $2,000,000 is for 
construction and equipping of a new 
plant in Edmore, Mich. Certificates 
of Necessity have already been issued 
for a major portion of this expansion 
by the National Production Authority. 

The Detroit expansion will provide 
ipproximately 13,000 sq. ft. of ad 
ditional production area plus increased 

for manufacture and storage 
gen—"1sed in the sintering 
metallic carbides 

Production area of the new Edmore 

be approximately 45,000 sq. 
id will provide employment for 
ipproximately 200 when completed 





te 


meet the challenge of new, 


and hard-to-work materials... 


PORTER-CABLE CARBIDE-TIPPED BITS 


r 


ronree g cant 


Coa mall 


They cut fast and clean — hold 
sharp edges longer—on Ma 
sonite * Formica ® fiber-board * 
plywood * Cemesto * asbestos- 
cement board * cork board * 
plastics * non-ferrous metals. 


VYlow - CARBIDE TIPPED 
Saw Blades 


a 


TWO-WAY PROFIT FOR YOU! 


Yes, profit two ways! ONE—Use these new carbide 
tipped accessories to sell more Speedmatic and 
Guild Routers. Show tool buyers how these routers 
will breeze through tough laminates, composition 
and non-ferrous metals — staying sharp longer, 
avoiding spoiled work and making clean cuts in 
a fraction of the former time . . . and at consid- 
erable savings in bit replacement. 


Two—Sell these up-to-the-minute accessories to 
present Speedmatic and Guild owners, to expand 
Router applications. Explain how carbide tipped 
bits and cutters quickly pay for themselves—give 
from 10 to 100 times more cutting between 
sharpenings minimize “down time” 
drastically reduce sharpening costs. 


YOUR MARKET'S 
WAITING! 


Routing and cutting the 
new materials is a cur- 
rent “hot topic” with 
carpenters and home 


Outstanding speed and quality 
of cut on work ordinary 


blades can't handle. Sizes 


= craftsmen. So cash in 


6. 7'2, 8. Fit Speed on this sales opportunity 
matic and Guild Saws fast collect your 
m so other portables two-way profits quickly 
and sow tables with place your order 

58” arbor. today. 


PORTER-CABLE MACHINE CO. 


8004-1 N. SALINA ST. 


SYRACUSE 8, N. Y. 


nth RECA mae ere mamnnAnEe 2 


teres cacttncet acme aA. 





The new plant will have complete Manufacturers of SPEEDMATIC and GUILD Electric Tools 


tungsten carbide processing facilities n Canada write: Strongridge, Ltd., St. Catharines, Ont 
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As America girds for the “Battle of 
Production, industrial facilities as 
sume greater importance . . . must 
be better protected against loss, 
carelessness and even sabotage. 
Tool cribs, material bins, paint 
booths, employee lockers, factory 
doors and gates must be locked— 
SECURELY. You do your customers 
a favor when you remind them 
of these security measures and 
recommend 


Master m 


Built Like a Bank Vault Door! 
Laminated steel case for powerful 
protection, worlds strongest con 
struction pin tumbler security 

Precision brass cylinders for 
long life and easy action 

Master [ock Company 

Milwaukee 45, Wis. 








\ World's Leading Padlock Manufacturers y, 
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from powder (tungsten, 
etc.) to finished products. 

In announcing the expansion, K. R. 
Beardslee, president of the company, 
stated that with completion of the 
expansion, 50 percent of Carboloy’s 
carbide metal output will be directly 
for defense, under government con 
tract, while the other 50 percent will 
be indirectly for defense—in the form 
of carbide tools and dies needed by 
United States industry for the pro 
duction of equipment for the armed 
services and essential civilian needs. 


carbon, 


Thomson-Diggs Opens 
Fresno Wholesale Branch 


Vhomson-Diggs Co. of Sacramento 
has opened a new wholesale hardware 
distribution branch at 2851 Florence 
Ave., Fresno, Calif. The $400,000 
corrugated iron and sheetmetal build- 
ing has a total of 200,000 sq. ft. of 
floor space. It is located on nearly 10 
acres of land, about four and a half 
acres being under roof. 

One of the largest of its kind in the 
San Joaquin Valley, the plant has 
loading docks at truck bed level on 
ill sides of the building. A railroad 
spur has been extended to service the 
warehouse. 

Equipment consists of an automatic 
onveyor for wrapping and a_ paper 
shredding machine, heavy products be- 
ing handled by two 5-ton walking 
cranes. 

Charles C. Prescott is the 
manager and Robert FE. 
iger of the warehouse 


office 


Monacil man 





STEEL SUPPLY CHECK is made by 
Charles N. Hudson and City Sales 
Manager N. W. Thompson of Wim- 
berly & Thomas Hardware Co., Bir- 
mingham, Ala. 
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SERVICE! 


Again the call to arms with American 
manpower responding! Again the de- 
mands upon industry for greater and 
greater production! With an ever in- 
creasing shortage of workers on pro- 
duction, assembly, and inspection 
lines, management is faced with a 
serious problem —how to lift the 
heavy machines, machine parts, and 
the sorely needed implements of war. 


Here is where you can help. Tell 
management about the time-and- 
‘Budgit’ Electric Hoist. 
How it lifts — and carries, if need 


labor saving 


be—any machine, gun, airplane 


parts, or other implement of war 
within its capacity. How older men 
and even women can do such work 
when a fast, easy-to-operate ‘Budgit’ 


Hoist does all the lifting for them. 


There must be many factories, 
plants, shops, right now, in your 
territory where you can sell ‘Budgit’ 
Electric Hoists to help them step up 
production, meet increased demands 
for their products, enable them to 
keep production costs down, and 


Pp costs due to 








worker injury r Iting from 
lifting of heavy loads. 


if you are running short 
of Bulletin No. 391, write 
ws for more copies. 


in |BUDGIT 


Hotsts 


MANNING,MAXWELL& MOORE, INC. 

MUSKEGON, MICHIGAN 
Builders ef ‘Shaw-Box'’ Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, 
‘Consolidated’ Safety and Relief Valves, ‘Amer- 
ican’ Industrial and ‘Microsen’ Electrical 
Instruments 


| MANNING 


ey 











Manufacturing Efficiency 
Stressed by A.S.T.E. Meetings 


Many Distributor Items 
Aid Increased Production 


Advanced methods of production, 
many involving the use of distributor 
sold items, were outlined recently to 
groups of leading American tool en- 
gineers at a meeting of the American 
Society of Tool Engineers in New 
York. 

Increasing production efficiency 
through new tools and manufacturing 
techniques was discussed by produc- 
tion experts on the staffs of various 
manufacturing concerns. Some of 
these tools and techniques are de- 
scribed below. 


Measuring Steel Machinability 


\ newly developed “constant pres 
lathe which can accurately de 
termine how difficult or how easy a 
metal will be to machine in actual 
manufacturing, was described by F. 
W. Boulger, supervising metallurgist 
at Battelle Memorial Institute. The 
lathe operates with a constant pres- 
sure feeding the tool into the work, 
supplied by a weight and pulley sys- 
tem. As the carriage moves, the cable 
pulling the carriage rings a bell with 
every .002 in. of carriage travel. Every 
time the bell rings, the operator re 
cords the number of revolutions the 
spindle has made. 

Feed, according to Mr. Boulger, is 
a more sensitive indicator of machin- 
ability than tool pressure. ‘Ihe test 
results agree quite closely with other 
means of determining machinability, 
and very closely with tool life actually 
observed on production runs 


sure” 


Plunge Grinding 
Speeds Production 


During the meetings, the tool engi 
neers were urged to consider plunge- 
cut grinding as a cost cutting, produc- 
tion speeding method where close tol- 
erance production is involved. The 
potentialities and application of the 
method were discussed by F. W. Cur 
tis, chief tool engineer, Machine Tool 
Division, the Van Norman Co., and 
a past president of the A.S.T.E. 

\s an outstanding advantage 
of plunge-cut grinding, Mr. Curtis 
pointed to the speed with which jour 
nals or bearing surfaces can be finish 
ground to close tolerances. He also 
described effective techniques of 
plunge grinding diameters and shoul 
ders at the same time, and wheel 
dressing techniques for either flat or 


TYPE “ B” 


FLEXIBLE 
COUPLINGS 


designed to serve as a connecting link between shafts for industrial 
applications. The new Wood's Flexible Coupling consists of two high- 
strength cast iron flanges, with jugs cast integrally, accurately 
machined for balance and coated for rust resistance. Radial lugs are 
designed to provide maximum uniform bearing pressures with the disc. 
The intermediate disc is made of laminated fabric impregnated with 
neoprene to withstand contact with oil, grease, water, steam and high 
operating temperatures. For complete details, write for Bulletin 293. 


ew 


LOWER PRICES @ ACCURATELY MACHINED e@ SUPER SERVICE DISCS 
HIGH TEMPERATURE APPLICATIONS @ UNIFORM DISC PRESSURES 
NO PROJECTING PARTS @ COMPLETE INSULATION @ MACHINED 
FINISH « CARTONED IN SMALLER SIZES 


T. B. WOOD'S SONS COMPANY 


CHAMBERSBURG, PA. 


formed surfaces. The limiting factor | BRANCHES: BOSTON, MASS. * NEWARK, N. J. * CLEVELAND, OHIO + DALLAS, TEXAS 
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Mr. Heffler tells our story better 
than we can. Stock and feature 
Key Sealing Compounds. It 


means steady, profitable, repeat 


business for you. 


For Waterproof Service 
Recommend Sealing with 
Key-Tite. 


Key Compounds are stocked by 
1250 aggressive supply houses. 
Write for price schedules and 


descriptive literature. 


EMBURY 


The Torch that 
Stays Lighted 


No. 750 
Lock E Lite 


windproof. ..weatherproof 
f 
Write EMBURY MANUFACTURING CO 


WARSAW. NEW YORK US A 
~ 


E M B U R Y a. | 


TORCHES & LANTERNS iH = wy 


For oil-proof Service 

Recommend Sealing 

with Key Graphite 
Paste. 


KEY COMPANY 


2621 McCasland Ave., East St. Lovis, Ill. 


| of Union Twist Drill. 





SOLD ONLY THROUGH 
| DISTRIBUTORS 
| BADGER Cor Movers con 

shift ond move cars from 
leading ond unloading 
plattorms in a minimum of 
time. Selling BADGER Car 
Movers is always profitable 
becouse eoch type fills o 
porticulor need. The AD. 
VANCE Safety Cor Wrench 
is onother leader We urge 
wsers to buy thru their 


distributor 


No. 22 Double spurs fit most 
standard makes of railway Car Movers. There is o Badger Spur for 
every Car Mover 


ADVANCE MOVER Co 


APF ETON WISCONSIN 
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| in plunge-cut grinding, according to 


Mr. Curtis, is the length of the jour 


| nal to be ground or the spacing be 
| tween surfaces to be ground 
same time. 


at the 


Older Machine 


| Productivity Increased 


Productivity can be increased on 
older machine tools which cannot 
utilize the cutting properties of car- 
bides, according to Dr. W. R. Frazer 
New grades of 
high speed steel which contain ultra 
hard carbides have been developed 
which will accelerate performance 
from such machines. 


The new tool steels, which he 


| termed “super high speed steels,” con 


tain vanadium carbide and molybde- 
num carbide particles. These particles, 
particularly the vanadium carbide, 
range up to Rockwell 85C in hardness 
—as hard as the material in many 
tungsten carbide tools. While the 
average hardness of the steel is much 
less than tungsten carbides, the pres 
ence of the hard particles enhance tool 
performance and life. 

The new steels allow tools to be 
sharpened to knife edge keeness and 
comparatively sharp angles (60°). This 
reduces the power and rigidity re- 
quired in the machine tool. 


Machine Tools Could 
Produce More 


Industry hasn’t even begun to reach 
the speeds at which metals can be 
machined with carbide tools, accord- 
ing to W. R. Coomey, general su- 
perintendent of Rice Barton Corp. 
New machine tools can be developed 
to operate several times as fast and 
turn out from two to ten times as 
much defense materiel per machine. 

The Rice Barton tests indicate that 
speeds at which the cutting tool] moves 
through the steel at 16 mph or bet- 
ter are entirely feasible. Main require- 
ments, according to Mr. Coomey, are 
machines capable of the required speed 
and feed combinations. 

If speeds and feeds are increased 
even beyond the point where tools 
begin to fail from the speed being too 
high, Mr. Coomey said, good tool life 
will return and the hp required will be 


| reduced. 


Mr. Coomey cited several support 
ing experimental examples. In one, 
milling cutter and workpiece remained 
cool at 1435 fpm, with 20/1000 in 
feed per tooth. When the feed was 
reduced to rv of this, both workpiece 
ind cutter became too hot to touch, 
indicating that the decrease in feed 
was detrimental to tool life. In 
another test a planing machine con 
sumed 92 hp when cutting stecl at 














100 fpm; when the speed was tripled, 


power consumption went down to 


New Process Saves Material 


\ new pressworking process which 
can save up to 15 percent of scarce 
heet steel, and also accelerate produc 
tion, was described at the meetings by 
Melvin and Dan Verson of Verson All 
steel Press Co. By using ‘“‘mechanical 
hands” to move the part from die 
to die, the new presses eliminate the 
conventional scrap strip and thus use 
nearly all the material. The new 
presses, called “‘transfer” presses, have 
been built with bed lengths up to 11 
feet and are capable of up to 450 
tons pressure. 

Ordinarily, when stamped parts re 
quire several operations for comple- 
tion, these operations are divided 
among as many different stamping | 
dies and presses. Or they are per- 
formed in successive stages in the| 
same die. In the latter case a strip 
of steel is fed into the press and the 
part is formed from the strip as it 
moves from step to step through the 
die. In the last stage the finished part 
is cut from the strip and the part 
of the strip which carried the piece | 
is cut up into scrap. This scrap strip | 
is eliminated with the new process. | 


Flexible Mounts 
Confine Vibrations 


Means of isolating and confining 
destructive, annoying or costly ma-| 
chine vibrations were outlined by 
A. P. Pfenninger, Jr., chief engineer 
of Connecticut Hard Rubber Co., and | 
Donald Vance, assistant general man- | 
ager and executive engineer of the} 
Korfund Co. 

The speakers pointed out that it is 
not always practical or possible to | 
design machines that will be in bal- | 
ance throughout their operating life, | 
and under any operating condition 
that might be imposed on them. Yet 
vibration originating in one machine 
an destroy the accuracy of other 
machines, contribute to wear, and 
even cause danger to a building and 
its occupants. 

They described 


the engineerin 


characteristics and applications of var- 


g | 
“| 
ious types of rubber and steel spring | 


r 
| 
g 
. 5S] 
mountings which have been devel-| 

4 | 
oped to isolate or contain vibrations. | 


Reinecke Design Consultant 


Reinecke & Associates, Chicigo de- | 
sign firm, has been named design 
consultant to the tape division of 
Minnesota Mining and Manufactur- | 
ing Co., it was anounced by J. A | 
Borden, vice president and genera) 
manager of the division 


THE MEN YOU SELL 
WILL RECOGNIZE THIS PICTURE 


Socket Head 
Cap Screw 


Hexagon Head 
Cap Screw 


f J 


Flat Head 
Cap Screw 


Fillister Head 
Cap Screw 





Nil 


Square 
Head 
Set 
Screw 


a 


Headless 
Set Screw 


Dog Point 
Set Screw 





Flat Head 
Socket Cap Screw 


Socket Pipe Plug 


Hexagon Keys 
and Key Kits 


Z 


Stripper Bolt 





® 


Semi-Finished Nut 








Semi-Finished Stud 
Castellated Nut 


i, 


Taper Pin 
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The men you sell use the same care in buying 
for replacement as those who buy for original equip- 
ment. They know Chicago “Safety Plus” Screw pro- 
ducts for their uniform high quality, their strength, 
accuracy and clean, true threads. They know “Safety 
Plus” Screws mean lower production costs, fewer re- 
jects, neater, sturdier construction, and tighter hold- 
ing power “originally”. Yes, you’ll find greater profit 
in stocking and selling Chicago “Safety Plus’ pro- 
ducts for service—for quality—for protection—for ac- 
ceptance—it’s the line for replacement AND original 
assembly in ALL fields of manufacture. 


Chicago “Safety Plus” products can be your 
“leader”—it’s the recognized quality line—use it 
to get a re-stocking order on EVERY CALL. 


° 
The CHICAG 
SCREW COMPANY 


2703 WASHINGTON BivD 
BELLWOOD, UL 
Established 1872 


INDUSTRIAL DISTRIBUTION ¢ APRIL, 1951 


REMEMBER—our merchandising 
policy is based on complete coopera- 
tion with the distributor. Ask for 
interesting, full details 


Hexagon Head Cap Screws, Steel and Brass @ Square 
Head and Headless Cup Point Set Screws @ Semi-Finished 
Hexagon Nuts, Steel and Brass © Hexagon Castellated 
Nuts e Fillister and Flat Head Cap Screws @ Taper Pins © 
Milled Studs @ Socket Head Cap Screws @ Socket Set 
Screws @ Socket Pipe Plugs @ Stripper Bolts or Shoulder 
Screws @ Square Head bog Point Set Screws ® Keys, 
Assortments and Kits. 


267 





| New Company Founded 


New ) ge) ry In Pennsylvania 
rhe [es : _e b | } ' Alexander Brothers Belting Ce., a 


| newly formed Pennsylvania corpora- 

3; , | tion, has purchased Alexander Brothers, 

POWERSHEAR ig —— : : Philadelphia, Pa., and Charlotte 
er Leather Belting Co., Charlotte, N. C. 

; : from Armour & Co., with the excep- 

OFFERS ; tion of the Curried Leather Dept., 
CONTINUOUS ACTION f f which will continue to be operated by 


“" Armour Leather Company, Div. of 
plus Armour & Company. 
— The new company will operate as 


VARIABLE SPEED # Alexander Brothers Belting Company 


and Charlotte Leather Belting Com- 

from 30 to 200 strokes per minute pany, which will be a division of said 
company. 

° The firm’s administrative offices 

for high speed DIE-LESS DUPLICATING { will continue to be located at 406 N. 

The new Di-Acro POWERSHEAR Any plant doing high speed pote shearing - Third St., Philadelphia, Pa., and all 

has remarkable speed and accuracy oupnites nevis seamed Fares to Se withen — personnel and executives remain in 

24” shearing widths, capacity 16 gauge sheet steel. the company. The manufacturing of 

1. CONTINUOUS SHEARING ACTION = Also standard model. all industrial products formerly made 


Sautesaues — DOES PRECISION WORK ON ALL SHEARABLE MATERIALS = at \\'illiamsport and Charlotte will 
- ' tgp ony Caer See be concentrated in the improved and 


ee r ee ly MICA, PLASTICS, BIMETALS, FIBRE, LEATHER, SILVER, salcneeed Ctiiaiien stints 
again ieee : MAGNESIUM, COPPER, ALUMINUM, SILICON STEEL, enlarged Charlotte plant. 


3. EASE OF OPERATION — fatigue is CHROME MOLY. LEADED BRASS, STAINLESS STEEL and Officers and directors are as follows: 
Pago gp eearvadonggne ! Il six Di- G. L. Bryson, president and general 
4. "SINGLE STROKE" SHEARING — MAKE, EXTRA $ALES!—an all gD » L., Bryson, president and genera 
non-repeating safety clutch for jobs Roq Parters, Notchers, Punches. Write manager, George L. Abbott, vice- 
not adaptable to continuous shearing. for catalog and dealer information. president and treasurer: and Edward 
P. Alexander, secretary. 

Mr. Bryson will be in charge of all 
operations of Alexander Brothers Belt- 
ing Co., and its division—Charlotte 
Leather Belting Co. 

Mr. Abbott as a director in the new 
company will participate actively in its 
management, particularly as it pertains 
to general sales policy. 

Mr. Watson has been appointed 
general sales manager and will function 
in the same capacity as he has in the 
past. 

Mr. Alexander will represent the 
interest of the Alexander family in the 
new company, but will not take an 
active part in the management at 
present 





for the production of small parts. 

















W. Virginia Plate Mill 
May Be Activated 


At a recent meeting with NPA 


MECHANICAL POWER officials and representatives of the De- 

fense Department, members of the 

TRANSMISSION EQUIPMENT | Rolled Armor Plate Industry Advisory 

For 72 years—a name famous for design perfection and mechanical dependability— Committee had tonnages for finished 

for ability to solve every complicated mechanical power transmission problem. Medart armor plate to be produced to meet 

—MOST COMPLETE LINE AVAILABLE—moves faster, sells easier, earns more profit! | military requirements for the balance 
of 1951 assigned. 

Ack For ( ) V-Belts & Sheaves 1) Speed Reducers At the meeting, it was pointed out 

Power Transmission Equipment () Gears that consideration = being ace to 

oo | activating a minor portion of the Navy 

owned plate mill facilities at South 


| Charleston, West Virginia, in th 
MEDART COMPAN = a lar n es irgimia, in 1€ 


near future. 


Merwe ATTACH THIS AD TO LETTERHEAD AND SIGN 
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SALES POINTERS are given to a new 
Adam Hill Co. salesman by the sales 
manager of the San Francisco firm, 
Fred F. Coates. The new salesman is 
Roger Cauch 





D.P.A. Calls For 
Utilization Of Small Business 


Defense Production Administrator 
William H. Harrison has requested 
the Governors of each of the 48 states 
to establish a Governor’s Commission 
on small business in each state to 
marshall community resources for the 
full utilization of small business in 
the mobilization program. 

The text of Mr. Harrison’s request 
to the Governors follows. 

“In meeting defense requirements 
we are determined to take whatever 
steps are necessary to see to it that 
small business can make the greatest 
possible contribution to the mobiliza- 
tion program and to maintain a high 
level of production to supply civilian 
needs. 

“We know that you want the facili- 
ties and abilities of business, agricul- 
ture and labor in your state to be used 
to the maximum for military needs 
and for the continuance of a strong 
economy. It is also necessary that 


every effort be made, nationally and | 


locally, to safeguard the interests of 
small business firms so they can main- 
tain vigorous economic health. Ameri- 
can business, in essence, is small 
business. 


Inevitable Hardships 


“Inevitably, however, certain hard- 
ships will occur to business, large and 
small, as basic materials in short sup- 
ply are channeled into military pro- 
duction. 
ture for rearmament in the current 
period of partial mobilization was 


awarded solely to small business, these | 


displacements still would occur. 


“We recognize that the cooperative | 


Even if the entire expendi- | 


For repetitive cutting . . . 


‘Wells No. 12 Metal Cutting Band- 


and Wells-0-Far Feed Master 


ez 


ANY quantity of identical lengths of bar*Stock are ‘cut 
automatically in a Wells No. 12 Heavy Duty Metal Cutting | 
Band Saw equipped with a Wells-O-Bar Feed Master. | 

In operation, the cutting head of the saw descends at 
a rate governed by a predetermined blade pressure setting. 
At the completion of each cut, the head automatically rises 
to a preset height and the stock is automaticall¥ projected 
for the next cut. The machine reqiires ho attention except 
for reloading. The saw is powered by two electric motors 
(3/4 and 1/3 H.P.); the feed requires air at 60 to 80 psi. 
Capacity of the saw is 1234” O.D. for rounds, 12” x 16” 
rectangular; standard feed will project up to 17”. 

The feed mechanism does not interfere with the use of 
the saw for makirig single cuts. Saw and feed can be 
purchased separately or as a combination, The feed unit 
can easily be attached to horizontal baad saws now in 
service. F 

Ask your Wells Dealer for complet 
write direct. = 


ee PP Swedicades. 


information or - 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 


606 ADAMS STREET 
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THREE RIVERS, MICHIGAN 
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Built into the ‘Budgit’ Chain Block is 
nearly 75 years of experience in an- 
ticipating the needs of industry. That's 
why the ‘Budgit’ has every advanced 
feature of creative engineering. That's 
why the ‘Budgit’ stands out above 
all others. 


LIGHT WEIGHT is essential in a chain 
block. The ‘Budgit’ is so light one 
man can easily lift, carry and hang 
it up. 


EASY, FAST OPERATION is wanted by 
management and workers. The ‘Bud- - 
git’ gives it to them as no other 
chain block can. 


DEPENDABLE SAFETY is a ‘‘must."’ The 
‘Budgit’ is safety-built, with power- 
ful, fast-acting load brake and many 
other mechanical and construction 
features that contribute ruggedness 
and strength. 


ECONOMICAL SERVICE is a prime requi- 
site. The ‘Budgit’ saves time, effort, 
and money wherever it is used. Tor- 
ture tests proved its safety, stamina, 
and durability. Operation tests prove 
its speed and ease of use. Any way 
you look at it, the ‘Budgit’ is the most 
economical chain block in its class. 
Your ft % and prospects want 
to know the complete story of the 
new, lightweight ‘Budgit’ Chain Block. 
Refer to your copy of Bulletin No. 
398. Give them the facts. You'll sell 
them — repeatedly! 


As ji BUDGIT 
' Chain Blocks 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 


Builders of ‘‘Shaw-Box'’ Cranes, ‘Budgit' and 
Load Lifter’ Hoists and other lifting specialties 
Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, 
Consolidated’ Safety and Relief Valves, ‘Amer 
ican’ Industrial and ‘Microsen’ Electrical 
Instruments 
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| General Electric Co., 


effort of every state is needed to assist 
small business in making its contribu- 
tion to defense production and to 
minimize disruption of small enter- 
prises which are the core of an 
economy which must remain strong. 
Small business must be helped where 
it is—in all parts of the country. We 
are planning therefore among other 
things to establish special programs 
in the field. 

“Specifically, we will develop the 
means by which small business capac- 
ity throughout the country is made 





known both to Federal procurement 
offices and to prime contractors who 
need the assistance of small firms in 
handling defense and defense-related 
business, as well as normal business; 
by which the legitimate claims of 
small business for exemptions from 
Government restrictions may be pre- 
sented when necessary; by which the 
handling of queries, applications and 
appeals of small firms can be expe- 
dited; and to take necessary action to 
see that a fair share of supplies and 
materials are available for non-defense 
production by small business. 


Pool of Knowledge 


“To help in this program, your 
active participation is earnestly solic- 
ited. I am sure there is a pool of 
knowledge in your state which, if 


made available, will help in attaining | 


the overall objectives of the nation. 

“As an immediate step, may I 
respectfully request that you appoint a 
Governor's Commission on Small 
Business composed of civic-minded 
men and women, experienced in such 
fields as manufacture, product and 
market research, distribution, labor 
and finance, who would undertake the 
responsibility of representing 
state in this vital matter. 

“It is my hope that through the 
combined assistance of the Federal 
and State governments small enter- 
prise will provide a substantial share 
of the goods and services needed and 
otherwise make its greatest possible 
contribution to the mobilization 
program. 

“Would you please advise me on 
the appointment of your Commis- 
g10n. 


Carboloy Advances Moore 


Philip D. Moore, for the past three 
years administrative assistant to the 
vice president in charge of employee, 
community and union relations at 
N. Y., has been 
appointed manager of employee and 
community relations of Carboloy Co. 
Inc. Detroit. 


your 


21650 HOOVER ROAD . 
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Carbide 
Tipped 
Spiral Fluted 
Masonry 


Buy them in kits. 
Have the size you 
need when you 
need it! 


KIT a 


Contain 16 
1/4”, § we Pr drifts. 


KIT B 
Contains 1/4", 3/8”, 
1/2”, 5/8”, 3/4" drills. 


KIT C 

Contains 1/4”,3/8" and 
1/2” drills with shanks 
to fit 1/4” chucks. Extra length 
also available 


DETROIT 
SURPLESS-DUNN CO. 


National Distributors 
NEW YORK 7 CHICAGO 


MICHIGAN 

















Walter H. Roesing 


DeWalt Appoints 
New District Manager 


DeWalt Inc. announced the ap-| 
pointment of Walter H. Roesing to| 
the position of district sales manager | 
of certain areas of New York, New 
Jersey and Connecticut. 

Mr. Roesing will supervise the sales | 
of the entire DeWalt line of cutting 
machines and attachments in the New 
York counties of Westchester, Putnam 
ind Rockland; the New Jersey counties 
of Sussex, Passaic, Bergen and Morris; 
ind all the trading areas of Con-| 
necticut | 

Previous to his new appointment, | 
Mr. Roesing was the Eastern sales | 
representative of American Machine 
and Foundry Co., New York, parent 
organization of DeWalt, Inc. 


Tungsten Shortage 
Perils Tool Steels 


Continued unavailability of tung- 
sten will result in serious loss of pro- 
duction of tool steels, lamps and elec- 
tric equipment, representatives of 
tungsten consuming industries re- 
cently advised NPA. Industry mem- 
bers said that there is an acute short- 
age of tungsten ore, and that demand 
for tungsten bearing products is now 
far greater than available supplies. 
They said if supplies do not increase, 
production of tungsten consuming in- 
dustries may be reduced as much as 60 
percent. 

Industry members asked for more 
time to fill DO rated orders, because, 
they said, tungsten bearing ores are 
uneven in quality and demand much 
checking and processing before they 
can be used for precision products. 











All-bronze 
Automatic 


All-bronze 
Centrifugal 


All-bronze 
Reversible 
Centrifugal 


Driven 
Pressure 
Blower 


Self 
Contained 
Coolant 
Pump 


...a “NATURAL” 
for INDUSTRIAL 
DISTRIBUTORS 


Through the years, the Sutton name 
for pumps and blowers has been 
identified with the finest in quality 
and performance. Each piece of Sut- 
ton equipment is specially designed 
for industrial use—and precision 
built to give full satisfaction and de- 
pendable service. Six of Sutton’s 
most popular and fastest selling num- 
bers are shown here — coolant 
pumps, motor driven and pressure 
blowers, sump pumps and centrif- 
ugal pumps. Each is available in a 
variety of sizes most in demand. 
Once you sell a customer on Sutton 
equipment he’ll come back for more. 
Stick with Sutton and he’ll stick with 
you! All the way! 


Write for 
details TODAY ! 


For more sales . . . for faster sales . . . for 
quicker profits write today for the complete 
Sutton catalog on Industrial Equipment. 


lon 

ce [amifactuhing Cain 
112-114 WEST WILSON AVE 
NORFOLK 10, 
VIRGINIA 
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PUMP THESE LIQUIDS 


Acids 
Ammome 
Asphalt 
Alcohol 
Brines 
Benune 
Ble aches 
Blood 


Cream 
Chocolete 
Coustics 
Chemicals 
Coal Ter 
Creosote 
Dishwater 
Drugs 

Dyes 

Ether 

Fuel Oils 
Food Products 
Gasoline 
Glycenn 
Glue 
Glucose 
Grape Juce 
Hot Oils 
Juces 
Kerosene 


Linseed Of 
Lime Water 
lye 

Lubnceting Oils 
Milb 


Molasses 
Naphthe 
Mineral Oils 
Olive Oil 


Petroleum 
Pitch 

Plastics 
Prnting Inks 
Road Oils 
Soap Liquor 
Starch 

Siang Liquids 
Soy Bean Oi 
Syrups 

Tar 

Tomato Juce 
Turpentine 
Varnish 
Vegetable Ols 
Viscose 
Water 


The Pump That Is 


SO RIGHT for SO MANY 


Pumping Jobs 


The fast, self priming . . . the positive, 


steady discharge .. 


. the adaption to 


thin or viscous liquids, makes the 
Viking pump SO RIGHT for SO 
MANY pumping jobs. 

The many sizes are built in a mul- 
titude of models and styles. Each is 
designed for the particular pumping 
job. It is built to meet your require- 
ments, completely. 





CAST BRASS 
COUPLINGS 


For Heavy Duty applications. Clean cut 
threads and uniform corrugations. Avail- 
able from %” to 4”. Larger sizes have 
lugs for tightening. (%¢" to 1” size illus- 
trated) 


FUSIBLE PLUGS 


Sherman “Approved” 
Fusible Plugs are made 
of genuine bronze, filled 
with pure tin. Meet speci- 








Wine 
Yeast 


Lecquer fications for Marine, 
A.S.M.E. and A.P.I. Serv- 
ice. 3g" to 1” size (7991 
“Approved” Type illus- 
trated). 


Learn more of 
these outstand- 
ing facts. Send 
for your free 
copy of bulletin 
51SMM today. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 


Sherman 


INDUSTRIAL BRASS GOODS 


G 
AN HONORED NAME 
IN PUMPING 





FIG. 124 


Pump Company 
(Ofte lol ae wells 


lowa 


a Viking 














FP 


NO. 92 
BENCH PUNCH 


WIPING 
CLOTHS 


SOFT © DURABLE 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR 
THESE INDUSTRIAL WIPING CLOTHS ... 


SANATEX San Forene Processed Wiping Cloths are carefully 
selected, washed, and sterilized. . . they are free of hard cuffs. 
collars, and seams. The SANATEX Packaged Line of Wiping 
Cloths is sealed in sanitary. germproof, d f 

cartons attractively labeled and stating exact > 

scription of contents. You can build a fine, profitable 

business supplying the right wiping cloth for indi- 

vidual jobs. Get all information now 

on this money-making line which gives 

you repeat business over and over again. 


individual Labels to Jobbers read— 
“SANATEX Wiping Cloths expressly 
packed and prepared for. . . your name— 
your address” 


SANATEX CORP. 


2321 N. Wolcott Avenue 
Chicago 14, Illinois 


e STERILE e 





W. A. WHITNEY 
PUNCHES 


® The depth of throat on this 

No. 92 is 10”—weight 165 Ibs.— 

pace & ¥_” to 2” (same as No. - 91). 
yisa 








punch and die that ‘notches angles 
up to 149"x1le"xle" and cuts a 90° 
notch. All W. A. Whitney Punches 
carry our guarantee and you can 
supply the proper punch for any 
job. Distributors get some fine busi- 
ness from selling the W. A. Whit- 
+ ney line of Punches. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 
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Members estimated that in some Di | of #e 
cases, processing ore into finished wire iscover Ow 
for lamp filaments takes 12 months, Ct0O- ® 
and pointed out that the average time a 
for drawing a pure tungsten rod into | : HOSE CLAM PS 
filament wire thickness is 1,700 hours 3 
two and one-half months at the rate 
of 24 hours a day. 
Chief reason for the shortage, rep- 
resentatives said, is the complete cut- 
off from Far Eastern sources of sup- 
plies, which represent some 75 percent 
of the world’s supply of the metal. 
High prices being asked for tungsten 
by other foreign sellers makes buying 
in these areas difficult, the committee 
said. 
Officials of the Defense Minerals . 
Administration informed the com- \ , 
mittee that an order is being drafted i Make You 
which would provide for equitable dis — 
tribution of available tungsten con 


taining ores among essential users : oo * Money. se 
Republic Steel Plans 
New South Chicago Mill 


i 0 Cc ( 
nae or A pager sl cae More than one skeptical jobber has seen the light — for 
cago works of Republic Steel Corpora here is a superior hose clamp whose four basic sizes fit 
tion were announced today. The mill practically all ordinary requirements — an engineered hose 
will be the first facility for the pro clamp which appeals to the reason and pocketbook ot the 


duction of tubular products by Re customer with these advantages — 
public Steel in the Chicago district. 


Work on the project will begin 


immediately and the first production « UNIFORM 
is expected by April, 1952. WG) 
I y Ay BIS » CLAMPING 


A certificate of necessity has been 
granted by the government allowing Aero-Seals are self-locking and vibra- True tangential take-up and curved 
a major part of the cost of the tube tion-proof, have extra long take-up saddle form provide absolutely uni- 
mill as a defense facility to be amor ond are available in both slotted and form clamping action around 360°, 
tized for federal income tax purposes wing-nut type of worm-drive. leak-proof, ideo! for thin-walled tubes. 
over a five year period. 

Some of the production of the mill 


will go into oil country casing and EASY TO USE AGAIN 
tubing for oil wells 10,000 ft. and INSTALL and AGAIN 


deeper, pipe for high temperature, high 
pressure service and refinery still tubes 





You can install an Nine lives is noth- 

Aero-Seal with one ing for Aero-Seals, 

hand if you want to They're ready to go 
— and fast! They're self-feeding once back to work after plenty of hose 
‘the clamp-end engages with the changes. Also available in. stainless 
worm. No loose parts to drop. steel for marine use. 





buy it — it’s a precision job of engineering applied 
to a simple, everyday problem. No ordinary hose 
clamp can match its advantages. 


ee Put an Aero-Seal in a customer’s hands and he’ll 
Gar 





FREE SAMPLE: (iivrn moi wihou obligction 


NAME 





- AnOoTner COMPANY 





ADDRESS 





CITY & STATE 








BREEZE CORPORATIONS, INC. 
HELPING HAND is given at M. J. 


Kelly Supply Co., Syracuse, N. Y., by 33 South Sixth Street, Newark 7, N 
Anne Kelly » daughter of M. J. Kelly. 
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SPECIAL SIZE 
CASTINGS 


MADE FROM STOCK PATTERNS 
2” TO 144” CASTING RANGE 


HELP DISTRIBUTORS— 
e GIVE BETTER SERVICE 
e GAIN NEW CUSTOMERS 
e INCREASE PROFITS 
With No Added Inventory 


Why miss out on the profits and new 
business you can gain with Pyott 
Special Size Castings? When your 
prospect wants a special size 

Pulley, Flywheel, Sheave, Gear Blank, 
Capstan, Roll or Drum, etc., just send 
Pyott a rough sketch of the needed 
casting, with dimensions. Pyott foundry 
skill and the complete Pyott assortment 
of stock patterns will meet your 
customer's need, assure top quality, 
and save both time and money. That's 
how the Pyott Special Castings line 

can widen your range of service, gain 
you new customers, and increase 

your profits... all with no additional 
inventory investment. Write today 

for the PYOTT SPECIAL CASTINGS 
BULLETIN. 


FOUNDRY & MACHINE Co. 
328 N. Sangamon Street, Chicago 7, Illinois 


¥ Belts + Gea 





j. S. Smith 


J. S. Smith Named 
Director of Purchases 


Wagner Electric Corp., St. Louis, 
Mo., recently announced the appoint- 
ment of J. S. Smith, a veteran of 32 
years service with the company, to the 
position of director of purchases 

Mr. Smith joined Wagner Electric 
in 1919 as a worker in the research 
department. He was made a field 
engineer in 1926, first at Detroit, then 
Toledo, and finally at Pittsburgh. In 
1936 he was appointed a special 
representative to the steel industry, 
with headquarters in Pittsburgh, re- 
turning to St. Louis in 1942 as man- 
ager of the industrial sales department. 

Mr. Smith has established six buyer 
groups in the purchasing department, 
each of which i; also responsible for 
following up and expediting deliveries. 
The first io groups, under H. S. 
Garrett, consist of R. Badger, castings; 
E:. K. Raemdonck, copper; and, M. H. 
Snelling, steel. The last three groups 
under E. V. Zimmerman, consist of 
J. E. Roth, automotive component 
parts; M. W. Cox, electrical com- 
ponent parts; and, E. ‘T’. Pound, main- 
tenance and supplies. 


Utica Drop Forge 
Appoints Two VPs 


The new vice presidents, Charles E. 
Wilderman and Daniel E. Waterbury, 
have been appointed by Utica Drop 
Forge & Tool Corp. 

Mr. Wilderman is an authority on 
precision drop forging and is known 
to readers of the technical press for 
his writings on the subject. 

Mr. Waterbury was production con- 
trol manager prior to his new appoint- 


| ment. In his new position he will be 
| especially concerned with Utica’s pro- 


gram of expansion. 
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Sight application necessary 


i and seals belting from for- 
. 


mp on belt or pulley 
and preserves belting 
pofs belting 
& injurious ingredients such 
as resin, grease, etc. 
@ keeps belting pliable in all kinds of 
atmosphere and under all conditions. 
@ good for all types of belting 
he reguiar use of CANTOL Sety, WAX will not 


an in on them ‘to “your advantage. 
We urge users to buy through their local distributor. 


CANTOL WAX PRODUCTS CO. 


BLOOMINGTON + INDIANA 














Boost your 


SALES 
VOLUME 


with the 
ORIGINAL 
and ONLY 


“MORE POWER 
PULLER" 


Here’s a sturdy. flexible, light- 
weight Power Puller that offers un- 
limited sales possibilities. 

It is an unique unit in that it requires 
no electrical or fuel connections—is 
easily carried in your kit and is 
ready for instant use wherever power 
is mi . 

Your customers will find it ideal for 
loading, handling heavy machinery, 
opening car doors and a host of 
every day uses. 

Comes equipped with 20, 30, or 40 ft. 
of cable. 


List Price $27.75 to $33.80 


Write for complete details 
Distributor and Dealer Openings 








The WYETH-SCOTT C0. 


NEWARK, OHIO 




















IN CONFERENCE at Morgans, Inc., 
Savannah, Ga., are Chairman G. P. 
Morgan and President S. H. Morgan 
to discuss responsibilities of the indus- 
try in meeting defense plans. 


Baldwin Resigns 
From Beaumont Iron Works 


James F. Baldwin has announced 
his resignation as manager of the 
Beaumont Iron Works Co., Beau- 
mont, Texas, to form a corporation, 
Nanjim, which will buy and sell ma- 
chinery and all types of steel plate, 
pipe valves and fittings. The new 
corporation will have its offices at 356 
S. Fourth St., Beaumont. 


Ames Co. Names 
Cleveland Representative 

H. G. Collins has been appointed 
exclusive representative in the Cleve- 
land area for The B. C. Ames Co. of 
Waltham, Mass. 

The new representative will handle 


the complete Ames line of micrometer 


dial gauges and indicators. 


SET FOR BUSINESS in the new 
Oliver H. Van Horn building in Fort 
Worth are these three counter sales- 
men, Bob Chandler, Henry Phillipson, 
nd ‘Tommy Howell 


DARNELL § CASTERS 


Maximum 
FLOOR 
PROTECTION 


SAVE EQUIPMENT 
SAVE FLOORS 
SAVE MONEY 
and TIME 


Maximum 
FLOOR 
PROTECTION 


SAVE EQUIPMENT 
SAVE FLOORS 
SAVE MONEY 

and TIME 





| 


DARNELL CORP. LTD. Long Beach 4, Calif 


2 60 Walker St., New York 13, N.Y. + 
36 N. Clinton; Chicago 6, Ill ’ 
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OIL CAPS - VENTS -SPECIAL TUBE FORMS 


PROMPT DELIVERY 


%) Coes 


Spring lid oilers and new self-sealing Synthetic Rub- 
ber (Hy-Car) Oilers are now available for prompt 
delivery. They may be obtained as separate units or 
as part of an oiler assembly with the cap attached 
to an oil tube of any desired form, size or shape. 
Available in copper, brass, aluminum or steel. Oilers 
to meet government specifications available. DETAILS OF A SALE made by the 


- - Briggs-Weaver Machinery Co. branch 
Our new catalog illustrates and gives complete engi- in Houston are related by Bill Wise- 


neering data on the different types of oil cups and man, outside salesman, to L. E. Rice, 
caps. vice-president and head of the branch. 











SEND POR YOUR CATALOG TODAY!! Expenditure Increases 


For Loft Alterations 
ah The National Production Authority 
CYMCH recently revised its basic construction 
order to permit an imcrease in ex- 
cae Wesr eee. penditures for alterations and addi- 
A tions to hotels and office and loft 


buildings. 

These buildings now may be im- 
proved at a cost not to exceed 25 cents 
per sq. ft. of the occupied space in a 
12-month period. NPA emphasized 
that in computing this cost both 
actual construction and all other ex- 
penses or charges incidental to the 
work must be included in the total. 

For all other buildings, the per- 
mitted expenditure for alterations and 
additions remains at $5,000 for the 

@ UNMATCHED cost of actual construction in any 12- 

PRIMING SPEED month period. 

The amendment also provides that 
@ “NEVER FAIL” if partitions made in whole or in part 
FLOAT SWITCH of metal are to be used in any con- 


@ ASSURES unmatched self-prim- = struction project, regardless of size or 
ing speed. Advanced Centrifu- .” © won-—connouve cost, special permission must first be 


a! Design. Exclusive CMC dual 4 ; : 
Cconatnediannstimathendh FLOAT AND STRAINER obtained from NPA. Applications 


type impeller mean peak per- for such permission should be filed on 
formance ond dependability. Semen cage mentee form NPAF-24, available in all field 

















@ GIVES top performance even offices of the Department of Com- 
under adverse conditions. Extra : @ SIMPLE TO CLEAN merce. 


air handling ability permits de- 
pendable performance when JUST UNSCREW PIPE 


ordinary centrifugal pumps Buyers Guide 
become air bound. @ AVAILABLE IN (he Manufacturers Assn. of Syra- 
@ YOUR BEST BUY! WIDE RANGE cuse, N. Y., provides a Buyer’s Guide 
Easily installed. Readily port- : OF SIZES —a directory of manufacturers in On- 
able. May be placedaway from \ Se / ondaga County. As the county is di- 
cnbeeneastetettte mee, ieee a ae | versified in products, the directory is 
Write for full detailsof CMC DUALPRIMEPUMPS an unusual one. Included are four 
pages of makers of fabricated metal 
= =_ products, five on machinery, five on 
OY WE Qa scared ici sstinen and one cach o 
’ fears < - transportation equipment and instru- 

ments. 
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Jack Wilkinson 


Wilkinson Heads 
New Florida Firm 


A new industrial distributing com- 
pany, The Gulf Coast Industrial Sup- 
ply Co., has been opened at 2226 Fair- 
field Ave., St. Petersburg, Fla. J. F. 
Wilkinson is president and W. L. 
Wahl is treasurer. 

Mr. Wilkinson formerly was indus 
trial sales manager for Henry Disston 
& Sons, Inc. Mr. Wahl is president of 


the Farquhar Machinery Co., Jack- 


sonville, of which the new firm will 
be a division. 

Gulf Coast Industrial Supply will 
handle cutting tools, portable electric 
tools, abrasives, mechanical rubber 
goods, power transmission and allied 
lines. 


U. S. Companies Increase 
Foreign Interests 


Ihe trend of American business to- 
ward foreign investment seems to be 
steadily increasing. The establishment 
of such names as Independent Pneu 
matic Tool Co., General Electric, 
Westinghouse, General Motors, Inter- 
national Business Machines, General 
Foods, Remington Rand, Inc. and 
Sylvania Electric, on foreign soil indi 
cates that neither war nor the fear of 
war can deter private American 
business. 

Cheaper labor which lowers the 
cost of manufacturing and production 
could be a reason, and also the fact 
that shipping and freight charges are 
reduced because the product is made 
closer to the market in which it is 
sold. It is interesting to note that 
Latin America and Canada are the 
most popular foreign investment fields. 

Japan too is fruitful, since Japanese 
industry, suffering from war destruc 
tion, is reported to pay liberally for 
American equipment and_ technical 
knowledge. 


Series 140-A-MH. 
Heavy Duty Structural 
Steel Double Ball Race 
Swivel Truck Caster 
with Roller Bearing 
Semi-Steel Wheels. 


anew CASTER 
SERIES 


acw STRENGTH 
acew USES 


ond 40-A-MH Series Swivel Cas- 

ters and their companion Rigid 
Casters (41-A-MH) bring important 
advantages .to users of industrial 
casters. These heavy duty casters 
are available in a greater range of 
wheel diameters—5’’, 6’, 8’’ and 
10’’. Both series are made of even 
thicknesses of heavy steel, uni- 
formly shaped for extra strength 
and rigidity. Swivel casters have 
hardened ball races to absorb shock 
and eliminate strain on king bolt. 
Wheels of both types have roller 
bearings revolving on hardened and 
ground steel sleeves to assure free- 
dom of motion. All are pressure 
lubricated for trouble-free operation. 

Bond 40-A-MH and 41-A-MH 
Series are available with roller 
bearing Semi-Steel, Vulcanized- 
on Soft or Hard Rubber Tread and 
Celoron Wheels. 

Write today for full information on 
the Bond 40-A-MH and 41-A-MH 
Heavy Duty Casters. Ask, too, for 
your copy of the Bond Catalog K-38. 


BOND FOUNDRY & MACHINE CO. 
MANHEIM, PENNA. 
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built-for-the-job 

40-A-MH and 

41-A-MH Series 
Heavy Duty 


STRUCTURAL 
STEEL CASTERS 


Series 141-A-MH. Heavy Duty Struc- 
tural Steel Rigid Caster with Roller 
Bearing Semi-Steel Wheels. Com- 
panion caster to the 140-A-MH 
Swivel Caster. 














CONGRESS LUBRALIFE tJ ORANGEVILLE... 
PILLOW BLOCKS TRUCKS 


a ‘Keep Loads Alive’ 


section acts as 
. wick, lubri- ‘Make Heavy Loads Light and Light 
cotieg the Loads Lighter’ 


shaft by capil- 
| ti The Orangeville line of floor trucks has 
jary action. been continuously added to and today is 








complete in a wide range of sizes and 
types. 
Designed for high quality and long service. 


SELF-ALIGNING PERMANENTLY LUBRICATED fF sekecin svi aad ere wea at 


58” Lubralife Bearing sti i . . all: 
le: g still operating after 860,760,000 revolu ae a By 
tons: of the many available from Orangeville. 
Vibration proof rubber grommets with static a apie yee ond si ai 
dissipator available for type A pillow blocks. prompt cine i> wae san heen Gar 


complete catalog in your files for ready 
reference. 


ORANGEVILLE MFG. CO. 


ORANGEVILLE, 6, PENNA. Since 1879 








ACTUAL 
SIZE 
This 414" test tube 


itlustrates the 
TYPE F, Flange type amount of lubricant 


Lubralife bearing with in a %” bore Lubra- 
heavy duty cast body. NO OILING! life Bearing 


CONGRESS DRIVES DIVISION 


3705 E. Outer Drive, Detroit 34, Mich. 


























DEFENSE PLANTS WANT A4 $7 
ACCURATE, LOW-COST METAL CUTTING! 





METAL 
CUTTING 
BAND 
SAW 


TAKE ORDERS 


FOR Kalamazoo Harold J. Bartlett 
NOW! 


Many of your customers 


Alloy Steel Appoints 
will need fast, accurate, . 
Ideally suited to defense low-cost meral-cucing Bartlett Sales Manager 


> " lefense production 
production needs! Extra ok. 

ull b “Te 
rugged, precision built, big ais sad ab seni peg Harold J. Bartlett has been ap 
capacity! Takes extremely comers a favor by keep pointed sales manager of Alloy Steel 

» “a. > Of. ing your stock o ala ‘ c : 
— ‘eee po pez i mazoo saws complete Products Co., ot Linden, N. J 
ings, host Of exclusive while deliveries are rea > c > of Arr 
aa. coailie aan, Mr. Bartlett, a graduate of Armour 
Institute of Technology, was manager 
ae ~ a 

of Crane’s Alloy Sales for ten years 
prior to his new post. He will make 


Kalamazoo, Michigan his headquarters in Linden. 
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John E. Carroll 


American Hoists Elects 
Carroll Vice-President 

John E. Carroll, general sales man- 
ager of American Hoist & Derrick 
Co., has been elected by the board of 
directors to the office of vice-presi- 
dent of sales. 

Carroll, a graduate engineer from 
the University of Minnesota, joined 
American Hoist in 1937 as a district 
representative. He traveled succes- 
sively the Texas, Chicago and later 
the West Coast territories. He re- 
signed his sales position in 1945 to 
become a partner in the firm of Har- 
ron, Rickard & McCone Co. of 
Southern California, managing the 
construction machinery division. 

Mr. Carroll rejoined American 
Hoist as general sales manager in 
1949. 


June 30th Last Date 
For Aluminum Windows 


NPA has directed that residential 
type aluminum windows and alumi- 
num ducts used for heating, ventilat- 
ing or air conditioning may be com- 
pleted up to June 30 if their manu- 
facture or assembly is begun by April 
30. 

Non-residential type aluminum 
windows may be completed up to June 
30 regardless of when manufacture is 
commenced, provided that orders for 
them were received by the manu- 
facturer prior to February 20. 

NPA said it had extended the 
manufacturing period for these items 
to the greatest extent consistent with 
the needs of the mobilization program 
as a means of lessening the impact on 
manufacturers and their employees, 
to minimize difficulty in the construc- 
tion of the large number of residential 
construction jobs recently undertaken, 
and to permit completion of the con- 
struction of windows and air ducts 


for many schools, hospitals and other 


buildings now under construction. 








For Safety’s Sake . . . SELL 
DAYTON SAFETY LADDERS 











Sizes 3 feet to 16 feet in height (meas- 
ured from ground to platform). Standard 
rubber safety shoes at no extra 


DAYTON 


2339 GILBERT AVE. 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. 


A FEW CHOICE TERRITORIES ARE STILL 
OPEN. 


WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! 


SAFETY LADDER CO. 


CINCINNATI, OHIO 


In Canada—Safety Supply Company—Toronto 








STRATAFLO. 





Stainless Steel 
@ BOLTS ®& 
| SCREWS & 
| NUTS £3 
eC ULLLE \ 


A Complete Line 
yO 'Zo tl lode) (= baedes MEN) Coled 


STAINLESS STEEL : 
BOLTS SCREWS NUTS 


Machine Machine Hexagon 
Carriage Cap Square 
Lag Wood Wing 


WASHERS 
All Types RIVETS 
All Types 


All Types 


© 


FITTINGS ~™ 


All position. Can't leak. 
Fos, cold or hot water ¢r 
steam. 150 Ibs. pressure. 
Noiseless. Ask for bulle- 
tin 402. 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 
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\ 
Available qiso in Moxel, Alumi re) 
num, Everdur, Naval Bronze and = 
Alloy Steels 


e 


We are prepared to fill your 
needs for “Specials ur 
prints or specifications 


Stainless 
SCREW & BOLT CORP. 


135 Church St., New York 7, N.Y 
CO 7-0675 








SPROUT-WALDRON’S 








REASONS 
why it’s 

GOOD BUSINESS to SELL 
Bett Saver PULLEYS 


I— Due to exclusive cone and wing design, 
no abrasive materials or sharp lumps 
can lodge between pulley and belt. 


2-—Belt life is increased because this self- 
cleaning feature eliminates any 
stretching or gouging of elevator or 
conveyor belt. 


B—Loose material flows away from the 
belt and dribbles out harmlessly at 
pulley hubs. 


4—Rounded ends and smooth chamfer@d™ 


‘ 


edges of vanes or “wings’’ do not 


wear or abrade belt. 


&-—Pulley “wings” are so spaced that belt 
flexes naturally and without strain. 


G—Belt life is greatly lengthened. Users’ 
reports range from 25% to 400%. 


7—Interchangeable with solid pulleys. 
@—Easy to install. 


9—Recommended by leading manufactur- 
ers of conveyor belts and by hun- 
dreds of users. 


10—Sales build customer goodwill and 
bring repeat business. 


Available in diameter sizes 
ranging from 6” to 40” 


Send for Bulletin No. 35-A 

| and read the enthusiastic 
@ reports of Belt $aver 
Pulley users. 


Sprout -Waldron's |’ Blue 

Face” Pulleys are\ other 

profit builders. Send for Bulletin 33 

Write today to Sprout, Waldron & Co. 
3 Waldron Street, Muncy, Penna. 


NEW FEATURES of an electric 
motor are explained to Kenneth D 
\dam, head of Adam Hill Co., San 
Francisco, by manufacturer's agent 
Dean F. Lewis 





Increased Shipyard 
Activity Slated 


Approximately 9,000 tons of steel 
products will be provided monthly 
during the period April through June 
for delivery to United States shipyards 
for the repair and conversion of sea 
going vessels, the NPA announced 
~recently. 

Increased activity of ship repair and 
conversion yards during 1951 has 
raised the demand for steel plates, 
shapes, bars, sheet and pipe to the 
point where inventories are rapidly 
being depleted. Repair requirements 
are immediate because of the necessity 
to keep vessels in operation, it was 
pointed out. 


Republic Supply to Build 
San Leandro Warehouse 


Expanding sales and accessibility to 
San Francisco Bay Area cities via the 
new East Bay freeway motivated Re 
public Supply Co. to begin construc 
tion of a new $400,000 72,000-sq. ft. 
warehouse and office in San Leandro, 
Calif. 

When the building is completed, 
Republic will move from its present 
division headquarters in Emeryville, 
also on San Francisco bay. 

[he new warehouse will provide 
more than three times Republic’s 
Emeryville plant area, now 
ft. It will handle all San Francisco 
Bay area business, and supply com- 
pany stores at Sacramento, Stockton 
and San Jose, and orders from Ore 
gon, Washington and northwestern 
Nevada. 

M. D. Jayred, San Francisco divi 
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22,000 sq. | 


ATL 


for quality 
and strength 


BIG 92-PAGE CATALOG 
describes complete Atlas 
line of fastenings. Gives 
all standards, metals, 
forms, finishes and sizes. 
Even if you don’t find 

the fastening you want 
in this catalog, Atlas can §& 
meet your needs 
promptly and efficiently. 


FREE! 


This dependable 
purchasing guide to 
all your fastening / 
requirements is / 
designed to save 
you time and 
trouble. 
Write today. 


/ 
— 


SPANNER-HEAD SCREWS ARE 
AVAILABLE FOR PROMPT SHIPMENT 


ATLAS 


SCREW & SPECIALTY CORP. 
450 BROOME STREET, DEPT. D 
NEW YORK 13, N.Y. 


AT-102 














sion manager, pointed out that the ex- 
pansion is being undertaken almost 
exclusively to supply civilian indus- 
tries, since Republic has few defense 
or military orders at present. 

The company distributes a general 
line of industrial products including 
piping material, mechanical equip 
ment, machinery, rope and rigging. 
Its customers include the northern 
California logging industry, marine, 
chemical, refinery and general manu 
facturing firms. 

Swinerton & Walberg Co., contrac- 
tors for the construction, predicted 
completion of the warehouse by Sep- 
tember 


Restrictions Listed 


In Rubber Manufacture 

Simplification of rubber products 
as a means of conserving rubber for 
the mobilization program was recently 
ordered by NPA. 

Industrial rubber goods limited by 
the order include conveyor, elevator, 
transmission and V belts; hose; and 
wire and cable. 

Conveyor, elevator, transmission 
ind V belts may be black only, except 
those designed for handling unpack- 
aged foods or light colored products 
that might be marked or discolored 
by a black belt. 

Hose may be made in black only, 
except for garden, food conveying and 
hose and air hose 2 in. or 
less in diameter 

In the wire and cable field, all com 
pounds for insulation may be natural 
color or black only; jacket and sheath 
compounds may be black only; but 
colors will be permitted for identifica 
tion of circuits. 


Creamery 





PAY DAY in the offing at Western 
Tool & Supply Co., Oakland, Calif., 
and Mrs. Lillian MacPherson is getting 
the checks ready. 


STOCK “DE-STA-CO”’ 


IT’S EASY TO seu” 


Get extra, profit-building busi- 
ness from every shop in your territory! 
Tell them how “De-Sta-Co” all-steel 
Arbor Spacers save setup time on 
milling machines, slitters, gang-saws 
. . « Sell them two sets for each 
machine in the shop! 

For 20 arbor sizes (%" to 4”) 
.-- 19 graduated thicknesses (.001” 
to .125") . . Complete sets —or in 
bulk. We suggest stocking “De- 
Sta-Co” Ready-Packaged sets in 
the five most popular arbor sizes, 
%", 1", 1%", 1%", 2”. They're 
easy to stock, packed in individual, 
heat-sealed, clear polyethylene en- 
velopes for rust-proof stocking. Each 
set plainly identified by arbor size. 


Arbor Spacers and Shims 


ee Re =| 
All “De-Sta-Co” Arbor Spacers have standard 


keyway. Special arbor spacers, thicknesses over .125”, available in popular sizes 


OO 


ARBOR SPACERS SHIMS 
Keywayed Not Keywayed 


DETROIT 


and thicknesses machined from solid bar stock, hardened 
and ground, with standard keyways. 

“De-Sta-Co” all-steel Shims furnished in same sizes (in 
sets or in bulk), stamped and coined to close tolerances, 
without keyway. Preferred by machinists for over 
thirty-five years for shimming gears and bearings .. . 
asked for by name, “De-Sta-Co”. 

“DE-STA-CO” QUANTITY DISCOUNT PLAN gives you extra 
profits for handling this fast-selling, easily stocked line. Write 
today for “De-Sta-Co” Arbor Spacer and Shim Stock Price List 


STAMPING 


COMPAN 


Y 332 MIDLAND AVE., DETROIT 


3, MICH. 


Tee WEA. Lene 


MACHINE. 
Exclusive 


Auton 
Minimum Margin 


for MILL SUPPLY HOUSES 


IDEAL STENCIL 


COMPLETE, 
FAST-SELLING 
ADDRESSING- 
SHIPPING 
EQUIPMENT 
A dependable, well- 
established name for 
easy, profitable sales. 


FELT TIP MARKER. 
Leak-proof construc 


Gris 





HANDY ANGLE 


Natural grip—Pu 
ton ink control 





TAIN STENCIL BRUSH. 
sh-but- 


tion — replaceable 
tips. 
ALSO complete line of 
stencil inks and stencil 
board 


FOUN- 





Moistens 
cute ul 





»t 
in % second! 


Visit td 
WL OVC MACHINE CO. 
120 IOWA AVE. BELLEVILLE 


g 


TERRITORIES 
OPEN 





measures, and 
,’ gummed tape 
Write today for 
Complete details. 











jea!, Booth 


2524 
Materials Handling Exposition 
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SELL GREENLEE 
AND YOU ALWAYS SELL 


SURE SATISFACTION 


Long-lasting GREENLEE Spiral Screw Drivers 


The choice of many of the nation’s lead- 
ing plants for assembly work and main- 
tenance crews. Husky and dependable... 
fast-working, easily operated. Special 
long-wearing phosphor-bronze drive 
nuts for extra long service. You can 
recommend them with real assurance! 


Big volume builders for you .. . 
GREENLEE Pipe Benders and 
Pipe Pushers. One man quickly 
makes smooth, accurate bends 
in pipe and conduit up to 4!2”, 
tubing and bus bars with the 
GREENLEE Bender. Pushing 
pipe under streets 

floors, etc. is simple, 

fast work with the 
GREENLEE Pusher 


Other profit-makers in the GREENLEE line: 
Hand Benders for Tubing « Electricians’ Knockout 
Tools *« Auger Bits and Drilis * Automatic Push Drills 
Chisels and Gouges * Mortising and Boring Tools 
for Woodworking Machines * And many others 


Get sales facts today. 


-_. 


Greenlee Too! Co., Division of Greenlee Bros. & Co., 
1924 Herbert Avenue, Rockford, Illinois, U. S. A. 
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Roy J. Bell 


Rust-Oleum Names 


Roy Bell To Sales Post 


Roy J. Bell has been appointed fac- 
tory representative in Oklahoma and 
Kansas for the Rust-Oleum Corp., 
Evanston, Ill. He will make his head- 
quarters in Tulsa, Okla. 

Formerly, Mr. Bell was manager of 
the purchasing and transportation di- 
vision of The California Co., subsidi- 
ary of The Standard Oil Co. of Calif., 
in New Orleans, La. When he retired 
recently from that company, he had 
seen 43 years of active service in the 
oil industry on the Pacific Coast and 
the Gulf Coast Areas. 


Lindfors Will Represent 
N. Y. Belting & Packing 


Wenzel A. Lindfors has been ap- 
pointed factory representative for the 
New York Belting & Packing Co. in 
Minnesota, northwest Wisconsin, 
North and South Dakota and northern 
Iowa. 

Mr. Lindfors will make his head- 
quarters with W. S. Nott Co. in Min- 
neapolis. 

He is a graduate of the University 
of Minnesota and formerly general 
manager of the James Ells Employ- 
ment Service, Minneapolis. 


Oneida Supply Co 
Announces Incorporation 


[he Oneida Supply Co., an indus- 
trial supply firm located in Oneida, 
N. Y., has incorporated and has been 
iuthorized to issue stock of $250,000. 

Officers and directors ar Joseph 
J. Springer, president; August J. 
Brain, vice president; Charles A. 
Haberle, secretary; and George W. 
Simon, treasurer. The company will 
continue at its present location 
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Flux 


Sodering Paste 
SAVES TIME—SAVES LABOR 


4 Safest—fast working 
sodering paste made. 


en . 
seal RO 


Sodering Liquid 
Double strength, 
non-evaporating. 
Adaptable to hand 
or machine soder- 
ing. Works like 
lightning. 
Call Your Distributor 
or Write to « 


L.B. ALLEN CO., INC. 


6731 BRYN MAWR AVE. 
CHICAGO 31, ILLINOIS 
@ Sold thru Distributors 

® Send for Catalog 




















Originality 


LOOK TO 


Adjustable Socket Wrench 
@ 150,000 have been sold to garages, 
filling stations and in the oil fields! 


@A complete tool kit—a wrench, a 
hammer, an offset screwdriver! 


@‘Micrometer adjustment” — grips 
square, hex nuts no matter how badly 
burred! 


@ Only wrench of its kind on the mar- 
ket—an easy item to sell! WRITE: 


PARK METALWARE CO., INC. 
Dept. F Orchard Park, N. Y. 


Quality “Toul 


PREFERRED BY EXPERTS 
THIS IS “ANOTHER XCELITE FIRST’ 




















Immediate Delivery 


‘ENCO MITI-MITE 


MAGNETIC BASE UNITS WHICH 
ELIMINATE CUMBERSOME CLAMPING 


WING NUTS 
CUP HOOKS 
BUCKLES 

D RINGS 
EYE RINGS 
SNAPS 
RIVETS 


ROUND 
RINGS 





Models No. 100 and No. 200 on milling ma- 

chine showing ease of attaching on any flat 

or curved surface, without the use of hap- 
hazard clamps. 


CONFERRING on priorities are two 
Thaler Pipe & Supply Co executives of 
Oakland, Calif. They are T. C. Irwin, 
vice president and general manager, and 
Gus Thaler, president 


NEEDED IN EVERY SHOP 
SHOW THEM 
AND YOU WILL 
SELL THEM 





Write today for 
catalog sheets 
GRC iInformo- 
tive catalog 
sheets show 
clear prices — 
clear discounts 





Distributor Customers May 
Use Copper Inventories 


A revision of the basic copper con 
servation order which will affect many 
distributor customers was announced 
recently by NPA. The order permits 


GRIES REPRODUCER CORP. 
| the use of copper held in inventory 


110 WILLOW AVE. + NEW YORK 54, N. Y. | after March 1. 


— : sade The previous copper order con 


tained a list (List A) of items in which 


| copper could not be used effective 
CAR MOVERS 


March 1. Items in process of manu- 
facture could be completed if they 
were started on or before March 1 and 
completed by April 30. 
“Compound Leverage” 
is the secret of their 
great POWER and 
EFFICIENCY 





Photo shows Model No. 150 used as o sur- 

face gage, by mounting holder on shoe No. 

155 which allows it to be used on iron or 

steel surface plates as well as glass or 
marble. 


* 
POWERFUL—PERMANENT 
ALNICO MAGNET 
UP TO 100% MAGNETIC PULL 


List A is retained in the revised 
order, and a list of new products (List 
B) in which copper may not be used, 
is added. The March 1 effective date 
for the items on List A is not changed, 
but the effective date for the items 
on List B was set at April 1 to provide 
time for businessmen to make ad 
justments. Anyone holding copper 
in inventory may use it for the manu- 
facture of items on both List A and 
List B, subject to the percentage 


limitations of the order. - 2 
Copper not actually in inventory, Application of Models No. 150 and No. 200 

but included in the producer’s sched oe od ua at olen ta ve. 

ule for March 1951 and delivered prior 200 to spotlight hard to see work areas 

to May 1, may also be used, subject to 


limitations 


ATLAS 
Model 8 
Streamline 


Heavy duty 
* Model No. X Each model packed in individual wooden 
box 
Shipping all over the country is speeding PRICES 
up and whether your customers need NE 
Car Movers—REPLACEMENTS or REPAIRS 


we can help you to serve them. The 
famous ATLAS construction makes car 
moving easier and simpler... ‘compound 
leverage” gives ATLAS Car Movers their 
great power and speed. We’d like to dis- 
cuss our sales plan with you. We urge 
users to buy through their local distribu- 
tors. 


APPLETON-ATLAS CAR MOVER CORP. 


1421-25 SO. SECOND ST. 
MILWAUKEE 4, WIS. 





Louisiana Pipe & Foundry 
Announces Incorporation 

The Louisiana Pipe & 
Co., Inc., Shreveport, La., 


of the Secretary of State at 


listing capital stock as 


] 
par vaiue, 
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Foundry 
filed ar- 
ticles of incorporation with the office 
Baton 
Rouge during the week of January 13, 
250 shares, no 


Model 100 Indicator Holder 
Model 200 Handilite ... iki 
Model 300 Combination 
(models 1 & 200)... 
Model 150 Duplex Magnetic Base 
Indicator Holder .. 
Write for Bulletins 
No. 602 Descriptive Circular , a. 702 


ENCO MFG. CO. 


DEPT. 941 
4522-24 Fullerton Ave. 





Chicago 39, Ill. 
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5 


looks more like a busy, little 
beaver than a wise, old owl 
these days. But WHO ‘is still — 


of YORK, PENNA. 


Even though we haven't been able to produce all of the pre- 
cision, ‘‘milled-from-the-bar’’—Cap Screws, Set Screws, 
Milled Studs and Coupling Bolts you folks would like to have 
—we’ll do our utmost to help you satisfy those customers 
who depend on you for ‘‘the best.”’ 


Only by Using LOVEJOY 


VARIABLE SPEED PULLEYS 


Will You Ever Know The Full Capacity 
Of The Machines 














The speed you want when you 
want it, simply turn hand wheel. 
V-Belt and wide V-Belt models. 


Zz 


Max. speed position. 
V-Belt at largest pitch 
diam. 


You Use Or Make! 








FEATURES... 


i] 

®@ Maintains perfect belt alignment 
Has curved pulley faces 
Both halves of pulley move 
Positive Lubrication 
Minimum overhang to belt center line 
Sizes up to 8 H.P. 


Write for catalog TODAY 


Min. speed position 
Pulley open—smaliest 


LOVEJOY FLEXIBLE COUPLING CO. 


5079 W. Lake St. Chicago 44, Illinois 
Also mfrs. of Lovejoy Flexible Couplings and Lovejoy Universal Joints 
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HAROLD S. SIZER has been made 
director of design for machine tools 
for the Brown & Sharpe Mfg. Co. of 


Providence 





Cummins To Use 
German, Belgium Steel 


Steel from mills in Belgium and 
Germany is scheduled for use at Cum- 
mins Engine Co., Columbus, Ind. 

Company officials announced the 
arrival of an initial Belgian steel ship- 
ment of 136,000 Ib. at New York. 
l'his steel is being reshipped to forg- 
ing plants in Lansing and Indianapolis 
where rough forgings are to be made, 
after which these parts will be finish 
machined at the Cummins factory. 

(he Belgian shipment is a part of 
orders, placed in European mills by 
two Cummins representatives during 
a recent six-week trip, for various 
types of forging steel and about 75 
miles of precision thin wall steel tub- 
ing. 

Cummins officials pointed out that 
these European purchases were made 
only after it became evident that its 
U. S. steel mill sources would not be 
able to supply its current total require- 
ments for certain types of high quality 
stecl 


$10,000,000 Allocated 
For Metal Search 


Ihe Defense Production adminis- 
tration has allocated $10,000,000 of 
the fund authorized under the De- 
fense Production Act of 1950 to the 
Dept. of Interior for use in encourag- 
ing exploration for strategic and criti- 
cal metals needed in the defense 
program. 

The funds will be used to assist 
prospectors and mine operators in 
searching for and blocking out new 
reserves of ore vitally needed for the 








Nation’s rearmament program and for 
essential civilian requirements. The 
funds will be used generally on a 
matching basis, with a requirement 
that private capital be spent prior to 
or concurrently with the Government 
funds, and the Government’s share 
would be repayable out of production 
from successful ventures. 

It was pointed out that the program 
is in accord with the Congressional 
policy expressed in the Defense Pro- 
duction Act which calls for the en- 
couragement of exploration and directs 
that actions taken to expand defense 
ictivities shall be carried out to the 
maximum extent possible by private 
industry. 

It was also pointed out that an im 
portant part of the job of exploring for 
critical metals is expected to be car- 
ried out by small concerns, and while 
the program is not designed to bene- 
fit any particular segment, small enter- 


prise can make a substantial contribu 
tion to the supply of mineral raw Wilton Combination Bench and Pipe Vises enjoy unusual patronage by vise experts because 


materials which the nation needs. of their improved design, extra strength and depth. Their attractive eye appeal quickly 
turns reluctant buyers into actual sales. 


Wills In Charge WILTON TOOL MFG. CO., 925-D Wrightwood Ave., Chicago 14 
Of Extruded Solder Sales 








Wyman L. Wills has been placed 
in charge of extruded solder sales at 
the Whiting, Indiana plant of Feder- 
ated Metals Div., American Smelting 
& Refining Co. The announcement 
was made in Whiting by John W. 
Kelin, sales manager. Mr. Wills re 
places the late James C. Shaw. 

He comes to Whiting from Feder- 
ated’s St. Louis sales organization 
where he has been serving for the | 


- ae 
past five years ila | NEW Mathewson 
. Adjustable Drill Jig 
Is Ready For You 














> ¢ Nia 


here couldn’t be a more timely item for 

distributors than this new Mathewson 
Adjustable Drill Jig that cuts layout and 
drilling time to a fraction as well as eliminat- 
ing costs of special jigs. Already in strong 
demand, and particularly in plants having 
defense orders. 
The Mathewson Adjustable Drill Jig has 
proved highly successful in enabling inex- 
perienced drill operators to drill holes in 
round and hex stock . . . without layout, 
accurately and quickly. 
Widespread publicity announcements in trade papers have brought in 
hundreds of inquiries to date. Percentage of sales from inquiries has run 
high. Here's your chance to get in mow on a new item that offers quick, 
profitable sales. 

Write for circular and Distributor Discounts 


DISPLAY WORK at Howard Supply - 
Co., Los Angeles, is handled by Mar- | Mathewson i Feledal lates Works, Talon 
tin E. Wolf. He’s putting the finish- 18 HANCOCK STREET, QUINCY, MASS. U.S.A. 


ing touches on a new board. 
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SPROCKETS 


yy are easy 
to order... 


..- RIGHT OUT OF Tug 
C4 
7 


WHEN YOUR CUSTOMER'S job calls for stock 
roller chain sprockets—Sewall is as near as his 
telephone or mailbox. Precision-made Sewall 
sprockets add life to chain drives—and they’re 
available in a wide range of sizes. Do you have 
a supply of our catalogs? 


Ask us for quotations on made-to-order gears Steen | 
and sprockets. SPROCKETS =a 
| 


By the Makers of Sewall Gears 


NEstor 4° E. B. SEWALL MANUFACTURING CO. 
1381 662 Glendale St. + St. Paul 4, Minnesota 


PERFECT SEAL 
EVEN WITH PIPE 
WITHs N IN 
H TAND PERFECT 
leds T3 
ALIGNMENT 

















ferole)*y 
LEAKPR 
WHEN YOU 


RECOMMEND 
AND SELL 


CATAWISSA ends 
guesswork in union require- 
ments—at a price to compete 
with better grade malleable iron 
unions! SELL CATAWISSA HOT FORGED 
STEEL UNIONS and you sell cost-cutting satis- 
faction—sure-fire dependability that means 
profitable repeat business for you! 
WRITE FOR BULLETIN & COMPLETE ENGINEERING DATA 
. standord and double extra heavy, mole and female, orifice and spe- 
cials—screwed or socket weld, there's a CATAWISSA type for every usel 


ATAWISSA 
300 MILL ST. 


ALVE & ITTINGS CO. 
CATAWISSA, PENNSYLVANIA 
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MAL-LEAD 


BOLT 
ANCHORS 


AKRO | UASHEAD BOLT ANCHORS 
form the sturdiest and best combina- 
tion of materials known for strength 
and permanent anchorage. The de- 
sired number of units may be added, 
if bey is weak, to extend the 
length of the anch In d, vi- 
bration will not budge them—yet the 
work can be removed or reinstalled, 





easily. ARRO has devoted consider- — 
able skill and effort to develop this — 


onmer meee state of per- 
fection a ie 


ind dependability. In bolt ss : 


Ye" to 1” ine, 


aos, es, 


ARRO EXPANSION BOLT COMPANY 
ae], Mme} alle) 


backfires 


I get a kick out of making up my income tax report. Strange, too, 
how accurately the kick is aimed. There was a peculiar sort of humor 
attached to this 1951 return. After kicking in, year after year, for every 

conceivable kind of pork barrel idea, and plain political slum parties . 
here comes the opportunity for being a stockholder in a fur coat for a 
strange woman as well as a big-hearted contributor to Florida vacation 
trips, “for the Washington jolly boys. I am laughing like everything. You, 
too, can laugh ‘cause it isn’t funny. 

This last week there was an item in the New York Times about 
Japanese industrial products that were ready to hit the American market. 
According to the item, the products would be in direct competition with 
those of some well-known manufacturers for distributor recognition. 

Our editors are already on the trail to run down the story and deter- 
mine, if possible, what the true facts may be. We have seen the operations 
of sundry foreign nations to build distribution in this field, but it’s the 
first time, since the war, that one of the former axis countries has made a 
return bid for recognition. That is, providing the “Times” item is correct. 

It is a shortsighted distributor, indeed, who will walk into any foreign 
hook-up that competes with his present American source. You can 
depend upon your present source beyond the immediate emergency and 
you always know with whom you are dealing. ‘Two very important points 
to constantly keep in mind. 

The points are no less important for manufacturers. There are signs 
that some manufacturers are flirting with expediency and asking the same 
old question they coined during the war years: “How far should I go in 
curtailing distributor cooperation during the defense program?” That 
exact question was put to me within the past three weeks, and several 
others have asked it in varying ways since February first. 

These manufacturers fortunately, and others like them, are a small 
minority. Actually they have no place in the list that makes up your 
source of supply. Any manufacturer who has anything less than a long- 
term distributor policy that protects you, to the very best of his ability, 
in fair as well as emergency weather is a bad risk. You will have a good 
opportunity to tab the wrong kind during days ahead. 

Lionel Edie said, in a recent bulletin about investment matters, “There 
is not as much thinking as there should be about the long-term outlook. 
Widespread fear of further major inflation and of war with Russia has 
diminished the willingness to try to look ahead. However, the factors, 
population growth and shift, are still dynamic and the pace of scientific 
and technological progress very rapid. What a company is doing to 
capitalize on these trends may be far more important in investment 
analysis than 1951 earnings and dividends.” 

Capitalizing on these trends is directly tied in with a manufacturer's 
plan and policy for the distribution of his products. If he has a distributor 
policy, built around a long-term plan, you can hold on to it or buy it, 
with confidence! On the other hand, a long look and careful checking is 
called for where a manufacturer’s plan and policy extends just to the 
tip of the nose! 

And what about your own plan. Does it look beyond the immediate 
future? Ten years is a short time in the affairs of any business. With 
distributors it is particularly short when you remember that the average 
house has been in business more than fifty years. With the experience of 
the past fifty years to draw upon—when new inventions, new industrial 
methods, new industrial areas, population growth, steady gy«vth of 
opportunity and economic readjustments occurred in each succeeding 
decade—long-term planning should be a cinch. 

As Mr. Edie says—“‘what a company is doing to capitalize on future 
trends may be more important than today’s earnings”. The brutal t:uth 
is that it’s only the opportunist, or the lazy, that will argue the point. 
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Sell the Best 
Blades and Bands 


It’s a simple, infallible rule — better hack 
saws, band saws and band knives will cut 
faster, cut better, last longer and cost less 
per cut. Starrett makes it easy for you to 
recommend the one best, most economical 
blade or band for any cutting operation. The 





complete line includes all types of hacksaw 
for hand or power cutting ... band saws for 
cutting metal, wood, plastics, contour cut- 
ting, friction sawing, etc... .and band knives 


for cutting any soft or fibrous material. 


tp THE BEST 


Starrett 


Hacksaws, Band Saws, Band Knives 





Always 
Dependable 
Since 1880 





, STOCK AND SELL THE —_— LINE 
Starrett ae Se 


THE L. S. STARRETT CO. . World’s Greatest Toolmakers . ATHOL, MASSACHUSETTS - U.S.A. 





150-lb. 
Cast Steel 
Gate Valve 





Cash in on the Reputation 
’ ’ a 2 
of R-PaC Cast Steel Valves 
e R-P&C was a pioneer producer of cast steel valves. R-P & C research engineers 
furthered the development of these valves and consistently improved their quality. 
‘Today there is a complete line of R-P & C Cast Steel Valves... and Fittings ... which 
give uninterrupted, trouble-free service throughout industry. 


This fine reputation creates acceptance among valve users. It encourages reorders 
and increases distributor sales. It enables you to cash in on the reputation of R-P & C 
Cast Steel Valves. Write nearest R-P & C district office for information. : 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 





